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Go-Getter Tt Tips 1 for the New Year 








MY SLOGAN 
for 1927 


Buy good lumber; think good 
lumber ; talk good lumber and 
forget prices. 


Rational production and efficient 
distribution. 


Better merchandising. 


Courage, confidence and codp- 
eration. 


Better merchandising, more in- 
telligent selling, well planned 
and executed advertising and 
less grousing. 


More intelligent service to the 
American public. 


Protect the consumer. 


United effort for the general wel- 
fare of the industry. 


Promote the permanent. 
Build a home first. 


An honest deal in methods of 
distribution. 


Get the price my product de- 
serves. 


Let’s live and let live. 


Constructive merchandising, bet- 
“ter values, quality and service. 


Service. 


To sell better lumber to the con- 
suming public through the re- 
tail dealer. 


Quit doing business at a loss. 


Careful scrutiny of credits; ade- 
quate prices; accurate knowl- 
edge of costs. 


Let us all get together and stop 
selling our products at a loss. 


Manufacture lumber only for im- 
mediate consumption. 
[Turn to page 57] 














I RESOLVE 


in 1927 


To know our product better; to 
merchandise it more intelli- 
gently, irtensively and con- 
certedly. 


Each day to preach the gospel 
of owning your own home. 


Pay all my bills promptly; de- 
vote all my time and energy to 
the business I am in, and never 
sell a man anything I would 
not buy myself. 


First, to learn more about lum- 
ber, its costs, its intrinsic value 
and worth, its usability and its 
indispensability, and second, to 
act upon the knowledge gained. 


To make more of the opportuni- 
ties all about me. 


Not to fall the tree unless some 
one wants its lumber. 


To stop simply quoting and or- 
der-taking; to go out and 
really sell something besides 
price. 


Not to take any orders during 
1927 that will not show a 
profit. 


That we, as manufacturers, take 
more interest and use greater 
care in our endeavors to make 
a better product with the 
standard grades and sizes rec- 
ommended by the Secretary of 
Commerce. 


That our manufacture will be the 
best of its kind obtainable. 


That the lumberman’s slogan for 
1927 be: “Greater codperation 
between buyers and sellers in 
the various markets of the 
country, and a curtailment of 
the production to produce a 
steady market for the benefit 
of both seller and buyer.” 

[Turn to page 57] 
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Prompt Action 


A proposition for financing had previ- 
ously been submitted to other bankers 
who were unfamiliar with the company’s 
properties and they were unable to han- 
dle the business without an extended in- 
vestigation and delays. From the data 
accumulated in our files, it was possible 
for us to make a prompt decision of favor- 
able advantage to the company. 








This is an example of our ability to 
render prompt service regarding financ- 
ing because of our knowledge of proper- 
ties in all sections of the country gained 
through many years of specialized experi- 
ence. We can render you a similar service. 


LACEY 


Securities Corporation 


231 South La Salle Street, Chicago 


626 Henry Building 


Seattle 


350 Madison Ave. 626 He Bidg. 
New York Seattle, Wash. 
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.®& 4 Here’s Place to Buy 


1 Flooring, Hardwoods 


We have had aa experience in satis- 
factorily meeting the needs of buyers of 
Northern Hardwoods, Maple and Birch 
Flooring. Test us out on any of the 
following: 


50,000 feet Attn Clear Maple Flooring 
75,000 feet 13/16x2%4” Clear Birch Flooring 
50,000 feet 13/16x2%4" Ne. | Birch Flooring 
25,000 feet 13/16x2%4" F Birch Flooring 
30,000 feet 13/16xi'.” No. | Maple Flooring 
20,000 feet 13/16xi4” Clear Maple Flooring 
150,000 feet |” Select and Better Kiln Dried Birch 
75,000 fect 1” Ne. | Common Kiin Dried Birch 
100,000 feet 1” No. 2 Common Kiln Dried Birch 

ixS & War. 
25,000 feet ix4 No. 2 Common Kiln Dried Birch 
50,000 pe A/s 4 and 6’ No. 2 and Better Air Dried 


Bire 
60,000 feet 4/4” No. 2 and Better Soft Elm 
4 cars 4’ No. | Hemlock Lath 
2 cars 4’ No. | Mixed Pine Lath 
5 cars 3” and up 7’ White Cedar Posts 
2 cars 4” and up 8 and 10’ White Cedar Posts 
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FLOORING 


Mixed Cars Cut 
Flooring Costs 


It is an old maxim that profits are made in buy- 
ing. Buy right and you can sell on terms that 
attract business. Here is the logic behind our 
mixed car proposition. 


L Maple Flooring, Birch Flooring, 

nm one Cedar Posts, Shingles, 

car we White Pine Lath, 

can ship K. D. Maple and Birch Lumber, 

you =»> Hemlock and Pine yard and 
shed items. 


By buying all of these items in one car you can 
reduce stock investment and increase turnover. 
We also welcome L.C.L. orders for Maple and 
Birch Flooring. 


Let us have your inquiries. 


ROBBINS FLOORING COMPANY 
RHINELANDER, WIS. 











Delivering 
the Grades 


ordered by our customers is one of the 
reasons why we have so many “‘regu- 
lar’’ customers on our books. An- 
other reason is because of the superior 
quality of our 


Northern Hardwood 
and Hemlock Lumber 


We handle the outputs of the Weidman 
Lumber Co., Trout Creek, Michigan, and 
Bergland Lumber Co., Bergland, Mich. 
Your invoice is sent directly from the mill 
making shipment so that you may accu- 
rately check every order. Give our serv- 
ice a trial soon. 


Weidman -Vogelsang 


Swings Berk size, Lumber Co. 


GRAND RAPIDS, MICH. 
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Co-ordinating Sales Effort in Behalf of Lumber 


LL REALLY SOUND salesmanship is based on accurate and 

comprehensive knowledge of the merchandise offered and of 
There are, of course, 
many ways of presenting facts, and success in selling may be deter- 
mined as much by the method of presenting a fact as upon the fact 
Most persons connected with the lumber industry have for 
some time realized that neither all the facts nor all the most 
effective methods of presenting them have been as well known, 
as readily available and as generally used as the condition of the 
lumber market required; and as a, consequence there have been 
serious attempts to discover and make known the facts needed to 
extend the use of lumber as well as to fortify it in the markets 


its fitness to the needs of the buyer. 


itself. 


already held. 


Two movements quite directly related to the activities connected 
with the convention season that promise to improve methods of 
merchandising lumber are the group meetings of salesmen initiated 


organizations. 


the manufacturers. 


by the Southern Pine Association and the convention exhibits 
sponsored by the West Coast Lumber Bureau and by the California 
White & Sugar Pine Manufacturers’ Association. 
be made at most’ of the principal conventions of retail lumbermen’s 
associations, and the meetings of salesmen already scheduled coin- 
cide in time and place with the conventions of nine of the retail 
It has been the aim at each salesmen’s meeting to 
concentrate upon problems of salesmanship ascertained to be vital, 
and the exhibits are to be of a nature to help retailers merchandise 
lumber to greater advantage and profit to themselves as well as to 


The exhibits will 


Sometimes conventions are not taken as seriously as they deserve 
by members. of the associations and by salesmen. 
retailers often have been in the lobbies when the most valuable 
numbers were being presented on the program. Likewise, some of 
the best exhibits have been neglected by those who would profit most 


Salesmen and 
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by studying them. It is the aim in presenting these exhibits and 
holding these salesmen’s meetings to supplement the work of the 
conventions, and the general purpose is so to coérdinate sales effort 
as to bring greater returns in money as well as greater satisfaction 
to all who are engaged in the business. All these movements, there- 
fore, are to be taken seriously, for the lumberman who neglects 
the opportunities they present to him to improve his own methods 
is simply contributing his share to perpetuating the unsatisfactory 
conditions now prevailing in the industry owing to defects in meth- 
ods of merchandising lumber. 





Eliminating Wood by Legal Enactment 


OOD HAS OFTENER been the victim of propaganda than 
has any other building material, chiefly because wood burns. 
In considering the causes of fires and means of reducing the 
fire hazard it is easier to fix upon a single definite cause and to de- 
vise a simple definite remedy by eliminating that alleged cause than 
it is to investigate the subject thoroughly and understand it in all 
its ramifications. The fact that millions of wood structures survive 
the generations that build them ought to afford some evidence at 
least that destruction by fire is not the normal and inevitable fate 
of the frame building. Neither should the fact that shingles burn 
be allowed to obscure the fact that most fires originate within build- 
ings and are due to carelessness of occupants, rather than to the 
character of the structures. 
Whenever a law or ordinance is proposed to meet any set of con- 


. ditions there is an immediate alignment of advocates on the one side 


and of opponents on the other, and while the proposed legislation 


is ostensibly in the public interest, the final enactment is likely to ° 


be the product of conflicting propaganda rather than of investiga- 
tion and weighing of all the facts. In view of the multitude of laws 
passed annually it is remarkable that so few of them exert any 
appreciable influence upon conditions. But some of them do inflict 
serious injury upon certain groups without compensating benefits 
to the public generally. 

During recent years fire underwriters and fire protective organi- 
zations have assumed the leadership in advocacy of measures of 
fire prevention, and their natural allies have of course been munici- 
pal authorities and other fire prevention agencies. So far as these 
agencies aim to promote the public welfare by reducing the fire 
hazard they of course deserve public confidence and public sup- 
port; but experience has shown that a single enthusiast not neces- 
sarily wise or well informed, at the head of a powerful organi- 
zation can carry along with him scores of legislators and others who 
lack the time or the inclination to investigate subjects of proposed 
legislation on their own account. Figures are in such cases commonly 
the most effective weapons in the hands of propagandists, largely 
because they can be made to show almost anything desired and 
because relatively few persons are able to analyze them sufficiently 
to show exactly what they do mean. 

There is no lack of experience to indicate that an important func- 
tion of the lumber trade organization hereafter will be to keep 
the lumber market channels open. While there will be abundant 
opportunities to seek new markets, there should be no neglect of 
old. The danger that lies in neglect of this function of lumber trade 
organizations is seen in the situation in New York City with re- 
spect to the general use of wood in construction and of shingles for 
roofs in particular. Already an ordinance has been favorably re- 
ported eliminating the wood shingle from all building in Greater 
New York. In addition an ordinance has been prepared to extend 
the fire limits of New York City to the city’s boundaries. Here are 
two pieces of municipal legislation that if carried through will cut 
off one of the most important of lumber’s markets. 

What has happened or is in danger of happening in New York 
City is serious enough in itself; but it is even worse as a precedent 
and an example for the guidance of other cities. Not only so, but 
the success achieved by opponents of wood in the largest city in the 
country will but serve to encourage to greater effort those who 
have achieved that success. It is of as much importance to the lum- 
ber industry to prevent the establishment of such precedents as to 
prevent unjust and unnecessary restrictions upon the use of wood 
in building in any given city. 

Objections to the use of wood for construction purposes, so far 
as they are valid, must be met by the lumber industry with frank- 
ness. In fact it may as well be admitted, as it many times has been, 
that thin, flat grained shingles have done as much as any single 
influence to discredit shingles in general. Also failure to adopt 
forms of wood construction that reduce the fire hazard, such as 
fire-stops in walls and combinations with other fire resistant mate- 
rials, as for example metal lath, as well as neglect to enforce safe 
methods of chimney construction in wood buildings, have made their 
own contributions to the anti-wood propaganda. 





In the past to an almost unbelievable extent the lumber indu 
has been indifferent to the sentiments of the public toward wood, 
It has been almost as indifferent to the organizing of forces and the 
coérdination of efforts in opposition to wood as a structural mate. 
rial. During periods of expansion the loss of a single market or a 
considerable part of it was not seriously felt, but the aggregate of 
numerous small losses is now being felt by the lumber industry and 
the need is seen of action to recover as well as to defend its legiti- 
mate markets. What has happened in New York City is but an 
extreme example of what has been taking place throughout the 
country, and the success achieved by the enemies of lumber has been 
relatively easy because lumbermen have offered little opposition, 


There is no industry nowadays that can rest secure in the pos- 
session of its market. There is a substitute or an alternative choice 
of materials for nearly every purpose, whether of food, of clothing, 
of shelter or of entertainment; and markets are held secure only at 
the expense of everlasting vigilance and effort. Lumbermen are 
bound to concede some admiration, though it may be reluctant, to 
rival materials that have succeeded by sheer salesmanship in win- 
ning markets which lumber deserved to hold on its merits. Event- 
ually, of course, every material must stand or fall on its merits, but 
unless lumbermen inform themselves about their own product and 
exert themselves in making its merits known they can not hope to 
retain, not to say recover, their legitimate markets. 





Creating Home Building Atmosphere 


ORE AND MORE retail lumbermen are coming to realize the 
importance of investing their establishments with an atmos- 
phere that suggests the attractiveness and desirability of 

owning a thoroughly modern home. 

Retail lumber establishments are ceasing to be mere warehouses 
for raw materials, and are increasingly assuming the status of 
“stores,” in the sense in which that designation is applied to retail 
emporiums in other lines. The term does not quite meet all the 
requirements, but as no one has yet coined a better one, it prob- 
ably will have to serve. What is really needed, however, to describe 
the modern retail lumber establishment is a term, short and easily 
spoken, yet elastic enough to express the ideas of a store in which 
are kept the materials that enter into the building of a home, and 
also of an exposition of those materials, or as many of them as is 
practicable, in their ultimate setting or environment as parts of the 
complete home. Who will invent a term signifying at once ware- 
house, store, exposition and building service bureau?—for the mod- 
ern retail lumber yard is a composite of all these. 


Confronted by the impossibility of displaying a stock of complete 
homes from which the customer may select one to his taste, as he 
can an automobile or a suit of clothes, the lumber merchant must at 
least visualize his goods in such a way as to emphasize their attrac- 
tive and desirable features as parts of the finished homes rather 
than mere raw materials stored in the shed or yard, which to the 
average person are crude and uninteresting. 


In this visualization, “atmosphere” is an important factor, and 
it is rather strange that lumber merchants do not more universally 
recognize the possibilities in that direction inherent in their own 
business premises. There is no good reason why a lumber office 
building should not in its design, architecture, material and setting 
resemble, or at least suggest, a real home of the sort to arouse the 
desire to own one something like it, rather than adhering to the 
box-car type of architecture that still is too prevalent. Of course, 
offices built years ago, when the retailing of lumber simply meant 
storing it in shed or yard until someone should come and haul it 
away, can hardly be expected to reflect the modern ideas of mer- 
chandising, but there surely is no reason why office buildings now 
being erected, or remodeled, should not suggest the idea that homes 
are sold there. 

True, many new retail offices are of this type, but many more 
ought to be, for each one is a standing advertisement for home 
owning. Recently the field secretary of the Pennsylvania Lumber- 
men’s Association has been making a survey of offices in that terri- 
tory that are so designed and constructed as to express the “atmos- 
phere” of home building, and the number and variety discovered are 
both surprising and interesting. Not only the buildings themselves 
but in many cases the environment, through landscaping, shrub- 
bery and flowers, carry out the “home idea.” 

So much has been said in recent issues of the AMERICAN LUM- 
BERMAN about displays by lumbermen that feature beautiful home 
interiors, with fine woodwork and all the accessories of the modern 
home, and so many pictures and descriptions of such displays have 
been printed in these pages, that we refrain from further discussion 
of that very effective means of creating the atmosphere favorable 
for selling homes, even though this issue contains an illustrated 
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article describing such a display which would serve admirably 


for a text. 


Up against the competition of commodities that are not only 
advertised as never before, but that can readily be displayed and 


demonstrated in their entirety, the live retail lumberman will over- 
look no practicable means for clothing his establishment with the 
“atmosphere” that creates and fosters the desire for homes of 
beauty and convenience. 





1926 Big Year in Lumber Industry 


[Special telegram to AMERICAN LUMBERMAN] 

WasHINeToN, D. C., Jan. 6—Measured by 
sales and shipments of lumber reported today to 
the National Lumber Manufacturers’ Associa- 
tion from approximately 500 of the leading lum- 
ber mills of the country, 1926 was among the big 
years of the industry—possibly the Iargest since 

re-war days. The comparable softwood mills 
sold 12,123,764,661 feet of lumber, and shipped 
12,355,202,635 feet, both orders and shipments 
being slightly higher than in 1925. On the other 
hand, production as comparably reported (12,- 
248,314,040 feet) was almost 200,000,000 feet 
less than in 1925, but was actually about the 
same, taking into consideration the mills not re- 
porting to the National association. 

The total production reported by an average 
of about 125 hardwood mills is 1,507,127,105 
feet, slightly exceeded by both shipments and 
orders. Figures for comparison with preceding 
years are not available. As these hardwood and 
softwood operations represent more than 40 per- 
cent of the total lumber output of the country, 
it is inferred that the total lumber output of the 
United States for 1926 was in the neighborhood 
of 36,000,000,000 to 37,000,000,000 feet. 

Owing to the customary semiannual shutdown 
and restriction of production at this season on 
account of repairs, alterations ete., production 
for last week was only 52 percent of normal. 
The reporting mills were comparatively few, and 
no reliable inference can be drawn from the re- 
ports of 322 mills, which, however, show on their 
face a gain of 10 percent in business, as com- 
pared with the preceding week; whereas, ship- 
ments fell off about 15 percent and production 
30 percent. 

The figures for last week, the week before and 
the same week last year follow: Production— 
111,446,064 feet, against 162,416,472 feet the 
week before, and 135,046,960 feet last year. 
Shipments— 127,165,195 feet, against 151,883,- 
007 feet the week before, and 158,813,752 feet 
last year. Orders—143,211,315 feet, against 
130,321,475 feet the week before, and 148,790,- 
501 feet last year. 

The following revised figures compare the 
softwood lumber movement of the seven regional 
associations for 1926 with those for 1925: 
Production—12,248,314,040 feet, against 12,- 
428,809,277 feet in 1925. Shipments—12,355,- 
202,635 feet, against 12,311,989,476 feet. Or- 
a feet, against 12,154,420,653 

eet. 


The unfilled orders of 206 southern pine and — 


West Coast mills at the end of last week 
amounted to 462,066,396 feet, as against 473,- 
597,337 feet for 209 mills the previous week. 
The 107 identical southern pine mills in the 
group showed unfilled orders of 175,969,152 feet 
last week, as against 178,475,304 feet for the 
week before. For the 99 West Coast mills the 
unfilled orders were 286,097,244 feet, as against 
295,122,033 feet for 102 mills a week earlier. 

Altogether the 309 comparably reporting soft- 
wood mills had shipments 114 percent, and or- 
ders 129 percent of actual production. For the 
southern pine mills these percentages were re- 
spectively 82 and 76; and for the West Coast 
mills, 162 and 183. Of the reporting mills, the 
287 with an established normal production for 
the week of 199,126,303 feet, gave actual produc- 
tion 52 percent, shipments 61 percent, and orders 
70 percent thereof. 

The mills of the California White & Sugar 
Pine Manufacturers’ Association make weekly 
reports, but they have been found not truly 
comparable in respect to orders with those of 
other mills. Consequently, the former are not 
now represented in any of the foregoing figures 
nor in the regional tabulations below. Thirteen 


of these mills, representing 41 percent of the 
cut of the California pine region, gave their 
production for the week as 6,025,000 feet, ship- 
ments, 9,095,000 feet, and new business, 12,- 
768,000 feet. Last week’s report from 14 mills, 
representing 48 percent of the cut, was: Pro- 
duction, 9,347,000 feet; shipments, 9,710,000 
feet, and new business, 8,440,000 feet. 

The West Coast Lumbermen’s Association 
wires that new business for the 99 mills report- 
ing for the week ended Dec. 31 was 83 percent 
above production, and shipments were 62 percent 
above production. Of all new business taken 
during the week 49 percent was for future water 
delivery, amounting to 32,715,091 feet, of which 
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Forest fire lookout tower built on top of a pine 

tree in the Deschutes national forest. The tower 

is almost 190 feet high. It stands near 
Sisters, Ore. 





21,493,358 feet was for domestic cargo delivery, 
and 11,221,733 feet export. New business by 
rail amounted to 30,155,111 feet, or 46 percent 
of the week’s new business. Fifty-four percent 
of the week’s shipments moved by water, 
amounting to 31,835,918 feet, of which 21,- 
423,315 feet moved coastwise and intercoastal, 
and 10,412,603 feet export. Rail shipments total 
23,498,965 feet, or 40 percent of the week’s 
shipments, and local deliveries, 3,551,172 feet. 
Unshipped domestic cargo orders totaled 94,- 
727,162 feet; foreign, 82,707,609 feet, and rail 
trade, 108,662,473 feet. . 
Resumption of Douglas fir logging after the 
holidays is not nearly so general as reports in 
the daily press would indicate, according to the 
Four L employment service. Thirty-five percent 
of the major operations are closed and several 
now running are planning shutdowns the latter 
part of January. Douglas fir logging is vir- 


tually at a standstill in several districts, while 
other districts are 30 to 80 percent active. In 
many cases night shifts have been taken off for 
an indefinite period, and day shifts at several 
plants aré being operated on four- or five-day 
weeks. Repairs, overhauling and installing of 
new equipment, along with annual inventories, 
is the order of work for the present, instead of 
actual sawing of logs. Approximately 75 per- 
cent of the sawmills in the pine districts east 
of the Cascades have suspended operations tem- 
porarily, while woods work there is being done 
on regular winter schedules. 

The Western Pine Manufacturers’ Associa- 
tion, with three fewer mills reporting, shows a 
slight decrease in production, considerable de- 
crease in shipments, and a 50 percent increase 
in new business. 

The California Redwood Association reports 
some decrease in production (no production re- 
ports were received from six mills on account of 
inventories) ; ecnsiderable increase in shipments, 
and new business well in advance of that re- 
ported for the week earlier. 

The Northern Pine Manufacturers’ Associa- 
tion, with one less mill reporting, shows notable 
increases in production and shipments, and a 
little gain in new business. 

The Northern Hemlock & Hardwood Manu- © 
facturers’ Association (in its softwood produe- 
tion) with three fewer mills reporting, shows 
some increase in production, with shipments and 
new business about the same as those reported 
for the previous week. 

The fifteen hardwood mills of the Northern 
Hemlock & Hardwood Manufacturers’ Associa- 
tion reported production as 2,146,000 feet; ship- 
ments, 1,939,000 feet, and orders, 1,281,000 feet. 

The Hardwood Manufacturers’ Institute re- 
ported from 92 units production as 8,296,401 
feet; shipments, 11,040,759 feet, and orders, 
9,367,323 feet. The normal production of these 
units is 15,811,000 feet. 

For the year, all hardwood mills reporting to 
the National Lumber Manufacturers’ Associa- 
tion gave production 1,507,127,105 feet; ship- 
ments, 1,517,360,165 feet, and orders, 1,536,- 
323,179 feet. 


[The barometer of the Southern Pine Associa- 
tion appears on page 63.—EbIToR. } 


[Special telegram to AMERICAN LUMBERMAN] 

NorFouk, VA., Jan. 6.—For the week ended 
Jan. 1, thirty-one mills reporting to the North 
Carolina Pine Association, and having a normal 
production figure of 8,796,000 feet, manufac- 
tured 2,654,363 feet, shipped 2,113,356 feet, and 
booked orders for 3,699,309 feet. 


Orders Placed for 5,000 Freight Cars 


Within the last few days contracts have been 
placed by the Missouri Pacific and the Chicago, 
Rock Island & Pacific railroads for about 5,000 
cars, and inquiries are now out for a like amount. 
The Missouri Pacific orders call for 2,870 cars, 
distributed among the following concerns: 
Standard Steel Car Co., 250 steel hopper; Amer- 
ican Car & Foundry Co., 500 automobile; 500 
box and 20 caboose; Mt. Vernon Car Co., 750 
automobile and 100 gondola; General-American 
Car Co., 750 box. The Rock Island orders call 
for 2,000 cars, placed as follows: Bettendorf 
Co., 500 box and 500 gondola; Standard Steel 
Car Co., 500 automobile; American Car & Foun- 
dry Co., 500 box. It is expected that contracts 
will be let for 500 additional freight cars in a 
day or two. 

On Jan. 6 the Atchison, Topeka & Santa Fe 
put out an inquiry for 1,500 box, 1,000 refrig- 
erator, 300 gondola and 400 miscellaneous 
freight cars. 
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Samples of Foreign Woods for Study 

Will you please tell me the names of some de- 
pendable dealers in foreign woods of various sorts 
from whom I might be able to secure hand speci- 
mens of various woods for use in our forestry 
school collection ?—INQuiryY No. 1874. 

[This inquiry comes from the director of a 
forestry school in one of the Rocky Mountain 
States. In response names have been given 
of several importers and distributers of foreign 
fancy and cabinet woods. The inquirer’s use 
of the word ‘‘dependable’’ suggests the im- 
portance in collecting for educational purposes 
of having the samples of woods accurately iden- 
tified, doubtless preferably by genus and species. 

It is well known of course that in the United 
States some of the commoner woods are given 
various names in different sections of the coun- 
try. The same is true of woods in foreign 
countries, and especially so in the wilder and 
less developed regions. While the botanists, 
both nationally and internationally, have agreed 
upon a system of nomenclature based upon a 
systematized and scientific method of identifica- 
tion, a similar condition can not be said to pre- 
vail in industry. 

It may be said that for practical purposes 
the common names of the various woods serve 
in trade very well; and the fact that contro- 
versies are comparatively rare indicates that the 
rough-and-ready nomenclature of the industry 
answers the ordinary needs of business. How- 
ever, it is conceivable that as additional refine- 
ments are introduced into lumber manufacture 
and more discrimination in use becomes a more 
general practice the matter of nomenclature will 
assume greater importance even with respect to 
native woods. Another aspect of the question 
is presented owing to the introduction of foreign 
woods, particularly those from the tropics. 
Some of these species have literally dozens of 
native names and some of them are known in 
commerce by various names. As it is samples 
of these foreign woods that this inquirer is 
seeking, and as he wants them for the use of 
students, the matter of correct naming is of 
importance.—EDITor. ] ; 


Use of Short Lengths in Building 


Epitror AMERICAN LUMBERMAN: The salient 
short length data on pages 50-51 of the AMBPRICAN 
LUMBERMAN of Dec. 18, command more than the 
once over. 

An extensive study of lumber in building con- 
struction, confirmed by softwood production at 
sawmills, shows 67.4 percent of all softwoods are 
used in building construction; approximately 60 
percent is one-inch common lumber, with 30 per- 
cent dimension and 10 percent finish; flooring, 
siding, ceiling ete. being classified as common 
lumber. 

This means that out of a total of 38,000,000,000 
feet of softwoods produced in 1925, 26,000,000,000 
was used in building construction, or over two- 
thirds of the total, divided as follows: Fifteen 
billion six hundred one-inch common; with {7,- 
800,000,000 dimension or framing; and 2,600,000,- 


000 finish lumber. This leaves only 12,000,000,-- 


000 feet for use in all other industries, being 
less than one-third of the total. 

A recent bulletin issued by the National Lum 
ber Manufacturers’ Association showed 74 percent 
of this lumber is in the common grades, divided 
as follows: 23.8 percent No. 1, with 37.2 percent 
No. 2, and 11.7 percent No. 3. Upper grades 19.8 
percent. 

Conservative lumbermen estimate that one-third 
of this vast amount of common lumber is mar- 
keted by the sawmills below cost of production, 
the upper grades being burdened with the losses 
on the lower grades—if Jumbermen make a profit. 
The lower grades are the “weak sisters,’ the high 
grades are the “big brothers” in the manufactur 
ing and marketing of lumber. 

It is a burdensome tax on the lumber and 
building industries to continue marketing this 
overwhelming amount of common lumber with de- 
grading defects, in present form for building pur- 


8. 

The labor cost and waste in cutting up de- 
fective long length lumber at building sites fre- 
quently exceeds the mill cost of the lumber. And 
in the matter of using short lengths in multiples 


- two feet, the waste and labor cost are prohibi- 
tive. 

Some philosopher has said a “weakness could be 
a strength” and a misfortune or calamity could be 
capitalized and made fortunate. 

The fact that common lumber predominates in 
building construction makes it possible to prepare 
at sawmills nine lengths of board stock from 16 
inches to 12 feet in a semi-ready to use form, and 
not over fifteen elemental framing pieces in a 
semi-ready to use form, cutting out 75 percent of 
the usual handsaw work and producing in a high 
grade and a more or less ready to use form over 
50 percent of the lumber stocked and sold by the 
average retail yard. 

This becomes a very simple thing to understand, 
when you know that about 75 percent of the 
common lumber used in general building construc- 
tion is ultimately cut and used in more or less 
stereotyped lengths and forms. 

With the method mentioned, 45 percent of the 
board stock and 20 percent of the dimension or 
framing can be under 8 feet long, the balance of 
the lumber under 20 feet, all in a high grade 
semi-ready to use form, mainly less than 12 feet 
long. This method gives the sawmills an oppor- 
tunity to refine shorts and defective lumber at 
a minimum of cost, thereby developing a maximum 
of value in utility, saving freight, plus high labor 
cost at building sites. The adoption of such a 
method by the large mill operators would give 
them advantages in manufacture and marketing of 
this lumber through larger production and sales 
organization, outclassing the small mills. 

This lumber would be distributed through retail 
dealers, who now handle over 65 percent of all 
lumber produced, and building lumber is over 80 
percent of their lumber sales. The fact that this 
lumber is confined to building lumber, which re- 
peats itself in stereotyped lengths and forms in 
all buildings, makes it a universal lumber adapted 
to use in individual, buildings. 

Finally, this method would place lumber on a 





level with lumber substitutes, which capitalize 
the fact that labor cost is 60 percent of the cost 
at building sites. All manufacturers of lumber 
substitutes make their products in a semi-ready 
to use form, making them easy to produce, easy 
to sell and easy to use and labor saving. Further- 
more, a study of the major lumber substitutes 
shows that they are the big competitors in mar- 
keting common lumber. 

We contribute this in the spirit of “Pollyanna” 
in behalf of the much abused common lumber 
and short lengths.—C. E. ScHaremr, EB. A. Laughlin 
Lumber Co., Port Arthur, Tex. 


Manufacturers of Eucalyptus Lumber 


We have an inquiry from one of our Mexican 
customers for eucalyptus lumber, and we shall be 
glad to have you put us in touch with parties man- 
ufacturing this stock.—INQuiry No. 1,875. 

[This inquiry comes from a lumber concern in 
the Southwest. The eucalypts comprise a group 
of dozen or fifteen species of hardwoods growing 
in Australia chiefly. A few of them also grow 
in Tasmania. In general they are heavy, hard, 
tough, and durable woods. Among the more 
common names for these woods are tuart, tal- 
lowwood, stringy bark, karri, jarrah, iron bark; 
and the gums, of which there are four species. 
The gums grow principally in Tasmania, though 
they have been planted in India and have grown 
there with some success. The eucalypts also 
have been grown in the western part of the 
United States. 

To this inquirer have been given the names of 
a number of concerns in the United States that 
import Australian woods, as well as the names 
of a few concerns in Australia that evidently 
are prepared to export them to the United 
States.— EDITOR. | 





1873 


NEWS AND VIEWS OF 


S50 YEARS AGO 


From the AMERICAN LUMBERMAN 


1927 











The Minneapolis (Minn.) 
Manufacturer is responsible 
for a long article favoring a 
total or partial exemption of 
pine lands from _ taxation. 
Such a plea is intended to 
please the ears of owners of 
timber and will induce them 
to believe that the paper is 
especially devoted to their in- 
terests. It often happens, 
however, that the advocacy of 
a plan intended to bring re- 
lief only awakens prejudice 
that culminates in disaster to 
the class for whom it is pro- 
posed. 

s 8 8 

A deal 43 inches wide, 16 
feet long and 3 inches thick 
is being exhibited at Quebec. 
It was shipped from the mill 
of White & Swan, Muskegon, 
Mich. 


* * * 


Lawrence & Peters, Wau- 
sau, Wis., have recently com- 
pleted a new saw and shingle 
mill located about seven miles 
from Mosiness in Marathon 
County on the river. The 
mill contains a circular outfit 
made by Owens, Lane & 
Dyer, Hamilton, Ohio, and a 
gang edger manufactured by 
the Three Rivers Co., Three 
Rivers, Mich. The engine is 
80 horsepower. The firm will 
put in the Wisconsin River 





logs enough to cut 4,000,000 
feet of lumber and 3,000,000 
shingles. The product of the 
mill will be rafted down the 
Wisconsin and Mississippi 
rivers for the St. Louis mar- 


ket. 
* * & 

A subscriber at Nashville, 
Tenn., informs us that there 
are seven sawmills in that city, 
five of them having planing 
mills attached and one con- 
nected with a chair factory. 
Two new ones are to be built 
in the near future. They all 
use circulars and timber of 
all kinds in the immediate 
vicinity is plentiful, the season 
for getting it down the river 
being between the first of 
January and the first of May. 
Poplar is the principal stuff 
handled and our correspon- 
dent writes that he has fre- 
quently seen it five or six feet 
in diameter, as fine timber as 
ever grew. There is also oak, 
walnut, chestnut, red cedar, 
red and black gum, some 
maple and plenty of beech. 

* * & 


The following officers of the 
Eagle River Improvement Co., 
Chippewa Falls, Wis., have 
been elected for the year 
1877: O. H. Ingram, presi- 
dent; A. E. Pond, vice presi- 
dent; B. E. Reid, secretary 





and treasurer; A. E. Pond, L. 
C. Stanley, O. H. Ingram, F. 
W. Woodward, H. P. Gra- 
ham, Aug. Huyssen, Thad C. 
Pond and C. A. Bullen, direc- 
tors. It is understood that 
the Eagle Rapids dam will be 
repaired ready for use in the 
spring. It is estimated that 
there are nearly $300,000 
worth of logs scattered over 
the Eagle River bottoms which 
can only be gotten off by 
flooding. 
eh 2 

Conway County, Ark., 
wants sawmills, sash, door 
and blind factories and wagon 
shops. White oak, red oak, 
walnut, cypress, pine and 
cedar of the best quality and 
in large quantity are in that 
county and all aching for 
northern capital and energy 
to turn them into useful ar- 
ticles of merchandise. 

* 8 * 

Trade continues very dull in 
Quebec. The local demand 
for lumber is very small and 
the quantity of saw logs be- 
ing got out this season is prob- 
ably less than usual; not that 
lumbermen have learned wis- 
dom but 1874 and 1875 were 
bitter pills for them, sending 
all the weak firms to the wall 
and even some of the stronger 
ones. 
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Southern Pine Inquiry Heavy; Prices Firming Up 


The southern pine market is undoubtedly developing a 
stronger tone as the new year is entered, largely due to the 
increase in inquiry, at a time when production has been 
greatly curtailed by heavy rains and floods. Industrial users 
are showing the most interest, and the railroads are leading. 
Large orders for new equipment have been placed during the 
week, and while a large share of them call for fir, southern 
roads have plans that will require a large quantity of lum- 
ber, much of which will be southern pine. Retail yards have 
hardly started to buy for stocking up, but foresighted whole- 
salers have been placing a good many orders. 

Quotations show a distinct tendency toward firmness, and 
it is hardly possible now to get the mills to shade them. The 
range is still low, but prospects are for advances within the 
next few weeks. The reluctance of mills to accept recent 
figures will temporarily hold down bookings, but they should 
make a rapid gain as soon as buyers become convinced that 
the market trend is toward strength. 


Northern and Eastern Softwoods Slow; Prices Steady 


Northern pine mills report a considerable increase in the 
volume of inquiry from middle West territory, though of 
course the last reports available, covering the week ended 
Dee. 25, do not show any improvement in bookings. Most of 
the inquiry comes from yards, but railroads and industrial 
users are beginning to show interest, and a fair quantity of 
pattern stock is being bought. In the eastern States, severe 
competition from West Coast lumber makes the mills disin- 
clined to push the market at the expense of prices. Ship- 
ments for the first fifty-one weeks of the year exceeded the 
output by thirteen percent, so that the mills plan active win- 
ter woods and mill operations. 

Northern hemlock mills shipped ninety-nine percent of 
their production during the first fifty-one weeks of 1926, and 
while stocks are of fair size, most of the lumber was cut dur- 
ing fall, and dry stocks are scarce. Woods operations in the 
East are much interfered with by heavy snows. There has 
been a fair movement to Wisconsin and Michigan in recent 
weeks, and reports indicate that retail yards are in the mar- 
ket. Prices show no change, but the trend is toward firmness. 

Eastern spruce output is low, and demand is also season- 
ably light. Many of the Northeast mills are inactive, and 
predictions are that the Canadian cut will be small. Frames 
have shown no advance over the recently prevailing $39@40 
base but are steady, as are Provincial random and boards. 


California Pines Rather Firm; Inquiry Improving 


Business in California pines has been a little slow over the 
year end. Retail yard trade within California is fairly good, 
but not much has been moving to the middle West or East. 
Many mills have been closed, and output will be at a low point 
from now on. Producers have fair stocks, but it is not believed 
they are excessive, especially as those of industrial users and 
retail distributers have been kept at a minimum. There has 
been more inquiry recently, and it finds prices mostly firm, 
though some sellers have given concessions. White is less 
strong than sugar pine, the upper grades of which have been 
showing an upward tendency. 

Shipments for the first fifty-one weeks of 1926 amounted to 
ninety-five percent of output. While Dec. 1 inventories showed 
mill stocks 17 percent larger than those of the same date last 
year, unfilled orders were 27.5 percent larger. 


Inland Empire Stocks Low; Quotations Remain Steady 


Inland Empire pine production has been rapidly tapering 
off to its winter basis. So far this year the mills have shipped 
two percent more than they cut, and stocks are far from exces- 


Lumber Statistics Appear on Pages 62 and 63; 


sive ; in fact it is probable that dry stock will be rather hard to 
buy before the new season’s output comes on the market. 

The slowness of trade in the East has sharpened competi- 
tion, and concessions have recently been reported, but in gen- 
eral prices have remained steady. Inquiry has begun to pick 
up, especially that from industrial consumers and millwork 
plants, and it is believed the yards will soon begin to stock. 

Logging operations have been interfered with by warm 
weather, which has spoilt sleigh roads. 


Inquiry for the Northern Hardwoods Is Increasing 


Northern hardwood production has been low over the year 
end, while new business was in excess of it, and shipments con- 
siderably ahead. Mill output will probably increase a good 
deal during January, but the new cut will not be in shipping 
condition for a while after seasoning weather begins. Reports 
differ as to the prospective winter cut. Output was held down 
during the fall, to the benefit of the market, and there have 
been predictions that the winter log input would be subnor- 
mal. Some producers, however, are so encouraged by sales 
prospects that they are thinking of a larger cut. 

Inquiry from the automobile and body makers has been in- 
creasing since the holidays, as they are going on heavier pro- 
duction schedules, and there is also interest shown by miscella- 
neous industrial users, and millwork manufacturers. Build- 
ing trades demand is seasonably quiet, however, and the move- 
ment of flooring to the yards is small. It is likely that the 
export call for flooring will soon show gains. 

Quotations are reported unchanged and firm. 


Fir Curtailment Effective; Outlook Is Encouraging 


Telegraphic reports from the West Coast indicate that 
production during the week ended Dee. 31 was about one- 
third less than during the preceding week, and there appears 
to be no room for doubt that heavy curtailment has begun. 
About one-third the large mills are down, those still running 
are on short schedules, and many plan to cease operating, for 
annual overhauling, during the latter part of January. 

Announcements of the placement of large orders for rail- 
road cars, many of which call for the use of Douglas fir, have 
been an important development of the week, and as a result 
the market has already taken on a better tone. Trade has 
naturally been light over the year end. The Atlantic coast 
market remains inactive, intercoastal rates showing no de- 
cline yet from the $14 level, while there has been a slowing 
up in the California movement, and the total of rail trade is 
small, orders being for small lots. Export trade prospects 
are greatly improved by the softening of offshore rates. 

Quotations show no change, the firmness of logs preventing 
declines, but will probably advance a little during the course 
of the next few weeks. 


Southern Hardwood Demand Gains; Prices Strong 


The recent rains in the southern hardwood belt have 
already had a marked effect on production, which during the 
week ended Dee. 31 was only about half normal. Many mills 
have continued to run on logs banked during fall, but the 
supply of these is small, and it will be practically impossible 
to secure new supplies for the next month or more. 

Shipments during that week were about eleven million 
feet, against an output of eight and a quarter million feet, 
and mill stocks were already much lower than on the corre- 
sponding date of last year. The wet weather will make dry 
material scarce for probably the remainder of the winter. 

Large consumers have been showing eagerness to provide 
for future needs, as both the automobile and furniture.indus- 
tries plan to put production on a large seale. The reduction 
in ocean rates will quickly improve the export movement. 

Many items have advanced, and trend is strongly upward. 


Market Prices and Reports on Pages 92 to 102 
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In the Realm of Building 


Millions Go Into Homes for Texans 


AusTIN, TEx., Jan. 3.—Considering its popu- 
lation, Amarillo made the most notable record 
in value of building permits for 1926 of any city 
in Texas, the total for the year being $16,406,- 
279. It has also taken a big running start for 
the new year, with permits for a new 16-story 
hotel, a 10-story office building and an 8-story 
department store, aggregating in cost more 
than $2,500,000. Although Houston led all 
cities of the State in 1926 in value of permits, 
its total being $28,503,651, these figures were 
nearly eight million dollars under its 1925 
record. 

John H. Kirby, of Houston, well known lum- 
berman and member of the legislature, said: 

There is one very healthy fact to which I would 
eall special attention. Eight million dollars went 
into new homes for the people of Texas, and $200,- 
000,000 into buildings of all kinds, the first ten 
months of 1926. And another thing is that all 
records of expenditures for luxuries throughout 
the nation were smashed. One comprehensive re- 
port covering the agricultural regions where the 
politicians have been telling us actual distress 
existed, shows that not only were more goods 
than usual purchased, but a better grade of goods 


was demanded. 
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Another Record Building Year 


SEATTLE, WASH., Dee. 31.—Building activity 
in Seattle during 1926 reached a total of approx- 
imately $34,250,000, the largest on record. With 
figures for the final two days of December not 
yet available, there is a total of 10,908 permits, 
valued at $34,186,115, compared with 11,803 per- 
mits, at $30,626,995, for the entire year 1925. 
In number of permits there is a falling off of 
about 815, but in value there is a gain of more 
than $3,623,000. For twenty-nine days in De- 
cember there was a total of 554 permits, valued 
at $4,043,510, compared with 800 permits at $2,- 
280,840 in November, and 690 permits at $1,- 
164,590 in December, 1925. The outlook is for 
tremendous building activity during 1927, with 
present indications that the twelve months will 
record a total far in excess of that for the 
record-breaking year of 1926. 


Wood Houses Total Six Millions 


BIRMINGHAM, ALA., Jan. 3.—This city marked 
up the largest building record in its history in 
1926 with a total of $22,263,116. The figure for 
1926 shows an increase of almost one million 
dollars over 1925. The number of buildings for 
which permits were secured during the year 
totaled 6,351, this being less than 1925, though 
the expenditure for construction totals the above 
amount. 

Residences of wood, on which permits num- 
bered 2,577, cost $6,055,893. Brick veneer build- 
ings numbered 291, with cost of $2,293,625. Re- 
pairs were made under permit on 1,644 frame 
buildings, with a cost of $622,277, and 467 mis- 
cellaneous buildings at a cost of $208,400. 
Apartment houses total 42, with cost $1,682,200. 


Sees Menace to Wood Shingles 


SPOKANE, WASH., Dec. 31.—The most exciting 
incident of the week in local lumber and building 
circles was the suggestion made to the chamber 
of commerce by H. T. Anthony, chairman of the 
fire prevention committee of that organization, 
that insurance credit should be granted to resi- 
dences built with roofs of other than wooden 
shingles. In making this recommendation he 
said, ‘‘ Wooden shingles are a great menace to 
the residential sections in case of fire. One of 
the greatest things we could do for the city of 
Spokane would be to get this credit or have 
legislation passed eliminating wooden shingles. ’’ 
Prompt action was taken at the meeting of the 
Spokane Hoo-Hoo club yesterday to avert the 
possible curtailment of the shingle market in 
this city. Several speakers denied that the 
wooden shingle constitutes the fire menace 
claimed. It was pointed out that the shingle 
industry is a basic one in this State and a 


curtailment of the use of shingles in Spokane 
would not only lessen their sales here but would 
also have a powerful adverse influence in other 
sections. A committee composed of Roy Beal, 
Edward Rowles, C. D. Hudson and Charles 
Soderberg, was appointed by President L. C. 
Carr to investigate and report back to the club 
just what this present agitation amounts to. 


Postpones Ban on Hemlock 


New York, Jan. 3.—The Brooklyn building 
department has agreed to temporary postpone- 
ment of its action prohibiting the use of hem- 
lock in building construction. The postpone- 
ment was granted pending scientific tests of 
lumber selected from local yards and now in 
the hands of the building department. H. B. 
Coho, secretary New York Lumber Trade Asso- 
ciation, in announcing the postponement said 
that none of the yards represented in the mem- 
bership was affected by the ban. 


Build Fine Residences of Wood 


The popularity of wood for the construction 
of the very finest class of residences is shown 
by the decision of A. B. Johnston, of Bethlehem, 
Pa., to build his new suburban home entirely of 
lumber. The contract has already been awarded, 
calling for all-frame construction. This home, 
the cost of which will exceed $50,000, will be 
framed entirely of fir and hemlock, while the 
exterior will be covered with wide siding, and 
the roof will be wood-shingled. 

At Easton, Pa., bids are now being received 
for a $75,000 home, for a Mr. Knight, which 
will be all-wood construction. 

The new clubhouse of the Ocean City Golf 
Club, at Somers Point, Pa., for which plans have 
recently been completed, is to be of frame con- 
struction, the cost being estimated to run about 
$50,000. 

These are merely a few of the many indica- 
tions that wood not only is holding its own, but 
gaining ground in a section of the country 
where other materials are produced on a large 
seale, and have been thought by timid lumber- 
men to have the ‘‘inside track’’ for construc- 
tion of the more expensive class of residences. 


Chicago Lumber Receipts and 
Shipments for 1926 


Chieago in the year just closed once more 
passed the four-billion foot record in lumber re- 
ceipts, but not by so much as in 1925. The 1925 
record was a high mark to shoot at and the 
enormous quantity of lumber pouring into this 
city during that record-breaking building year 
was almost incredible. Nevertheless the last 
year’s total came pretty close to equalling it. 

Total receipts of lumber in Chicago during 
1926 were 4,097,667,000 feet, or just 19,061,000 
feet less than the total of 4,116,728,000 feet 





In addition to the figures shown in 
the table on opposite page, com- 
piled from records of the Chicago 
Board of Trade, the C. & E. I. Rail- 
road hauled into the immediate ter- 
ritory of Chicago 5,317 cars which it 
calls ‘‘controlled’’ cars, diverting 
them immediately outside of Chicago 
but which came into Chicago over 
other lines. This would make the to- 
tal amount of lumber hauled into Chi- 
cago over the C. & E. I. Railroad in 
1926 499,491,000 feet. 











reached in 1925. The 1925 figure surpassed the 
total of 1924 by 272,600,000 feet. Thus 1926 
has been the second greatest year in the history 
of Chicago lumber traffic. 

Of the 4,097 ,667,000 feet shipped into the city 
by rail and water, a much smaller percentage 
than usual was re-shipped to consumers in other 





sections, a total of 1,909,470,000 feet, as com- 
pared with 2,318,785,000 re-shipped in 1925. 
Ordinarily half or more of the lumber reaching 
Chicago has been again shipped out. Last year 
a total of 2,288,197,000 feet remained, most of 
it to go into building construction in the city. 

The following table shows the local consump- 
tion of lumber for a number of years: 





Into Stock Into Stock 
and Local and Local 
Year Consumption Year Consumption 
WBS nccccecs 2,288,197,000 | 1914 ........ 1,196,530,000 
SED * choveves 1,797,943,000 | 1913 ........ ,850 
——ee 1,607,443,000 | 1912 ........ 1,600,922, 
Me ébetcnns 1,524,487,000 | 1911 ........ 1,331,644,000 
ae ebtcsuam 1,403,208,000 | 1910 ........ 1,556,581,000 
are 1,082,895,000 | 1909 ........ 1,622,690,000 
SEED + c00ceeee 1,454,712,000 | 1908 ........ 1,282,100, 
Me. aesecene 1,174,458,000 | 1907 ........ 1,501,712,000 
a 1,264,872,000 | 1906 ........ 1,321,365,000 
MEE oeeesnes 1,835,251,000 | 1905 ........ 1,237,163,000 
SEED cvvcocse 1,624,218,000 | 1904 ........ 264, 
TEED. cccosece 1,246,312,000 


Shingle receipts have fallen off greatly dur- 
ing the year, a total of 400,158,000 coming in, 
which is the lowest figure since the big jump in 
shingle traffic in 1922, when shingle receipts 
almost doubled the figure of the preceding years. 
The 1926 total is 108,812,000 below the 1925 
figure. 

Shipments of shingles out of the city totaled 
383,020,000, leaving a small portion for local 
use. 

Receipts of lumber by water are falling al- 
most to the vanishing point, only 4,714,000 feet 
having come in over the lake during the year, 
which is 6,018,000 less than in 1925. ; 

The following table shows the receipts and 
shipments of lumber at Chicago by years since 
1850: 





Receipts Shipments Receipts Shipments Receipts Shipments 

1850..... 100,364,779 55,423,750 | 1876..... 1,039,785, 265 566,978,000 | 1901..... 1,987,580,000 893, 

Se n644 125,056,437 60,338,250 | 1877..... 1,083,405,362 546,780,825 | 1902..... 2,069,385,000 887,372,000 
1852..... 7,816,232 77,080,500 | 1878..... 1,179,814,119 692,549,000 | 1903..... 1,711,848,000 803,846, 

1853..... .101,078 93,483,784 |. 1879..... 1,485,008,322 *1,442,500,123 | 1904..... 1,670,272,000 $21,008, 

BEBE ccce 228,336,783 82,061,250 | 1880..... 1,524,431,000 *1,475,872,386 | 1905..... 2,193,540,000 956,377,000 
1856..... 306,547,401 108,647,250 | 1881..... 1,906,639 *1,844,065,831 | 1906..... ,862,856, 1,041,491,000 
1856..... 456,673,169 135,876,000 | 1882..... 2,116,341,000 *1,974,543,655 | 1907..... 2,479,458,000 977,746,000 
. ee 459,639,1 131,830,250 | 1883. + 1,897,815,000 *1,906,592,356 | 1908..... 2,053,639,000 771,539,000 
Tionde 278,943, 127,894,000 | 1884..... ,802,727,000 1,095,200,166 | 1909..... 2,584,512,000 961,822,000 
, eee 302,845,207 165,927,000 | 1885..... 1,744,699 ,000 896,004,493 | 1910..... 2,519,357,000 962,776,000 
= 262,494,626 127,894,000 | 1886..... ,660,589,000 974,652,297 | 1911..... 134,567,000 803,923,000 
, ee 249,308,705 79,356,000 | 1887..... 1,846,187,000 1,088,013,018 | 1912..... 2,693,305,000 1,002,274,000 
Saves ,674,04 131,255,000 | 1888..... 2,012,069,000 801,462,867 | 1913..... 2,804,434,000 954,159,000 
1868..... 413,301,818 172,364,875 | 1889..... 1,930,227 ,000 739,510,000 | 1914..... 2,215,596.000 1,019,066,000 
1864..... 501,592,406 190,169,750 | 1890..... 1,969,689,000 884,058,000 | 1915..... 2,379,729,000 1,133,417,000 
1865..... 647,145,734 810,897,350 | 1891..... 2,087 462,000 870,931,000 | 1916..... 8,017,240,000 1,393,022,000 
, ee 730,057,168 400,125,250 | 1892..... 2,250,298,000 1,058,407,000 | 1917..... 8,354,117,000 1,518,866,000 
1867..... 882,661,770 7,039,275 | 1893..... 1,621,627,000 742,150,000 | 1918..... 2,329,071,000 1,046,199,000 
1,028,494,789 514,434,100 | 1894..... 1,522,835,000 619,513,000 | 1919..... 2,087 304,000 862,846,000 
1869..... 997,736,942 ps pages | 1895..... 1,547,727 ,000 972,391,000 | 1920..... 2,412,887,000 958,175,000 
|. Pee 1,018,998, 635 652,091, 1896..... 1,270,939,000 591,488,000 | 1921..... 2,070,593 ,000 987,698,000 
1871..... 1,039,328 ,375 647,595,000 | 1897..... 1,415,623,000 556,518,000 | 1922..... 2,954,158,000 1,550,945,000 
| ee 1,183,659,280 610,824,420 | 1898... ,600, 000 699,209,000 | 1923..... 3,537,921,000 2,013,434,000 
ae 1,123,368,671 517,923,000 | 1899..... 1,695 ,790,000 738,701,000 | 1924..... 844,128,000 2,236,685,000 
1874..... ,060,088, 619,178,630 | 1900..... 1,596,746 ,000 769,451,000 | 1925..... 4.116.728.0900 2,318,.785,000 
1875..... 1,157,194,432 635,708,000 *Includes local consumption. 1926..... 4,097,667,000 1,909,470,000 
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June July August September 

950,000 979,000 515,000 955,(00 
50,170,000 46,520,000 45,476,000 49,307,000 
84,884,000 68,616,000 69, 446,000 70,317,000 


18'110:000 181583000 17,981,000 16,255,000 
22'513,000 .21'546,000 19,246,000 18,027,000 


~ 10,728,000 °14,001,000 14,243,000 18,601,000 


82,119,000 26,551,000 26,626,000 26,310,000 





*SEE OPPOSITE PAGE FOR "ADDITIONAL DETAILS OF C. & E. 
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382,449,000 355,399,000 360,685,000 356,391,000 


351,345,000 350,756,000 381,764,000 358,291,000 
328,413,000 306,778,000 337,700,000 325,302,000 
326,896,000 272,735,000 293,433,000 260,856,000 


293,972,000 241,499,000 254,845,000 279,213,000 
167,325,000 164,020,000 176,434,000 195,294,000 
234,562,000 222,619,000 202,316,000 193,840,000 


RECEIPTS—SHINGLES 


June July August Sevtember 
3,010,000 5,400,000 2,600,000 2,400,000 
6,744,000 7,184,000 6,581,000 5,205,000 
6,176,000 5,857,000 6,827,000 7,224,000 
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532,000 493,000 380,000 120,000 
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34,802, 000 45,029,000 35,534,000 30,594,000 
52,004,000 59,382,000 45,831,000 47,241,000 
61,631,000 54,699,000 55,846,000 88,947,000 
55,334,000 63,334,000 56,559,000 56,997,000 


72,840,000 58,219,000 42,641,000 —55,685.000 

27,520,000 30,550,000 24,608,000 31,238,000 

27,791,000 22,304,000 15,039,000 18,576,000 
SHIPMENTS—LUMBER 


June July August September 


12,377,000 9,340,000 12,172,000 9,031,000 


5,809,000 6,846,000 6,434,000 8,914,000 
657,000 1,766,000 1,069,000 746,000 
4,450,000 3,821,000 3,115,000 3,485,000 
410,000 400,000 351,000 592,000 
1,555,000 1,365,000 836,000 1,152,000 
15,112,000 13,299,000 15,612,000 15,315,000 
392,000 449,000 447,000 432,000 
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4,290,000 5,110,000 5,400,000 —_5,580.000 
125,361,000 108'912,000 * 107,905,000 109,094,000 





October 
350,000 
45, 437,000 


349,797,000 
343,016,000 
334,181,000 
293.045,000 


282,560,000 
182,015,000 
196,389,000 


October 


44,938,000 


42,977,000 
27,484,000 
14,766,000 


116,662,000 
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170,738,000 151,808,000 153,731,000 154,671,000 
202,030,000 211,102,000 197,070,000 190,921,000 
180,983,000 175,337,000 173,464,000 173,290,000 
184,164,000 153,615,000 164,201,000 151,014,000 


163,065,000 140,234,000 137,599,000 133,031,000 
91,488,000 81,344,000 84,398,000 85,182,000 
90,503,000 82,896,000 81,817,000 87,064,000 


SHIPMENTS—SHINGLES 
June July August September 
PTO § 100,000 100,000 Pre TF 
5,287,000 5,656,000 5,543,000 5,886,000 
ovaeewean 534,000 240,000 277,000 
"" 266,000 "665,000 399,000 =”: 133.000 
1,409,000 1,450,000 1,051,000 1,168,000 
rweTriyy 726,000 114,000 os canbe ee 
348,000 117,000 240,000 678,000 

















January 8, 1927 


23,754,000 25,970,000 24,641,000 21,485,000 
31,064,000 35,218,000 32,328,000 29,627,000 
53,897,000 43,840,000 = 28,453,000 30,245,000 
52,148,000 39,882,000 39,281,000 45,266,000 
66,771,000 67,352,000 49,444,000 53,900,000 
64,921,000 50,425,000 40,044,000 44,913,000 
20,490,000 23,290,000 19,983,000 19,495,000 
21,662,000 20,088,000 15,831,000 11,294,000 





164,248,000 
200,831,000 
188,271,000 
164,987,000 


142,952,000 


85,796,000 
75,988,000 


416,000 


29,519,000 


36, 610,000 


30,345,000 
53,832,000 
55,817,000 


42,838,000 
17,705,000 
10,332,000 


November 

75,000 
38,927,000 
68. 535, 


339,947,000 
327,393,000 
315,023,000 
276,050,000 262 


267,552,000 


241,501,000 
160,068,000 


November 


34,993,000 


,32,840,000 
55,578,000 


39,278,000 


30,051,000 
27,007,000 
9,381,000 


176, 744, :000 
171,161,000 


140,613,000 
111,115,000 


57,935,000 


November 


1,122'000 


21,686,000 


Totals 1926 


757,053,000 
140,631,000 
528,894,000 
160,655,000 


*393,151,000 


373,901,000 


4,097,667, 000 


Totals 1922 
2,954,153 ,000 


Totals 1926 
38,898,000 


eee eee eeee 





Totals 1922 
497,128,000 
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1,346,758,000 


Totals 1925 
10,732,000 
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27,786,000 


25,081,000 
41,201,000 
41,831,000 


37,017,000 
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6,339,000 


1,909,470,000 
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were ew eeee 


settee wees 


ee eeeeeee 


eee eee ee) 
eee wwnee 


eee ween eee 


eee eee eeeeee 





eee eee eeeee 


eee eee ew eee 


448,574,000 


ee ee 


eee ee eeteeee 


eee eee eene 


eee eee eeeee 








Sis a nam 











46 AMERICAN LUMBERMAN 


JANUARY 8, 1927 





West Coast Conditions Analyzed 


SEATTLE, WASH., Dec. 31.—A keen analysis of 
some of the fundamental factors in the Douglas 
fir lumber situation is contained in this week’s 
‘*Review of the West Coast Lumber Industry,’’ 
issued by Robert B. Allen, manager of the West 
Coast Lumbermen’s Association. Mr, Allen 
among other things attributes the state of the 
market during 1926 to under-financing of the 
industry, forcing sales regardless of what the 
trade could absorb. He says. 


Lumber in 1926 contributed about $170,000,000 
to the prosperity of the Pacific Northwest, in 
wages, purchasing of supplies and other expendi- 
tures incident to an estimated production of 10,- 
429,992,000 feet for the 
Douglas fir region’ in 
Washington and Oregon. 

As an industry, lumber 
did not participate in the 
prosperity it promoted. 
In producing 4 percent 
more lumber than in 1925 
and approximately 20 
percent more than de- 





R. B. ALLEN, 
Seattle, Wash. ; 
Secretary 





mand actually required, 
the business took a sub- 
stantial loss, as it has for 
three years out of the 
last five. 

Prospects for 1927 
forecast a repetition of 
1926, with the industry 
amply taking care of its 
financial responsibilities to’ the communities in 
which it operates. 


Preliminary forecasts for the construction in- 
dustry throughout the United States indicate 
nearly as heavy a building program in 1927 as 
in 1926. No such program can be carried on with- 
out West Coast woods extensively participating. 
The Douglas fir region is now supplying the Atlan- 
tic coast States with more than 20 percent of their 
total lumber requirements; the lake States, 12 per- 
cent; the prairie States, 35 percent; the mountain 
States, 41 percent; California, 73 percent; and 
Washington and Oregon, 78 percent. Even South- 
ern states are beginning to draw on the Pacific 
Northwest for a small portion of their lumber 
requirements. 


The use of lumber from the Douglas fir region 
is steadily increasing as the building public be- 
comes better acquainted with the merit of Wash- 
ington and Oregon lumber, through the nation- 
wide advertising and educational campaign 
launched a year ago under the direction of John 
D. Tennant, vice president, The Long-Bell Lum- 
ber Co.; Major E. G. Griggs, president, St. Paul 
& Tacoma Lumber Co.; R. W. Vinnedge, president, 
North Bend Timber Co.; Myron Woodward, presi- 
dent, Silver Falls Timber Co.; George S. Long, 
manager, Weyerhaeuser Timber Co.; C. D. John- 
son, president, Pacific Spruce Corporation; and 
R. H. Burnside, president, Willapa Lumber Co. 


Success of this campaign has been one of the 
outstanding features of 1926. It has increased de- 
mand for all woods of the fir region in competition 
with such excellent building lumber as southern 
pine, western pine, California pine, redwood, 
cypress, northern pine and northern hemlock and 
twenty-two substitutes for lumber. It has nation- 
ally advertised the fact that Douglas fir is durable, 
well manufactured, strong, makes straight walls, 
tight joists, level floors and is easily worked. 
Throughout the United States and throughout the 
world, Pacific Northwest woods are growing in 
popularity. It has paid the West Coast lumber in- 
dustry to advertise. 


Inquiry most commonly heard from the Atlantic 
to the Pacific is—what is the matter with an 
industry that produces about 27 percent of all 
the lumber cut in the United States, and has a 
world-wide distribution of well manufactured 
lumber of unsurpassed essential physical proper- 
ties? 


Possibly the best answer is, that the industry 
which contributed $170,000,000 to the general fin- 
ancial welfare of Washington and Oregon last 
year is under-financed. Under-financing promotes 
over-production and over-production has resulted 
in a ruinous pelicy of quick selling against current 


production regardless of seasonal variations of 
supply and demand. There is nothing new in this, 
it has been the history of development in every 
new lumber producing region in the United States. 


Economies of operation, adequate financing and 
a more close observance of the law. of supply and 
demand seem to require a stabilizing factor in 
West Coast lumber, similar to the United States 
Steel Corporation in steel, which industry, prior 
to the formation of the Steel Corporation, was in 
very much the same condition as West Coast lum- 
ber today. 


During the last year a stabilizing agency for 
West Coast lumber has been given serious con- 
sideration by financial and lumber producing in- 
terests. The project is still in the stage of pre- 
liminary negotiation but is making favorable 
progress. 


What is contemplated is neither a merger nor 
a trust. It is a consolidation, by purchase, of 
some eighty operations out of 843 active sawmills 
in the fir region, the eighty operations having an 
annual producing capacity of 3,500,000,000 feet 
as against a region production of 10,500,000,000 
feet. In its control of stumpage the proposed 
purchase would likewise be lacking in the elements 
of monopoly, although it would have ample stand- 
ing timber back of it to make it one of the most 
substantial investments of all industrials. 





Revenue Freight Loadings Decrease 


WASHINGTON, D. C., Jan. 5.—Revenue freight 
loadings for the week ended Dec. 25 totaled 
772,590 ears, compared with 950,575 ears for 
the preceding week. Loadings for the week of 
Dec. 25 were distributed as follows: Forest 
products, 47,820 cars; grain, 39,613 cars; live 
stock, 22,453 cars; coal, 179,195 cars; coke, 11,- 
054 cars; ore, 8,696 cars; merchandise, 210,723 
cars; miscellaneous, 253,036 cars. 


Snow Fence Demand Grows 


Kansas City, Mo., Jan. 4.—With the im- 
provement of highways in Missouri and Kansas, 
a big demand for snow fencing has grown up 
in these States, particularly in the northern 
counties. Bus lines now travel practically all 
of the improved roads in the two States, and 
the buses carry most of the short distance travel 
between the towns. These buses operate on fast 
schedules, and in order to maintain their spee¢ 
in winter, they must have clear roads. In pre- 
vious winters buses as well as private cars fre- 
quently were stalled in cuts by drifting snow 
and in some cases were held two or three days 
before they could be freed from the drifts. 

Early last fall the highway department of 
Wyandotte County, Kansas, began the erection 
of snow fences along Federal Highway No. 40, 
leading west from Kansas City through Topeka 
and Salina to Denver and while the fences have 
not yet had a real test, it is believed they will 
effectually prevent the piling of drifts in cuts. 
The fence consists of 5-foot lengths of heavy 
lath woven with wire, strung between ordinary 
fence posts and well braced. The fencing is 
placed about 100 feet from the cut to be pro- 
tected. Wherever possible natural windbreaks 
are taken advantage of, and the fences are 
used to supplement them. The road through 
Wyandotte County now is completely protected, 
and less than 3,000 feet of fencing was required 
in eighteen miles. 

Other counties along the line of the highway 
are following the same plan. 

In Missouri, the State highway department 
has done similar work at various places, but in 
the main the work of protecting the road is 
left to the counties. 
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Business in Brief 


The first week of the new year opened with industry as a whole below December 
and below the same week of last year. In wholesale lines the volume of spring busi- 
ness being booked is less than during the same period of 1926 and 
prices continue to decline. During the last week in December they 
were the lowest since the summer of 1924. Auto production is 
believed to have reached the lowest point in five years and there is much unemploy- 
ment in automobile centers. While optimism is being displayed as to the probable 
course of business during 1927, trade sentiment does not appear as cheerful as during 
the latter part of 1925. There are no indications of a boom or of a slump. Stocks 
of goods are low, prices are stabilized, competition is keen and will become keener. 
Business failures for the week ended Dec. 30 (five days) were 486 compared with 401 
the previous week and 374 in the like week of 1925. 


Movements of grains to market have increased somewhat but are below fast year 
at this time. Wheat prices have improved somewhat due to an oversold condition 
and limited offerings. Milling and overseas demands are only 

AGRICULTURE moderate. The visible supplies of wheat are declining and of 
corn increasing, the latter being the largest ever known at 

this time, resulting in further depressing prices. Winter wheat is in good condition. 


The outlook for the iron and steel industries during the first quarter of 1927 con- 
tinues bright and to improve. Over 700,000 tons of structural steel are involved in 
pending contracts and inquiry is heavy. Steel production is now about 
65 percent of capacity. It is believed that the steel ingot output for the 
year will be excess of 3,000,000 tons over that of 1925. Pig iron is mov- 
ing in larger volume since the first of the year. Between 80 and 85 percent of the 
available tonnage for the first quarter of 1927 has been sold. 


The estimated production of crude oil for the week ended Jan. 1 is 2,388,400 bar- 
rels as compared with 2,402,350 barrels for the previous week, a decrease of 13,950 
barrels. Production of anthracite coal during Christmas week was 
1,503,000 tons, a decrease of 291,000 tons under the output of the pre- 
ceding week. Bituminous production for the same week was in excess 
of 10,000,000 tons, somewhat above the average for this week as compared with 


Bradstreet’s food index number for the week ended Dec. 30 was $3.52 compared 
with $3.48 the previous week and $3.62 for the week ended Dec. 31, 1925. This was 
a decline of 1.1 percent over last week but a decline of 2.7 percent 
under the like week of last year. The Harvard wholesale commodity 
price index advanced to 142 for the week ended Dec. 29. from 141.7 
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Left—Massive wood counters and columns add dignity to the well planned general office of the Grater-Bodey Co., Norristown, Pa. Right—The 


company’s new store and office building 


“Sell Goods by Attractively Displaying Them, » 
Is Eastern Retailer's Policy 


NORRISTOWN, Pa., Jan. 3.—To make home- 
owning attractive and the selection of building 
materials pleasant and convenient, is the under- 
lying purpose that actuated the Grater-Bodey 
Co., of this city, in planning and equipping their 
new store, which contains one of the most com- 
plete and attractive set of display rooms to be 
found in any lumber and building material es- 
tablishment in this territory. As will be ob- 
served from a scrutiny of the accompanying 
photographs, the plant abounds in touches eal- 
culated to arouse the interest of the prospective 
or potential home builder. 


The new building is situated on a well trav- 
eled street, and advantage is taken of this fact 
to make a publicity appeal through the well- 
kept displays maintained in the big windows 
that flank the main entrance on either side. That 
main entrance, by the way, is worth a second 
look, being an especially well-designed piece of 
woodwork. The panels of ornamental wood 
fence, seen at the left, serve the double purpose 
of embellishment and of announcing to the 
passing public that material of this sort is 
stocked by the company. ; 


But it is the interior of the store that most 
abundantly rewards the observer who is inter- 
ested in noting how the modern merchandiser 
of homes and home building materials smooths 
the path of his prospective customers. 


On the left side of the entrance to the office 
is the general office, with its massive counters 
and columns. The base of the counters is pan- 
eled, and the whole effect is one of impressive- 
ness and beauty. 

Directly in front of the entrance are the stairs 
and showroom, seen in one of the accompanying 
photographs, a feature of which is a door rack 
containing approximately 45 stock doors, which 
can be rolled out as needed for display. Here 





Staunch, sturdy spruce siding 
stimulates stagnant sales, says 
Silent Smith. 


See Piperism contest, page 76. 





also are displayed a breakfast nook and other 
woodwork. 


Another of the photographs shows the display 
rooms in greater detail, especially the hand- 
somely furnished living room, with its polished 
hardwood floor, French doors opening into the 
sample dining roum, and thence into the kitchen, 
where there is glimpsed a folding ironing board 
in its recess, also a breakfast nook with table 
and benches. 








On the second floor is located the drafting 
room, a big, light, airy apartment, fitted up with 
drafting tables, filing cabinets and all other 
paraphernalia of a well equipped drafting de- 
partment. 

The Grater-Bodey Co. is one of the longest- 
established and best-known retail lumber and 
millwork concerns in the East. It has been 
carrying on business for about forty years. The 
company has for a long time specialized in the 
architectural detail millwork end of the business, 
and has built up a big business in that line, em- 
ploying in its woodworking factory at the pres- 
ent time about eighty-five men. In stock mill- 
work, the Curtis line is carried and, said Man- 
ager J. W. Roberts, ‘‘we think very highly of 
the Curtis products and policy.’’ 

The company maintains a good-sized and well 
stocked lumber yard, and last spring added a 
mason’s supply department. It works two silos 
for sand, and has a large warehouse for the 
storage of bag goods. ‘‘In the comparatively 
short period that we have been operating this 
department,’’ said Mr. Roberts, ‘‘we are very 
much pleased with it.’’ 


THE ANNUAL wood crop in Illinois is worth 
more than thirteen million dollars, which is 
more than the value of all the butter made or 
orchard crop grown in the State. 


























Left—A glimpse of one of the Grater-Bodey Co.’s displav rooms featuring stairwork, breakfast set, doors etc. Right—Furnished suite of rooms, 


including living room, dining room and kitchen. 


The handsome furnishings and rugs impart a homelike atmosphere 
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Advertising ry ns 
Selling Methods 


Good Will Building 


Next best to originating and putting into-effect a successful 
jwerchandising plan is the ability te profit by the experience of 
others and it is with this thought in mind that the AMERICAN 
LUMBERMAN presents to its readers in every issue stories of the 
best and most successful plans being used by dealers in all sec- 
tions of the country. From the Atlantic to the Pacific, from 
Mexico to the interior of Canada, representatives of the AMERI- 
cAN LuMBERMAN gather this information and pass it on for the 
benefit of other dealers and in the interest of better merchandis- 
ing. A glance through the issues of the AMERICAN LUMBERMAN 
during the last year indicates that more than 150 outstanding 
merchandising plans or ideas were described, covering expe- 
riences of successful dealers in every part of the country. In 


Uses Coal Sales to Make Others 


HAWKEYE LuMBER & CoAL Co., Cedar Rapids, 
fowa.—When this company sells an order of 
coal four postal cards are mailed at intervals 
to neighbors of the purchaser. These cards call 
attention to the sale and carry selling talks de- 
signed to secure orders from those to whom the 
cards are mailed. Jan, 2—P. 45. 


Selling and Financing Homes 


THE SLOAN LuMBER Co., Fort Worth, Tex.— 
Financing homes is considered an important 
part of this firm’s business. Contractors are 
assisted to develop prospects. About one-half 
of the business done is on mechanic’s liens 
which the company aids contractors to finance 
until the contract is completed. Jan. 9—P. 48. 


Sells Complete Homes 


MILLIGAN & McCartuy, Missouri Valley, 
fowa.—Builds and sells homes complete. The 
company finds many advantages in the plan. A 
contract is entered into to complete each job. 
Jan, 9—P. 45. 


Makes Hay Racks and Gates 


RENSSELAER LUMBER Co., Rensselaer, Ind.— 
Has its yard men make hay racks and gates 
during spare time. Contacts are often made 
when selling these articles that lead to sales of 
lumber. Jan. 9—P. 48. 


Builds Summer Cottages 


A. BLACKSTONE LuMBER Co., Pell Lake, Wis. 
—Has developed a large business building and 
selling summer cottages on easy payments. 
Over 200 such cottages were sold in 1925. Jan. 
23—P. 47. 


Don’t Sacrifice Profit for Volume 


Smita LumBer Co., San Franciseo, Calif.— 
Reginald Smith of this company advises retailers 
to get their businesses on a volume basis if pos- 
sible but warns against sacrifice of profit to do 
this. He also advises reduction of inventories, 
tightening of credits and staunch regard for 
price levels. Jan. 30—P. 45. 


Sells Garages on Instalments 


ProrpLes LumMBeER Co., Detroit, Mich.—Has a 
department which specializes in building and 
selling one-, two- and three-car garages. The 


buildings are sold on a time payment basis. Jan. 
30—P. 44. 


Finds Profits in Contracting 


HavusricH Grain & LumBeEr Co., Mapleton, 
lowa.—Does contracting . work and finds it 
profitable. Contracting aids retailer to meet 
better the competition of mail firms. The com- 
pany also operates a woodworking shop. When 
lumbermen instead of carpenters control the 
building game the better it will be for all con- 
cerned, this company says. Feb. 6—P. 45. 


Color Has Advertising Value 


THE Merritt LumBer Yarps (Inc.), Read- 
ing, Pa.—Paints all of its trucks yellow. It 
finds a distinctive color is soon associated by the 


publie with the firm using the color and that the 
plan aids to build business. Feb, 13—P. 40. 


Proper Records Make Sales 


SPRINGMAN LuMmBER Co., Alton, Ill.—Has 
found that more business can be secured and bet- 
ter service rendered by keeping a record of -all 
yard and office transactions on printed forms. 
The information obtained is of great value in 
securing additional and future business. Feb. 
20—P. 47. 


Millwork Displayed 


W. F. Barr LuMBeEr Co., Denver, Colo.—Uses 
eight display windows in which to display differ- 
ent kinds of millwork, including doors, window 
frames, buffets ete. Each display is neatly 
painted or stained which helps to sell decorative 
supplies and paint brushes. Feb. 20—P. 46. 


Plays Tag with City 


Swan CREEK LuMBER & Suppty Co., Toledo, 
Ohio.—Keeps its name and service before the 
publie by tags attached to each telephone book 
issued in the city. The tags are of yellow card- 
board printed in two colors. Feb. 20—P. 46. 


Pushes Cedar Closet Lining 
WoopHeEAD LumBER Co., Los Angeles, Calif.— 
Specializes on cedar closet lining and find it an 
easy specialty to dispose of. Feb. 27—P. 42. 


Boys Hunt for Prospects 


W. J. DurHAM LuMBER Co., Neenah, Wis.— 
High school boys are employed by this firm to 
solicit business and interview prospects. Sales- 


men follow up the prospects discovered by the. 


boys. The company is well pleased with results. 
March 6—P. 42. ; 


Puts Display in Clothing Store 


W. R. NEERIEMER, Odon, Ind.—Attracted 
much attention to his business by installing a 
lumber display in a clothing store window in 
the business district. The chief feature of the 
display was a model bungalow. March 6—P. 42. 


Builds Portable Hog Houses 


E. W. Hoveuton Lumser Co., Galva, Ll.— 
Utilizes short and odd lengths to construct port- 
able hog houses for sale to farmers. Labor is 
furnished by the yard men during spare time. 
Mareh 13—Front Cover. 


Office Is Advertising Asset 


HeNryY KOEHLER & Co., Louisville, Ky.—Has 
a distinetive office building which creates much 
favorable attention, which is good advertising. 
The office is of Tudor design and is located on 
a busy corner. Mareh 13—P. 49. 


Effective Window Display 


HauLack & Howarp LuMBER Co., Denver, 
Colo.—Rented a show window near a busy cor- 


“ ner in the business district and installed a lum- 


ber exhibit. The display was effective, the cost 
small and the results obtained very good.— 
Mareh 20—P. 45. 


de 


The Best Merchandi 


order that readers may refresh their memories as to these, a 
brief digest has been prepared of the more important articles of 
this nature that were printed in the AMERICAN LUMBERMAN in 
1926. These articles, it is believed, are a valuable contribution 
to the science of retail lumber selling and contain many valua- 
ble ideas and suggestions for those retail lumbermen who are 
seeking the best methods for increasing their lumber and build- 
ing material sales. As an aid to those who have preserved their 
files of the AMERICAN LUMBERMAN and who may be interested 
in reviewing these merchandising articles and for those who 
are seeking new advertising, promotion and merchandising 
ideas and plans, a brief outline of the more important ones fol- 
lows, with issue and page given for quick reference: 


Specializes in Courtesy 


BAILEY LuMBER Co., Bluefield, W. Va.—The 
slogan of this firm is ‘‘Courtesy and Building 
Material’’ and it lives up to it because it finds 
it profitable to do so. This company has found 
that courtesy opens the way to sales. March 
20—P. 42. 


Gives Prize for Slogan 


A. I. Cram & Co., Burwell, Neb.—A radio set 
was offered as a prize by this company for the 
best slogan submitted which applied to business 
and could be used generally. Much interest was 
aroused and 100 slogans submitted. April 3— 
P, 49, 


‘*How About Wagon Bottoms’’ 


Srokey Lumser Co., Callender, Iowa.—Sold 
ten wagon bottoms in two weeks by advertising 
the material needed to construct and preserve 
a wagon bottom. Apr. 3—P. 48. 


Aids Home Builders 


WiLLiAM H. Hartow & Co., Boston, Mass.— 
Studies plans and designs from all available 
sources to determine their adaptibility to local 
conditions. Building materials are likewise 
studied, comparisons are made and principles 
laid down for the guidance of those wishing to 
build. The service has attracted much new busi- 
ness to the firm. April 10—P. 116. 


Remodeling Is Advertising Theme 


HALLACK & Howarp Lumber Co., B. F. Sal- 
zer Lumber Co. and MePhee & MecGinnity Co., 
Denver, Colo., used a program of consistent ad- 
vertising in the daily papers. Two of these 
firms emphasized remodeling with good results, 
business being brisk with them when it was slow 
with the other firms of the city. April 10— 
P. 50. 


Certifies All Lumber Sold 


JOHN SCHROEDER LUMBER Co., Milwaukee, 
Wis.—Certifies every piece of lumber sold 
through the Milwaukee and New Butler retail 
yards as up to grade as represented on the in- 
voice. April 10—P. 113. 


Home Financing Profitable 


NEWELL Coat & LuMBER Co., Pawtucket, R. I. 
—Has been very successful in financing homes 
for customers. Both the owners and the con- 
tractors like the plan under which the company 
operates. April 10—P. 110. 


Dines Contractors 


Witaur LuMmBer Co., Burlington, Wis.—En- 
tertained the contractors of the city at a turkey 
dinner on the oceasion of the opening of its new 
local branch. April 10—P. 113. 


House Selling Campaign 


Witson & GREEN LUMBER Co,, Syracuse, N. 
Y.—When a home built under the super¥ision of 
the company is completed, inspected and ap- 
proved there is placed in it a bronze plate 
bearing the seal of the company. This is an 
assurance to the prospective purchaser of high 
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sing Ideas of the Year 


quality material and honest workmanship 
throughout. The company has a financing plan 
to help home builders. April 17—P. 61. 


Holds Building Show 


CITIZENS LUMBER & SupPLy Co., Chester, Neb. 
—Was successful in getting a large attendance 
at a building show held in its yard. The com- 
pany believes the. benefits derived in an adver- 
tising way from the show will be considerable 
and that the influence will be felt for several 
years. April 17—P. 48. 


Booklet on Home Owning 


Comstock LuMBER Co., Rochester, N. Y.— 
Issued booklet the purpose of which was to 
arouse interest in home owning. The booklet, 
among other things, contained testimonial let- 
ters praising the financing plan and friendly 
service of the company. April 17—P. 49. 


Shingles Sold Cash and Carry 


B. F. ANDERSON, Derry, N. H.—Sells shingles 
directly from the car. In order to get the low 
price quoted in ads, customer telephones order 
to dealer who notifies him when ear arrives. 
April 17—P. 48. 


Building a Mailing List 


Merrit? LuMBER YARDS (INC.) Reading, Pa.— 
‘“Newly-weds,’’ new property owners, roofing, 
paint and millwork prospects, general con- 
tractors, painting contractors and others who 
might be interested in the firm’s literature are 
placed on the mailing list of this company. 
April 24—P. 49. 


Advertises Poultry Houses 


WELLER Bros., Ord, Neb.—Sent out to pros- 
pects ecards with illustration of the ‘‘ Nebraska 
type’’ portable brooder and ealling attention to 
the fact that the company has copies of bul- 
letins, plans ete. of poultry buildings and offer- 
ing assistance to those seeking information. 
April 24—P., 49. 


Conducts Essay Contest 


MorGAN LuMBER & MANUFACTURING Co., 
Charleston, W. Va.—Aroused much interest by 
offering prizes for the best essays by high 
school students on the subject ‘‘Why Should 
One Own His Own Home.’’ Prizes of $10, $5 
and $2.50 were offered. April 24—P. 44. 


Colored Views of Homes 


W. J. DurHAM LuMBER Co., Neenah, Wis.— 
Between 7:30 and 10:30 p. m. each evening this 
company uses a delineascope in its window to 
show pictures in colors of new homes in an 


effort to arouse interest in home owning. April 
24—P, 73. 


Installment Selling 


E. L. BLACKMAN Co., Oakland, Calif.—Partial 
payment plan has aided this company to increase 
its sales. This company believes no other plan 
can increase small order lumber sales as this one 
does. The partial payment plan may be used to 
purehase anything in the yard. May 1-—P. 51. 


Novel Business Card 


MIpWEsT LuMBER Co., Dubuque, Iowa.—Busi- 
ness card of this firm contains pictures of the 
three children of G. F. Sharon, manager, with 
the words ‘‘Three reasons why I want your 
business.’? May 1—P. 50. 


Prize for Office Plan 


JOHNSON County LuMmBER Co., Clarksville, 
Ark.—Aroused interest in its business by offer- 
ing a prize of $10 for the best plan to be fol- 
lowed in remodeling its office. May 8—P. 44. 


Coéperate in Booster Sale 


RETAILERS OF ENSLEY, ALA.—Took a promi- 
nent part in successful codperative sale held 
under the auspices of the Ensley (Ala.) Cham- 


ber of Commerce. A full page advertisement 
signed by five lumbermen aided these firms to 
move considerable lumber at this sale. May 
15—P. 47. 


Codperative Advertising 


RETAILERS OF SAGINAW, Micu.—Jointly con- 
ducted an advertising campaign in which full 
pages in the newspapers were used. In each ad- 
vertisement the advantages of lumber as a build- 
ing material were outlined. May 15—P. 45. 


Holds Building Show 


JULIUS SEIDEL LumBER Co., St. Louis, Mo.— 
Has held three building shows and finds that 
they justify the expense and work of conducting 
them. Many new names are added to the mail- 
ing list at these shows and many sales made. 
May 22—P. 49. 


The Advertising Budget 


LUHRING LUMBER Co., Evansville, Ind.—E. D. 
Luhring of this company estimates that 1% 
percent of the sales is a fair allowance for ad- 
vertising provided the money is not wasted. 
His company spends 2 percent for advertising 
as follows: 
percent; billboards, one-half of 1 percent; di- 
rect, one-half of 1 percent and miscellaneous, 
one-fourth of 1 percent. May 29—P. 40. 


System Aids Sales 


ELuioTT, HaypeN Co., La Salle, Ill.—Has 
worked out a card system for purchase control 
and for perpetual inventory and service records. 
Information is always at hand to answer in- 
quiries of customers and the office force can sell 
more accurately without the necessity of check- 
ing the yard stock. June 5—P. 46. 


Sells Farm Machine Sheds 


A. M. SANDBORN LUMBER Co., Chapman, Kan. 
—Finds it pays to go after farm business with 
the right kind of literature and sales talks. This 
firm made a special bid for farm machinery 
sheds with good results. A number of sales were 
made and other business secured that could be 
traced.to the campaign. June 5—P. 48. 





Sane sports select strong spruce 
sleds. 


See Piperism contest, page 76. 


Newspapers, three-fourths of 1. 





Meeting Mail Competition 


Louis L. Orr, Jefferson City, Mo.—Asserts 
there is no reason why lumber should be sold 
by mail and states that he will be very glad to 
supply every bit of material thus advertised at 
prices asked by the mail concerns. Local deal- 
ers can sell at the prices mail concerns demand. 
Advertising will do much to meet mail competi- 
tion, he says. June 12—P. 48A. 


Novel Window Display 


JuLIus SEIDEL LuMBER Co., St. Louis, Mo.— 
Used two pine logs and forest background to 
call attention to wood as a building material and 
to show the lumber supply will be sufficient for 
this and future generations. Two wood panels 
listed the world’s historical events enacted dur- 
ing the life of two trees from which the logs 
came. June 12—P. 44. 


Displays Create Business 
J. H. Zinn Lumser Co., Columbus, Ohio.— 
Has found model houses an effective means of 
attracting attention to its products. These are 
built on a seale of 1 inch to the foot and with 
much attention to detail. June 12—P. 48C. 


Holds Open House 


PauLEy LumBEer Co., Seward, Neb.—Held 
open house and invited all to come and partake 


Symposium of Successful 


Methods Used by 
Dealers During 1926 


of its hospitality. Entertainments and refresh- 
ments were provided. The affair was successful 
from the standpoint of publicity and good will. 
June 19—P. 50. 


Lumber Trucks Parade 


CLEVELAND RETAILERS, Cleveland, Ohio.—Held 
a parade to impress on the people of the city 
the magnitude and importance of the lumber in- 
dustry. All of the lumber trucks of the city 
were in line. During the parade 25,000 home 
plan books were distributed. June 19—P, 45. 


Making Trucks Create Sales ~ 


A. M. SanpBorn Lumser Co., Chapman; Kan. 
—Uses the sides of its trucks to carry attractive 
colored signs advertising lumber for farm ma- 
chine, cattle sheds and for other buildings. The 
signs are changed frequently. This company 
believes that to sell the idea is to sell the mate- 
rial. June 26—P. 46. 


Merchandising Ideas 


SPuRRIER LuMBER Co., Cushing, Okla.—A. J. 

ean manager of the local yard of this com- 
pany believes it is high time to get the retail 
lumber industry on a better merchandising basis 
and for individual lumbermen to adopt more 
progressive and aggressive sales methods. 
Among other things, he believes, all lumbermen 
should talk lumber and building and do better 
advertising. July 3—P. 48. 


Displaying Merchandise 


C. C. Cottins & Son (INc.), Madison, Wis.— 
Believes that in order to sell merchandise it must 
be properly displayed. It has a remarkable 
system of display rooms in which are on view all 
of the products handled by the company taste- 
fully and interestingly arranged. July 3— 
P. 54. 


Indoor Advertising Billboard 


Hunter LumsBer Co., Henry, Ill—Maintains 
in its office a rack on which are two hooks to 
hold a pad of paper 24% by 3 feet in size. On 
the pad is written with crayon the message on 
building or alterations which the company de- 
sires to convey to the office visitors. The mes- 
sages are always of a seasonable character. 
July 10—P. 45. 


Conducts Filling Station 


Jacosp Darst, Peoria, Ill—This yard is lo- 
cated on a busy highway and the opportunity 
for a filling station at this point was taken ad- 
vantage of by the company. The station is 
operated by an employee who in odd times works 
in one of the sheds. The investment has been 
profitable. July 10—P. 46. 


Two-Fold Ad Campaign 


H. D. Goutp & Co., Middletown, Conn.—Car- 
ried out an advertising campaign in the news- 
papers. This consisted of an 8-page home build- 
ing section containing information of value to 
prospective home builders. There was also held 
an exposition of the various building products 
handled by the company. July 10—P. 46. 


Invitation to Reciprocate 


INDIANA FLoorING Co., New York.—Sends out 
with its checks in payment of invoices and other 
bills an enclosure which reads as follows: ‘‘ This 
check is tangible proof of patronage. We feel 
we’ve had a square deal from you and are con- 
vineed that you will find us just as fair if you 
send us some business in our line.’’ July 17— 
ae) 


Office Serves as Demonstrator 

SouTHERN WyomiInGc LuMBER Co., Laramie, 
Wyo.—Has an office which serves the usual needs 
and as a demonstration building. A great many 
building materials and specialties have been in- 
cluded in the construction so those who are con- 
templating building can see how the finished 
idea looks. July 17—P. 51. 
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Truck Advertising Effective 


Beacu Lumser Co., Rome, N. Y.—Uses on its 
trucks signs 28 inches high and 7 feet long, at- 
tractively colored to catch the eye, to sell the 
home owning and home building idea. Space 
is thus used to good advantage that would other- 
wise be wasted. The cost is small and the signs 
are seen by many people each day. July 24— 
P, 44, 


Conducts Word Contest 


Woop River Lumsper & Suppty Co., Wood 
River, Ill.—Prizes totaling $55 were given for 
the contestant who succeeded in forming the 
most words using the letters contained in the 
firm name. There were 142 contestants and the 
firm feels it secured much favorable advertising. 
July 24—P. 44. 


Cut-to-Length Items Profitable 


J.C. AMEs LuMBeEr Co., Streator, Ill.—Stocks 
eut-to-length items and has found that the pub- 
lie likes to buy them in preference to standard 
random lengths. There is also an advantage in 
buying short lengths. July 24—P. 45. 


Wins Against Mail Order 


Exams Lumser Co., Elgin, Ill.—Although this 
firm has severe mail order competition it has 
been able to grow and expand through aggres- 
sive merchandising and by rendering personal 
service impossible for the mail firms to give. One 
advantage this firm has is that it assists the 
customer to finance his home. July 31—P. 42. 


Employees Uncover Leads 


HaAuLAck & Howarp Co., Denver, Colo.—The 
employees were divided into six teams to un- 
cover leads that would bring business to the 
firm. Prizes were awarded to the team and the 
individual on each team for the most leads 
brought in each month. July 31—P. 48. 


Aids Women Plan Homes 


G. 8. Lyon & Sons LumMBER & MANUFACTUR- 
ING Co., Decatur, Ill—Caters especially to 
women and has a plan department to aid them 
to work out their ideas and to advise them on 
design and construction. July 31—Front Cover. 


Careful Delivery Builds Goodwill 


Comrort Coat-LuMBER Co., Hagensack, N. J. 
—Has found that goodwill is built and business 
won by courtesy and care on the part of the 
delivery force. This company has a list of 
twelve printed suggestions which deliverymen 
are required to know and practice when deliver- 
ing material or coal and dealing with customers. 
Aug. 7—P. 55. 


Conducts Building Show 


F. J. Brattin & Son, Shepherd, Mich.—This 
firm conducted a building show with unusual 
features that lifted it out of the class of such 
exhibits. A program of games for the little 
folks, special features for the grown-ups and 
speakers on subjects of importance were the out- 
standing features. Over 2,000 people visited the 
show. Aug. 14—P. 51. 


Employees Report Leads 


LAIDLAW, BELTON LuMBER Co., Sarnia, Ont., 
Can.—Instituted a prize contest among em- 
ployees to stimulate them to dig out and report 
roofing prospects. Much interest was shown by 
the employees and many good prospects were 
turned in. Aug. 14—P. 52. 


Quick Service 


« Comrort-CoAL LumBer Co., Hackensack, N. J. 
—Has a large gong at a convenient place near 
the entrance to the yard and a sign asking cus- 
tomers to ring the gong for quick service. The 
idea was adopted to notify employees when a 
customer desires service and to eliminate the 
possibility that those who desire to purchase 
might be overlooked or not be seen by yard 
workers. Aug. 28—P. 43. 





Retailer Certifies Lumber 


JoHN Scuroeper LumMBer Co., Milwaukee, 
Wis.—Marks cn all invoices for lumber shipped 
out of the yard of this company the words ‘‘Cer- 


tified Lumber. This mark certifies that the 
lumber delivered is of grade specified on this 
invoice.’’ The idea has received much favorable 
comment from customers, Aug. 28—P, 44. 


Stresses Slogan in Ads 


MECHANICS LuMBER Co., Little Rock, Ark.— 
The slogan ‘‘Human Service’’ is featured in 
all newspaper advertisements of this company. 
The company’s telephone number also appears in 
each ad followed by the catch phrase, ‘‘ The 
Lumber Number.’’ Aug. 28—P. 44. 


Finds Remodeling Pays 


FuLLER GoopMAN Co., Oshkosh, Wis.—Makes 
use of the AMERICAN LUMBERMAN remodeling 
book, refers to it constantly and found it has 
been a business builder. The company also pub- 
lishes a house organ which it has found valuable 
as a means of making friends, building good- 
will and business. Sept. 4—P. 48. 


Maintains Efficient Display 


D..D. Coase LumBer Co., Haverhill, Mass.— 
Has at its yard three rooms, two representing 
living rooms and the other a combination dining 
room and kitchen. In these rooms are displayed 
all kinds of built-in fixtures, from breakfast 
nooks to kitchen cabinets and various kinds of 
flooring, doors and trim. Sept. 4—P. 52. 


Features Remodeling Service 


Dix LumBEk Co., North Cambridge, Mass.— 
Makes remodeling a feature of its service. The 
company maintains a remodeling department 
with a manager in charge. Expert attention is 
thus assured all customers who desire work of 
this nature done. Sept. 4—P. 52. 


Lumberman Sells Stoves 
ScruGes-GUHLEMAN LUMBER Co., Jefferson 
City, Mo.—Has a department which sells stoves 
and ranges, a very complete line of which is 
earried. A manager is in charge of the depart- 
ment. Sept. 4—P. 53. 


Prize for Big Fish 


O’HALLORAN LuMBER Co., Wood Lake, Neb.— 
Gave a reel for the largest fish caught in Marsh 
Lake near the city. Sept. 4—P. 53. 


Results from Bill Boards 


Fort WAYNE BuILDERS’ Suppty Co., Fort 
Wayne, Ind.—Believes the type of billboard 
most likely to appeal to the prospective home 
owner is that which displays the finished home 
and suggests its joys. Designs of this character 
are believed to be more effective than pictures 
showing delivery trucks speeding to the job, or 
lumbering operations. The color scheme is also 
considered important. Sept. 11—P. 56. 


Garage Show Sold Homes 


NORTHERN ILLINOIS LUMBERMEN, Aurora, IIl. 
—An exhibit of a garage and garage plans at 
the Central States Exposition, this city, by the 
lumbermen of northern Illinois developed many 
prospects who are interested in building homes. 
Each person visiting the exhibit was asked to 
fill out a registration card. Sept. 11—P. 55. 


Construction Models 


PETER VREDENBURGH LUMBER Co., Springfield, 
Ill.—Exhibited at the State fair five models 
showing various degrees of construction - work 
in erecting a dwelling from the time the work is 
begun until it is finished. The display created 
much interest among home owners and prospec- 
tive owners. Sept. 11—P. 55. 


Lumbermen Exhibit at Fair 


CAHOKIA LUMBERMEN’S CLUB, Collinsville, Il. 
—Codéperated to exhibit. at the Mid-West Fair 
held in this city. The ‘‘Own Your Home’? idea 
was emphasized. Over 1500 registration cards 
were filled out by visitors, most of whom were 
interested in some phase of building or remodel- 
ing. Sept. 11—Front Cover. 


Comic Character Builds Sales 


C. W. KorcHer LuMBER Co., Detroit, Mich.— 
Originated a comie character styled Doe Lum 
Burr whose opinions on lumber and building 
practices are given through advertisements in 


newspapers and trade papers. The advertising 
oy attracted widespread attention. Sept. 18— 
. 49. 


‘*Stunts’’ Feature Opening 


W. F. & J. F. Barnes LumsBer Co., Dilley, 
Tex.—When this company opened its new yard 
in this city it made an effort to have people 
visit the store. Stunts and contests of one kind 
and another with prizes were advertised. Be- 
tween 500 and 600 people came to see the estab- 
lishment and participate in the contests. Oct. 
2—P. 50. 


Sells Rustic Cabins 


GrRant-Davis LumBER Co., Cabool, Mo.— 
Finds a ready market for materials with which 
to construct rustic cabins. In some cases the 
cabins are sold complete. Oct. 2—P. 51. 


Fosters Model Home 


Hunter LuMBER Co., Henry, Ill.—Built a 
house to serve as a demonstration home to en- 
courage better homes and better home making 
in the community. Other business men codp- 
erated in furnishing it. A formal opening was 
held. Later the house was sold for private oe- 
eupancy. Oct. 9—P. 50. 


Politics Aids Lumberman 


ZIMMERMANN, BuFFrALo, N. Y.—Took advan- 
tage of a political campaign to call attention to 
the business. A candidate for sheriff displayed 
banners reading ‘‘Zimmermann for Sheriff.’’ 
The lumber trucks were therefore decorated 
with banners reading ‘‘ Zimmermann for Lum- 
ber.’’ Much favorable publicity was secured. 
Oct. 9—P. 51. 


Ads Illustrate Slogan 


LEXINGTON LuMBER Co., Buffalo, N. Y.— 
Used timely billboards illustrated with a Minute 
Man of the Revolution and featuring the slogan 
‘Minute Men for Service.’’ Attention was 
called to the advisability of preparing for cold 
weather with storm sash and doors. Oct. 9— 
Pr. oA, 


Builds Model House 


MeEtTzGER LuMBER & CoAt Co., Lebanon, Ind. 
In ecodperation with the local newspaper, built 
a demonstration house of English design. Dur- 
ing the period of inspection it was beautifully 
furnished and large crowds visited it. Later the 
house was sold at cost. Oct. 9—P. 51. 


Retailer Conducts Fair 


HoweE._t LuMBER Co., Bryan, Tex.—Conducts 
a free agricultural fair each year in its yard. 
The company finances the event and gives a long 
list of prizes for exhibits. This year nearly 
5,000 people visited the fair. Oct. 9.—Front 
Cover. 


Attractive Window Display 


JuLius SemeL LumMBer Co., St. Louis, Mo.— 
Used a window display consisting of a painted 
background and four model houses with reading 
matter stressing the home owning idea. Oct. 9 
—P. 51. 


Holds ‘‘House Warming’’ 


SuBuRBAN LuMmBER Co., Cleveland, Ohio.— 
Held a reception and house warming at the dedi- 
eation of its new building. A building show 
was staged, motion pictures shown and a musical 
program rendered. The visitors also inspected 
the plant and the exhibits of materials ar- 
ranged for the oceasion. Oct. 16—P. 63. 


Lumberman’s Building Distinctive 


LAGUNA BErAcH LUMBER Co., Laguna Beach, 
Calif.— Attracts attention to its business through 
an unusual office building. The building is built 
of materials handled by the company, has a de- 
eidedly old world appearance and shows in actual 
use a large variety of building materials and 
accessories. Oct. 16—P. 61. 


Maintains Educational Display 


C. W. Kotcuer LumBer Co., Detroit, Mich.— 
Maintains a permanent building exhibit to edu- 
eate prospective home owners, builders and con- 
tractors to do building of a high quality. New 
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uses for lumber are suggested in the exhibit 
which has aided the company to make friends 
and sales. Oct. 16—P. 61. 


Sells Certified Homes 


EVANSVILLE PLANING MILL Co., Evansville, 
Ind.—Issues a _ certificate attesting to the 
quality of the homes constructed under the su- 
pervision of the company’s service department. 
Oct. 23—P. 47. 


Form Gets Business 


GrorGeE A. WoutF & Sons, Mount Wolf, Pa.— 
Uses an estimate form on which all information 
of each estimate made is tabulated. The infor- 
mation is valuable in following up business and 
for future estimates. The company has a fur- 
nished bungalow on the second floor of its office 
building in which is shown all of the built-in 
conveniences. Oct. 30—P. 47. 


Home Ownership Booklet 


W. B. Barr LuMBER Co., Denver, Colo.—Finds 
home owning booklets stimulate the home own- 
ing idea and are a practical proposition for a 
retail concern. The company has distributed 
its second booklet of this kind and finds them 
excellent advertisements. Oct. 30—P. 44. 


Displays Shingles on Roof 


MonrOE STREET LUMBER Co., Spokane, Wash. 
—When this company re-roofed its main office 
building the roof was divided into six panels on 


Dines Builders 


G. FuLuer & Son, Boston, Mass.—Gave an in- 
teresting and successful customers’ dinner. 
Eighty carpenters and builders enjoyed the hos- 
pitality of the company. The affair proved 
worth while in every way. Nov. 20—P. 49. 


Successfully Handles Feeds 


FAye?Tte County LumBer & Coa Co., West 
Union, Iowa.—Handles hog and chicken feeds 
and finds them profitable.. The demand for these 
items is growing, the company says. Nov. 20 
—P, 45. 


Soliciting Business 


Wiisur LuMBeEr Co., West Allis, Wis.—Sug- 
gests the following plan of digging up business. 
Mark off the map of the locality into sections 
and assign each section to an employee. Let 
each employee canvass the territory thoroughly 
and turn in to the office all possibilities for 
business. A record can then be made of these 
prospects and each one followed up with direct 
solicitation and mail matter. Nov. 27—P. 43. 


Emphasizes Phone Number 


J. D. LoizEaux LumBeEr Co., Plainfield, N. J. 
—The possession of a telephone number easy to 
remember is an asset. This company has the 
number 1776. To aid people to remember it the 
company uses in its advertising a cut of the 
Liberty Bell with the legend ‘‘Phone 1776’’ 
printed on it. The design is also used on the 














The lumber shown here is beech, air drying in a mill yard in Dietikon, Switzerland. Throughout 
the greater part of Europe, both in mills doing custom sawing and in those manufacturing lumber 
for sale, boards cut from a particular log are marketed together, being kept in the same relation 
in which they grew in the tree. In this way the mill owner passes the buck to the conswmer in 


the matter of utilizing low grade lumber, and slabs. 


(Photograph by Forest Products Labora- 


tory, U. S. Forest Service.) 





each of which.was placed a different kind of 
shingle. Four of the panels are covered with 
cedar shingles. Oet. 30—P. 48. 


Develops Trellis Demand 


B. GorppE & Co., East St. Louis, Ill—Experi- 
mented with trellises and found them so easy to 
sell that it will manufacture a line of these 
articles as a by-product of the business. The 
demand was built up through advertising in the 
papers and displaying the articles. Nov. 6— 


P. 53. 


Sells Homes 


Rrerr LuMBeER Co., Little Rock, Ark.—Builds 
homes of the better type as an outlet for the 
sale of more material. A reasonable profit is 
added to the cost of the building but the mate- 
rial is sold to the construction department of 
the company at the same prices it would be sold 
to any contractor or builder. Little Rock is 
growing rapidly and the company disposes of a 


number of homes each year. Nov. 13—P. 57. 


letterheads and all printed matter. Nov. 27— 
P. 43. 


A Striking Billboard 


CENTURY LUMBER Co., Des Moines, Iowa.— 
Used a billboard in several colors on which the 
statement is made: ‘‘It’s up to you—At 60 a 
home of your own or over the hill to the poor 
house!’’ At one side was pictured an aged 
man and his wife in their cozy home and at the 
other the typical poor house. The primary argu- 
ment for home owning was thus forcibly pic- 
tured. Nov. 27—Front Cover. 


Office Aids Home Selling 


WoopLAwN LuMBER Co., San Antonio, Tex.— 
In the construction of its office building has in- 
corporated in it many details and materials used 
in home construction for the information of 
customers. Large display windows also help to 
create the home owning desire by making possi- 
ble attractive displays of materials and acces- 
sories. Nov. 27—P. 43. 


Handling Feeds 


STeEwArT & ALEXANDER LUMBER Co., Baraboo, 
Wis.—Maintains feed and potato warehouses 
and finds these add materially to the income of 
the company. Nov. 27—P. 42, 


Paints Toys Free 


BorNMAN LUMBER Co., Clarksville, Miss.— 
Offered to paint free any toys or small articles 
of furniture brought to the office. The offer 
met with ready response, particularly from the 
children. In addition to building good will for 
the firm the plan advertised the company’s paint 
department. Dec, 4—P. 53. 


Getting Christmas Trade 


HAWKEYE LuMBER & Coa Co., Cedar Rapids, 
Towa.—A. M. SANDBORN LUMBER Co., Chapman, 
Kan.—These concerns have found it profitable 
to call the attention of the public to the fact 
that the lumber yard handles articles for the 
home that make acceptable Christmas gifts. In 
both cases letters calling attention to specific 
articles handled by the firms were sent out prior 
to Christmas with good results. Nov. 27—P. 45. 
Dec. 11—P. 49. 


Garages on Easy Payments 


L. Jacosson & Sons, Louisville, Ky.—Builds 
garages and sells them on installments which 
are about equal each month to what rent for the 
ear would cost. The concern also handles re- 
pair and alteration work on the easy payment 
plan. Dee. 18—P. 49. 


Cream Shelters 


Home Lumper Co., Kingsville, Tex.—Has 
developed quite an outlet for short lengths by 
manufacturing shelters for cream cans. The 
shelters are sold to the local creamery and 
placed on the highways to shelter cream cans 
from the weather. Dee. 25—P. 47. 


Enlists Interest of Children 


HANNA LumBER Co., Tulsa, Okla.—Con- 
structed a miniature residence and offered prizes 
to the boys and girls for the most acceptable 
name for the structure. On Christmas Eve the 
little house was presented to a fortunate young- 
ster. Much interest was aroused in the contest 
and the firm gained much favorable publicity. 
Dec. 25—P. 48. 


(SREB 


Buys Competitor’s Yard and Stock 


Troy, N. Y., Jan. 3—Bayer & McConihe Co., 
of this city, has purchased the lumber yards 
and stock of J. D. Spicer & Co., also of Troy. 
Having added this stock to the already extensive 
supplies in its storage yards for longleaf yellow 
pine and fir, the Bayer & McConihe Co. will now 
have one of the largest and most completely 
stocked lumber yards in the State of New York. 





Moves to Larger Quarters 


NortH TONAWANDA, N. Y., Jan. 5.—The 
Baltes Lumber Co., which for fourteen years has 
been located at No. 10 Goundry Street, has 
moved to larger and more commodious quarters 
at 63-65. Webster Street. While an increase of 
business in the last few years has made this 
change necessary, the company will retain its 
present yard space, which is provided with rail- 
road connections for all roads entering North 
Tonawanda. 


Machinery to Increase Preduction 


ALBANY, OrE., Dee. 31.—The Albany Door 
Co., suecessor to the Aleo Wood Products Co., 
manufacturer of garage doors, is installing three 
new machines from Oshkosh, Wis., which will 
effect a material increase in production. The 
company has been building 400 doors in a day 
of 480 minutes. The new equipment has in- 
duced the concern to adopt a slogan, ‘‘ A Door 
a Minute,’’ as expressive of its capacity during 
an 8-hour day. 
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The Present State and the Future Development of Lumber Merchandising— 


Possibilities of Scientific Management and Reduction 


In continuing this little series of comments 
on the immediate future of retailing by 
lumbermen and association executives, the 
Realm is happy to present a letter from 
Findley M. Torrence, of Xenia, Ohio, the 
genial and brilliant secretary of the Ohio 
Association of Retail Lumber Dealers. Mr. 
Torrence comes of a line of lumbermen, and 
for a number of years he has been secretary 
of the Ohio association and has distin- 
guished himself, among other ways, in his 
genius for organization and in his capacity 
for working through problems to a logical 
conclusion. As will be noted in his letter, 
he has a special interest in management. 
No doubt it was this interest which led him 
to press for the establishment jointly by 
the association and by Antioch College of a 
department of research in lumber retailing 
at the latter institution. 

“T look for radical changes in lumber 
merchandising during the next few years,” 
he writes, “principally as a result of the un- 
mistakable centralizing tendency in the 
business. 

“Elimination of superfluous, unprofitable 
and costly distribution units through mer- 
gers, establishment of joint stock ware- 
houses for slow moving items and jointly op- 
erated millwork facilities for special work 
and greater dependence upon stock mill- 
work on the part of all dealers will be a 
few of the manifestations of the movement. 


“Dealers’ efforts in the past have been 
concentrated on getting a price, or rather 
upon efforts to persuade their competitors 
to attempt to get a price, so that deal- 
ers could cut it a few dollars and still 
make a reasonable profit. We have been 
trying to make our money by increasing 
our spread and in that effort competitive 
factors, over which we have no control, 
present an obstacle. I predict that in the 
future our efforts will be devoted more in- 
tensively toward making a profit by reduc- 
ing operative expenses, and in that en- 
deavor our efforts are not restricted by our 
competitors. 

“If my competitor cuts his prices through 
ignorance of his costs I need not be con- 
cerned. If, on the other hand, he cuts his 
prices as a result of more efficient operating 
methods I should be very much concerned 
to study and emulate those methods. 

“Business is becoming more and more an 
engineering problem; it is becoming less 
an art and is more nearly approaching an 
exact science. 

“The competitive wastefulness and ex- 
travagance which our business now toler- 
ates will doubtless seem amazing to us in 
another decade or two. 

“The efficient commercial association of 
the future will more closely resemble an en- 
gineering research laboratory. Standard- 
ization of products will be followed by 
standardization of accounting, of processes 
and of prices. 

“The day will soon pass when it is cus- 
tomary to see five lumber trucks, each gaily 
bearing a couple of sacks of cement to the 
same suburb and blithely rumbling back 


empty, and it will not be long after time 
clocks and productive hour records are kept 
on our motor trucks until they will be ap- 
plied to the office and office equipment and 
the entire administrative staff.” 

Mr. Torrence has undoubtedly placed his 
finger upon a place in our business where 
much improvement is possible. He is an 
advocate of scientific management; and in 
scientific management, we suspect, there is 
more than meets the eye. Some of us in 
the past have looked with admiration and 
hope upon the business of salesmanship. 
We have thought that real profits were 
made in selling rather than in buying; that 
it is easy through poor salesmanship to lose 
all and more of the money painfully saved 
in buying the goods and in handling them 
through the establishment. But undoubt- 
edly Mr. Torrence looks to see a new type 
of salesmanship arise; one that will fit into 
this scheme of scientific management. Al- 
ready there are signs that the careering, 
overwhelming salesmanship of a few years 
ago is no longer able to career and over- 
whelm in the old circus style. People are 
not so easy to bedazzle and bemuse in a 
community where at least one competitor is 
putting his business upon a firm basis of 
scientific management. He presents them 
sound values at reasonable prices; his sales- 
men know what these prices must be and 
why they must be that figure and neither 
higher nor lower. They are able to con- 


vince the prospect of sound value, because 
the salesmen know it is there and why it is 


of Expenses Discussed 


men, given the same backing and the same 
general knowledge, will be able to sell more 
than others. But undoubtedly Mr. Torrence ° 
is quite right in thinking that a full and lum- 
inous knowledge of the business in all its 
departments will make for stability and 
soundness, because it will form the basis for 
real service. There is a vast lot in Mr. Tor- 
rence’s letter for one to think about. 

E. P. Hunter, manager of Wm. Cameron 
& Co., Ltd., Waco, Texas, writes us a brief 
note. After mentioning: the low price of 
cotton as paralyzing to the building business 
in Texas, he makes this statement: 

“Our policy will be the same this year as 
it has been in the past. Why should any 
organization wait until hard times have hit 
them to practice what they should have been 
doing all the time?” 

Those of you who know the story of Wm. 
Cameron & Co., will appreciate this state- 
ment. It operates some sixty-six yards in 
the Southwest; and despite the fact that it 
is a lineyard concern it has succeeded in car- 
rying out to its customers a very personal 
and friendly as well as a very scientific serv- 
ice. The company has built this service 
through many years of careful observation 
and through much intense study of the essen- 
tial basis of mercantile relationship. It is 
built to fit good times and bad. Mr. Hunter 
says it is the same policy that the company 
has followed in the past, and in a sense this 
is true. If, as he intimates, a temporary 
flurry of hard times is hitting Texas, Mr. 
Hunter has no mistakes to correct. He has 














There are profits to be made by reducing handling expenses. Here lumber is being unloaded di- 
rectly to wagons and trucks for delivery 


there. Presumably in a thoroughly organ- 
ized business in which scientific manage- 
ment prevails, salesmanship would be no 
more important than any other link in the 
chain. It would be conducted, not on a basis 
of hypnotism or rushing the prospect off 
his feet, but on the basis of sound values 
convincingly presented. 

However, we still suspect that a residuum 
of art will remain in salesmanship even after 
management has had its perfect work. Some 


seen to it in good times that he was not over 
extended, that his collections are kept cleared 
up, that each department has earned its 
profit and that the service fits the needs of 
the community. But in another sense his 
organization is learning something daily 
about the business, and we have no doubt that 
the accumulated learnings of the years do 
influence the policies. But this is growth. 
Mr. Hunter was speaking of the reform of 
vices known to be vices. In his business 
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those things are corrected !ong before they 
become commercial vices. 

C. G. Wolfiin, Wolflin West Side Lumber 
Co., Evansville, Ind., a former president of 
the Indiana association, in his letter men- 
tioned some conversations he had had with 
dealers in attendance at the National con- 
vention in New Orleans. Several men, he 
said, are contemplating going more exten- 





“are due to too many dealers and too many 
wholesalers. This number of retailers are at 
fault for shoddy buildings, and the thought 
of issuing bonds to produce necessary cap- 
ital is simply putting off the settlement day. 
I do not think the mail order companies with 
their financing and other propositions are of 
serious moment to the dealers who are on 
their toes. More footage of an item and less 





‘*T predict,’’ says Findley M. Torrence, Xenia, Ohio, ‘‘that in the future profits will be made by 
reducing expenses. The elimination of unprofitable distribution will be one manifestation of the 
movement’? 


sively into the building supply business in 
an effort to increase their volume of sales. 
This is a matter he, too, has under advise- 
ment. He is working along the lines of scien- 
tific management mentioned by Mr. Tor- 
rence, tightening up some of the places in his 
organization where such tightening seems 
to be needed. Especially is he giving atten- 
tion to the subject of collections. “We know 
for a certainty,” he says, “that the average 
lumber dealer is very lax in the methods he 
uses in getting payment for the merchan- 
dise he sells.” Mr. Wolflin is also giving 
some attention to trade extension, aiming 
to create a desire to build and a confidence in 
his own goods and service. One advantage 
of this, when it is accomplished, will be an 
escape from the bugbear of price buying. 

Roscoe C. Briggs, president and general 
manager of the Briggs Lumber Co., Inc., 
Oneonta, N. Y., is an alert and friendly 
young retailer and a leader in New York 
lumber circles. He is a past president of the 
association and takes an active part in ad- 
ministering its affairs. Last year his yard 
won the clean-yard contest in his division, a 
contest that is being conducted by the North- 
eastern association this year. We mentioned 
this fact when we wrote Mr. Briggs. “We 
are interested in the clean-yard contest,” he 
replied, “but of course you realize that we 
are handicapped in having won it one year. 
In our opinion they are all laying for us. 
We believe in the contest and hope it will be 
continued indefinitely.” 

Mr. Briggs, like a number of our corres- 
pondents, holds that things would be better 
if there were fewer retailers and whole- 
salers. He has certain ideas about sound 
policy and efficiency. 

“The unstable market conditions,” he says, 


items must be the aim of every retailer. Our 
market can only be stabilized by those deal- 
ers who handle the best goods for the pur- 
pose regardless of price and who are not 
interested in the cheapest item regardless of 
its value. I think a good motto for the re- 
tailer would be, ‘Buy good lumber, think 
good lumber, talk good lumber and forget 
price.’ ” 

This, we submit, is a real motto. We take 
it that Mr. Briggs would allow the term 
“good lumber” to include the subsidiary 
meaning of “good construction.” Then if the 
dealer placed a fair selling figure on his 
goods and service he could well forget price 
and think of the really important point of the 
goodness of the lumber and of the building 
into which it goes. If our correspondents 
have all agreed upon certain things, I think 
we may say that one of those agreed points 
is that with the shift that is occurring in our 
markets the matter of the quality of our out- 
put has’ become of paramount importance. 
People no longer are spending recklessly. A 
short time back they might be more inter- 
ested in a trick hall or a roof line as pic- 
turesque as a pair of rabbit ears and might 
think little about the old thrifty virtues of 
conservation of heat in winter and a long 
life expectancy for the building and a good 
resale value. But they are thinking of those 
latter things now, and the dealer who is not 
building a reputation for good lumber and 
good design and good construction is over- 


looking one of the best bets available on the- 


board. We commend Mr. Briggs’ motto as a 
very shrewd diagnosis of the situation and 
as a masterful summing of it up into a 
phrase. “Buy, think and talk good lumber!” 

W. R. Cole, manager of the people’s Plan- 
ing Mill, Punxsutawney, Penn., and former 


president of the Pennsylvania association 
that meets each year at Pittsburgh, states 
that, at the time of writing, conditions are 
very bright in his part of the country. This 
is a coal country, and prosperity depends 
much on the coal industry. The English coal 
strike brought an increased market and out- 
let for American coal, with accompanying 
stiffening in price and increased output. “We 
do not look for any new or radical changes 
in the lumber and building supply business 
for the next year but believe it will continue 
along as in the past,” Mr. Cole writes. We 
were interested in a couple of side lines— 
literally that—on Mr. Cole’s letter head: 
“Dealers in trustworthy lumber and builders’ 
supplies since 1886,” is one. “We will com- 
pete with and sell as cheaply as any mail 
order house—on their terms,” is the other. 

Mr. Torrence mentioned the efficiency of 
using standard millwork instead of special 
sizes that must be made to order. There is 
another bit of efficiency that falls under 
about the same head that we are surprised 
not to find more generally practiced. This is 
the sale and use of standardized, factory- 
made window and door frames. We had 
rather. taken it for granted that most deal- 
ers carried these frames in the knock-down 
and sold them for all jobs save those rather 
rare ones in which specifications can not be 
met with stock units. We are still inclined 
to think that the practice of making frames 
locally is one that goes by localities and that 
a majority of dealers meeting keen competi- 
tion stick to the factory-made and standard- 
ized article. However, it has been called to 
the attention of this department that in some 
sections of the country the old home-made 
article still has the lead. Perhaps the yard 
has its own planing mill that it wants to keep 
busy. Sometimes a busy planing mill that is 
not showing any profit as a result of its ac- 
tivity and may indeed be showing a loss, 
can show a smaller loss by operating at full 
capacity than by operating at part capacity. 
There is the problem of investment, of power 
and of wages. Letting experienced men out 
is often a costly economy; for when business 
suddenly picks up and mechanics are needed 
they may have moved away or have other 
jobs. 

Sometimes there is a local planing mill 
that the dealer is anxious to keep going so 
it will be available when he must have spe- 
cial millwork; so he gives this mill his frame 
business and pays more for the stuff than the 
standardized frames would cost. Or perhaps 
he has an employee, an elderly carpenter, 
say, whom he doesn’t want to let out. For 
any one of these reasons a dealer may never 
have tried to market standardized, factory- 
made frames. 

But in practically every instance the fac- 
tory-made frame is a better frame; fits more 
closely and accurately and has a better fin- 
ish. Unless local labor is very cheap or un- 
less some one is losing money, the factory- 
made frames cost no more. Frequently they 
cost less. The factory can use unskilled 
labor to feed the machines, and it can use 
lower grades of lumber. Skilled cutting 
eliminates the defects with little or no waste, 
and the resulting pieces are just as good as 
the pieces the local carpenter cuts from long- 
length finish. 

Perhaps the home-made idea, where it pre- 
vails generally, is just a hangover from the 
old days of hand-made finish. The standard- 
ized knockdown stock is a comparatively new 
idea when compared with the greater age 
of hand work, and there are places no doubt 
where the older idea prevails, at least in 
frames. 
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News and Business Ideas for Retailers 


Publishes “Home-Made” Newspaper 


EvLsBert, CoLo., Jan. 4.—The Elbert Lumber 
Co., of this place, does not intend to be de- 
prived of the advertising value of a newspaper 
in the community, even though the town does 
not boast such a publicity medium. The lum- 
ber company, therefore, is doing its best to sup- 
ply the lack by getting out a news letter twice 
a month, and distributing it to the people of 
the town and surrounding trade territory. 

The “‘newspaper,’’ which is mimeographed 
and printed on a sheet of paper 14 inches long 
and 8% inches wide, goes under the name of 
‘*Personal Mention.’’ The doings of the com- 
munity and all items of interest concerning the 
inhabitants are eagerly sought for publication, 
and as eagerly read by those who receive copies. 
Much of the news matter contains some adver- 
tising value, inasmuch as the personal items may 
be concerning the purchase of building material 
by this man or that. For example, an item in 
a recent issue read: 

‘*Marvin Murray, living four miles west of 
E)bert is building a granary, hauling the ma: 
terial out of Elbert.’’ ° 

Another item says: ‘‘Tom Music, living five 
miles east of Elbert, is painting his house.’’ 

But there also are some ‘‘ honest-to-goodness’’ 
news items such as: ‘‘The pie supper and en- 
tertainment given at the Christian church was a 
great success. The ladies gave a fine program 
which was enjoyed by all.’’ 

**The Ladies Aid of the Presbyterian church 
served a chicken dinner at the Elbert Town Hall 
on election day, which proved to be very suc- 
cessful.’ 

The printing being of the homemade variety, 
the lumber company’s advertising naturally 
must be of the ‘‘reader’’ rather than the ‘‘ dis- 
play’’ form. As a side-line the company han- 
dles washing machines, and a recent ‘‘ad’’ 
read: 


day advantages of the home with electricity. 
On Monday we will have a washing machine 
demonstration, and will have with us a factory 
representative who will be in a position to tell 
and show you the merits of our machine. We 
will give away free on that day clothes pins and 
a bar of soap to each adult customer coming 
into the store.’’ 

The sheet on which the ‘‘newspaper’’ is 
printed is especially prepared, the ‘‘masthead’’ 
and some other standing information being 
printed upon it. A green border runs around 
the entire page. At the bottom is the following 
information: 

**Notices of churches, schools and_ other 
items of public interest inserted without 
charge.’’ 

About 150 copies are mimeographed each time 
and they are mailed free to those on the ‘‘sub- 
seription list.’’ Each copy costs about 1% 
cents to prepare. 

Dealers similarly situated will find this an ex- 
cellent advertising medium, for there is nothing 
quite so interesting to the inhabitant of a small 
community as personals regarding himself and 
his fellow citizens. 


Retailer Aids in Financing Homes 


New Or.eans, La., Jan. 3.—The Hortman- 
Salmen Co. (Ine.), well-known retailer of lum- 
ber and building materials, announces a plan to 
aid persons of moderate means in the financ- 
ing of their home building projects. As briefly 
outlined, the company’s proposal is to supply 
all lumber, millwork and other materials and 
to meet the contractor’s payroll, permitting the 
owner to make payment in monthly instalments. 
It is required, of course, that the owner shall 
have an equity in the property, representing a 
reasonable percentage of its total cost. The 
company believes that its combination of sup- 
ply and finance services will be found advan- 


‘*Every home may now have all of the wash-tageous by many home builders. 





“Tip,” as follows: 


those around him. 


Vicinity.’ 


time of delivery. 





This Week’s Timely Tip 


Don’t Promise More Than You Can Perform 
Julius Wolf, a Washington (D. C.) reader, sends this week’s 


“Make a sale and lose a customer? 

“Tell the truth and make a customer! 

“I refer to the common habit of salesmen promising ‘This will 
be delivered within an hour’; then after hours of waiting and per- 
haps several phone calls, the material finally arrives. 
tomer has long since exhausted his own patience, and that of 


“On the other hand, the salesman’s policy—or the policy of the 
company for which he works should be: ‘Yes, we will deliver, but 
it will be two or three hours before our driver will be in that 
The person can usually wait the additional time, and 
is much better satisfied than if he has the memory of inconvenience 
caused by a promise unfulfilled. 

“In my limited experience I find that 98 percent of the cus- 
tomers would rather be told the true situation with regard to 
I have told many of them when they asked, 
‘Can I have this by 11 o’clock’: ‘No, madam, it will be two or three 
o’clock before delivery can be made—I might promise it to you 
for eleven, but then if it did not get to you you would be dissatis- 
fied; so I had rather tell you that it will be there by two or three 
o’clock and you can depend upon that, and if possible to make it 
earlier we shall be glad to do so.” 


Watch for Next Week’s “Tip” 


The cus- 








Sells Lumber on Instalment Plan 


WELLINGTON, TEX., Jan. 3.—Speaking of in- 
stalment selling, which is being so widely prac- 
ticed in many lines of business today, it is in- 
teresting to know that the C. D. Shamburger 
Lumber Co. (Ine.), which operates retail yards 
at fifteen Texas points, including Wellington, 
is selling material on a regular instalment plan, 
with very satisfactory results, according to 8. 
R. Pinkston, local manager at Wellington. 

The company advertises in the local news- 
paper and through other mediums its slogan, 
‘“Lumber Sold On Instalments.’’ 

The purchaser of the material signs a note, 
usually in the form of an instalment note, bear- 


LUMBER 


Sold on Instalments 


C. D. SHAMBURGER 
LUMBER COMPANY 


























ing 10 percent interest. At the same time a 
material lien is filed. The interest is payable 
with each instalment, or annually, as the cus- 
tomer prefers. He usually chooses to pay the 
acerued interest along with the instalments. 
‘“We do a large business in this line as com- 
pared with the average business of the tewn,’’ 
said Mr. Pinkston to the AMERICAN LUMBER- 
MAN. ‘‘ We meet with generally good success on 
payments. Sometimes payments are made for a 
year or more, cutting the note down to perhaps 
50 percent of the actual cash value of the mate- 
rial, at which stage the customer may negotiate 
a loan, usually on an instalment basis, bearing 
a lower rate of interest than the original note. 
We have well over $50,000 worth of instalment 
notes on hand at all times throughout the year.’’ 


Passing of an Old Lumber Concern 


BROWNSVILLE, Pa., Jan. 4.—The sale of the 
personal property of the Aubrey Lumber Co. 
marks the passing not only of Brownsville’s old- 
est industrial establishment, but also of a con- 
cern that is reputed to have built more homes 
than probably any other company of its size in 
Pennsylvania. 

The firm was established in 1859 under the 
name of Aubrey, Cromlow & Coon. It erected a 
sawmill, with equipment for finishing lumber, 
sold general building supplies and operated a 
wholesale hardware store. For many years it did 
considerable business in building cabins for river 
steamers. One of the partners, Thomas Aubrey, 
sold his interest to his partners and went to 
Iowa. He returned in 1884, however, bought his 
partners out and thereafter operated the lumber 
mill as the Aubrey Lumber Co. Some years 
thereafter fire caused the total loss of the plant, 
but it was rebuilt in 1889. At the same time 
Mr. Aubrey took his son, R. L., into the business 
and they worked together until the father’s 
death in 1895. The property was skillfully and 
successfully managed by R. L. Aubrey until 
1925, when he likewise died. It is the winding 
up of the estate, with Thomas Aubrey, son of 
the deceased, as administrator, which causes the 
present breaking up of the property. 

Thomas Aubrey, the senior, was a real lumber 
merchandiser whose methods were quite ahead of 
his time. Service was his watchword. He built 
a home for pretty nearly every newlywed couple 
in Brownsville and vicinity. It was only neces- 
sary for a newly married pair to have a lot to 
build on. Mr. Aubrey attended to all the rest. 


He had the plans drawn, arranged for the ex- 
cavation, built the house, and made the pay- 

_ ments so easy that even the lowest-salaried man 
could afford to own his own home. 
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A Traveling “Ad” for the Retailer 


Where is the lumber retailer who wouldn’t be 
overjoyed if everybody in town could only be 
influenced to stop and look and talk about it, 
every time his car hove into sight on the street? 
Where is the lumber retailer who doesn’t know 
that whenever his enterprise attracts general 
attention, causing people to stop and look and 
talk about him and his business, his prestige is 
increased just that much, and that his business 
benefits in direct proportion to the prestige he 
develops? 

The enterprising lumber retailer is always on 
the watch for really worth-while, effective means 





This ‘‘ house coupe,’’ the product of the Johann 
Manufacturing Co., Evansville Ind., has proved 
to be one of the retailer’s most effective ‘‘ads’’ 


of gaining and holding the public’s attention. A 
‘*house coupe,’’ illustrated herewith, unques- 
tionably is a leader among effective advertising 
novelties—novelties which always remain novel 
and consequently always effective. This ‘‘house 
eoupe,’’ which is built to fit a Ford, Dodge, 
Chevrolet or any other chassis, is the admirable 
product of the Johann Manufacturing Co., of 
Evansville, Ind. This concern specializes in 
‘*business building bodies.’’ 

Modern retailers have realized the powerful 
and persistent advertising value of beautiful 
architecture and fittings for their offices, artis- 
tic fences and other features about their prop- 
erties pleasing to the public eye, as well as of 
ingenious exhibits conveying the idea of 
‘‘home,’’ catchy sign boards and the like. Still, 
most if not all of these are stationary and are 
not always seen or noticed by ‘‘everybody in 
town.’’ 

An artistic house coupe of the kind produced 
by the Johann Manufacturing Co., instantane- 
ously suggestive of ‘‘home’’ and directly asso- 
ciating the owner with the building of homes, 
when mounted on the retailer’s car is constantly 
flashing by, now in this part of the-community, 
now in that, day in and day out—a wonderful 
piece of traveling publicity penetrating all sec- 
tions of the trade territory. It is further such 
a distinct novelty that it simply must attract 
attention wherever it goes and simply must be 
identified at a glance wherever it passes as ‘‘ Bill 
Jones’ Lumber Co.’s car.’’ And this constitutes 
true advertising value, bound by the nature of 
things to produce prestige and business. Hav- 
ing this outstanding characteristic, this product 
of the Johann Manufacturing Co. is aptly trade- 
marked ‘‘ Business Building Bodies.’’ 

A feature of the Johann Manufacturing Co.’s 
merchandising policy is the fact that only one 
of these house coupes is sold in each community. 
The firm states explicitly: ‘‘If we sell you, we 
can’t sell your competitor.’’ 


STANLEY M. Cox, president Long Island (N. 
Y.) Dealers’ Association, in a letter conveying 
New Year’s greetings to the members of that 
organization says: ‘‘Does not the way we run 
our business furnish an answer to the question 
that is being asked in various forms as to what 
kind of a year this is going to be? We should 
affirm: ‘It will be another year of prosperity.’ 
‘Business will be good.’ ‘My competitor will do 
just as I do—if I do the right thing so will he, 
and if I do not, what can I expect?’ Therefore 
instead of asking questions let’s give some 


answers; let 5 say what will happen, and then 
like honest, self-respecting ‘better business’ 
men, go out and make our statements good.’’ 


The Retailer’s Hardest Competition 


GENESEO, KANn., Jan. 4.—‘‘The hardest com- 
petition that the retail lumberman has to meet 
is not his neighbor lumberman, but the automo- 
bile salesman,’’ said W. A. Crihfield, of the Crih- 
field-Teeter Lumber Co., in a recent statement 
to the AMERICAN LUMBERMAN regarding retail 
conditions and outlook. 

‘* We have not found any satisfactory way to 
change this condition,’’ continued Mr. Crihfield, 
‘‘as it is hardly practicable for the retail lum- 
berman to build a home for a family, move it 
out to their place and tell them to use it for 
awhile and if they like it to pay $100 down and 
the balance in weekly instalments forever. We 
think that the instalment buying that is gojng 
on so freely is hurting our business. 

‘‘The farmers in our territory have been 
spending freely for autos, radios, tractors and 
combines, and letting needed repairs go to a 
more convenient season. 

‘<Business the first half of last year was very 
good, but. in the last half it has been very 
light; no large building at all. The last wheat 
crop was above the average, but corn and oats 
were failures. The prospects for winter wheat 
are very good, and with no adverse conditions 
developing through the winter, we look for some 
building in the spring, on the strength of the 
prospects for next harvest.’’ 


Lumbermen Help Scouts Aid Poor 


CINCINNATI, OHIO, Jan. 3.—Many of the poor 
children of this city had their Christmas bright- 
ened and made happier because of the codpera- 
tive efforts of the Boy Scouts, the Cincinnati 
Lumbermen’s Club and the J. B. Doppes Sons 
Lumber Co., in gathering donations of toys 
which were distributed to families which Santa 
Claus might otherwise have missed on his 
rounds. 

The kindhearted persons donating the toys 
brought them to a central receiving station, sit- 
uated in a convenient downtown location, in the 
form of a booth which was furnished for the 
use of the Scouts, through the Cincinnati Lum- 
bermen’s Club, by the J. B. Doppes Sons Lum- 
ber Co. 

The arrangements for the booth were made by 
C. W. Tunis, president, and E. W. DeCamp, first 
vice president, of the Cincinnati Lumbermen’s 
Club, who arranged with the Doppes concern, 
which supplied the very attractive booth shown 
in the accompanying photograph, which, how- 
ever, was taken before it had beeen painted and 
tastefully decorated with evergreens. 





Company Conducts “Idea Exchange”’ 


‘DENVER, COLO., Jan. 4.—@od ideas are far 
too valuable to be lost. They ought to be cir- 
culated for the benefit of those who can make 
effective and profitable use of them. That is 
the principle that the Sterling Lumber & In- 
vestment Co., of Denver, puts into practice 
through ‘‘The Idea Exchange,’’ which is the 
title of a letter that goes out twice a month to 
the various units of its organization, for the 
purpose of passing along good ideas which origi- 
nate in one yard to all of the others so that they 
may profit therefrom. 

The Sterling company operates 28 or 30 yards 
in Colorado, Nebraska, Wyoming and South Da- 
kota. Merchandising conditions differ in the 
various communities. In some instances, the 
managers have to be on their toes figuring out 
new merchandising and advertising schemes. 
Some of these will work in other yards, but, re- 
gardless of their workability, they are passed 
along that the managers of the other yards may 
use their own judgment and discretion. 

Sometimes the ideas are not original, but are 
borrowed from other sources. At the bottom of 
the page is the printed notation: 

‘* All employees of the Sterling Companies are 
invited to contribute ideas or suggestions— 
either original or borrowed—that may be help- 
ful to the business.’’ 


Novel Holiday Advertising Stunt 


MonmovuTH, ILL., Jan. 3.—An original and 
highly effective advertising and publicity stunt 
was pulled by the Diffenbaugh Lumber & Coal 
Co., of this city, in the form of a ‘‘Christmas 
bag,’’ one of which went to each of the 2,500 
homes within the city limits. 

This ‘‘bag,’’ which really was a big-manilla 
envelope, included a variety of interesting ar- 
ticles and pieces of literature. Among these 
was a pretty little calendar, bearing the legend: 
‘* Diffenbaugh—Lumber and Coal—Phone 6-7.’’ 

Along with this was included a variety of 
manufacturers’ samples of merchandise, such as 
a wallboard table mat and couple of books of 
matches, such as are furnished by cement and 
roofing concerns, bearing the Diffenbaugh im- 
print; a lead pencil advertising a brand of ce- 
ment and also imprinted with the name of the 
lumber firm, a stick of chewing gum, small sam- 
ple tube of tooth paste, a Christmas greeting 
card, and a dozen or more of small folders and 
pamphlets, printed in colors, such as are issued 
by the various manufacturers of building mate- 
rials, exploiting their wares. 

On the outside of the envelope was printed, 
in green ink, an appropriate holiday greeting. 











This booth for receiving Christmas gifts for poor children was supplied for use of the Boy Scouts, 

through the Cincinnati Lumbermen’s Club, by the J. B. Doppes Sons Lumber Co. Reading from 

left to right the Scouts are: Edmond Schuette, Carl Bender, George Buttermiller, William Roberts, 
Stanley Wagner and Earl Shunk, all members of Troop No. 73, of Cincinnati 
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Farmers Will Buy if They 
Are Shown Profits 


[By Bab Bell] 


As a result of the prevailing agricultural de- 
pression, the farmer’s buying power has mate- 
rially decreased, until now the prevailing belief 
among many business interests is that the 
farmer is not buying. Our experience, however, 
leads us to believe that the farmer is buying, 
but he is playing a safe game—he buys only 
where he sees sure profit. 

It is the purpose of this article to point out 
to lumbermen what the farmer is justified in 
buying in the way of building materials that 
will yield him sure profit; in other words, where 
lumbermen are justified in pushing for sales. 
For the farmers, so the agricultural experts tell 
us, now need to follow, more than ever before, 
certain types of agriculture. And these types 
necessarily involve a certain amount of building. 
Therefore lumbermen are in a position to render 
real service, at the same time making worth 
while sales. 

It will be found that the sections hardest hit 
by the agricultural slump grow specialty crops, 
such as corn, wheat and cotton, while the sec- 
tions practicing diversified farming are rela- 
tively prosperous. Taking this as their cue, 
lumbermen will make no mistake in featuring 
those buildings which diversified farming re- 
“quires. 

Poultry raising and dairying, two outstanding 
examples of diversified farming, have been given 
wide publicity as being the solution of the prob- 
lem for farmers of the Middle West. The wise 
lumberman will follow up the work that has been 
done along these lines, by urging his farmer 
clientele to adopt one or both of the above 
named phases of agriculture. And he will be 
supported in this work, for every agency for 
agricultural betterment is urging this very 
thing. But the lumberman will be in a position 
to do more than any outside agency, as he knows 
his community, its particular needs, and the 
needs of each individual farmer. 

Other fields of diversified farming Also recom- 
mended are hogs, sheep, and the raising of more 
livestock in general. Hogs and sheep are espe- 
cially advised because they increase rapidly and 
the farmer gets quick returns on money invested. 

Let us take poultry raising first as a sales 
possibility for the lumberman, not only because 
the initial cost is less than that of dairying but 
because all farm women, with rare exceptions, 
have already begun poultry raising on a scien- 
tific basis. The old-time barn-yard flock kept 
in a haphazard manner is a thing of the past. 
The farmers, realizing the possibilities of quick 
and sure returns from poultry, have not only 
joined forces with their wives in this work, but 
in many instances are developing it as a major 
farm industry. 

One of our leading authorities in poultry 





raising, H. L. Kempster, of 
the University of Missouri 
says: ‘‘*Money spent in cor- 
rect feeding, balanced rations, 
ete.; will avail but little un- 
less comfortable quarters are 
provided.’’ This means good 
poultry houses, good brooder 
houses, self-feeders etc. 


While poultry equipment 
may be sold at any time dur- 
ing the year, January, Feb- 
ruary, and March are specially 
good months, for two reasons. 
First, the farmers have time 
to read during the long eve- 
nings. And this is the time 
they read and study the mail- 
order catalogs. It is essential 
that the lumberman combat these popular rural 
‘“shopping guides’’ by pushing his own wares. 
Second, these are the months when the farmer 
has more time to consider equipment and to 
make for himself that which may be built as 
inside work, such as self-feeders and brooder 
houses. Although many lumbermen are selling 
both of these items ready-made yet there are a 
number of farmers who prefer to make some 





A Nebraska retailer builds these self-feeders for 
hogs and sells them to farmers 


equipment for themselves, using the plans fur- 
nished by the local lumberman. And these plans, 
by the way, are becoming more important every 
day. It behooves every lumberman to know and 
have on hand the plans put out by the different 
States. Recently I had occasion to hear a num- 
ber of rural clubs composed of enterprising 
women discuss poultry housing. It was most 
interesting as well as surprising to note how 
much knowledge these women had on the sub- 
ject. They dis- 








The Missouri type of poultry house, designed to accommodate a flock of 
about one hundred and fifty hens 





cussed the advan- 
tages and disad- 
vantages of at 
least a half dozen 
State poultry 
house plans. They 
would welcome 
any plans their 
local lumberman 
eared to submit. 
But how many 
lumbermen could 
tell the points of 
difference 
between the Mis- 
souri poultry 
house over the 
Iowa or Kansas 
type? Having 
this particular 
knowledge would 
be one way at 
least of the lum- 




















Farm equipment of the type here shown is common in sections 
where dairy farming is an important interest 


berman gaining the confidence of his women 
clientele. Again, if he has at his fingertips 
firsthand information such as the following 
paragraph contains, he will be in a position to 
give the kind of help which will mean so much 
to the purchaser. 

‘A combination brooder and laying house 
that we especially like is the ‘Missouri House,’ 
which was especially designed to meet weather 
conditions in Missouri. The Missouri House 
is a square building, the first design being one 
20x20 feet square. This size and type of build- 
ing has been used on many Misgouri farms, as 
well as in adjoining States, and the owners have 
been loud in their praise. This house has the 
advantage of being a very economical house to 
build and maintain. This last is no small item.’’ 

Next let us consider dairying. The dairying 
industry and the buildings involved require a 
different method of approach from poultry. 
Then, too, the initial cost is much greater. It 
will take more talking and more individual 
knowledge of the farms of the community. Some 
are ideal for dairying but all farms can be 
adapted for dairying. Dairying is offered as the 
solution of the ‘‘run down’’ farm. The first 
step, then, for the lumberman, before he at- 
tempts to make sales, is to acquaint himself 
thoroughly with the subject of dairying, and, 
second, to know the individual farms. 

Take for illustration a farmer of the lumber- 
man’s acquaintance who has a large family of 
children—assuming that this man has already 
started in poultry. The lumberman could do 
nothing better for this particular man than to 
interest him in dairying. One approach would 
be to point out to him that dairying would help 
him find profitable employment for his boys, 
thereby keeping them on the farm. Farm labor 
is so high now and the reliable type of help nee- 
essary for dairying is so rare, that, unless there 
are children to help, the man of limited income 
can not afford to operate a large dairy. 

The lumberman’s problem is to get his cus- 
tomer to think and act in terms of dairying. 
Show him the advantages, the plan of crop rota- 
tion, and above all definite figures on the quick 
and sure profits. Agricultural bulletins and peri- 
odicals are full of authentic information and 
figures. Then show him the type of buildings 
necessary for the herd he expects to keep, first, 
the necessary buildings, and the additions he 
may plan to add from time to time. In other 
words, don’t advise the inexperienced dairyman 
to overload. T berman may even advise 
as to the selection of the herd and its source. 

It will be well for the dealer to keep in mind 
constantly that dairying builds for permanent 
agriculture, and therefore for a more prosperous 
community, This will give an added zest to his 
campaign for converts in this field. 

And now we come to some of the methods by 
which the lumberman will reach his rural terri- 
tory. The rural school teacher is constantly 
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seeking outside help in the way of study mate- 
rial. One teacher whom I know touches on many 
topics in agriculture that would ‘‘tie up’’ with 
the local lumberman to an advantage for both. 
She uses house plans, farm building plans, dif- 
ferent types of lumber, and has a collection of 
such samples of various building materials. The 
rural high schools would be a still better field 
in which to advertise, for there agriculture is 
taught in a more intensive manner. The town 
high school now draws on a large radius of 
country districts for its students, and should be 
an important point for the lumberman to con- 
sider. 

From personal. observation I believe that the 
lumberman who meets his customers on the 
street, knows all by name, and can create ways 
whereby he can get them into the habit-of-eall- 
ing at his office, builds up the greatest and most 
effective business. Last week I saw our local 
lumberman call into his office four men who 





were talking on a street 
corner, and show them 
a shipment of materials 
just received. He not 
only sold two of the four 
a good supply of each 
material shown but the 
other two each bought 
lumber with which to 
build several individual 
hog houses and self- 
feeders. 

No lumberman can 
afford to disregard the — ang 
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small items that so many 
farmers want. Many 
farmers have some old 
lumber on hand, and 
would buy new if they could utilize the old. And 
they are always ready to accept advice and plans 
that the lumberman offers. I am reminded of 
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A dairy barn and silo like these mean that the farmer who owns them is engaged 


A modern hog house of this type is a dividend-payer where pork-making 
is a part of the diversified farm program 


two women who went to their local lumberman 
last spring and asked him to give them plans 
for making window flower boxes, which was done 
in a very cordial manner, although the boxes 
were to be made of scrap lumber. But before 
the women had left the office each had ordered 
a brooder house and one had accepted plans and 
ordered lumber for a new poultry house. 

In conclusion, it will be well for the lumber- 
man to bear in mind that the agricultural slump 
ean not last forever. But while it lasts, there 
was never a better opportunity for featuring 
poultry houses, brooders, and all poultry equip- 
ment, dairying equipment, hog houses, silos, 
self-feeders, water tanks, water troughs etc.; in 
fact everything that goes with diversified farm- 
ing, because the majority of farmers realize they 
must change their system of farming. 


MANUFACTURERS of implement handles made 
of seasoned hardwoods are adopting the recom- 
mendations of the bureau of entomology of the 
United States Department of Agriculture. They 
are painting their products to protect them 
from attack by powder-post beetles, thus over- 
coming the trade prejudice for white sapwood, 
and enabling them to use heartwood, which is 
not attacked by these insects. The heartwood is 
just as suitable for the purpose when of the 





in perhaps the most prosperous and profitable branch of diversified agriculture 


same grade as the sapwood. 


Go-Getter Tips for the New Year 


[Continued from front page] 


My Slogan for 1927 


Advertise lumber. 

Be satisfied, if necessary, with a 
smaller volume and large percent- 
age of profits instead of a larger 
volume and smaller profit 

Go to work 

Say it with improvements 

Greater codperation between 
buyer and seller 

Better lumber and better service 


Do not try to sell straw hats in 
December or overcoats in July 


Better marketing 
Grade marked and trade marked 


Reduce lumber production to har- 
monize with consumption 


Buy now 

Don’t meet the low man’s price. 
Let him have the order 

Service B-4 self 

The best investment—a home 

Give us the courage to ask higher 
prices 

Better building 

The proper species of wood and 
the proper grade for the specific 
purpose intended is the tried and 
proven construction material of 
centuries 

Make a little less lumber 

One hundred percent consistency 


Own your home first 
We only operate eight hours a 
day 


An industry that does not need a 
slogan 


Construct it with wood 
Use lumber for construction 


Solid timber construction with- 
stands the storm 


Know lumber 


Wood eonstruction withstands 
the tests of time and the elements 


For beauty and ornamentation 
wood products satisfy 


Use lumber, nature’s product of 
beauty 


Skilled artisans use wood 

Know your costs and demand a 
profit 

Work! 

More advertising 

Know your product 

Pay more attention to collections 
and charge interest on book. ac- 
counts 

Reduce lumber production to har- 
monize with consumption 

See your lumberman first when 
you build 

Repair, remodel and re-roof; see 
your lumber dealer 





I Resolve in 1927 


To make a little less lumber. 

So to conduct my business as to 
foster an ever-increasing respect 
and esteem on the part of my ered- 
itor, competitor and customer. 


That the industry should at once 
re-assert its rights to have in its 
zontrol the distribution of its prod- 
uct. 

Not to sell unless I see a profit. 

To be optimistic. 

I will follow my best impulses in 


struction and earnest effort should 
be exerted throughout the coming 
year by all lumbermen to assist in 
the proper wood being used for the 
specific purposes. 


That those engaged in the manu- 
facture, sales and distribution of 
lumber consider that God Almighty 
made different species of woods, 
each for its specific purpose, and 
use their ability and energy to en- 
lighten the users of lumber and the 
public in general as to what kind 





The slogans and resolutions appearing on this and the front page 
are quoted from letters received from representative lumbermen 
_in response to a query sent out by the AMERICAN LUMBERMAN ask- 
ing what they thought should be the slogan or keynote of the lum- 
ber industry in 1927. The first instalment of these letters was 
printed last week, and more will be found on pages 58 and 59 of 


this issue. 





connection with my business and 
conduct it in a manner that I think 
is right, taking my directors, debt- 
ors and competitors into careful 
consideration, hoping that they will 
do unto me likewise; to the end 
that all concerned will enjoy pros- 
perity. 

That practically every wood has 
some purpose for which it is best 
adapted both from the standpoint 
of correct use and economy in con- 


of lumber, considering durability 
and price, to use in the different 
places in the construction of homes. 

That I shall live and treat my 
competitor fair and square, so that 
when I shall have been called to the 
Great Beyond my competitors will 
one and all say: ‘‘There was an 
honest lumberman who practiced 
what he preached and did business 
on the square.’’ 


Cultivate your competitor 


—— ap tee 


Am armarntasnty nirr 
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Outline Lumber Industry’s More Leaders in Trade 


Needs During 1927 


The letters that follow present briefly what leading lumber 
manufacturers, wholesalers and retailers think are the indus- 
try’s greatest needs for 1927 and suggest that better merchan- 
dising, more rational production, intensive advertising and 


Nation-Wide Educational Program 


If the lumbermen will adopt the policy of 
selling their lumber instead of having it bought 
from them, there is no question but what mar- 
ket conditions will greatly improve; but before 
we can sell our product, we must educate the 
public as to what we make and why it is superior 
structural material. 

The campaign inaugurated by the National 
Lumber Manufacturers’ Association, for the 
advertising of our merchandise, is the most note- 
worthy step in this direction that has ever been 
undertaken. With the full support of the lum- 
ber industry we have a story to tell the public, 
teaching the real worthiness of lumber, and off- 
setting the erroneous ideas the public now has. 

I consider this support of the lumbermen to 
the National program the greatest need of the 
lumber industry today. There are many manu- 
facturers who practice the selling policy of 
transit shipments. Nothing could be so detri- 
mental to market conditions and nothing could 
happen to the seller that would so jeopardize 
his interest as that policy. That should be 
stopped by all means. I think we should all 
resolve to support the trade extension move- 
ment, to manufacture our lumber according to 
the standards adopted and deliver it to the cus- 
tomer grade marked and cured to such a satis- 
faction as will prevent the substitute dealers 
from taking advantage of our past faults for the 
exploitation of the trade that is rightfully ours. 

I am a firm believer in the right thinking of 
the lumber manufacturers and believe that we 
are approaching a new year with a more 
direct purpose and more determination to re- 
cover our lost markets and to give the consumer 
what he wants than ever before——J. H. Dow- 
LING, president, The Dowling Co., Odessa, Fla. 


One Hundred Percent Consistency 


For the slogan, or the keynote of the lumber 
industry for 1927, I can think of nothing more 
expressive than ‘‘100 Percent Consistency.’’ I 
think we can safely say that never in the history 
of the industry has there been more lumber 
manufactured, marketed, shipped and consumed 
than during the last two years. Never in my 
forty years’ experience in the lumber business 
has there been a building program such as we 
have had during those two years, and yet we find 
ourselves in about the most chaotic condition 
that ever existed in our industry instead of en- 
joying the prosperity that should prevail under 
such circumstances. 

Considering the amount of lumber that has 
been consumed in the United States, every mill- 
man and manufacturer should be enjoying a 
fiealthy growing condition, and when the pro- 
ducer, or source of supply, enjoys that condition, 
every other potent factor of the industry usually 
does likewise. 

On the contrary, with the exception of a few 
outstanding cases, where manufacturers are oper- 
ating in timber bought decades ago, and have 
unexcelled facilities, and must naturally enjoy 
more or less satisfactory returns, the millman is 
producing and selling lumber on a basis that 
offers no returns for stumpage, and every other 
branch of the industry is forced into a relative 
position. 

Being a manufacturer, as well as a wholesaler, 
I feel I can speak plainly without fear of being 
accused of a prejudiced mind. This great and 
heretofore unprecedented building program that 
has existed in many sections of the country 


must of necessity, sooner or later, reach the satu- 
ration point, and the published building per- 
mits indicate that many localities are gradually 
catching up with their building requirements. 
Therefore, it is only natural to assume that in 
such territories we shall not enjoy the same vol- 
ume of business as we have for the last few 
years, but it is to be hoped that other localities 
and other mediums of consumption may come to 
our rescue to the extent of offsetting that short- 
age. 

Personally, I am unable to see why we have a 
right to anticipate any greater volume of busi- 
ness than we have enjoyed during the last twelve 
months, and if there will be no greater volume, 
where must we look for our improvement except 
through greater codperation than has prevailed 
in the past? 

Many of the producing centers, realizing that 
they were not getting remunerative prices for 
their commodities through the customary and 
recognized channels have sought to improve the 
situation by reaching the trade direct through 
some irresponsible commission man, and have 
frequently marketed their surplus by that method 
rather than divulge the true situation to the 
legitimate source of distribution, upon which 
they must depend for the disposition of the 
greater portion of their products. It is that 10 
percent or 20 percent of their lumber, sold 
through such channels, that does more to bring 
about the chaos that prevails today than any one 
other thing, in my belief, and I would feel 
derelict in my duty if I did not state unquali- 
fiedly, and in unmistakable language, that there 
never was a time in the history of the industry 
when every branch of it needed the closest co- 
operation, and 100 percent consistency, more 
than it does today. 

The millman is compelled to dispose of his 
products at a price that is not in any sense re- 
munerative, and if sold through any but the 
recognized legitimate wholesaler, it is usually 
done at a sacrifice, from which no one derives 
any benefit, and this adds to the troubles that 
are already becoming insurmountable obstacles 
to the retailer. 

Therefore, if the millman will resolve to cast 
his lot with the legitimate source of distribution, 
and stick 100 percent to his. resolution, and in- 
sist upon the wholesale avenue of distribution to 
a like extent, and if the wholesaler will maintain 
and uphold the adopted ethics and well known 
trade relations that should and must exist, this 
will do much to lighten the burden of the re- 
tailer, resulting in a happier frame of mind 
generally, and in every branch of the business 
getting reasonable returns for their efforts. 


It grieves me to paint such a word picture 
but I know of no better way to bring those in- 
terested to a full realization of the facts than to 
speak the truth and stop kidding ourselves. May 
we hope for better conditions.—F. R. BaBcock, 
Babcock Lumber Co., Pittsburgh, Pa. 


Know Your Product 


Today in industry there is keen competition 
between factors in one commodity, but there is 
probably keener competition between the various 
commodities, so it seems the watchword, ‘‘ Know 
Your Product,’’ is one which can be advanta- 
geously employed by all lumbermen from the 
log to the building. 

The more thoroughly a lumberman knows his 
product the more thoroughly he can serve not 
only his customer’s needs but also the economic 
purpose of his product, so we would say to 


Offer Suggestions for 
Slogans and Resolutions 


more efficient distribution are among the necessary attributes 
for a successful year. A large number of similar letters were 
printed on pages 54 to 59, inclusive, of the Jan. 1 issue. The 
letters now printed conclude the symposium. 


lumbermen: ‘‘Know Your Product!’’—T. C. 
PATTERSON, sales manager, Sipsey Valley Lum- 
ber Co., Buhl, Ala. 


Regulated Production Plus Advertising 


I believe that a better regulation of produc- 
tion in proportion to the demand, and a more 
thorough and forceful presentation of the merits 
of our product to the consuming public is what 
our industry should undertake to accomplish in 
1927, and if it does this it will greatly benefit 
the lumber business——CHARLES A. BIGELOW, 
president, Kneeland-Bigelow Co., Bay City, 
Mich. 


Lumber Industry in the Doldrums 


Constructive efforts to better the industry 
have seemed so futile that they have left the 
larger percentage of the industry at the close of 
this very large volume, ‘‘no-profit’’ year, in a 
bad state of mind. I have never seen the lumber- 
men of the Pacific coast more pessimistic than 
they are now. I think someone from the outside 
will have to supply the slogans and resolutions 
that will be helpful in getting them out of this 
slough of despondency.—RaLpH H. Burnsipz, 
president, Willapa Lumber Co., Portland, Ore. 


Brief But Pointed 


My slogan for the year 1927 shall be: ‘‘ Manu- 
facture Lumber Only for Immediate Consump- 
tion.’’—Grorce A. KELLEY, Carter-Kelley Lum- 
ber Co., Lufkin, Tex. 


“Service” the Keynote 


It is my firm conviction that the only thing 
that can help the lumber business in this coming 
year, or in other years to come, will be ‘‘Ser- 
vice’’ in the fullest sense of the word. 

One of the chief reasons I see for the situation 
in which the lumber business finds itself, not only 
within its own ranks, but with the competition 
of substitutes, is the almost criminal disregard 
the average lumberman has had for anything 
other than getting rid of a certain amount of 
material, whether or not it is suitable for the 
purpose intended. The situations which have 
developed in California and in other parts of the 
country where all lumber is looked on with sus- 
picion as a poor construction medium, are sim- 
ply because the greed of many connected with 
the business has made them look to their im- 
mediate returns only and not to building up a 
firm friendship for the product, which could have 
been done, had there been any thought given to 
the future. 

The great difficulty as I see it is that many in 
the lumber business are thinking of how to make 
an immediate profit for themselves, rather than 
what they can do for their customers by apply- 
ing their knowledge of lumber to the require- 
ments of the customers and giving them the best 
possible wood or the best possible service for 
their particular needs. Until the lumber indus- 
try entirely reverses itself and starts thinking 
first of all of serving their customers and through 
that service benefiting themselves, I do not think 
there is any use of fooling with slogans or try- 
ing to recommend panaceas for the situation in 
which the industry now finds itself. 

I think the greatest good that you could do 
for the lumber industry during this coming year 
and all coming years, would be to drive home to 
its members the lesson to stop thinking selfishly 
and begin to think unselfishly. When that hap- 
pens there will not be any problems in the lum- 
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ber business, nor will any slogans be necessary.— 
N. C. MATHER, vice president and general man- 
ager, Lord & Bushnell Co., Chicago. 


Needed—A Quicker Drving Process 


I would say that the slogan should be: ‘‘ Quit 
Doing Business at a Loss.’’ 

The greatest need of the hardwood industry, 
to my mind, is some simple process that would 
enable the hardwood man to get his product on 
the market quicker. I presume on the average 
it takes five months to season hardwoods. This 
not only ties up a tremendous amount of capital 
but it places the hardwood manufacturer in the 
position of being compelled to cut blindly for a 
future market that he knows nothing about. I 
have had. a little experience with pine. Pine 
stocks turn six to eight times a year. The first 
of each month we would go out into the timber 
and look at the character trees just ahead of 
the cutters in order to determine what we would 
have to sell during the next thirty days. You 
ean readily see the advantage of this. The 
hardwood man is blindfolded so far as being 
able to cut intelligently for the market demands. 

Have just been looking over some statistics. 
In 1924 the hardwood man cut up 6,500,000,000 
feet at a value of approximately $279,500,000. 
Now, if it takes these hardwoods an average of 
five months to dry out for the market, it means 
that over $116,000,000 worth of hardwoods is 
being continuously carried by the producer. If 
these could be gotten into shape to market in, 
say, forty-five days instead of five months it 
would mean that only $35,000,000 worth of hard- 
woods are being carried by the producer; in 
other words, the producer would have over $81,- 
000,000 less in his investment. Not only that, 
but the other very important feature is that the 
hardwood sawmill man would be cutting for a 
market only forty-five days away and could more 
intelligently gage his production. 

A great deal of work is being done on kiln- 
drying which, of course, is extremely important 
but if some simple process could be found for 
treating hardwoods at the green chain so they 
would season more quickly it would, to my mind, 
be the very greatest contribution to the industry 
that could be imagined at the present time.— 
AN EASTERN WHOLESALER. 


Protect the Consumer 


As a slogan, or the keynote, of the lumber in- 
dustry in 1927 we suggest: ‘‘ Protect the Con- 
sumer.’’ 

Modern merchandising methods require that 
the producer and the distributer unite to protect 
.-their common customer, the consumer. The need 
for our industry to grasp this obligation has 
been impressed upon us by three different events 
which have ‘been called to our attention during 
the last month: 


(1) Recently a committee of the board of 
aldermen of the city of New York considered, 
in open session, two resolutions; one with ref- 
erence to erecting wooden houses and the other 
with reference to using wooden shingles within 
the city limits which, of course, include the out- 
lying districts in the boroughs of Queens, Rich- 
mond, Brooklyn and Bronx. Consideration of 
the one relating to the-construction of wooden 
houses was deferred for one month, but the reso- 
lution, pertaining to the use of wooden shin- 
gles, was thoroughly discussed. The committee 
recommended to the board of aldermen that the 
further use of wooden shingles within the city 
limits be prohibited. We expect a resolution to 
that effect will be passed by the board because, 
from the evidence submitted, we do not see how 
it can do otherwise. We are apprehensive about 
the resolution regarding the construction of 
wooden houses. It is very evident that our in- 
dustry has not given consideration to the needs 
of the consumer in relation to these two matters. 


(2) Under date of Dec. 2 the Lumbermen’s 
Exchange of the City of Philadelphia passed 
the following resolution: 


Wuereas, Certain manufacturers of West Coast 
fir and hemlock lumber have been furnishing 2%- 
inch thick rough plank in No. 1 and No. 2 com- 
mon grades and have invoiced it to their custom- 
ers as 2%-inch thick; and 


WHEREAS, Certain lumber dealers have engaged 
in the practice of selling said 2%-inch thick plank 


as 3-inch thick and have invoiced it to their cus- 
tomers as 3-inch thick; therefore be it 


Resolved, That the Lumbermen’s Exchange of 
the City of Philadelphia does not consider this to 
be a proper standard of practice in production and 
distribution of lumber, either on the part of the 
manufacturer or dealer; and be it further 


Resolwwed, That, inasmuch as 2%-inch thick 
plank is not recognized in the lumber trade as 
being a standard thickness, and is neither required 
nor specified by the consumer, manufacturers 
should refuse to saw 2%-inch plank; it being an 
obvious fact that some dealers buy it with the 
intention of selling it as 3-inch thick plank, not- 
withstanding the fact that they have paid for 2%- 
inch only. 

We are glad to note that this organization has 
taken cognizance of a condition which has ex- 
isted long before the manufacturers of West 
Coast fir and hemlock ever shipped anything to 
the Atlantic coast markets. This resolution 
asks, in effect, that the manufacturer and dis- 
tributer join hands to ‘‘ protect the consumer’’ 
from this evil which has grown up within the 
industry. 

(3) In two instances large retail dealers, lo- 
cated in two different eastern cities, have re- 
marked to us that they were suffering a great 
deal from the practice of some of their com- 
petitors who over-billed the amounts actually 
delivered. Of course, if this evil is not corrected 
then all of us will soon be over-billing, due to 
competitive conditions, for the thing will work 
out precisely as it has in the matter of shipping 
scant sizes (not alone the scant sizes referred 
to in the Philadelphia resolution). The morals 
involved in over-billing are precisely the same 
as those involved in selling scant sizes and it 
only requires a readjustment of our moral per- 
spective to enter into the practice of over-billing. 
When the whole industry adopts the practice of 
over-billing it will salve its conscience in pre- 
cisely the same fashion as it has in the matter 
of shipping scant sizes. The reason that we will 
fall so easily into this practice is because the 
consumer does not complain and the reason the 
consumer does not complain is because he is 





Sagacious salesmen speedily sell 
saving stockmen seasoned spruce 
silos. 


See Piperism contest, page 76. 





ignorant of the situation. If the distributer 
were unable to pass this loss on to the consumer, 
but had to bear it himself, he would quickly 
protest to the manufacturer. Of course, it is 
folly to think that the consumer is in such a 
weak position that he can not protect himself. 
When he finds out the true situation he will not 
take the matter to the courts, but he will cease 
buying lumber and use other materials produced 
by manufacturers who understand that it is their 
obligation to protect the consumer.—CHARLES 
HILL, general sales manager, Southern Pine 
Sales Corporation, New York City. 


Well Defined Distribution 


‘*Well Defined Distribution’’ would be a 
healthy slogan for the lumber industry for 1927. 
Today, in spite of the tremendous competition 
of substitutes, the lumber industry’s greatest 
competitor is within its own ranks. Manufac- 
turers conflict with wholesalers and retailers; 
wholesalers conflict with retailers, and there 
seems to be general conflict all the way along. 

‘Well Defined Distribution’’ would eliminate 
a tremendous amount of unhealthy conflict in 
the lumber industry. To make money in dis- 
tributing lumber today, a large amount of un- 
profitable business must be passed up. Profit 
can be made—we know from our own experience 
—but to make that profit a company must pass 
up much more unprofitable business than usual. 

We have found that this unprofitable business 
usually has gone to those who were not ac- 
quainted with the character of business on which 
they were bidding, and in following the matter 
through, we have found it usually resulted in a 
very considerable loss. It is that kind of losses 
that the lumber industry must learn to avoid, 
and until the lumber industry learns to define 
well its distribution methods, it is going to be 


continually losing money.—A. FLETCHER MARSH, 
vice president, Marsh & Truman Lumbér Co., 
Chicago. 


Speaks From Long Experience 


I scarcely know what to say in regard to a 


‘slogan or keynote for the lumber industry in 


1927. However, I am enclosing you one that 
might cover the situation if the spirit of the 
same were lived up to. There are so many 
angles to the marketing and distributing of 
lumber today. You have commission men to 
contend with who have no other thought than 
their commission. Then you also have the irre- 
sponsible wholesaler. But there is no question 
but that codperation with the legitimate whole- 
saler, who knows market conditions, and is in 
daily touch with business in all the large cities 
of the country, would be a great help to the 
manufacturer, and would bring about better 
prices and better results. I have had a great 
many years’ experience both in the manufac- 
ture and selling of lumber, and I would rather 
do business on a good, steady market than on a 
weak and unstable market, and our years of 
prosperity have always been under such condi- 
tions. The manufacturer seems to have the 
erroneous idea that he ean get away from the 
wholesaler or middleman, but in my experience 
this is not so. We oftentimes have been of 
great help to manufacturers and have been able 
to advise them as to how to make their stock 
and get the most money out of it under the 
various market conditions. My slogan follows: 
Be it Resolved: That our slogan for 1927 be: 
Greater codperation between buyer and seller in 
the various markets of the country, and a cur- 
tailment of production to induce a steady mar- 
ket for the benefit of both seller and buyer.— 
J. M. Hastings, J. M. Hastings Lumber Co., 
Pittsburgh, Pa. 


Another Pleads for Codperation 


As a slogan for the lumber industry for 1927 
I suggest ‘‘Codperation.’’—H. H. HErTrTier, 
president, Herman H. Hettler Lumber Co., Chi- 
eago, Ill. 


One Who Believes in Work 


It is difficult for me to tell you what I think 
is the greatest need of the lumber industry. 
There are so many great needs that to pick out 
one to make it paramount is hard. As for a 
slogan for the new year for lumbermen, which 
is short and to the point, I can think of no better 
one than ‘‘Go to Work! ’’—Dwieut HINCKLEy, 
president, Dwight Hinckley Lumber Co., Cin- 
cinnati. 


He Isn’t Grousing Any ' 

I think the keynote of the lumber business for 
1927, should be ‘‘ Better Merchandising, More 
Intelligent Selling, Well Planned and Executed 
Advertising, and Less Grousing.’’ 

There is nothing wrong with our industry, and 
the sooner we stop brooding on our troubles, the 
sooner we will get to some real constructive 
work and feel better about the lumber business. 

The great need of the lumber industry at 
present is better advertising and better selling. 
This necessarily is based on quality lumber, and 
therefore implies better manufacturing of 
grades, and a better distribution and sales pol- 
icy on the part of manufacturers in merchandis- 
ing through their logical and economical retail 
outlets. 

My resolution for the New Year is: ‘‘Stop 
simply quoting and order-taking, go out and 
really sell something besides price.’’—H. B. 
BLAUVELT, vice president, Comfort Coal-Lumber 
Co., Hackensack, N. J. 


Not Bad—lIt’s Good! 


‘*Say It With Improvement,’’ might not be a 
bad slogan for 1927. As to a New Year’s reso- 
lution, ‘‘Let’s make more of the opportunities 
all about us.’’—F. A. Goop, retailer, Lincoln, 
Neb. 


Better Building and Stabilization 


Slogan for 1927: ‘‘ Better Building.’’ 

Greatest need of the lumber industry: Sta- 
bilization—F. A. Jones, Doddington Co., Co- 
lumbus, Ohio. 
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Hardwood Market Strengthens Due 


Southern Prices Are Advancing 


MEMPHIS, TENN., Jan. 3.—The exceedingly 
heavy rains have brought considerable new busi- 
ness into the southern market. Buyers are eager 
to buy at old prices but are finding operators 
unwilling to sell. Prices have advanced con- 
siderably on the majority of items during the 
last week or ten days, and it is felt certain that 
they will continue to do so. The mill men are 
now busy taking inventory, and do not desire to 
part with stocks at present prices, for it is felt 
certain that considerably more money will be 
offered shortly after the first of the year. 

The export market is already beginning to 
show some improvement. The announcement of 
the new rate of 40 cents a hundred pounds on 
heavy hardwoods to the United Kingdom for 
1927 has brought many inquiries, and it is felt 
certain that there will be a good demand from 
England during the early months of 1927. 

Present indications are that the statistical re- 
port for last week will show a slight increase in 
the number of orders received, an increase in 
shipments, but a decline in production. Many 
mills are under water and practically all forests 
are so saturated that it will take many weeks 
before loggers can again enter; besides, it is 
felt that there will be considerably more rainy 
weather during January and February. More 
rain fell in the Memphis territory during De- 
cember than in any month in the local weather 
bureau’s history. The heavy rains were general 
throughout the South, and it is felt that few 
mills will be able to run during the rest of the 
winter. 

Statements made by officials of the Valley 
Log Loading Co., of this city, which brings the 
majority of logs into Memphis, show that log- 
ging can not be resumed for thirty to sixty days. 
The result is that prices of logs are advancing 
daily, and will continue to advance until such 
a time as the supply increases. Very few mills 
have enough logs banked to enable them to run 
full time the rest of the winter. 


Trade Shows Improvement 


ATLANTA, GA., Jan. 3.—A few mills that were 
idle over the holidays re-opened last week, and 
Georgia hardwood output has slightly increased, 
though operations are being retarded by bad 
weather. Logs are plentiful in this immediate 
district, but reported short elsewhere. Inquiry 
has shown a steady increase. Atlanta whole- 
salers have booked several good orders for early 
delivery. Southeastern retailers are placing 
orders for items they found short. The mill- 
work industry is beginning to place a few orders. 
Good orders continue from the furniture indus- 
try, especially in North Carolina, but also else- 
where in the Southeast, and there is~a more 
active inquiry from northern makers. The pri- 
mary call is for FAS gum, which is in rather 
short supply, with a few orders also being 
booked for oak. There is some eall for No. 1 
and No. 2 common gum, but the main sales of 
these grades are to the box manufacturers. Au- 
tomotive plants have not as yet started their 
spring buying, but the inquiry is improving. 
Oak flooring plants are preparing to increase 
production very shortly, and though prices con- 
tinue weak the tendency is upward. There have 
been some fairly good orders for maple flooring 
in the industrial field, and wholesalers believe 
that sales the first half of the year will be the 
largest they have ever been in this section. 
Prices are stable but trend upward. Shingle 
business has improved. 

The Southern Furniture Manufacturers’ As- 
sociation is considering construction of another 
exposition building at High Point, N. C. The 
exposition has become so large that a new build- 
ing would probably equal the present one in 
size. When the present building was constructed 
a few years ago, it was one of the largest of its 


kind in the United States, but at the July, 1926, 
show it was found to have been already out- 
grown. There is little doubt that the present 
show will be by far the best attended in the his- 
tory of the organization. Indications are, too, 
that buying will surpass all previous records, 
though most large plants have orders that in- 
sure continued production for several weeks yet. 
If the show is the success it is expected to be, 
1927 will prove the biggest year in sales to the 
southern furniture industries that hardwood 
mills have ever enjoyed. 

The Wheeler-Osgood Co., Tacoma, Wash., will 
open a new southern office in Atlanta early this 
year, according to the Addison-Rudesal Co., At- 
lanta, distributers of the company’s Laminex 
fir doors. No stock will be carried in Atlanta. 

Isaac May, president Rome Furniture Co., 
Rome, Ga., left last week to attend the furni- 
ture market at Chicago. He stated that the 
company plans to increase its output by about 
50 percent, or to $1,500,000 worth of furniture. 


Trade Slow but Prospects Good 


EVANSVILLE, IND., Jan. 3.—Not much hard- 
wood business has been reported in southwest- 
ern Indiana during the last week. Reports from 
many sections are that consumers’ stocks have 
been low, but there has been a disposition to 
hold back buying until long after the first of the 
year. In this section, business conditions are 
a little better than they were this time last year. 

Furniture, here and at Tell City and Jasper, 
Ind., are being operated on good time. Prac- 
tically all the large furniture chair and desk 
manufacturers in these three cities have elab- 
orate exhibits at the mid-winter markets being 
held at Chicago and Grand Rapids, Mich. Price 
reductions on furniture shown by Indiana manu- 
facturers will be impossible, it was announced 
by manufacturers here this week. They say 
there has been an advance of 10 percent on lum- 
ber during the last few weeks, that the price of 
gums and alcohol has gone up 5 cents on the 
gallon, and labor remains at the same figure. 

Railroad tie manufacturers report a good 
many inquiries coming in. Retail lumber trade 
has been a little off for the past few days, ow- 
ing to the inactivity of other lines during the 
holidays. 

The lumber market remains firm. There is a 
fair demand for quartered white oak. Gum has 
been in steady demand. Quartered sycamore is 
moving. The lower grades of walnut continue to 
sell fairly well, with no demand for higher 
grades. Cottonwood has been very good, owing 
to the fact that box and crate manufacturers 
have been buying quite liberally. 

Mrs. Dan Wertz, accompanied by her daughter, 
Miss Mary Frances Wertz, and Miss Fay Frost, 
will leave early in January for Phoenix, Ariz., 
and later they will be joined by Mr. Wertz for an 
extensive visit in the Southwest. 


Many Country Mills Closed 

LOUISVILLE, Ky., Jan. 3.—Flood conditions in 
eastern Kentucky have been relieved, but in 
western Kentucky, and down to Nashville and 
Memphis, much country is still flooded, and 
country mills are at a standstill in many sec- 
tions. A number of country mill operators re- 
port that production over the last few months 
has been much below normal, and that there will 
not be as much of the small production on the 
market this year as usual. Most of their out- 
put is shipped in mixed cars, random widths and 
lengths, to yarding and sorting jobbers. 

Fairly good orders were received by some of 
the local hardwood houses today, and the feel- 
ing is that business will be good by Jan. 15 to 
20, with prospects of higher prices, if high 
water continues to prevent operation of mills 
in the South. Oak has been quiet, as the floor- 
ing plants have been out of the market. The 


furniture trade has been good. Interior trim 
material has been in very fair demand. . Re- 
frigeration concerns have been slowly buying 
some material. It is believed that automobile 
demand will be very good, as there has not been 
much buying in some time. 

Poplar has been fair. Walnut looks good. 
Gum has been at fair levels, and in very fair 
general demand. With an active buying de- 
mand from the auto trades, there should be bet- 
ter movement in gum, ash, elm, maple and oak. 
Inch stocks at Louisville are as follows: Quar- 
tered red gum, $100 for FAS; and $57 for com- 
mon; plain red, $100 for FAS and $52@55 for 
common; quartered sap, FAS, $61@62; com- 
mon, $48; plain sap, $57 and $44. Poplar, 
FAS, $95; common, $52; 2A, $35@40; 2B, 
$25@27; saps and selects, $70. Walnut, FAS, 
$215; selects, $150; No. 1, $90; No. 2, $40. 
Ash, $85 and $55. Plain red oak, $85, $55 and 
$38; plain white, $90, $60 and $40. 

Preston P. Joyes, W. P. Brown & Sons Lum- 
ber Co., reported that high water at Fayette, 
Ala., had stopped its railroad and that the mill 
might be forced to shut down, while at Zama, 
Miss., the company is expecting a close down. 

The May Hardwood Co., on Saturday, Jan. 1, 
moved to its new yard at Second and Central 
Avenue, The company plans to specialize in 
some of the rarer hardwoods. 

Starting Jan. 1, the Louisville & Nashville 
started operation of the Cumberland & Man- 
chester road from Barbourville to Manchester, 
Ky. The line is to be extended toward Whites- 
burg, Ky. 

Heavy Floods in Producing Section 

Burrato, N. Y., Jan. 3.—A letter received 
from a Nashville lumberman says that the floods 
have worked great havoc to business there, and, 
as he expresses it, conditions are terrible. The 
Cumberland River at his yard has risen to such 
an extent that it is three miles wide, being higher 
than ever before in history. The water in the 
yard is seven or eight feet deep, and the office 
furniture is afloat. 

Its annual dinner for employees and friends 
was given by the W. W. Babeock Manufacturing 
Co., Bath, N. Y., on Dee. 30 at the New National 
Hotel in that village. Covers were laid for 125 
guests. This company is well known in the 
lumber industry as the manufacturer of spruce 
ladders. W. W. Babcock, president, was toast- 
master at the dinner, and speeches were made 
by W. R. Campbell, Robert C. Turnbull, County 
Clerk Reuben B. Oldfield, Judge Edwin C. 
Smith, Mayor F. K. Derrick, H. C. Elkins, H. 
C. Coe, Fred Schonweitz, Warren Hamilton, 
Ralph Buckmaster and W. O. Craig, of the Bab- 
cock staff. 

J. L. McCallum, of the Hugh MeLean Lum- 
ber Co., spent the New Year’s holiday visiting 
his mother at Ottawa, Ont. 

Harry L. Abbott, vice president Atlantic Lum- 
ber Co., was elected vice president of the Buf- 
falo Automobile Club last week. He has been 
a director for the last year. 

Nelson T. Montgomery, vice president Mont- 
gomery Bros. & Co., is making a ten days’ trip 
to the Virginia mills. 

Mr. and Mrs. C. J. Ehrmann, of West Seneca, 
lately celebrated their thirty-fifth wedding anni- 
versary. 

J. M. Driscoll, of the International Lumber 
Co., Portland, Ore., visited the trade here this 
week. 

A consolidation of the Beaver Products Co. 
(Ine.), of Buffalo, N. Y., and the Southern 
Gypsum Co., of North Holston, Va., effective 
Jan. 1, is reported. The Southern Gypsum Co. 


has been supplying plaster and other gypsum 
products to the entire Southeast for many years, 
and its properties includes a very large supply 
of gypsum rock as well as large mills at North 
Holston. 


For Current Market Prices on Hardwoods See Pages 94 and 95 
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to Curtailment of Logging Operations 


Early Improvement Expected 


CoLUMBUS, OHIO, Jan. 3.—While demand for 
hardwoods is still rather slack, everything points 
to an expansion during the latter part of Jan- 
uary. Stocks, especially of retailers, are gen- 
erally low. Factory stocks are not large. Auto- 
mobile factories are expected to come into the 
market, as a good season is in prospect. Furni- 
ture factories are expecting good business at 
the January shows. Hardwood prices are well 
maintained, and there has been little cutting 
during the holiday period. With production 
eurtailed by floods in the South, dry stocks are 
rather light. In fact all items are rather scarce, 
and are expected to continue so during the com- 
ing three months. Shipments are coming in 
premptly as a rule. 

The southern pine trade is rather quiet and 
featureless. This was especially true during the 


stocks of hardwoods. This is said to be the 
outgrowth of recent inventories, some plants 
resolving on a general house cleaning, necessi- 
tated by accumulations during slack production 
periods in the last quarter of 1926. The strong 
possibility of additional new models also is 
additional reason for keeping inventories down 
as low as possible. 


Business Lull Continues 


Macon, GA., Jan. 3.—Hardwood mills in this 
section have been taking things easy during the 
days immediately after the holidays. Some are 
running full time; others are not. Inventories 
have been completed and the mill yards are 
being cleaned up. The lull in business is ex- 
pected to continue for another week at least. 
Weather has been ideal for logging and mill 


operations. 
everywhere. 
Sellers Maintain Firm Prices 

CINCINNATI, OHIO, Jan. 4.—Hardwood busi- 
ness has not opened up as yet, and dealers re- 
port a quiet market. Inventories are being 
made, and until this job is out of the way there 
is little prospect of buying. The furniture trade 
is engaged with the January furniture shows, 
and it is expected that after these are over new 
business will begin to come along. Large mills 
are holding prices firm and are disposed to wait 
until buyers accept their quotations before tak- 
ing on any large orders. 

Owing to the holiday, the January meeting of 
the Cincinnati Lumbermen’s club was postponed 
one week, being booked for next Monday eve- 
ning. 


There is a feeling of optimism 











A visitor from the Isle of Pines, Cuba, while in the office of the Villaume Box & Lumber Co., of St. Paul, Minn., recently, gave some interest- 


ing sidelights on the hurricane that created such havoc on the island several weeks ago. 


This man was not interested in lumber, but he said 


that the only buildings that withstood the effects of the terrific storm were those which had wood shingle roofs and were built of wood. Two 
photographs that he had with him, reproduced above, show vividly the effects of the storm. 





holiday period, when buying was held at a min- 
imum. With inventories completed, retailers 
are expected to come into the market in larger 
numbers, as in many cases their stocks are small 
and badly broken. City retailers are looking for 
a normal building season in the spring. Rural 
dealers are also expecting a better building 
demand. Weakness in southern pine prices con- 
tinues. 

Karl Aschbacher, president Swan Creek Lum- 
ber Co., of Toledo, Ohio, was the principal 
speaker at the regular noon luncheon of the 
Advertising Club on Jan. 3. He took for his 
subject ‘‘ Developing Sales.’’ 

F. B. Pryor, sales manager W. M. Ritter Lum- 
ber Co., left soon after the first of the year for 
a business trip to Detroit and the automobile 
manufacturing centers of Michigan. 


Auto Plants Resume Production 


Detroit, Micu., Jan. 3.—With the resumption 
of operations by practically all automotive 
plants in the Detroit territory, full or nearly full 
schedules are in order, with similar prospects for 
an indefinite period. The impetus of the na- 
tional automobile shows is expected to make 
possible the maintenance of continued good 
schedules for the first quarter of this year. 
While in some quarters a record breaking total 
for 1927 is predicted, the majority of observers 
expect an average year, with no inerease over the 
total production for 1926, in view of the fact 
that last year was abnormal both from the 
standpoint of production and profits. 

In purchases of lumber, no decided spurts are 
foreseen, for factory schedules will be closely 
aligned with retail car sales. A survey of man- 
ufacturing plans in automotive plants shows an 
increased tendency toward maintaining lower 


Old-Timer Reorganized 


Announcement from the company offices at 
Saginaw, Mich., states that Wm. B. Mershon & 
Co., the internationally famous manufacturers 
of band sawing machinery, on Jan. 1 passed out 
of existence to be succeeded by a new corpora- 
tion known as the W. B. Mershon Co., in which 
the majority stockholder is the 8. A. Woods 
Machine Co., of Boston, Mass. The latter com- 
pany will have in its hands the complete man- 
agement of the W. B. Mershon Co. 

This notable change was brought about 
through the retirement from business of Wil- 
liam B. Mershon, who, as he explained to his 
many friends and customers, ‘‘considers fifty 
years in business long enough.’’ 

The associates in the’old company, however, 
will retain an interest in the new one. Two of 
the officers “will be directors in the W. B. Mer- 
shon Co., and those who up to the time of re- 
organization were actively associated with the 
business will remain. 

Speaking of the change, Mr. Mershon said: 
‘*It is very gratifying to know that the manage- 
ment will be in such capable hands, the high 
standard of manufacture that Mershon band re- 
saws has maintained through all these years 
thereby being assured. It is hardly necessary 
to speak of the excellent product of the S. A. 
Woods Machine Co. to substantiate this.’’ 





Small saplings switch sons suc- 
: cessfully. 


See Piperism contest, page 76. 





The firm of W. B. Mershon & Co. has an en- 
viable record behind it. It has been in busi- 
ness continuously since 1876, originally in the 
lumber field. W. B. Mershon in the spring of 
1877 bought a sawmill at Saginaw, in which his 
father, A. H. Mershon, had previously been in- 
terested. The famous Saginaw lumber yards 
were just starting about that time and Mr. Mer- 
shon did a good business. A little later he sunk 
a salt well and went into the salt business as a 
sort of side line, manufacturing salt with the 
refuse fuel and exhaust steam from the lumber 
mill. 

In 1883, Mr. Mershon took his brother Edward 
C. Mershon into partnership, and the business 
flourished. It was somewhat later that the Mer- 
shon band saw was developed by them, to fit 
their own needs. They wanted to cut three 
pieces of box lumber out of an inch board where 
they formerly could cut only two; and they did 
it. It was the first band resaw successfully to 
use iron or steel faced wheels. The only resaws 
built before that had wooden wheels faced with 
leather or rubber and saw blades would snap 
about as fast as they could be put on. The 
Mershon type of band saw was a big success, 
so the lumber business was sold in 1907. The 
Mershons built a factory and thenceforth con- 
‘eentrated their energies on the production of 
better sawing machinery. How well they suc- 
ceeded in this is generally known in the indus- 
trial world. 

The active management of the huge business 
which was built up rested on the shoulders of 
E. C. Mershon until his death, when it was as- 
sumed by William B. Mershon. 
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National Production, Shipments and Orders 


WasHINGTON, D. C., Jan. 3.—The following statisties were compiled by the National Lumber Manufacturers’ Association: 


Softwocds: 


Week ended: 1926, Dec. 26; 1925, Dec. 19— 


OT FWD BOGS c ccc cvevresececcccccccos 


West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
California Redwood Association 
North Carolina Pine Association 
Northern Pine Manufacturers’ Association 


Total softwoods, one week 


Fifty-one weeks ended above dates— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
California Redwood Association 
North Carolina Pine Association 
Northern Pine Manufacturers’ Association 


Total softwoods, fifty-one weeks 


Hardwoods: 


ee 
ee ee 
eee ee eee eee eee 


Northern Hemlock & Hardwood Manufacturers’ Association. . 


California White & Sugar Pine Manufacturers’ Association... 


Northern Hemlock & Hardwood Manufacturers’ Association... 


California White & Sugar Pine Manufacturers’ Association... 











Northern Hemlock & Hardwood Manufacturers’ Association— 


One week 
Fifty-one weeks 


Hardwood Manufacturers’ Institute— 
One week 


ee ee ee 








Production Shipments Orders 

926 1 1925 1926 925 
<5 ee 53,603,360 68,512,360 42,252,480 67,162,816 35,976,744 62,389,824 

Pl ep 74,464,047 95,783,994 73,100,876 88,715,397 58,874, 98:012'6 
BPO it hr ne 4,286, 25,418,000 19,946,000 25,469,000 18,672,000 25,781,000 
racickoaal 5,733,000 6,403,000 3,902,000 5,654,000 5,291,000 283,000 
a iS AeA 8,157,465 8,398,493 7,617,751 8,290,225 7,482,531 8'111,584 
i Ree spo 575, 6,913,200 689,700 6,442,900 2'550,000 535,000 
1,570,000 3,991,000 1,067,000 1,635,000 1,135,000 2/255,000 
a ata 162,389,472 215,420,047 151,575,807 203,369,338 129,981,475 209,368,037 
9,347,000... cee. ec eee EE) | ecapee 8,440,000 ............ 
eae te 3,716,934,248  3,905,084,613  3,753,081,017  3,894,367,004  3,692,568,492 3, 890,342,587 
Si a Se 5,340,306,266 5.092,350.672  5,312,919,333  5,239,778,808 5,281,750,753  5,237.227'645 
sete De e+ 1,726,547,000  1.768,108.000 1,767,178 1,591,834,000  1,797,805,000 —1,572,652,000 
ci 0 2,070, 380,944,000 375,438,000 358,030,000 391,760,000 360,055,000 
ctniatuntel 393,155,762 463,035,732 400,608,690 436,991,812 334,950,101 372,022,920 
caiaidemnanad 401,606,700 470,083,300 454,544 461,426,500 435,802,000 424.988.000 
166,221,000 172,382,000 163,921,000 126,180,000 145,377,000 104,623,000 
sales a 12,136,840,976  12,251,988,317  12,227,690,240 12,108,608,124 12,080,013,346 11,961,911,152 
1,435,092,000  ............ 1,369,053,000 ............ 1,240,382,000 ..........., 
ands deeb 1,624,000 1,255,000 2,138,000 3,455,000 1,709,000 2,855,000 
EAs ANCE BB QUEATEMED ooccccccccee ED © inimcesgaces 204,046,000 ..........., 
Le eae. 7,872,995 13,559,192 6,676,757 18,632,897 7,434,553 16,643,895 
iiadaaiaetbial GAPEEIEIDD ovcccvcccees URTOSTOMOL —ccccccccccce, UBIS BIE MED cc cc cccccct 





Northern Hemlock and Hardwood 


OsHKOsH, Wis., Jan. 3.—The following summary is of figures supplied to the Northern Hem- 
lock & Hardwood Manufacturers’ Association by twenty to twenty-five firms that ordinarily make 
about one-third the total monthly shipments, and shows averages for October, November and 1926 


to Dee. 25, and weekly figures for December: 


Hemlock 
Period— Firms Cut Shipments Orders 
Weekly average— 
OotODer .cces oe 4,419,000 4,543,000 3,430,000 
November ... .. 2,896,000 3,009,000 2,446,000 
1926 to Dec. 
| Se 3,245,000 - 3,194,000 2,825,000 
er & 26 2,890,000 2,472,000 2,469,000 
AS ate 21 2,530,000 2,676,000 2,534,000 
£2 eee 20 1,986,000 1,454,000 1,451,000 
cS eee: 21 1,596,000 1,181,000 1,225,000 


Hardwood 
Weekly average— 
 vesde ee 2,112,000 4,133,000 4,221,000 
November ... 1,724,000 3,735,000 2,986,000 
1926 to Dec. 

2 ae 4,171,000 4,250,000 3,958,000 
i Uns aes 26 1,999,000 4,080,000 3,082,000 
2 ae 21 1,931,000 3,690,000 2,512,000 
rere 20 2,382,000 2,906,000 2,209,000 
eR 21 2,086,000 2,262,000 1,756,000 





National Analysis 


WASHINGTON, D. C., Jan. 3.—The National 
Lumber Manufacturers’ Association has issued 
the following analysis for the period ended Dee. 
25, orders and shipments being shown as per- 
centages of production: 

During During 51 
Week Ended Wks. Ended 
Dec. 25 Dec. 25 
No. of Ship- Or- Ship- Or- 

ASSOCIATIONS— mills ments ders ments ders 
Southern Pine ...... 109 79 67 101 99 
Qo en eae 102 98 79 99 99 


Weeterm Pine ...ccce 37 128 131 102 104 
California Pines* ... 14 104 90 95 86 
California Redwood .. 15 68 92 96 100 
N. Carolina Pine ... 49 93 92 102 85 
Northern Pine ..... 8 81 56 113 109 
N. Hem. & Hdwd..... 18 68 72 99 87 

All softwoods 100 98 


N. Hem. & Hdwd..... 





Hdwd. Mfrs. Institute. 69t 85 94 100 103 
All hardwoods .... ... 93 96 100 102 
Softwoods and hard- 

ED: an ewan awe ae 94 81 100 99 
*48 percent of cut in region. 
tUnits of production. 
The report for the week ended Dec. 18 in this 


department, showed 329 mills and 115 units. 


California Redwood Data 


San FRANCISCO, CAuir., Dec. 31.—The follow- 
ing information is summarized from the report 
of the California Redwood Association for the 
week ended Dec. 24: 














Redwood — White- 
No. of Percent of Wood 
mills Feet production Feet 
Production ... 15 5,733,000 100 1,301,000 
Shipments .... 15 3,902,000 68 1,093,000 
Orders— 

Received ... 15 5,291,000 92 1,239,000 
on hand .... 14 44,539,000 4,917,000 
Detailed Redwood Distribution for Week 

Shipments Orders 

Northern California® ...... 1,105,000 1,081,000 
Southern California* ...... 1,369,000 2,257,000 
DT Svedaseecedhendend shacks.  stniteee 
PE wcis wd ches «eswres 866,000 1,175,000 
Dn xcocugGebensau denne 562,000 778,000 
PL ‘ctioessisieneneaarn 3,902,000 5,291,000 


*North and south of line running through San 
Luis Obispo and Bakersfield. 

+Washington, Oregon, Nevada and Arizona, 

TAll other States and Canada. 





North Carolina Pine 


NorFOLK, VA., Jan. 3.—The North Carolina 
Pine Association makes the following analysis of 
figures from thirty-eight mills for the week 
ended Dee. 24: 


Percent Percent Percent 
normal actual _ ship- 


Production— Feet output output ments 
Normal* ...10,116,000 ons aa ue 
MOCUEE cess 5,730,675 57 eta mak 

Shipments .... 4,916,694 49 86 one 

GUEST occas 3,031,900 30 53 62 


*“Normal” is based on the amount of lumber the 
mills would produce in a normal working day. 
+As compared with the preceding week, there is 


a decrease of 58 percent in orders; that week there 
were reports from forty-one mills. 





Hardwood Barometer 


MEMPHIS, TENN., Jan. 3.—The Hardwood 
Manufacturers’ Institute barometer for the 
week ended Dec. 24, 149 units reporting, is as 
follows: 


Percent of 
Normal Actual Ship- 








Production *— Feet output output ments 
Normal (iden- 
tical units). 25,704,000 ye 
eres 16,162,135 62.6 ew 
Shipments{ ..... 16,087,902 62.9 99.5 
Orders— 
RSs Sara 15,405,201 59.9 95.3 95.8 
On hand end 
oF 150,104,673 


*Based on mill log scale. 


tLumber fabricated at the mills and used in 
construction work included in total orders and 
shipments. 





Oak Flooring Statistics 


The following are statistics of the Oak Floor- 
ing Manufacturers’ Association for the periods 
shown: 


De- 
Week ended crease 
Jan. 1, Jan. 2, Per- 
1927 1926 cent 
Fe eer 49 46 
Production ......... 6,701,000 9,102,000 26.4 
Shipments ......... 7,015,000 10,782,000 34.9 
EE Kseée0cdsiund ae 6,412,000 7,552,000 15.1 





Western Pine Summary 


PORTLAND, ORE., Dec. 31.—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Dee. 25, from 
thirty-seven member mills: 


—Percent of— 
Pro- Ship- 
Production— Carsf Feet duction ments 
DE 250.0 km Se <<. weee’ © osu 
, ea i? eee 
Shipments (car) 757 - Oe 
Local deliveries. . _ were ae 
Total shipments. 19,946,000 139.61  ..... 
rders— 
Canceled ... 25 See - gece ~ovage 
Booked (car) 708 SR, Cg sesee” scum 
GE éécnes caves a. Sease- sesaae 
Total orders .... 18,672,000 130.70 93.61 
On hand end 
week ....2,965 TEM kdaee “seem 


Bookings for the week by thirty-two identical 
mills were 71.30 percent of those for the previous 
week, showing a decrease of 6,994,000 feet. 

¢Car basis is 26,000 feet. 


*Normal takes into consideration mill capacity, 
number of months usually operated and usual 
number of shifts—reduced to a weekly basis which 
is constant throughout the year. 


During the week, production was 43 percent of 
normal; shipments, 60 percent of normal, and 
orders, 56 percent of normal. Average for the 
corresponding weeks of the last four years was as 
follows: Production, 40 percent; shipments, 62 
percent, and orders, 66 percent of normal. 

Production is so seasonable that, during two 
winter months, actual production amounted to 
only 53 percent of normal, while during two peak 
summer months the production increased to 114 
percent of normal. 


The West Coast Review 


SEATTLE, WASH., Jan. 1.—For the week ended 
Dee. 25, 102 mills report as follows to the West 
Coast Lumbermen’s Association: 





Feet 

Production ... 74,464,047 

Shipments . 73,100,876 2% below production 

CGGEE cacccce 58,874,200 21% below production 

Shipments— 

Water delivery: Feet Feet 
IND” ih d-she. dt wh wie.d-b0'9.0ee s 23,038,954 
EER ee eres 12,011,380 
4 See Sa arene: 35,050,334 

EE I oo lida ae ihiah aie bimalwig-ana alaitce 34,707,726 

DE hi as a awa badwcehverseckuc se caye 3,342,816 
PE a ctccedenavekneaeeee 73,100,876 

New business— 

Water delivery: 

0 ee ee 15,144,155 
iene beh de icin 8,900,316 
ER  ccedatérdceenenekneameel 24,044,471 

I ID 9 ibe wd ave tra stacy aad @ Coole 31,486,913 

SE feel cis Gctdisimnn shcdlng he aaaied aie ek Me 3,342,816 
ys oR, ge eee ee 58,874,200 

Unfilled orders-— 

Water delivery: 

Domestic cargo ......++... 98,854,568 

| eae 96,496,878 

(8 eee eer 195,351,446 
DORE Vek sheunheecevedunnedwestdsccndened 99,770,587 


. f err 295,122,033 
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California Pine Statistics 
San Francisco, CAuir., Jan. 3.—The follow- 

ing summary of November production and ship- 
ments and Dee. 1 inventory and unfilled orders, 
covering twenty-three pine operations, represent- 
ing about 75 percent of the total pine industry, 
was compiled from the monthly report of the 
California White & Sugar Pine Manufacturers’ 
Association: 


November Production and Shipments 
Production Shipments 








California white pine..... 70,653,218 57,679,007 
Sugar pine .............. 11,401,909 9,034,011 
EE NID <5 rir ash calles alec 286,112 3,752,691 

Petals GOO «ccdecdss 82,341,239 70,465,709 
Se aa ee 8,813,658 9,016,158 
Red fir (Douglas fir)..... 6,280,700 3,424,035 
All other woods.......... 3,449,449 3,257,248 
DONNIE ¢cstccneccne aentgn cums 5,308,745 

Totals other woods... 18,543,807 21,006,186 

Grand tetas .os<ceccs 100,885,046 91,471,895 


Dec. 1 Total Inventories and Unfilled Orders 








, : Yananes 
nventor r 
No. 2 shop & better Calif. ad ae 
Wee ME eet oes 148,404,103 19,042,726 
No. 2 shop & better sugar 
PINE 2... cecvecccccccecs 73,244,056 4,343,748 
No. 3 shop mixed pine... 32,435,398 9,756,558 
No. 3 shop & ktetter white 
& sugar pine .......... 1,552,422 1,064,280 
Total UPPOTS ......00% 255,635,979 34,207,312 
Commons, Calif. white & 
ae 286,619,368 130,877,319 
All other’ woods ......... 131,993,225 40,509,734 
Total lowers ........ 418,612,593 171,387,053 
Grand total 22.2... 674,248,572 205,594,365 
Box shook and cut stock. 20,235,530 26,200,563 


Comparative Reports of 20 Operations 


The following are comparative statistics from 
twenty operations for November, 1925 and 1926, 
covering production, inventory, shipments a.d 
orders: 


: at T. " 
California Pine Sales 
[Special to AMERICAN LUMBERMAN via Air Mail] 

San FrRAncisco, CAuir., Jan. 3.—The follow- 
ing are sales of California pines as reported by 
the California White & Sugar Pine Manufactur- 
ers’ Association for the week ended Jan. 1: 





California White Pine Mixed Pines 
Feet Common— Feet 
Nos. 1 & 2 clr. 198,500 / Sarre 4,000 
Se SO 60'c0206 491,500 te © seséese 439,500 
fae 512,500 4’ ea 689,000 
No. 3 clear.... 156,000 Ba & ivnesss 359,500 
Shop— tt ees j 
: saswhes 190,000 sl. ee 
SS eee 419,500 Dimension— 
| Seperate 1,369,000 eee 520,000 
ee 337,500 | } 120,000 
Panel, %xa.w. 5 eer 630,000 
: Lath— Pieces 
Sugar Pine are 370,000 
Nos. 1 & 2 clr. 113,500 No. 2 ......- 100,000 
C select ....-. 140,000 No, 3 ......- 100,000 
DD) BONCE oc cece 91,000 Cedar 
No. 3 clear... 73,500 Feet 
Miscellaneous. 20,000 
White Fir 
No. 3&better 
a err hood 
: oO. common “ 
Douglas Fir No. 1 dim..... 100,50 
Common ..... 26,000 No. 2 dim..... 172,000 
Dimension 132,500 No. 2&better.. 181,500 





Southern Pine Costs 


New OrtEaNs, La., Jan. 3.—The Southern 
Pine Association has just issued its cost state- 
ment for October, this being a summary of the 
average cost per thousand feet, board measure, 
of producing and shipping lumber, not includ- 
ing interest on loans or invested capital. The 
report shows the average cost of producing 
southern pine, including stumpage, in October 
was $26.69 per 1,000 feet. This is based on 
reports from 94 mills that produced 272,325,698 



































Percent | feet. This was 59 cents higher than the aver- 
ee me L925 1926 Decrease | age cost for the previous month and $2 higher 
NOVEMBER PRODUCTION— ° 

Pine only ....... 81,337,164 74,932,497 8 than the average cost during October, 1925. On 
All species includ- a reported production of 2,833,969,180 feet, the 
" ing pine ....... 98,782,580 91,709,919 7 average cost for the first ten months of this 
OVEMBER SHIPMENTS— 
Pine only ....... 70,612,834 64,968,262 8 year was $25.75. The cost reports for October 
All species includ- cover a range from a low figure of $18.52 to a 
7 ee 91,585,289 83,981,232, 8.4 | high figure of $45.11. Of the mills reporting 
NVENTORY DEc. 1— ] 47 had ts 1 th h ry 
No. 3 shop & btr..207,170,055 242,146,205 *16.8 | OMY ad costs less than the average 0 
All species and $26.69. 
are 540,548,260 633,872,547 *17 
ee See Dec. 1— 
‘All pnw =. Cane = 8 THERE WERE 81 forest fires in Allegheny 
grades ........ 157,742,662 201,209,005 *27.5 | County, Maryland, last year.” These burned over 
*Increase. 14,128 acres and caused a loss of $52,730. 
Chart of the New York Lath Market 
TAN FEB MAR APR MAY TUN TUL AUG SEP OCT NOV DEC 
RTS wile LEGEND ode ATS 
=“- 1922 
9. 50 hee eee ee ee ee ea” Me mas te Gis ties tee es - 250 
1 2 oe mee oe 
925 ote ‘“ peepee + 225 
™ 4926 secs coves coeses se 
9.00 ote = \ — 200 
8.75 2 - 
" Fe & 15 
8.50 ome r 4 —— 8,50 
\ “ 
8.25 a ee er 
8.00 a / —. 8.00 
115 j |— 775 
N. J / 
7.50 — "Sa iteioee, Pea tat rr 7.50 
125 te PSs snnaenonyciboenste saieignseeeerenense soon cthonMeneseliny Zz — 725 
7-00 ee Ww oe 























This graph shows the market price of eastern spruce lath f. 0. b. New York dock from 1922 until 


the last month in December, 1926. It is of mom 
by reason of the fact that the lath situation ha 


ing a threatened shortage and others claiming that a steady inflow insured New York against a 


dearth. The diagram shows a decided drop in 1 


inclement weather in January, February and March. The graph also shows that in 1926 lath failed 


to rise in price during the late fall. This was q 


entous interest to the lumber trade in the East, 
s caused concern from time to time; some report- 


ath prices in the early spring of 1926, due to 


uite unusual. The diagram gives a clear concep- 


tion of peak and low prices 





Southern Pine Barometer 


New Or.Eans, La., Jan. 4.—For the week 
ended Dec. 31, Friday, 107 mills report as fol- 
lows to the Southern Pine Association: 

Percent Percent 


normal actual 
Production— Cars{ Feet output output 
De sec eee Geen wee (ft wews  saeee 
SOS vie 0X0 45,270,991 Gee «ts 
Shipments* . 1,782 36,908,784 53.21 81.53 
Orders— 
Received* . 1,661 34,402,632 49.60 75.99 
On hand end 


of weekt 8,496 175,969,152 ..... «sees 
+Basis of car loadings is November average, 
20,712 feet. 

Orders on hand showed a decrease of 1.40 per- 
cent, or 2,506,152 feet; 109 mills contributed to 
previous report. 

Orders were 93.21 percent of shipments. 

Of 104 mills reporting running time, 11 were 
shut down. Fifteen mills reported overtime, and 
4 worked full time; 1 operated one day; 4, two 
days; 7, three days; 14, four days, and 63, five 
days. 


Middle West Yards Report on Sales 


Reports from about three hundred retail yards 
in the tenth Federal Reserve district—Nebraska, 
Kansas, Oklahoma, Wyoming, Colorado and 
northern New Mexico—show that November 
lumber sales, measured in board feet, were 8.2 
percent less than those made in November, 1925, 
and that sales of all materials, measured in dol- 
lars, were 9.4. percent less. Compared with 
October, 1926, the November lumber sales this 
year, measured in board feet, were 13.8 percent 
less, and sales of all materials, measured in dol- 
lars, were 12 percent less. Lumber sales for the 
first eleven months of 1926, measured in board 
feet, were 2.2 percent smaller than those for the 
corresponding period of 1925. Stocks Dec. 1 
were 1.3 percent less than on Dee. 1, 1925, and 
were 4.8 percent less than on Nov. 1 this year. 
Collections in November, 1926, were 2.1 percent 
greater than in November, 1925, and outstand- 
ings at the end of the month were 4.5 percent 
less; compared with October, collections were 
2.5 percent larger, and outstandings at the end 
of the month were 4.6 percent less. 


Reports from 472 retail yards in the ninth 
Federal Reserve district—Montana, the Dakotas, 
Minnesota and northwestern Wisconsin—showed 
that November sales of lumber, measured in 
board feet, were 10 percent below those for 
November of 1925, and 6 percent less than those 
for October of 1926. 

From the seventh Federal Reserve district— 
Iowa, Wisconsin, Michigan, Illinois and Indi- 
ana—there were November reports from one 
hundred and two retail yards. Sales were 10.4 
percent larger than those for November of 1925. 
These yards reported a further net reduction 
in stocks, with individual variations. The ratio 
of accounts outstanding, to sales, stood at 329 
percent, as compared with 289 the preceding 
month, and 352 at the end of November, 1925. 


Lumbermen Oppose Lien Law Changes 


MINNEAPOLIS, MINN., Jan. 4.—With the con- 
vening of the Minnesota legislature today, 
forces were girding for battle over proposed 
changes in the lien laws. The Minnesota lum- 
bermen, particularly the retailers, are opposing 
the changes, which they say will interfere mate- 
rially with their business. 

The Northwest branch of the Associated Gen- 
eral Contractors of America has called a meet- 
ing to be held at St. Paul on Jan. 7 and 8, to 
discuss the lien laws and the proposed changes. 
Minnesota, North and South Dakota and Wis- 
consin points will be represented at the meeting. 

Changes in the lien laws are regarded as im- 
portant by the lumbermen. They contend that 
to change the existing laws would mean inter- 
ruption in the safe and orderly conduct of their 
business. The changes in Minnesota are being 
urged by real estate dealers. According to the 
lumber retailers the proposed changes would 
nullify the beneficial effects of the law. 
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Officers Make Christmas Visit to Camp 


LAuREL, Miss., Jan. 3.—The annual visit of 
the officials of the Gilchrist-Fordney Co., of this 
city, their families and guests, to the camp of 
the company at Dushau on the Tuesday before 
Christmas was one of the happiest events of the 
Christmas season in this section. The party left 
Laurel at 3:30 in the afternoon on a special 
train and arrived at the camp at 5:45 where it 
was met by those in charge of the operation and 
eonducted to the club house where an excellent 
banquet was served. 

After dinner the party repaired to the ‘‘Y’’ 
building where the school children presented a 
Christmas play of unusual interest. The plot 
was original and its presentation of a high 
character. 

Following the entertainment within doors the 
expectant children and the adults withdrew to 
the Christmas tree, placed just outside the build- 
ing, where Santa Claus, with a number of men 
and boys assisting, distributed the gifts. 

Altogether this was one of the most pleasant 
and successful of the annual Christmas visits 
made by the company officials to the camp. Al- 
though the weather was inclement, everyone 
radiated happiness, affording the real spirit that 
should enter into every Christmas regardless of 
sunshine or showers. 


Piles Sound After 30 Years’ Service 


New ORLEANS, La., Jan. 3—The durability 
of southern pine piles and their resistance to 
rot, even when in service for thirty years in the 
moisture laden earth of New Orleans, was 
clearly demonstrated a short time ago when nine 
piles that had been placed in the foundation of 
the generating plant of 
the Edison Power Co., 
were removed. 

Thirty years ago pil- 
ings of southern pine 
were driven to support 
this strueture then 
building. The moist 
clay underlying New Or- 
leans, subject to con- 
stant retraction and 
yielding, makes it nec- 
essary to place a foun- 
dation of this nature for 
all buildings of any size. 

Recently this old 
building was demolished 
to make way for an 8- 
story structure that will 
house the general offices 
of the New Orleans 
Public Service (Inc.). 
Records showed that the 
southern pine pilings 
then in the ground at 
the site ranged in length 
from 30 to 45 feet. The 
foundation design for 
the new building specified piling 60 feet in 
length and though it was impossible to use the 
old piling in the ground, due to its insufficient 
length, the architects, Favrot & Livaudais, in- 
structed Contractor George J. Glover to draw 
nine of the old piles in order that they might be 
examined and their condition and state of pres- 
ervation might be known after nearly a third of 
a century in the ground. 

In pulling these piles selections were made 
from scattered locations on the site. After the 
piles had been drawn they were sawn first at the 
butt end, then at the blossom end and finally 
through the middle. Photographs were taken 
im each case and a thorough examination was 
made of each pile by the George J. Glover Co. 

The report on the condition of these piles to 
the architects showed that the nine piles varied 
in length from 42 feet to 44 feet 7 inches and in 
diameter at the butt end from 12 inches to 
15% inches. The diameters at the blossom end 
ranged from 8 to 10% inches. Three of the piles 
were found to be straight and in good condition; 


the remaining six were straight and in very good 
condition. 

None of the piles had suffered materially from 
the thirty years of service and, in the opinions 
of the architects, could have been used again 
under the new building except for the fact that 
they were of insufficient length to support the 
load that would be brought on them. 


Operating New Mill 

PICAYUNE, Miss., Jan. 3.—The new mill of the 
Goodyear Yellow Pine Co. at Picayune has been 
placed in operation. It is electrically driven 
throughout, with all modern features. The ma- 
chinery is the latest Filer & Stowell equipment 
with the exception of the air dogging equipment 
which eliminates all but one man from the 
carriage and this was furnished by the Brophy 
Automatie Air Dog Corporation, of Hattiesburg, 
Miss. An expensive sprinkler system has been 
installed which reduces the fire risk to a mini- 
mum. Two band rigs and a band resaw will cut 
the logs into lumber. Much care was used in 
drawing the plans for the mill and in ordering 
machinery and as a result the new mill is the 
latest in sawmill construction. 


Puts New Kiln to Work 


Lurkin, Tex., Jan. 4.—The Angelina Hard- 
wood Co. announced the completion, last week, 
at its plant at Ewing, of its new dry kilns 
equipped with the Universal vacuum dryer 
process. The Angelina company was one of 
the first operators in the South to try out the 
steam kiln in the early days and the present in- 
stallation is expeeted further to modernize the 
drying facilities of this pioneer company. 








One of the southern pine piles that had been in the earth for thirty 

years after it had been drawn and sawed for examination. The en- 

gineers’ report was that this pile, which was 45 feet 2 inches long, was 
in ‘‘very good condition.’’ 


Among the features of the new style kiln is the 
controlled circulation and the low safe tempera- 
ture at which it is possible to operate. In re- 
sults and in operation the new kiln more nearly 
approximates air drying. The lumber is left in 
its natural state after kilning, except that its 
moisture content has been reduced to a desired 
dryness more uniformly and more rapidly than 
ever possible before. This is the first installa- 
tion of this type of kiln in Angelina County 
and it will be looked on with considerable inter- 
est by owners of other operations centering in 
Lufkin. Similar installations are being made 
rapidly by other companies throughout the State. 


Timber Experimentation Appropriation 

ATLANTA, GA., Jan. 3.—Naval stores and lum- 
ber manufacturing interests in the Georgia ter- 
ritory are very much interested in the recent 
announcement by Senator William J. Harris, of 


Georgia, that he has succeeded in obtaining from 
the Senate an adequate appropriation for timber 


i 


News Items From Southern Centers 


experimental work and investigation in Georgia 
during the present year, to inelude primarily an 
investigation of the extraction of rosin from 
Georgia pine trees with a view to the utilization 
of the wood afterward for the manufacture of 
paper. For this work alone an appropriation 
of $10,000 has been approved, while an addi- 
tional $10,000 was appropriated for conducting 
experiments having in view improvements in the 
present methods of extracting rosin and tur. 
pentine from the trees with less injury to them, 


Seek Protection of Interests 


CINCINNATI, OHIO, Jan. 3.—The revolution in 
Nicaraugua has played havoe with the opera- 
tions of the Freiberg Mahogany Co., whose 
headquarters are in Cincinnati and has led to 
an appeal being sent to Senator Frank Willis 
of Ohio by J. Arthur Freiberg, in which he asks 
for protection by the American Government for 
the company’s interests in the Central Ameri- 
ean republic. 


Messages received by the company from its 
representatives say that conditions are very 
critical and that employees of the company have 
been drafted into the army of the liberal party. 
So far no Americans have been molested but 
the taking away of the native workmen has 
stopped operations at the camp and jeopardized 
thousands of dollars worth of machinery. 


The army. men have taken away all our oxen, 
Mr. Freiberg said, and have done the same thing 
in the other camps, with the result that operations 
have ceased. Their latest interference is to draft 
the workmen themselves into their army. 

This stoppage of operations will entail! big losses 
to Americans as more than 30,000,000 feet of 
mahogany is exported from Nicaraugua into the 
United States annually. This is worth from six 
to ten millions of dollars annually. We have been 
operating in Nicaraugua for more than fifteen 
years and have thousands of dollars’ worth of 
machinery and tractors in the camps there. 





LOUISVILLE, Ky., Jan. 3.—The Mengel Co., 
Louisville, with large mahogany timber opera- 
tions in Nicaraugua, is having some difficulty in 
connection with the revolutionary troubles in 
that country. Today Senator Fred M. Sackett, 
Louisville, in behalf of the Mengel Co., called 
at the State Department in Washington, to in- 
quire concerning what steps had been taken to 
protect the company’s properties. It was re- 
ported that its operations and property had been 
interfered with, and its workers drafted into the 
service of the rebel forces. Officials of the State 
Department gave the usual assurance that the 
matter would be looked into, and such steps 
taken as were possible to render assistance. 


Lumberman Has Narrow Escape 


LaurEL, Miss., Jan. 4.—Charles Green, presi- 
dent of Eastman, Gardiner & Co., and his son, 
Gardiner, returned a few days ago from a duck 
hunting trip at the Delta Gun Club, located at 
the mouth of the Mississippi River, during 
which they had a narrow and very fortunate 
escape from serious injury, if not death. 

The experience through which they passed, 
and during which four lives were endangered, 
occurred while the party was returning to New 
Orleans at the conclusion of the hunt. They 
were traveling in a private yacht which caught 
fire and was severely damaged before the flames 
were brought under control. Although Mr. 
Green, his son, the pilot and the cook of the 


party exhausted every fire extinguisher on the © 


boat, they were unable to put out the blaze and 
were forced to take to a small boat which the 
yacht carried. In this they reached shore safely 
and after walking some distance secured an au- 
tomobile from a plantation in which they 
reached a main road whence a car was sent for 
them from New Orleans. Fortunately, the at- 
tention of a river steamer was attracted and 
the crew was able to save the boat from becom- 
ing a total loss. 

Mr. Green is also president of the Eastman- 
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Gardiner Hardwood ,Co., vice president of 
Rogers, Green & Jones, vice president of the F. 
Gardiner Hardware & Supply Co., and promi- 
nently connected with many Laurel institutions. 


Beaumont Concern Is Incorporated 


BEAUMONT, TEX., Jan. 3.—The Long Leaf 
Lumber Co., after operating here for about five 
months as a subsidiary of the Southern Land 
& Lumber Co., has just been incorporated with 
some of the best known lumbermen in this region 


in establishing a wholesale and retail business, 
with headquarters in the San Jacinto Life In- 
surance Building, here. 

In addition to handling both pine and hard- 
woods in a wholesale and retail way, the Long 
Leaf Lumber Co. will also do a manufacturing 
business. 

P. E. Hammons, president of P. E. Hammons 
& Co., and active vice president of the Southern 
Land & Lumber Co., will be president of the 
new corporation; J. L. Lyons, president of the 
Southern Land & Lumber Co., will be first vice 


of the Alexander Gilmer Lumber Co., at Remlig, 
Tex., for a number of years, will.act as vice pres- 
ident and general manager; E. V. Folsom, who 
was sales manager for the Lutcher & Moore Lum- 
ber Co., at Orange for a number of years, will 
be vice president and sales manager; Bruce M. 
Jackson, now a senior at the State university, 
Austin, was elected secretary, and G. E. Loxley, 
secretary of the Southern Land & Lumber Co., 
will be treasurer. 

All these men are very well known throughout 
the Beaumont territory and are of wide ex- 








as stockholders. The company is now engaged 


president; T. Frank Meagher, who was manager 


perience and excellent connections. 


Alabama Mill Specializes in Shortleaf Finish 

















MILL AND LOG POND OF THE SIPSEY VALLEY LUMBER CO., BUHL, ALA. 


BuHL, ALA., Jan. 3.—Among the mills that have forged ahead during 
the last two years is that of the Sipsey Valley Lumber Co., of this place. 
This operation, formerly the Deal Lumber Co. and the Deal-Curtis Lumber 
Co., joint owners of the mill, including the standing timber, railroad and 
houses, was sold during the early part of 1925 to C. H. Murphy, J. E. 
Holt and J. K. Mahoney of Eldorado, Ark., who since that time have op- 
operated the business. At the time of the purchase the new owners or- 
ganized the Sipsey Valley Lumber Co., and in April, 1925, started work on 
the second sawmill unit which was completed and placed in operation in 
September, bringing the capacity of the company to between 125,000 and 
150,000 feet daily. 

The plant at Buhl is arranged to specialize in dressed shortleaf pine 
finish and a varied assortment of shed stocks such as flooring, ceiling, 


cae 














partition, drop siding, casing, base, moldings ete., and such air dried items 
as common boards and shiplap. The principal hardwoods produced are 
poplar, oak, gum and cypress. 

The Sipsey Valley Lumber Co. bought 200,000,000 feet of standing 
pine timber adjacent to the Sipsey River. The timber consists of long 
bodied virgin shortleaf pine. From these excellent trees, lumber of ex- 
ceptionally soft texture and light weight is produced, and it furnished the 
inspiration for the company’s brand ‘‘Softlite.’’ 

C. H. Murphy, Eldorado, Ark., vice president of the First National Bank 
of that city, is president and treasurer of the Sipsey Valley Lumber Co. ; 
J. K. Mahoney, also of Eldorado, is vice president; J. E. Holt, secretary 
and general manager, and T. C. Patterson, sales mamager. The company 
is represented in Chicago by the John H. Shook Lumber Co. 
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Timber Sales Feature West Coast N. ews 


Two Large Timber Transactions 


PORTLAND, OrE., Dec. 31.—One of the largest 
recent timber transactions in this part of the 
Northwest was announced this week. The 
Knappton Mills and the Westport Lumber Co. 
have bought 2,000,000,000 feet of prime fir tim- 
ber in the Nehalem Valley, near the town of 
Jewell, from John J. Rupp, the Nehalem Invest- 
ment Co., the Wright-Blodgett interests and 
some smaller owners, for immediate develop- 
ment. It is understood that the transaction was 
based on a stumpage price to be paid as the 
timber is cut. Construction of a large logging 
samp, to include five sides, has already been 
started. The logs are to be taken out over the 
Columbia & Nehalem River railroad, better 
known as the Kerry line, but to connect with it 
a stretch of five miles of road will be built. 
Eventually this will be extended to eleven miles 
to tap the entire body. 

John Sundquist, John Norberg and E. John- 
son have purchased from J. C. and C. L. Jensen 
half interest in the timber and mill of the New 
Grand Ronde Lumber Co., at Willamina, Ore., 
for $200,000, it is reported here by H. W. Gard, 
broker, who represented both parties to the deal. 
It is announced also that the sawmill now under 
construction at Willamina, and 80 percent com- 
pleted, will be enlarged to a daily output of 
75,000 feet, instead of 50,000 feet as previously 
planned. The timber holdings consist of about 
56,000,000 fect of red fir. This property was 
originally owned by J. C. Cockerham and David 
Martinez. 


Increase Industrial Insurance Rates 


SEATTLE, WaAsH., Dec. 31.—Effective Jan. 1, 
a new rate card issued by the State department 
of labor and industries makes heavy increases 
in rates for industrial insurance, affecting work- 
men whose occupations are ‘‘ extra-hazardous.’’ 
First payments will be due May 1, covering the 
first four months of 1927. Depletion of funds 
in a number of important classes has fore- 
shadowed the advance. Largest contributors 
will be loggers and sawmill operators—the log- 
gers facing an increase of 8 percent in payroll 
assessments and 20 percent in medical aid, while 
sawmills must meet a 4 percent higher rate in 
payroll assessments and retain the same medical 


aid schedule. Since the timber classes represent 
the State’s basic industry, they will apparently 
show the largest increase on the dollar basis, 
but other classes will have higher proportionate 
increases, 


Increases on the payroll basis are: Logging, 
3 to 3% per cent; sawmills, 14 to 1% percent; 
shingle mills, 14 to 1% percent; furniture 
manufacturing, 1 to 1% percent. 

Airplane pilots and instructors are under a 
2% percent rate, sheriffs and their deputies are 
listed at 2 percent, and employees in fireworks 
factories at 1 percent, contrasted with 3% per- 
cent for loggers, 8 percent for well-diggers and 
structural steel workers, and 10 percent for nat- 
ural ice harvesters. 


Big Cash Timber Deal 


Vancouver, B. C., Dee. 31.—A_ $2,000,000 
cash timber deal is reported, in which an area of 
27,000 acres in the Sayward district, Vancouver 
Island, was sold by the B. C. Mills Timber & 
Trading Co., of Vancouver, to a group of Port- 
land and Seattle timber operators, including 
James Eddy, R. D. Merrill, Wallace McCamont, 
E. J. Garrett and A. 8S. Kerry. Eric W. Hamber, 
head of the vending company, personally closed 
the deal with the purchasers. The timber has 
been held for years by the B. C. Mills Timber 
& Trading Co., the pioneer sawmill concern of 
Vancouver, which a year ago sold its valuable 
mill site and water frontage on the harbor in 
the heart of the city to the Canadian National 
Railways. Ultimately the company may close 
out its sawmill, but at present it is being op- 
erated on the old site till such time as the rail- 
way company requires it. 

A holding company, the Campbell River Tim- 
ber Co.: (Ltd.), has been formed by the new 
owners, who contemplate holding the huge tract 
as an investment rather than operate it at pres- 
ent. The location is on Campbell River ten to 
fifteen miles inland, and the stand is principally 
fir, being one of the finest on the island. Tim- 
ber men familiar with the area say that the 
usual price of timber there is from $3 to $3.50 
a thousand, but the principals have made no 
statement as to quantity or unit prices in the 
deal. 


Begins Manufacturing Operations 

LYNDEN, WASH., Dec. 31.—The Haynie Lum- 
ber Co., having taken over the Shadybrook mill, 
has begun operations northwest of Lynden, log- 
ging and cutting about 20,000 feet of lumber a 
day. Incorporators include Ben Axlund, W, R. 
Beecher and F.. M. Galley. 


To Exhibit at Conventions 


SEATTLE, WASH., Dec. 31.—The efforts of the 
West Coast Lumber Bureau during 1927 will 
make a definite appeal to the retailer. National 
advertising, which began May 12, 1926, started 
with the story of fir lumber; and with the be- 
ginning of the new year the narrative will enter 
upon its second chapter, revealing the utility 
of West Coast woods in home construction. 
These ads, in a broad national way, set forth 
that ‘‘Durable Douglas fir lumber has nation- 
wide distribution, and you can get it from your 
local lumber dealer in any size and grade that 
you need’’; or the advice is given ‘‘ Buy West 
Coast woods from your retail lumber dealer.’’ 

In addition to the printed page, the bureau 
is preparing to broaden its influence through 
field representatives. During January and Feb- 
ruary, the West Coast mills will have exhibits 
assembled by the bureau at sixteen different 
conventions of retail lumber dealers. The ex- 
hibits are an elaborate method of featuring 
West Coast woods, and they are intended to aid 
the retailer in solving his local sales problems. 
Bureau representatives in charge of exhibits at 
various conventions are: 


L. P. Keith—Retail Lumber Dealers’ Association 
of Pennsylvania, Pittsburgh, Feb. 1-3. 


_ H. 8S. Stronach—Retail Lumber Dealers’ Asso- 
ciation of Indiana, Indianapolis, Jan. 12-13; Ohio 
Association of Retail Lumber Dealers, Columbus, 
Jan. 17-21; Northeastern Retail Lumbermen’s As- 
sociation, Syracuse, N. Y., Jan. 25-27; Kentucky 
Retail Lumber Dealers’ Association, Louisville, 
Feb. 2-3; Wisconsin Retail Lumbermen’s Associa- 
tion, Milwaukee, Feb. 15-17; Tennessee Retail 
Lumber & Millwork Dealers’ Association, Memphis, 
Feb. 24-25. 

Don Critchfield—Mountain States Lumber Deal- 
ers’ Association, Denver, Colo., Jan. 13-15; West- 
ern Retail. Lumbermen’s Association (Canada), 
Winnipeg, Jan. 26-28. 
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This extraordinary airplane view of the Dryad (Wash.) plant of the Duncan Lumber Co., of Portland, Ore., gives a comprehensive idea 
of the splendid operation where are turned out long fir timbers, each trade-marked for customers’ protection and assurance of quality. 
Through a regrettable error this was incorrectly mentioned in the Jan. 1 issue of the AMERICAN LUMBERMAN, page 57, as the plant of 


another concern 
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c. J. Blanchard—Pennsylvania Lumbermen’s 
Association, Philadelphia, Jan. 26-28; Southwest- 
ern Lumbermen’s Association, Kansas City, Jan. 
26-28. 

Don Critchfield and C. J. Blanchard—Northwest- 
ern Lumbermen’s Association, Minneapolis, Jan. 
18-20; Michigan Retail Lumber Dealers’ Associa- 
tion, Lansing, Feb. 2-4; Illinois Lumber & Material 
Dealers’ Association, Chicago, Feb. 9-11; Nebraska 
Lumber Dealers’ Association, Lincoln, Feb. 16-18. 


There will also be an exhibit at the annual of 


the Western Retail Lumbermen’s Association, R. S. 
Brown, secretary, at the Winthrop Hotel, Tacoma, 
Feb. 24-26. 

At each of these conventions a novelty will be 
introduced in the shape of a handsome souvenir 
comb made of wood, one of which will be pre- 
sented to each delegate. 

Touching the exhibits, the bureau has issued 
a statement, saying: 

We are trying. to help our retail lumbermen 


friends to a better understanding of how to buy 
West Coast woods to the best advantage, and how 
to dispose of them, once they are bought, to the 
satisfaction of their customers and at a profit to 
the dealer. As the exhibits have been prepared 
along lines laid down by some of the most pro- 
gressive retail lumbermen in the country, we feel 
that our participation in these sixteen conventions 
should be of value to our industry and to the 8,000 
retail lumbermen who are members of the different 
associations. 


Drying Method Stops Waste and Cuts Costs 


MEMPHIS, TENN., Jan. 3.—After a full year’s 
trial, the new process of kiln drying hickory 
stock green from the saw, first experimented 
with in late 1925 by the Kelsey Wheel Co. here, 
has been pronounced a complete success. Twen- 
ty-five additional kilns have since been equipped 
and paid for themselves in stock saved, accord- 
ing to J. C. Mahannah, general manager. 

The Kelsey Wheel Co., a division of General 
Motors, ranks as about the largest individual 





Hickory wheel stock, cut to length, being loaded into the big iron baskets 
for drying 


producer of wheel goods. The peak production 
in motor cars during 1925 showed the old fash- 
ioned kilns entirely inadequate to the expanded 
production of the rest of the plant. As is often 
the case, antiquated drying methods were the 
neck which bottled up all the rest of produc- 
tion. In addition, individual handling, air dry 
storage and the excessive degrade in drying had 
to be eliminated as far as possible and the vast 
production schedule carried out with operation 
economy and conservative overhead investment. 
This meant mechanical handling, the very min- 
imum of reserve stock and the maximum finished 
production in relation to goods in process. 

At this point, Mr. Mahannah decided to do 
some pioneering. Hickory is a difficult wood to 
dry anyway and no one had ever previously at- 
tempted to equalize the stock into finished 
lengths before drying. That put the hardest 
possible task on the dryer. Then he constructed 
overhead conveyors to convey the equalized 
spoke billets green from the saw direct to the 


a final stroke, Mr. Mahannah violated the car- 
dinal principle of established kiln practice—good 
piling. Instead of piling, he actually dumped 
the green hickory spoke billets direct from the 
conveyor pell mell into huge iron baskets and 
pushed them into his rejuvenated dry kilns, now 
operating under the Universal vacuum process. 

Yet Mr. Mahannah contends that he did not 
monkey with any natural laws. He merely used 
them for his purpose. The United States patent 





office had granted letters patent to the inventor 
of what has since become the Universal vacuum 
dryer process. The process struck Mr. Mahan- 
nah’s fancy as the practical thing for him and 
after trying out one kiln he converted his entire 
twenty-six kilns to this new system. 

The process is said to combine worthwhile 
special features and controlled circulation with 
standard practices to accomplish rather distinct 
results in the science of drying lumber. ‘‘To 
our entire satisfaction,’’ says Mr. Mahannah, 
‘*we had reduced our drying time approximately 
one third. The stock is dried in a much better 
condition, being very uniform as to moisture 
content. Our loss due to checking and hollow 
horning, very common with us before, has been 
reduced to a minimum. The savings in stock 
alone would be well worth the cost.’’ 

One vital point in the operation of the Uni- 
versal process is the use of hemispherical suc- 
tion fans which create a partial vacuum and 
draw the warm air through the lumber. This 


A close-up view of the stock in the kiln. 
in less than twenty days 


lumber but distributes the heat uniformly and 
constantly throughout the entire dryer by posi- 
tive suction rather than by changing tempera- 
tures. Low safe temperatures may be used with- 
out time loss and this permits use of exhaust 
steam. Little or no heat is allowed to escape, 
a return tunnel conserving the heat of coils and 
at the same time doing away with condenser 
equipment. This drying system can be installed 
in any type of kiln building very economically, 





The stock dries ready for use 


according to its manufacturer, the Universal 
Vacuum Dryer Co., Kansas City, Mo. 

The progressive method in operating this kiln 
also is a very important feature to the Kelsey 
Wheel Co. Mr. Mahannah states that by simply 
taking out one bunk of dried material each day 
from each of the twenty-six kilns he can take 
care of the normal production of his plant. As 
the green hickory is dried in this kiln in less than 
20 days, the kilns have an abundant reserve 
capacity above plant needs and as one or two 
bunks are taken out of each kiln, the others 
are moved down to the dried end and more 
bunks of green stock wheeled into the green or 
wet end of the kiln. This has served to increase 
the turnover of stock and material in process 
thereby cutting down plant inventory and over- 
head charges. Mr. Mahannah states that his 
plant receives all material in the green log, saws 
and equalizes it, and sends it immediately to the 
dryers. Only enough yard stock is maintained 
to protect production against temporary short- 

































































dryers. No human hand would touch them. As _ process does not drive a hot blast against the age of logs or delays in transit. 
Reef os 8 P_165/ Dot /-6-/3 

o <_<... 4 aad EEE ' 

\ ——t . &- c CSS ¥ Sas ; 

‘ i — N —S= ' 

' ee” ae COS a eerie dined —SS ; 

0 === *~«S ches S==5 

H ff ft t [SS i 

—humber in! ¢ 7 2 ——— — — — J} ! 
a Ss p= ad Pa ee 
} | Lumber eet 

! : | __ = S 

] i> 2 Tegnr- Fleer = “a et 
—— = — | LZ4 
a 1 See a oO 
/ ff x | Waa 
F z > — 1 
+o 1 N +$¥ _ siteem Coil 1# > 78 long See Assembled ae 
Bas Meng G-etings trem Track eve with Kiln Fler 
or Greting Sechon may rest on Bate of Reils 
ype aene 


bot te fer front 


A longitudinal view through the kiln showing the manner in which the air is circulated 
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Associations’ Plans and Activities 


Jan. 11—Southern Pine Association Subscribers’ Sales- 
men, Palmer House, Chicago. Second group meet- 
ing. 

Jan. 11—Roofer Manufacturers’ Club, Hotel Dempsey, 
Macon, Ga. Monthly meeting. 


Jan. 12-13—Retail Lumber Dealers’ Association of In- 
diana, Claypool Hotel, Indianapolis, Ind. Annual. 


Jan. 13—Philadelphia Wholesale Lumber Dealers’ Asso- 
ciation, Philadelphia, Pa. Annual. 

Jan. 13—Forest Products Association of Maryland, Em- 
erson Hotel, Baltimore, Md. Annual. 


Jan. 13-14—Carolina Retail Lumber Dealers’ Associa- 
tion, Hotel Charlotte, Charlotte, N. C. Annual. 


Jan. 13-14—Virginia State Retail Lumber & Building 
Supply Merchants’ Association, William Byrd Hotel, 
Richmond, Va. Annual. 

Jan. 13-15—Mountain States Lumber Dealers’ Associa- 
tion, Cosmopolitan Hotel, Denver, Colo. Annual. 


Jan. 14—Indiana Hardwood Lumbermen’s Association, 
Claypool Hotel, Indianapolis, Ind. Annual. 

Jan. 15—East Texas Mill Managers’ Association and 
Louisiana Mill Managers’ Association, Alexandria, 
La. Joint meeting. 

Jan. 17—Lumbermen’s Association of Chicago, Associa- 
tion Rooms and Rainbo Gardens, Chicago. Annual. 

Jan. 17-21—Ohio' Association of Retail Lumber Dealers, 
Neil House, Columbus, Ohio. Annual. 

Jan. 17-21—Union Association of Lumber & Sash & Door 
Salesmen, Neil House, Columbus, Ohio. Annual. 
Jan. 18-19—National Lumber Exporters’ Association, 

Hotel Peabody, Memphis, Tenn. Annual. 

Jan. 18-20—Northwestern Lumbermen's Association, 
Nicollet Hotel and West Hotel, Minneapolis, Minn. 
Annual. 

Jan. 19—Southern Hardwood Traffic Association, Hotel 
Peabody, Memphis, Tenn. Annual. 

Jan. 19-21—Ontario Retail Lumber Dealers’ Association, 
Prince George Hotel, Toronto, Ont. Annual. 

Jan. 20-21—Hardwood Manufacturers’ Institute, Hotel 
Peabody, Memphis, Tenn. Annual. 

Jan. 20-21—Dimension Lumber Manufacturers’ Associa- 
tion, Peabody Hotel, Memphis, Tenn. Annual. 
Jan. 21—Nylta Club, Grand Central Terminal, New 

York City. Annual. 

Jan, 21—California White & Sugar Pine Manufacturers’ 
Association, San Francisco, Calif. Annual stock- 
holders’ meeting. 


Jan. 21-22—Hardwood Interior Trim Manufacturers’ As- 
sociation, Hotel Peabody, Memphis, Tenn. Annual. 

Jan. 22—Louisiana Retail Lumber Dealers’ Association, 
Alexandria, La. State-wide meeting. 

Jan, 24—Empire State Association of Wholesale Lum- 
ber & Sash & Door Salesmen, Hotel Onondaga, Syra- 
cuse, N. Y. Annual. 

Jan. 25—Canadian Forestry Association, Windsor Hotel, 
Montreal, Que. Annual. 

Jan, 25—Northern Pine Manufacturers’ Association, Rad- 
isson Hotel, Minneapolis, Minn. Annual. 

Jan, 25-26—Northern White Cedar Association, Radis- 
son Hotel, Minneapolis, Minn. Annual. 

Jan. 25-27—Northeastern Retail Lumbermen’s Associa- 
tion, Hotel Syracuse, Syracuse, N. Y. Annual. 
Jan. 26-27—Southeastern Iowa Retail Lumbermen’s As- 
sociation, Black Hawk Hotel, Davenport, Iowa. 

Annual, 

Jan. 26-28—Pennsylvania Lumbermen’s Association, 
Bellevue-Stratford Hotel, Philadelphia, Pa. Annual. 

Jan. 26-28—Western Retail Lumbermen’s Association 
<coeeae), Fort Garry Hotel, Winnipeg, Man. An- 
nual. 

Jan. 26-28—Southwestern Lumbermen’s Association, 
Convention Hall, Kansas City, Mo. Annual. 

Jan. 27-28—National Association of Railroad Tie Pro- 
ducers, Hermitage Hotel, Nashville, Tenn. Annual. 

Jan. 27-28—West Virginia Lumber & Builders’ Supply 
Dealers’ Association, Morgantown, W. Va. Annual. 

Jan. 28—West Coast Lumbermen’s Association, Olympic 


Hotel, Seattle, Wash. Annual meeting of stock- 
holders. 


Jan, 28-29—American Forestry Association, New Haven, 
Conn. Annual. 

Feb. 1-3—Canadian Lumbermen’s Association, Windsor 
Hotel, Montreal, Que. Annual. 

Feb. 1-3—Retail Lumber Dealers’ Association of Penn- 
oe, Wiliam Penn Hotel, Pittsburgh, Pa. An- 
nual. 

Feb. 1-3—Southwestern Iowa Retail Lumbermen’s Asso- 
ciation, Iowana Hotel, Creston, Iowa. Annual. 
Feb. 2—Old Guard Lumbermen, Olds Hotel, Lansing, 

Mich. Annual. 

Feb. 2-3—Kentucky Retail Lumber Dealers’ Association, 
Louisville, Ky. Annual. 

Feb. 2-4—Michigan Retail Lumber Dealers’ Association, 
Olds Hotel, Lansing, Mich. Annual, 


Feb. 9-10—National Association of Commission Lumber 
Salesmen, Palmer House, Chicago. Annual. 


Feb. 9-11—Illinois Lumber & Material Dealers’ Associa- 
tion, Edgewater Beach Hotel, Chicago. Annual. 


Feb. 14—Northern Wholesale Hardwood Lumber Asso- 
ciation, Milwaukee Athletic Club, Milwaukee, Wis. 
Annual. 

Feb. 15—Northwestern Lumber & Sash & Door Travel- 
~~ Fain Association, Milwaukee, Wis. An- 
nual. 


Feb. 15-17—Wisconsin Retail Lumbermen’s Association, 
Pfister Hotel, Milwaukee, Wis. Annual. 

Feb. 16-18—Nebraska Lumber Dealers’ Association and 
Cornhusker Knot-Hole Club, City Auditorium, Lin- 
coln, Neb. Annual, 

Feb. 18—Eastern Millwork Bureau, Hotel Pennsylvania, 
New York City. Annual. 


Feb. 18-20—Province of Quebec Retail Lumber Dealers’ 
Association, Lumbermen’s & Hoo-Hoo Club, Mon- 
treal, Que. Annual. 

Feb. 19-26—Own Your Home Building and Equipment 
—. Madison Square Garden, New York 

ty. 

Feb. 23-24—Eastern Iowa Retail Lumbermen’s Associa- 
tion, Hotel Lafayette, Clinton, Iowa. Annual. 

Feb. 23-24—North Dakota Retail Lumbermen’s Asso- 
ciation, Fargo, N. D. Annual. 


Feb, 24.—Northern Indiana & Southern Michigan Retail 
Lumber Dealers’ Association, Oliver Hotel, South 
Bend, Ind. Annual. 

Feb. 24-25—Tennessee Retail Lumber & Millwork Asso- 
ciation, Peabody Hotel, Memphis, Tenn. Annual. 

Feb. 24-26—Western Retail Lumbermen’s Association, 
Winthrop Hotel, Tacoma, Wash. Annual. 

March 2-3—Central & Northeastern Iowa Retail Lum- 
bermen’s Association and Northwest Iowa Lum- 
bermen’s Association, Fort Des Moines Hotel, Des 
Moines, Iowa. Joint annual conventions. 

March 3—Lumbermen’s Exchange of the City of Phila- 
delphia, Lumbermen’s Exchange Rooms, Philadel- 
phia, Pa. Annual. 


March 5—Association of Trim Manufacturers (Inc.), 
Hotel Astor, New York City. Annual. 

March 9-10—South Dakota Retail Lumbermen’s Asso- 
ciation, Coliseum, Sioux Falls, 8. D. Annual. 


March 24—North Carolina Pine Association, Monticello 
Hotel, Norfolk, Va. Annual. 





Reserve Special Train 

New York, Jan. 3.—A lumbermen’s special, 
bearing members of the Northeastern Retail 
Lumbermen’s Association and others, will leave 
Grand Central Terminal for Syracuse on the 
night of Monday, Jan. 24. The travelers will 
arrive in time to attend the opening session of 
the Northeastern convention on Tuesday and 
will be back in New York on Friday, Jan. 28. 
A number of reservations have already been 
made. 

Arrangements for the train are being made by 
George A. Bahr, secretary the Long Island 
Dealers’ Association; F. Herbert Brown, sec- 
retary the Building Material Men’s Association 
of Westchester County; Herbert B. Coho, New 
York Lumber Trade Association, and Arthur 
E. Lane of the Arthur E. Lane Corporation, 
representing the wholesalers. 

Paul 8. Collier, secretary of the Northeastern 
Association, has been at the Pennsylvania 
Hotel recently, making up details of the three- 
day program. There will be a smoker on Tues- 
day night, a theater party Wednesday night and 
the banquet will be held Thursday night. 

The Westchester and Long Island associa- 
tions both will send large delegations to Syra- 
cuse. 


Practical Talks for Northwestern 


MINNEAPOLIS, MINN., Jan. 4.—Plans for the 
1927 convention of the Northwestern Lumber- 
men’s Association, which is to be conducted in 
Minneapolis Jan. 18, 19 and 20, are rapidly 
being completed. Officers believe that the at- 
tendance will establish new records. 

Hawley Wilbur, of Milwaukee, is to deliver 
one of the principal addresses on ‘‘ How to Ob- 
tain Better Profits.’’ Throughout the program 
there are to be practical, short talks. The of- 
ficers of the association have promised the dele- 
gates that there will be no long-drawn-out ad- 
dresses. ‘‘Re-roofing Campaigns’’ will be a 
subject for J. M. Dobson, Minneapolis; Tom 
Bonner, Minneapolis retailer, will discuss sale 
of insulation; George D. Rose, of Dubuque, 
Iowa, will talk to the assemblage about truck 
deliveries; Ben Webster, of the Webster Lum- 
ber Co., Mason City, Iowa, who is an authority 


on the subject is to discuss ‘‘Stimulating Win- 
ter Sales.’’ 

An added feature of the convention just an- 
nounced is that the officers of the association 
have leased the Lyceum Theater, Minneapolis, 
for the evening of Jan. 19, when the ‘‘ Lumber- 
men’s Follies’’ will be presented followed by a 
dancing party. 


Plans of Philadelphia Wholesalers 


PHILADELPHIA, Pa., Jan. 3.—Arrangements 
have been completed for the annual meeting of 
the Philadelphia Wholesale Lumber Dealer’s As- 
sociation, which will be held on Thursday, Jan. 
13, at the Manufacturers Club. Realizing that 
new methods and ideas are as essential to their 
success as water is to a duck, the wholesale lum- 
bermen have arranged a serious program to 
precede the annual banquet and frolic. 

President Charles Kreamer, gratified by the 
benefits derived from the organization by each 
of the members and cognizant of the necessity 
of continued coéperation, will outline the plans 
of 1927 at the annual conclave. Secretary Mel- 
ville Wright, assisted by J. Craig Huff, of the 
publicity committee, have secured the services 





The concern that’s up on 
its toes, will never run 
down at the heel. 











af able speakers—men who can and will talk 
authoritatively on the topics which are so close 
to the heart of every wholesaler at this moment. 

Different angles of the wholesale industry will 
be discoursed upon by W. W. Schupner, secretary 
of the National-American Wholesale Lumber 
Association, and Frank F, Fish, secretary-treas- 
urer of the National Hardwood Lumber Asso- 
ciation. Talks will also be made by Ben C. 
Currie, president of the National Hardwood 
Lumber Association, and Frederick 8. Underhill, 
chief executive of the National-American Whole- 
sale Lumber Association. 


Mountain States Program 


DENVER, CoLo., Jan. 3.—Plans for the annual 
convention of the Mountain States Lumber 
Dealers’ Association convention to be held at 
the Cosmopolitan hotel, this city, Jan. 13, 14 and 
15, are about completed, according to T. J. Vin- 
cent, secretary of the organization. A very 
worth-while program has been prepared and a 
large attendance is expected. 


The convention will be called to order at 1:30 
o’clock Thursday afternoon, Jan. 13, by Presi- 
dent R. E. Spencer, of Denver. Following re- 
ports by Secretary Vincent and Treasurer Jay 
T. €hapin, results of the survey conducted by 
the extension department of the University of 
Colorado will be given. This survey was made 
of lumber yards in Colorado. A general dis- 
cussion will follow and the topic is ‘‘ Rising Cost 
of Doing Business. How Can the Dealer ‘Hold 
Down His Cost’?’’ ‘*‘New Ways of Getting 
Business’’ will be the subject of an address by 
Parson Simpkin. At 5 o’clock a Hoo-Hoo con- 
eatenation will be held. 


The Friday morning program will be opened 
by a report of the National association’s 1926 
convention by T. C. Hurst. 


Earl Jay Glade, professor of business in the 
University of Utah, will deliver an address— 
‘<TInstructive Selling Points of Wood Construc- 
tion for Homes.’’ A general discussion on the 
subject ‘‘Carrying Side Lines—Paint, Hard- 
ware, Coal ete.; Have They Helped to Increase 
the Sale of Your Lumber?’’ will follow. An- 
other subject, ‘‘Credits and Collections and In- 
stalment Selling,’’ will also be discussed. 


Subjects for general discussion at the Friday 
afternoon session are: ‘‘Should Lumbermen 
Contract and Build Buildings Complete?’’ 
‘Does It Pay to Improve Retail Yards and Sur- 
roundings? Some New Methods That Have 
Brought Good Results,’’ and ‘‘Is the Policy of 
One Price to All and No Discount to Contractors 
a Good One?’’ Don Critchfield will deliver an 
address on ‘‘How Other Retail Lumbermen are 
Getting Building Business and Meeting Present 
Competitive Conditions.’’ Election of officers 
will close the session. Friday evening the Knot 
Hole Club will be hosts at a banquet and dance 
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in one of the large dining rooms of the hotel to 
the delegates and their ladies. 

‘¢Tgs It Praeticable to Charge Interest on Past 
Due Accounts on Which Special Credit Arrange- 
ments Have Not Been Made? At What Age of 
Account Should the Charge Begin?’’ is the sub- 
‘oct for the Saturday morning session’s general 
discussion. This will be followed by a farm 
forestry demonstration by the Fremont County 
Boys and Girls Forestry elub, and unfinished 
business. 


Empire State Salesmen’s Date 


BurraLo, N. Y., Jan. 3.—Nominations have 
been made for the annual election of officers 
of the Empire State Association of Wholesale 
Lumber & Sash & Door Salesmen, which will 
be held at the Hotel Onondaga, Syracuse, on 
Jan. 24. For president only one candidate has 
been named, Frank Lehman, of the Weber-Leh- 
man Lumber Co., Albany. Mr. Lehman, who is 
a popular man in the trade, was a visitor here 
last week, being on his way home from a trip 
to the South. Two candidates are in the field 
for first vice president, Frank G. Yeager, of the 
Yeager Lumber Co., Buffalo, and William 
Pearce, Surry Lumber Co., Baltimore, Md. For 
second vice president the two nominees are Al- 
bert Tardy, jr., Southern Pine Lumber Corpora- 
tion, New York, and John C. Downer, Frost & 
Davis Lumber Co., New York. Four directors 
are also to be elected. 


Northern Pine Annual 


MINNEAPOLIS, MINN., Jan. 4.—Official notice 
has been sent out by Secretary W. A. Ellinger, 
of the Northern Pine Manufacturers’ Associa- 
tion, this city, that the twenty-second annual 
meeting of the organization will be held on the 
afternoon of Jan. 25, at the Radisson Hotel, in 
this city. Officers will be elected, reports of the 
various officers and committees will be heard and 
other business, such as may come before the 
convention, will be transacted. 


Convention Week at Memphis 


MEMPHis, TENN., Jan. 3.—Plans for the en- 
tertainment of at least 1,000 hardwood lumber- 
men in Memphis the week of Jan. 18-22, ‘‘ Lum- 
ber Convention Week,’’ are rapidly being com- 
pleted by J. H. Townshend, executive vice presi- 
dent of the Hardwood Manufacturers’ Institute, 
working with officials of the National Lumber 
Exporters’ Association, Hardwood Interior 
Trim Manufacturers’ Association, and the Di- 
mension Lumber Manufacturers’ Association, as 
well as the Southern Hardwood Traffic Associa- 
tion, of which he is secretary-manager. All or- 
ganizations are holding annual meetings in Mem- 
phis at the Hotel Peabody on that week. 

Probably the largest attendance will be at the 
fifth annual meeting of the Hardwood Manufac- 
turers’ Institute. This meeting will start on 
Thursday, Jan. 20, with one of the most interest- 
ing programs ever arranged. W. A. Ransom, 
president of the Gayoso Lumber Co., is chairman 
of the program committee and has arranged for 
a number of speakers of national importance to 
be here to address the lumbermen at that time. 
The program will start on Thursday morning 
and after an all-day meeting will end with a 
banquet to be served that evening in the ball- 
room of the hotel. A well known after-dinner 
speaker will be on the program, followed by 
cabaret entertainment. Arrangements are being 
made to accommodate 750 men at this banquet. 
The meeting will close on Friday with election 
of officers and completion of new business. 
More than 300 reservations have already been 
made for this convention and those planning on 
being in Memphis are urged to write to the 
institute at once for hotel reservations. 

_The National Lumber Exporters’ Association, 
will open its sessions on Jan. 18 and they will 
—_ through Jan. 19 with no entertainment fea- 
ures. 

The fourteenth annual meeting of the South- 
ern Hardwood Traffic Association will be held on 
Jan. 19 with a luncheon at noon, More than 350 
reservations have been made for the luncheon at 
noon which is to be followed by a business meet- 
ing in the afternoon. The annual report of 
J. H. Townshend, secretary-manager, will be 


read at that time and the principal address 
will be delivered by J. Van Norman, general 
counsel for the traffic association, and one of 
the most forceful speakers in the South. R. J. 
Hackney, as chairman of the nominating com- 
mittee, is arranging a ticket to be submitted to 
the members at that time. 

The Hardwood Manufacturers’ Interior Trim 
Association will meet on Jan. 21 and 22, and the 
Dimension Lumber Manufacturers’ Association 
will hold its convention on Jan. 20 and 21, also 
at the Peabody Hotel. 

All railroads have granted a reduced round 
trip rate of fare and a half on the certificate 
plan to Memphis and return for those desiring 
to attend any of the group of annual meetings 
which are to be held here during ‘‘ Lumber Con- 
vention Week,’’ according to announcement 
made by J. H. Townshend. The tickets with 
certificates will be sold between Jan. 14 and 20, 
good returning as late as Jan. 25. 


More Salesmen’s Meetings Scheduled 


New Organs, La., Jan. 3.—A notable series 
of southern pine salesmen’s meetings, to be 
held during January and February in the prin- 
cipal trade centers throughout the sales terri- 
tory, was announced this week by the Southern 
Pine Association. The purpose of these meet- 
ings is to bring about etoser relationships be- 
tween southern pine producers and the salesmen, 
wholesalers and commission men handling their 
product. 

The educational value of these group meet- 
ings was definitely proved by the first of the 
kind, conducted by the association in Chicago, 
Dee. 2, last. A second salesmen’s meeting will 
be held at the Palmer House, Chicago, next 
Tuesday, Jan. 11. The subsequent schedule of 
meetings follows: 

Jan. 13—Indianapolis, Ind., Claypool Hotel. 

Jan. 19—Columbus, Ohio, Neil House. 

Jan. 25—Syracuse, N. Y., Hotel Syracuse. 

Jan. 27—Kansas City, Mo., Muehlebach Hotel. 

Feb. 1—Pittsburgh, Pa., William Penn Hotel. 


Feb: 3—Lansing, Mich. (place to be announced 
later). 


Feb. 11—Chicago, Edgewater Beach Hotel. 

Feb. 16—Milwaukee, Wis., Pfister Hotel. 

Feb. 25—Memphis, Tenn., Peabody Hotel. 

Notices of meetings, requesting their attend- 
ance and support, are being addressed to every 
southern pine sales manager, wholesaler and 
commission man in the respective sections, with 
a view to making each gathering as representa- 
tive and each discussion as constructive as pos- 
sible. 

S@aeaeaeesaaaaaaes 
Virginia Retailers’ Program 

RIcHMOND, VA., Jan. 5.—Following is the 
complete program of the first annual convention 
of the Virginia State Retail Lumber & Building 
Supply Merchants’ Association, which opens 
Jan. 13 in the William Byrd Hotel: 

Address of welcome, J. Fulmer Bright, mayor of 
Richmond; president’s address, W. A. Barksdale, 
Charlottesville, Va.; “What the Manufacturer 
Thinks of the Retailer,’ by John M. Gibbs, secre- 
tary-treasurer, North Carolina Pine Association, 
Norfolk, Va.; “Some Hit or Miss Observations on 
the Lumber Industry,” by Charles Hill, general 
sales manager, Southern Pine Sales Corporation, 
New York City; “Dealer Distribution,’ by F. L. 
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Gilbert, vice president, Farmville Manufacturing 
Co., Farmville, Va.; “What Good Trade Ethics 
Mean to an Industry,” by Luther G. McConnell, 
vice president, North American Cement Corpora- 
tion, New York; “The Advantages of Improved 
Wood Utilization to Retail Lumber and Building 
Supply Merchants,’ by Axel H. Oxholm, Wash- 
ington, D. C. 

A turkey banquet will be served at 7 p. m., 
which will open with an invocation by Dr. F. W. 
Boatwright, president of the University of 
Richmond. Music will be furnished~by Eugene 
West and a male quartet from the University 
of Richmond. A humorous address will be given 
by Col. John R. Saunders, attorney-general of 
the State, and an address on ‘‘ Preservation and 
Development of Forests,’’ by Chapin Jones, 
State forester, University of Virginia. 


Jan. 14 there will be a closed session for 
dealers. At 10 a. m. F. W. Kling, vice president 
of Adams, Payne & Gleaves (Inc.), Roanoke, 
Va., will tell ‘‘Why Every Community Should 
Have a Local Club.’’ ‘‘ Profits and Losses’’ 
will be discussed by C. B. Harman, secretary- 
treasurer of the Southern Sash, Door & Millwork 
Manufacturers’ Association, Atlanta, Ga. ‘‘ Me- 
chanies Lien Law for Virginia’’ is the title of 
a speech by C. O’Conner Goolrick, ex-senator, 
of Fredericksburg, Va.; and W. W. Coffey, presi- 
dent of The Kinnier Co. (Inc.), Lynchburg, Va., 
will talk on, ‘Should City Dealers in Virginia 
Be Compelled to Purchase Their Goods Through 
So-Called State Distributers?’’ General discus- 
sion will follow, and miscellaneous matters will 
be taken up. 


Intercoastal Shippers Elect 


New York, Jan. 3.—Lewis B. Anderson, of 
the Krauss Bros. Lumber Co., has been elected 
president of the Intercoastal Lumber Shippers’ 
Association, to succeed Stanley D. Pearce. Wil- 
liam R. Morris, of the Clark-Nickerson Lumber 
Co., has been elected vice president, and E. H. 
Bennett, of the Eureka Lumber & Shingle Com- 
pany, secretary. The association held its annual 
dinner last Wednesday night at the Yale Club. 
Members of the sales and office forces of the 
firms represented in the association were guests. 


Optimistic Over 1927 Prospects 


PHILADELPHIA, Pa., Jan. 3.—Horace B. 
Wilgus, president of the Retail Lumber Dealers’ 
Association of Philadelphia, is very optimistic 
over prospects for 1927. In making his annual 
report to the members of his group he said in 
part: 

The Retail Lumber Dealers’ Association of 
Philadelphia has had a number of meetings during 
the year, all of which have been dinner meetings 
in the evening. These have been followed by a 
general discussion of conditions affecting the 
various phases of the trade. These sessions have 
been beneficial throughout and from the consensus 
expressed, we believe that every man has gleaned 


many ideas of help to him in the conduct of his 
business. 

At one of the meetings a suggestion was made 
that particularly appealed to me. This was that 
a campaign of publicity should be entered into, 
tending to show the consumer the advantages of 
using lumber for building purposes, and the ad- 
vantage of purchasing it from the local retailer. 
In 1927 we hope that this publicity campaign will 
be carried into effect. If so, the sales volume 
will show a gain over 1926 and we will show 
more reasonable profits. 


Toronto Lumbermen in Annual 


TorONTO, ONT., Jan. 3.—The Lumbermen’s 
Section of the Toronto Board of Trade held its 
annual meeting on Dec. 29 with W. W. Carter 
presiding. The election of officers for 1927 re- 
sulted as follows: 

Chairman—W. W. Carter. 

Vice chairman—J. B. Jarvis. 

Secretary-treasurer—Horace Boultbee. 

Directors—W. C. Laidlaw, G. BE. Spragge, A. E. 
Eckardt, A. E. Cates, A. E. Clark. 

In connection with the forthcoming elections 
of the Toronto Board of Trade, nominations 
from the Lumbermen’s Section were agreed 
upon as follows: For council of the Board of 
Trade, J. L. Campbell ;for the Canadian Na- 
tional Exhibition Board, W. F. Oliver; for the 
board of arbitration, J. B. Jarvis. 

Norman Hocken, of the Hocken Lumber Co. 
(Ltd.), Toronto, and West River, Ont., in at- 
tendance at the meeting, told of conditions in 
the North, and stated that the heavy fall of 
snow in northern Ontario during the last two 
months of the year had seriously interfered with 
cutting and skidding operations in the lumber 
camps. On account of the great depth of snow, 
some of the loggers had come out of the woods 
and stopped their activities for the time being. 
Seven large manufacturers in Ontario, he said, 
were taking out no white pine logs this winter 
because their limits had been exhausted. One 
large mill, which cut annually about 20,000,000 
feet will this season saw only about 40,000 
pieces. Other mills which ran night and day 
last summer will operate on a day schedule only, 
during 1927. Judging by the quantity of logs 
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being taken out this winter on the Georgian 
Bay watershed, the cut of white pine during 
1927 would be 150,000,000 feet less than during 
1926. This curtailment of production, he said, 
should make for improvement in market condi- 


tions. 
eaaaeaaaaaaaae 


Allied Salesmen to Meet 


Newark, N. J., Jan. 3.—The first 1927 meet- 
ing of the Allied Materials Salesmen of New 
Jersey will be held in the Newark Athletic Club 
on Jan. 10. Several hew members have been 
lined up and an interesting program has been 
arranged. 


HOO-HOO DOINGS | 


To Speak on Woodrow Wilson 


Sr. Louis, Mo., Jan. 5.—Gilbert F. Close, con- 
fidential secretary to Woodrow Wilson during 
the war and who accompanied him to Europe for 
the peace conference, will speak on ‘‘ Woodrow 
Wilson in Europe,’’ at next Tuesday’s luncheon 
meeting of the St. Louis Hoo-Hoo Club at the 
Chamber of Commerce. Mr. Close has been sec- 
retary to Clarence H. Howard, president of the 
Commonwealth Steel Co., of Granite City, for 
several years. Harry D. Gaines, president of 
the elub, will preside. 


Appointments Announced 


Appointments of Hoo-Hoo officials were an- 
nounced today by Henry R. Isherwood, secre- 
tary-treasurer, as follows: 


W. G. Deering, John Doran Lumber Co., Ta- 
coma, Wash., Vicegerent Snark of the Tacoma dis- 
trict. 

Roy Metzger, Metzger Lumber Co., Lebanon, Ind., 
Counselor for Indiana, to succeed G. W. Ziegler, 
St. Joe Valley Lumber Co., South Bend. 

William Stein, O. D. Haskett Lumber Co., In- 
dianapolis, Ind., Vicegerent Snark for the Indian- 
apolis district. 











Chaplain to Be Honored 


MINNEAPOLIS, MINN., Jan. 4.—Twin City 
Hoo-Hoo are making preparations to receive 
Parson Simpkin, Chaplain and field representa- 
tive of the order, who will be in Minneapolis and 
St. Paul Jan. 16, 17 and 18. 

On Sunday he will fill one of the Minneapolis 
church pulpits. Members of the lumber frater- 
nity will attend the services in a body. On Mon- 
day evening, Jan. 17, he will attend the annual 
banquet of the Mississippi Valley Lumber & 
Sash & Door Salesmen’s Association. 

His principal appearance will be at the Hoo- 
Hoo concatenation which is to take place Jan. 
18. He will participate in the initiation cere- 
monies when a large number of kittens are to 
be acquainted with the mysteries of the order. 

The Hoo-Hoo orchestra furnished music at 
the holiday dancing party given by the Hoo-Hoo 
club at the Calhoun Club hall Tuesday night. 
Many of the Hoo-Hoo and their wives attended 
the party. The women were given corsage 
bouquets. 





Saw Company’s Sales Convention 


INDIANAPOLIS, IND., Jan. 3.—More than 200 
representatives of the sales department of 
E. C. Atkins & Co., of Indianapolis, manufac- 
turers of saws, woodworking and other machin- 
ery, met here recently for the annual sales 
convention. The general headquarters was main- 
tained and all the sessions of the convention 
were held at the Hotel Severin. The salesmen 
spent four days at the factory. The first day 
was featured by a meeting of the Atkins branch 
managers in the forenoon. N. A. Gladding, 
first vice president and general manager of the 
company, presided at the branch managers’ 
meeting. Henry C. Atkins, president of the 
company, made an address in which he outlined 
the work of last year and made some predictions 
for 1927, all of which were favorable to more 
business. 

Among the addresses made during the con- 
vention were: ‘‘What the Advertising Depart- 
ment Has Done in 1926,’’ by Tom A. Carroll, 
advertising manager, and Paul Richey, head of 


an Indianapolis advertising agency; ‘‘ The Hard- 
ware Program for 1927,’’ by G. W. Dunning- 
ton; ‘‘The Metal Saw and Industrial Market,’’ 
by E. 8. Norvell; ‘‘The Mill Market,’’ by H. C. 
Atkins; ‘‘The Cross-Cut Saw,’’ by K. W. 
Atkins. 

The afternoon of the first day the salesmen 
heard a discussion on ‘‘Sales Statistics for 
1926,’’ by E. S. Norvell; on ‘‘Credits,’’ by J. 
G. Martin, and ‘‘Stock Records,’’ by E. C. 
Atkins. 

The forenoon of the second day was featured 
by a talk by both H. C. Atkins and Mr, Gladding. 
Luncheon was served the visitors and the after- 
noon was spent in a tour of inspection of the 
plant. A talk on factory organization was 
made by E. C. Atkins, factory manager. The 
third and fourth days were spent in sales dis- 
cussions and in inspections of particular de- 
partments of the plant. 

The convention ended with a big banquet and 
entertainment at the roof garden of the hotel. 
All the Atkins salesmen and district managers 
from all territory east of the Rocky Mountains 
attended the meeting, characterized by officials 
as one of the best and most enthusiastic the 
company ever has held. 


Installed as Clerk of Court 


New York, Jan. 3.—John F. Manning, presi- 
dent of the Manning Mill & Lumber Co., Brook- 
lyn, was installed today 
as clerk of the new city 
court in that borough. 
He has been eminently 
successful in the lumber 
business and besides his 
other attainments is ex- 
alted ruler of the Brook- 
lyn Lodge of Elks. Mr. 








J. F. MANNING, 
Brooklyn, N. Y.; 


Lumberman Now Clerk of 
City Court 





Manning is secretary of 
the Oxford Engineering 
Corporation and a mem- 
ber of the Maritime Ex- 
change. He was former- 
ly a detective in the 
police department, re- 
signing that position in 
1917 to enter business. 
He was a candidate for deputy when Commis- 
sioner McLaughlin took over control of the 
police department at the time of Mayor 
Walker’s election. 


ie . . 
Application of Reconsignment Charge 

WASHINGTON, D. C., Jan. 3.—The application of 
a reconsignment charge of $6.30 on a carload of 
southern pine lumber shipped by Usher Bros., 
Meridian, Miss., to Hobart, Ind., and thence to 
Chicago was unreusecnable. The carriers involved 
are directed to make repayment with interest from 
Sept. 26, 1925. Complainant relied solely on the 
findings of the commission in Chestnutt Lumber 
Co. vs. Director General, and several other cases, 
in which the commission held that the application 
of a reconsignment charge was unreasonable, re- 
versing several prior decisions on this point. 

In defense.of the charge in the instant case 
the defendants cited several of the earlier deci- 
sions in which the commission approved a rule 
authorizing the assessment of a reconsignment 
charge in addition to a combination of rates on 
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a reconsignment point after shipments had been 
placed for delivery. Division 4, -which handled 
the instant case, points out that these cases were 
passed upon prior to the Chestnutt Lumber Co. 
case and other cases relied upon by complainant. 

Defendants also made the point that the recon- 
signment rules in effect at Hobart, Ind., are gen- 
erally in effect elsewhere, that a principle is in- 
volved which affects the lumber traffic throughout 


the country, and that in substance, a change shoulg 
be made only after full hearing where testimony 
of all parties affected had been presented. (Com. 
plainant likewise requested the establishment of 
reasonable reconsignment rules for the future, 

Division 4 held that the record in this cage 
does not warrant the prescription of a rule for the 
future. 





LUMBER CLUBS 














New Officers to Be Installed 


EVANSVILLE, IND., Jan. .3.—The regular 
monthly meeting of the Evansville Lumbermen’s 
Club will be held Tuesday evening, Jan. 11, in 
the Peacock room of the Vendome Hotel here, 
Louis A. Holtman, of the Globe-Bosse-World 
Furniture Co., newly-elected president, will be 
installed and will announce his standing com- 
mittees for the year. 


New Yorkers’ New Year Party 


NEw York, Jan. 3.—Not to be entirely out- 
done by its protege—the Nylta Club—the New 
York Lumber Trade Association followed up its 
offspring’s Christmas party with a New Year’s 
celebration, held last Wednesday in the Na- 
tional Republican Club. ' Delicacies for the oe- 
casion, including two large turkeys, were pro- 
vided by Conrad Pitcher, from his farm in Co- 
lumbia County, New York. Neil Kennedy pro- 
vided a program of songs, dances and stories 
and all-around it was a merry occasion. Richard 
8S. White and Joseph F. Murphy,former presi- 
dents of the association, made brief addresses, 


Memphians to Install Officers 


MEMPHIS, TENN., Jan. 3.—The first 1927 
meeting of the Lumbermen’s Club of Memphis 
will be held at the Hotel Gayoso on Jan. 13, 
at which time the newly elected officers will be 
installed. Committees for the new year will be 
announced by President Paul Rush at this 
meeting. 


South Bend Hardwood Club Elects 


SoutH BEnp, INp., Jan. 4.—The South Bend 
Hardwood Club held its annual election a few 
days ago, and chose the following officers to 
earry on the work during 1927: 


President—Paul Berry, of the Berry-Enright 
Lumber Co. 


Vice president—Harold Shafer, of the Cyrus C. 
Shafer Lumber Co. 
Secretary-treasurer—Harry H. Maus, 


of the 
Harry H. Maus Lumber Co. 


The club expects a very active year along the 
lines it has been following since its organization. 


“Old Timers Club”? Grows 


CoLumBus, OHIO, Jan. 3.—The ‘‘Old Timers 
Club’’ of the W. M. Ritter Lumber Co., with 
headquarters in Columbus, was increased by the 
addition of fourteen new members during 1926, 
according to H. E. Everley, secretary. The 
club has two classes of those who have had ten 
years of service with the company or junior 
members and those who have had twenty years’ 
service, or senior members. The club was started 
about three years ago and was the idea of W. 
M. Ritter, head of the company, who believed 
that some sort of organization for members of 
long service should be launched. While the 
headquarters of the club are in Columbus 
branches are located at the mills of North and 
South Carolina, named No. 1 branch; the mills 
of West Virginia in No. 2 branch; the mills in 
Buchanan County, Virginia, and Kentucky in 
No. 3 branch and the mills in Dickerson County, 
Virginia, in No. 4 branch. 

No general meetings of the club are possible 
because of the fact that the members are scat- 
tered over about a dozen States. As a member 
becomes eligible to either class of membership 
he is enrolled in the organization and is given 
a badge. Badges for the junior class of mem- 
bership consist of gold with a blue enameled 
center containing the words ‘‘Old Timers Club’’ 
with a letter ‘‘R’’ in the center. The badges 


for the senior members are of solid gold with 
the same inscription. 
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Instalment Buying Creates Expense That 
Offsets Efficiencies in Production 


FitcHpurG, Mass., Jan. 3.—Atvan T. Sim- 
onds, president Simonds Saw & Steel Co., has 
written an interesting article on ‘‘ Looking 
Ahead,’’ for publication in the January issue 
of ‘‘Simonds’ Guide for Millmen.’’ In this 
article he discusses in an interesting way the 
pros and cons of instalment selling. Mr. Sim- 
onds says: 


Not so long ago, the middleman was the target 
for all kinds of misunderstanding and abuse. It 
seemed at that time, from the attitude of the 
American buyer as expressed in speeches, articles 
and books, that the middleman would soon be as 
extinct as the dodo. 

But the American is given to contradictions and 
paradoxes. He moves fast in whatever direction 
he is headed—then suddenly he reverses or is off 
at a tangent. Instead of doing away with middle- 
men (those who take a profit between the producer 
and the consumer), he has reversed, and has great- 
ly increased their number by a very unusual ex- 
tension of instalment buying. This form of buying 
has added to the number of salesmen, of credit 
men, financiers, collectors, clerks and others, and 
has increased the spread between the cost of 
production and the price to the ultimate consumer. 


Old and New Instalment Selling 
It is new only in being extended into new fields. 
Fifty years ago, sewing machines were sold on the 


instalment plan, and furniture for almost as long 
a time. Getting a home or an education by paying 


Effects on General Welfare 


The most important question is what is to be 
the effect of instalment buying upon the general 
welfare, present and future. 

The standard of living in the United States has 
been raised in the last few years by increasing 
wages and lowering production costs. Is the con- 
sumer off-setting the savings in the cost of pro- 
duction, by adding (by buying on instalments), 
to costs of distributing and selling? Is he in this 
way breaking or stalling the rapid upward move- 
ment in the standard of living which has been so 
noticeable since 1922? 

Has instalment buying slowed up the accumula- 
tion of additional capital in the United States? 
The world is short of capital, due to the losses 
of the war. Much of the distress in foreign coun- 
tries is due to this fact. Our prosperity in the 
long run depends to a greater extent than most 
men know, or are willing to admit, upon the pros- 
perity of the other peoples of the earth. 

It is claimed that instalment buying has so 
increased the demand for some goods as to make 
mass production possible, which has resulted in 
decreased purchasing prices for all consumers. It 
is to be noted in this connection that Henry Ford 
had developed mass-production before he adopted 
the plan of selling on instalments. Competition by 
others who also desired to produce in great quan- 
tities seems to have introduced instalment buying 
into the automobile business. 

It is claimed that instalment buying has abol- 
ished strikes which formerly cost hundreds of mil- 





I SEE NO WAY— 


about it. 


day. 





To restore respect for law except for parents to set the example. 
To save the home without all of us investing some time in it. 
To make the people religious if we spend all our energy arguing 


To bring back easy times without all of us doing some hard work. 
To make a success of business without first making a success of life. 
To elect honest men to office if honest men stay at home on election 


To run a business without someone being boss. 








for it on instalments, was approved by all. It de-. 


veloped strength of character and made good citi- 
zens. Consumers’ credit is not new. The easy 
terms upon which it may be had, and the kind 
of purchases to which it may be applied, are new 
in instalment buying. Is it good business, and 
where is it leading? 

It is doubtless good business, temporarily at 
least, for the seller who does not carry the risks 
of financing it. It is, for the time at least, good 
business for the seller who carries the financing, 
if credit is extended only on sound principles such 
as the best banks follow. 


From the Buyers’ Point of View 


It is good business for the buyer if he gets 
more for his money than he would by saving it 
month by month, until he has enough to buy for 
cash. 

In the first case, he has the use of the article 
while paying for it, and in the end he pays con- 
siderable more for it—estimated variously from 25 
to 100 percent more. 

In the second case, his money has been earning 
interest in tne savings bank. He has had the 
fun of watching it grow, and the great joy of mak- 
ing his desired purchase at a worth-while discount 
for cash. In a period of falling prices like the 
present, he may also make a considerable saving 
on the purchase price, in addition to the discount 
for cash. He has had the savings, during the time 
they were gathering, as an emergency fund. He 
has developed the habit of saving and of thrift. 
He has been, during the time, free to change his 
mind about the purchase, and to use his savings 
for something that he may really need and desire 
more. 

It is a bad thing for the buyer if he over-ex- 
tends, as he is tempted to do when credit require- 
ments are relaxed. Over-extension is one of the 
most frequent causes of business failure. In buy- 
ing on instalments, the buyer is really in business 
using credit and, as in any business, he is open to 
the danger of over-extending. 


lions annually. A worker with instalments to be 
paid for months ahead is not likely to strike. 


Credit Extension and Interest Rates 


Some say instalment buying is curbed and 
checked by credit rates, and that there is no more 
danger from this kind of credit than from other 
forms to which we are accustomed. In Europe 
business cycles are called credit cycles. Rates for 
credit in the United States rapidly increased in 
1920. Credit was restricted, but this did not pre- 
vent the depression of 1921. Credit restriction, 
with high rates, practically always shows a. dan- 
gerous condition which is corrected only by depres- 
sion in business. Unsound credits accumulating, 
after a time, cause a business depression with 
unemployment and an extraordinary number of 
business failures. 

Whether instalment buying has created,. and is 
now adding, unsound credits, the future (and very 
likely the near future) will show. Even a com- 
paratively slight slowing of business below what 
it is now, in December, 1926, will bring unsound 
credits to notice. A few unexpected business fail- 
ures may start the ball downward, gathering mate- 
rial and momentum as it goes, picking up unsound 
credits extended for instalment purchases. 

There are moral questions involved which we 
have not sufficient space to consider. Does instal- 
ment buying undermine the ancient virtues of 
thrift, prudence, and self-denial? Does it encour- 
age reckless buying and spendthrift habits? Does 
it weaken moral fibre and judgment as to real 
values? These and many others. 


A PATENT for a power hand saw has been 
given by the Federal patent office to Joseph Lee, 
of Milwaukee, Wis. The saw is so small that a 
carpenter can carry it to his job, and it weighs 
six pounds, yet it has sufficient power to cut 
through a 12-inch oak plank in twelve seconds. 
A safety guard encloses the saw. 


4 E shall be like a tree.” 
God’s ewn description of a 


“He shall be 


like a Tree” 


WILL take for granted that you 

know the poem from which this 

quotation is taken and go ahead 
with my story. At Winona Lake, Ind., 
a couple of years ago, two men 
were walking down one of the shady 
streets. One was an old gentleman 
whose face told plainly that he had 
battled with life’s greatest problems 
and won. Suddenly the old gentle- 
man stopped, saying: “I want to show 
you a couple of trees.” The younger 
man waited, for he had been shown 
trees before. 


Lifting his heavy cane the old 
gentleman pointed across the park 
to a spot a hundred yards away. 
“See,” he said, “what a beauty it is. 
How perfect is its shape and what a 
beautiful shade of green. And yon- 
der, a little to the left, is the other. 
It is just as fine a tree, but of an en- 
tirely different type. Trees are like 

~folk. They are wonderful. They are 
worth making your friends.” 


& 
It is 


man. Some trees bear fruit 
that is sour and unpleasant and, once 
tasted, is always avoided. Some trees 
are covered with thorns and are never 
leaned on twice. Are you like those 
trees? Do folks avoid you because 
you are sour and sharp? 


But most trees are not so. Some 
grow especially for shade. A big elm 
or a spreading oak makes a fine shade 
for children to play in. And some 
people are like that. You naturally 
turn to them when you are weary and 
discouraged and you come away re- 
freshed. Some trees are for orna- 
ment. A handsome man, a beautiful 
girl adds so much to a company— 
unless they have what no tree has, 
pride of spirit. Some trees are for 
fruit. What a sight is an orchard of 
Winesaps or Grimes’ Goldens. What 
jolly nights are in store next winter 
because they bear fruit. Some lives 
are given to fruit bearing—service. 
Some trees are for building; others 
for fire wood. So some lives seem to 
be made for sacrifice. Parents, teach- 
ers, leaders put their lives into the 
lives of others. 


$ 


5 E shall be like a tree.” Oh, be 
a tree that children love, that 


men admire, that the world val- 
ues and that God honors. Be a tree 
with your roots in God and your 
branches reaching out into the lives 
of others. 
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California White and Sugar Pine Association 
Trade Extension Campaign 


[Special to AMERICAN LUMBERMAN via Air Mail] 

SAN FRANciscoO, CALIF., Jan. 4.—Perhaps the 
greatest trade extension campaign ever planned 
by the lumber industry is about to be started by 
the California White & Sugar Pine Manufac- 
turers’ Association under the supervision of 
the advertising committee and Austin Black, 
manager of promotion and advertising. The 
scheme, which is by far the most pretentious 
ever planned by the association, will reach mto 
every principal city of the East and middle 
West by personal touch of trade extension men, 
recently named by the association: Prof. 
Emanuel Fritz, trade extension engineer, and 
Charles M. Oliver, special representative of the 
association. 

Two complete exhibits of California pines, 
white fir and some items of incense cedar have 
been prepared for exhibition at the various 








Association of Pennsylvania, going from there 


to Milwaukee for the gathering of the Wisconsin 
Retail Lumbermen’s Association, Feb. 15 to 17. 
Following Mr. Oliver’s Kansas City date, he will 
attend the meeting of the Michigan retailers at 
Lansing, Feb. 2, 3 and 4, and then the Illinois 
Lumber & Material Dealers’ Association at Chi- 
cago, Feb. 9, 10 and 11. 

Letters are being sent to architects, builders 
and others who are not likely to attend the con- 
vention of lumbermen, asking that they take 
time to attend the exhibit and get first hand 
knowledge of California pines and white fir. 

Both exhibits (they are identical) will be of 
unusual interest this year because the boards 
will be fastened in large metal brackets which 
were especially made so it will be possible for 
all of the boards in the exhibit to be seen at a 
glance, and for them to be compared one with 








ments of the public schools will also be called 
on by the professor, who has for the last few 
years been instructor in forestry at the Uni- 
versity of California. 

Disposition of the second exhibit has not yet 
been decided by the association, but it will be 
placed in some large city which is classed as a 
buying or market center. 


Consumption of Box Boards 


Boston, Mass., Jan. 5.—Prof. Richard T. 
Fisher of Harvard University, director of the 
Harvard Forest at Petersham, Mass., has been 
conducting a survey of the wooden box industry 
of New England in behalf of lumbering inter- 
ests and of the New England Council. Le 
stated recently to the news representative of the 
AMERICAN LUMBERMAN that after interviewing 

















Exhibit of California White & Sugar Pine Manufacturers’ Association, which will be shown at retailers’ conventions throughout middle West 


conventions of retail lumbermen throughout the 
eastern and mid-western cities. In charge of 
one of these displays will be Prof. Fritz and 
with the other Mr. Oliver will be in charge of 
exploitation. Both men will leave San Fran- 
cisco this week to attend opening days of con- 
ventions; Prof. Fritz at Indianapolis on Jan. 
12 and 13 and Mr. Oliver at Minneapolis on Jan. 
18-20. Prof. Fritz will then go to the Ohio 
Association of Retail Lumber Dealers’ meeting 
at Columbus, Jan. 17-21 inclusive, thence to 
Syracuse, N. Y., where he will attend the con 
vention of the Northeastern Retail Lumbermen’s 
Association, Jan. 25 to 27. 

Mr. Oliver’s exhibit will be reopened at Kan- 
sas City, Jan. 26-28, at the convention of the 
Southwestern Lumbermen’s Association. Prof. 
Fritz will unwrap his specimens at Pittsburgh, 
Feb. 1 to 3, for the Retail Lumber Dealers’ 


the other without disturbing the arrangement of 
the exhibit. This will be appreciated by lum- 
bermen who are ‘‘stickers’’ on grades. 

Another exhibit showing the advertising mat- 
ter of the association will also be maintained. 
Trade magazine copy, information sheets and 
the various booklets that the association is dis- 
tributing to the trade and to architects, builders 
and home-owners will be shown. Copies of these 
books will also be on hand for distribution. 

Following the retail dealers’ conventions one 
of the displays will be placed on permanent ex- 
hibit at Chicago and Prof. Fritz will be given 
headquarters in that city to conduct field re- 
search work among architects, builders, con- 
tractors, deaiers and manufacturers in the inter- 
est of California pines. He will also coéperate 
with universities where wood technology and 
lumbering is taught. Manual training depart- 


about 95 percent of the wooden box manufac- 
turing plants in the six New England States he 
computed the annual consumption here of New 


England grown boxboards to be 450,000,000 
board feet. 


Expect to Rebuild Destroyed Plant 


LAUREL, Miss., Jan. 3.—J. W. Bailey, vice 
president and manager of the Eastman-Gardiner 
Hardwood Co., here, states that while no definite 
plans have as yet been made, it is quite certain 
that the planing mill and dimension plant which 
burned recently will be rebuilt. The new plant, 
continued Mr. Bailey, will be strictly modern, 
operated by electric power, and constituted of 
machinery for dressing, resawing, ripping and 
eutting up. 
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Drive Against Wood Shingles 


The National Lumber Manufacturers’ Asso- 
ciation is concerned over the drive which is be- 
ing made in New York City against wood shin- 
gles and frame construction. A committee of 
the board of aldermen has favorably reported 
an ordinance that entirely eliminates wood shin- 
gles from Greater New York. Members of the 
board individually are said to be unwilling to 
pass it, but the pressure on them is terrific and 
its enactment is frankly conceded. Every in- 
surance company in New York is exerting all 
its influence in favor of the ordinance. The 
New York Board of Fire Underwriters and the 
National Board of Fire Underwriters have men 
constantly on the job and they manage to get 
publicity for their arguments in the local press. 

Encouraged by success in this direction, those 
behind the movement are preparing another 
ordinance which, by extending the fire limits 
almost to the city boundaries, will, if enacted, 
practically eliminate frame construction from 
the many square miles of unimproved land in 
Greater New York. The latter ordinance is 
now in charge of an architect under retainer 
to one of the big insurance companies, accord- 
ing to information reaching the National asso- 
ciation. Preliminary publicity has been re- 
leased and it is expected the same groups will 
get behind it as are supporting the shingle 
ordinance. 

In this connection it is pointed out that for 
years there have been large areas of well pro- 
tected frame construction in Brooklyn, that no 
conflagrations have occurred, and no doubts of 
the safety of these dwellings expressed. 

The antilumber forces apparently are strong- 
ly intrenched, and have been at work for a long 
time. The difficulty, from the lumber point of 
view, is that once such a project is put over in 
Greater New York those behind it will turn their 
attention to other large cities and point to the 
action of the New York board of aldermen as 
an example to be followed. 


National Secretary’s Itinerary 


On Jan. 13 Wilson Compton, secretary-man- 
ager of the National Lumber Manufacturers’ 
Association, will attend a meeting of a com- 
mittee consisting of R. 8. Kellogg, Elbert Baker, 
8. D. Dana, O. M. Butler and representatives 
of the Forest Service, to discuss a proposal for 
additional legislation to provide an appropria- 
tion of $1,000,000 for forest research work, much 
of which would be carried on by the Forest 
Products Laboratory. 

On Jan. 14 Mr. Compton will address the con- 
vention of the Indiana Hardwood Lumbermen’s 
Association at Indianapolis. 

Mr. Compton also will attend the meeting of 
the Hardwood Manufacturers’ Institute at Mem- 
phis on Jan. 20. 

On Feb. 2 he will address the Canadian Lum- 
bermen’s Association at Montreal on the sub- 
ject of trade extension. 


Navy Department’s Purchases 

To further extend business relations and to 
eodperate more fully with sources of supply for 
its material requirements, the Navy Department 
has recently asked the business world to offer 
constructive criticism and suggestion on its pur- 
chasing procedure. The survey being made is 
in accordance with the policy of Rear Admiral 
Charles Morris, paymaster general of the Navy, 
that the bureau of supplies and accounts, the 
central purchasing office of the Navy, make its 
purchases conform to standard commercial prac- 
tice as far as possible within the limiting pro- 
visions of law and the special requirements of 
the naval service, in order to obtain the best 
possible prices consistent with quality. More 
than 10,000 copies of a circular letter bearing 
on the subject of ‘‘codperation’’ have been sent 
to prospective sources of supply. In this letter 
the Navy invites comment on the clearness of 
its specifications and proposal forms, on its 


packing requirements, the quantities purchased, 
the method of grouping items and the time of 
year of purchase. The replies from all sections 
have been numerous and gratifying. During the 
last fiscal year the bureau of supplies and ac- 
counts placed orders for supplies and equipment 
aggregating $55,344,574.12. j 


Utilization of Short Length Lumber 


Chester J. Hogue, of the West Coast Lumber 
Bureau, has advised the National Committee on 
Wood Utilization of plans to erect a bungalow 
of short length lumber on the roof of the Win- 
throp Hotel, Tacoma, Wash., as a demonstration 
of what can be done along this line for the 


benefit of the western retailers, who hold their. 


convention there in February. 

Axel H. Oxholm, director of the National 
Committee on Wood Utilization, and Dudley F. 
Holtman, assistant director, feel that this prac- 
tical demonstration of utilization of short 
lengths will be very helpful. 


Decrease in Ship and Boat Building 

The Department of Commerce announces that 
according to data compiled by the census bu- 
reau, establishments engaged primarily in ship 
and boat building, including repair work, re- 
ported for 1925 a combined output valued at 
$177,151,000, a decrease of 16.9 percent com- 
pared with $213,232,000 for 1923, the last pre- 
ceding census year. It is noted that the value 
of output for this industry does not include the 
total value of completed vessels, but only the 
value of the work ane during the year. The 
figures do not include work done in plants 
owned by the Federal Government. 

The total for 1925 was made up as follows: 
Steel vessels of 5 gross tons and over—number 
launched, 369; gross tonnage, 242,028; value 
of work done during the year, $35,929,000. 
Wooden vessels—number launched, 865; gross 
tonnage, 109,707; value of work done during 
the year, $10,195,000. Boats of less than 5 gross 
tons were valued at $6,175,000. 

The value of work done in 1925 on vessels 
under construction but launched prior to the 
beginning or after the close of the year: Steel 
vessels, $16,435,000; wooden vessels, $1,849,000. 

The amount received for repair work on steel 
vessels during 1925 was $61,501,000, and on 
wooden vessels, $27,604,000, a total of $89,105,- 
000, or 50.3 percent of the aggregate value of 
all work done during the year. 


Agricultural Codperative Marketing 


Although agricultural coéperative marketing 
in the United States from 1915 to 1925 increased 
considerably more in some parts of the country 
than in others, ten States that were well in the 
lead at the beginning of the period held ap- 
proximately the same positions at its close. 
These States were Minnesota, Iowa, California, 
Wisconsin, Illinois, North Dakota, Kansas, Ne- 
braska, New York and Michigan. 

According to the Department of Agriculture, 
in the 10-year period agricultural coéperation 
increased in every section of the country except 
in a few remote corners. In nine groups of 
States codperative association membership more 
than doubled, the greatest gain being recorded 
in the south central States and the least in the 
Pacific coast States. Approximately 31 percent 
of the country’s codperative membership at the 
close of 1925 was in the west north central 
States, 21 percent in the east north central 
States, 11 percent in the east south central 
States and 10 percent in the south Atlantic 
States. 

Volume of business, as measured in dollars, 
increased more than membership. Business han- 
dled codéperatively for farmers in 1925 in the 
west south central States, the east south central 
States, the south Atlantic States and the New 
England States was more than 1000 percent 
greater than in 1915. For the east north cen- 
tral States the recorded business gain was 520 





Package Car Service 
from Chicago 


Did you ever stop to think that 38 railroads 
with over 109,000 miles of track, have their 
terminus in Chicago? This is more than the 
combined mileage of the United Kingdom, 
France, Germany, Holland, Sweden and Den- 
mark, which is some mileage. 


Package ear service will make deliveries the 
following morning to almost any territory 
within 100 miles of Chicago, which means you 
have Oak Flooring at your station the follow- 
ing morning if we can have your order before 
noon by ’phone or wire. 


Chicago is the greatest 
point of distribution in 
the world and excels 
every other for distance 
shipments in the least 
time. Send your rush 
orders to us—The House 
of Pleasant Dealings and 
No Quibbling—and be 


convinced. 





Wire our 
expense for prices. 


E. BARTHOLCM ‘W HARDWOOD CO., 
3403 West 48th Place 


Earl Bartholomew 


CHICAGO 
Phone Virginia 0200 
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Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one— 
your credit loss. That you can only guess 
at. And how often you miss the mark, 
you, only, know! Because of present con- 
ditions, your credit loss is more of a 
problem than ‘ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

hus your credit loss for twelve months 
is determined in advance and nothing can 
increase it. ° 

The cost of Credit Insurance is small 

compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 


OF NEW YORK 
511 Locust St. 1751 Ill. Mer. Bank Bldg. 537 Mer. Exch. Bldg., 
St. Louis; Mo. San Francisco, Cal. 











Chicago. II]. 





























Our 36 Years’ 
Experience 


in scientifically designing and cor- 
rectly building saw mills, will no 
doubt, save you money on a new mill 
or remodeling your present plant. We 
absolutely guarantee all of our work. 
We have recently built mills for 


Adams-Banks Lbr. Co., Morton, Miss. 
Brewer-Neinstead Lbr. Co., Palmetto, La. 


Learn more about our engineering service. 


LHRALLES HEA 


ICAL SAWMILL ENGINEERS AND DESIGNERS > 








Lake Charles, La. 
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experience in 
Lumbermen’s 
Reciprocal 
Insurance 


The 
LumBer UNDERWRITERS 


A. B. BANKS & CO., Mgrs. 
LITTLE ROCK, ARKANSAS 





























SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Givesmeasure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; HintstoLum- 
ber Dealers; Wood 
Measure; SpeedofCir- 
cular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
Growthof Trees; Lan 
Measure; ages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


t t the United States 
and Canada. 


oan Eos 50 Cents 


S. E. FISHER, P.0. Box 197 


ROCHESTER, N. Y. 





Sy, hand rs bh 











You Can Positively 
Increase Your Sales 


—by using Clancy's Red Book Service of infor- 
mation as an aid in your sales and credit work. 


The Red Book is a complete directory of car- 
load buyers of lumber and allied products and 
new names are furnished TWICE a week asa 
part of this service. 


Write for Pamphlet 49-S, giving rates 
and full particulars. 


= our Collection Department any time on 
ordinary past due or disputed accounts, wheth- 
er or not you are a subscriber. 


For rates ask for Pamphlet No. 49-C. 


Lumbermen’s Credit Association 
608 S. Dearborn Street 
CHICAGO, ILLINOIS 


Eastern Heodemacteces 35 S. William St. 
NEW YORK CITY 

















percent, and for the mountain States 246 per- 
cent, 

Grain marketing associations were the most 
important commodity group in 1915 and still 
held that position in 1925, although their rela- 
tive dominance was less. Their volume of busi- 
ness increased 159 percent in ten years. Asso- 
ciations marketing dairy products handled 500 
percent more business at the end of the 10-year 
period than at the beginning. During this 
period there was an increase of more than 1000 


BiG T 
7 bogey men 


percent in the number of active live stock ship. 
ping associations. 

Although theré were fewer cotton and fewer 
tobacco coéperative associations in 1925 than 
in 1915, the membership and business of these 
associations increased enormously. Each of the 
two groups had a gain in membership of more 
than 1500 percent. Business handled by cotton 
codperatives increased 9887 percent in the 10- 
year period, and that of tobacco marketing as- 
sociations increased nearly 1300 percent. 
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Exports and Imports for 11 Months 


WASHINGTON, D. C., Jan. 4.—United States lum- 
ber exports for the first eleven months of 1926 
totaled $133,488,275, against $130,501,694 for the 
same period of 1925, an increase of nearly $3,000,- 
000. The rise in values, according to the lumber 
division, Department of Commerce, resulted from 
an increase of approximately $2,200,000 on man- 
ufactured exports and an increase of about $1,750,- 
000 on rough products, less a decrease of $950,000 
on exports of sawmill products. Part of the de- 
crease in value of sawmill products represented a 
lessened export of certain items of both hardwood 
and softwood. In part the decrease was due to 
lowered values, the quantities exported for redwood, 
chestnut and poplar lumber having shown actual 
increases while the total value for these woods 
decreased, 

During the first eleven months last year exports 
of sawmill products totaled $88,817,810; wood 
manufactures, $34,524,111, and rough products. 
$10,144,354. 

For the same period of 1926, lumber imports 
into the country had a total value of $94,186,276, 
a decline of about $3,000,000 under the year be- 
fore. Of the total lumber imports in 1926 soft- 
wood accounted for $45,233,698. 


Canadian Lumber Conditions 


WASHINGTON, D. C., Jan. 3.—Lumber prices 
still remain unsatisfactory in Ontario, although 
stocks are lower and mills are gradually closing 
down before the freeze-up, according to Consul 
J. D. Hickerson, Ottawa. The 1926 cut is ex- 
pected to be less than that of 1925. Several of 
the larger mills are reported to have exhausted 
their timber limits and hence will do only customs 
sawing this year. The white pine cut will thus 
be lessened. A drop in building in the United 
States and Canada is foreseen by the Ontario 
trade for 1927, but the English market is expected 
to revive. 

Consul Romeyn Wermuth reports’from the St. 
John district of New Brunswick that the increase 
in the number of portable sawmills put into the 
New Brunswick woods for operation near the 
scene of logging is an outstanding feature of the 
woods season, which is now well opened. Curtail- 
ment is the order of the day on the north shore, 
but in the central and southern parts of the Prov- 
ince operations are about on the scale of last sea- 
son. Decrease in the size of the logs cut and in- 
creased distances for stream driving are given as 
the chief reason for the change from the large 
stationary mill to the small portable mill. Op- 
erations in the northern counties to date have es- 
timated a cut of 80 to 85 percent of that of. last 


season. 
(‘swaannaaanae 


Imports into French West Indies 


WASHINGTON, D. C., Jan. 3.—On the basis of 
customs figures of Guadeloupe, French West In- 
dies, which indicate weights only, imports of lum- 
ber during 1925 are computed to have amounted 
to approximately 3,885,000 board feet, according 
to Raymond Phelan, American vice consul, Guade- 
loupe. Of this total 2,975,000 feet was pitch pine 
from the United States. Other pine and softwoods 
totaled 690,000 feet. Imports from Canada were 
about 175,000 feet. The remainder, imported from 
the nearby French and American West Indies, was 
also probably of United States and Canadian ori- 
gin. Most of the lumber imported is carried in 


sailing vessels. . ‘ 
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Raft Driving Operations in China 

WASHINGTON, D. C., Jan. 3.—The timber mer- 
chants and lumber mills at Antung, Fengtien 
Province, China, on the Yalu River, have experi- 
enced an unfortunate season throughout 1926, ac- 
cording to a report from Angus I. Ward, Mukden. 
During the early months raft driving operations 
were handicapped by low water in the Yalu due 
to the drouth. Up to the last week of July a total 
of 910 rafts had arrived at Antung, against 2,962 


during the same period last year. With the ad- 
vent of heavy rains in July and August the river 
rose so rapidly that many rafts were broken up 
and swept into the sea. It has been estimated 
that rafts valued at a total of $720,000 (Uniteda 
States currency) were broken and lost. While it 
is said to be probable some of these logs will be 
recovered, a large loss confronts the Antung mer- 
chants and mills. Stocks of logs and square 
timbers at Antung continue to be so low that 
North Manchuria timbers are moving freely in 
the markets of South Manchuria. Timber mer- 
chants at Mukden report an unprecedented .good 
season in pine square timbers, brought about by 
the building boom in that city. 

The Kirin-Tunhua Railway, now under con- 
struction, will open a large area of virgin forest 
in the southeastern part of Kirin Province. Sey- 
eral enterprises for the exploitation of these for- 
ests are under projection. 


French Lumber Imports Increase 

WASHINGTON, D. C., Jan. 3.—French imports of 
lumber of all kinds and from all sources show an 
increase of about 20 percent as compared with 
1925 imports for the first nine months of 1926, 
according to Consul Raymond Davis, Paris. Pre- 
liminary official customs figures place the total for 
the first nine months of 1926 at 1,497,308 metric 
tons, compared with 1,179,297 metric tons. 

Construction lumber imports made the largest 
gain, increasing from 807,025 metric tons in 1925 
to 1,038,776 metric tons in 1926. 

Decreases in imports were noted from Austria, 
Czechoslovakia, Spain, Argentina and the United 
States. 


Belgian Trade in American Lumber 


WASHINGTON, D. C., Jan. 3.—On the whole the 
market for American lumber in Belgium during 
October remained calm, says D. McK. Key, vice 
consul at Antwerp. A slight increase was noted 
in the demand for American lumber products. It 
is anticipated that the recent stabilization of the 
Belgian franc will bring about a favorable reac- 
tion on importations of American lumber because 
local importers are now in position to operate 
with greater confidence. 

Mr. Key notes a great increase in the activity 
of the Belgian lumber industry. In October the 
general condition of the Belgian industry was ex- 
cellent. Sales of Belgian lumber were numerous 
and prices advanced as much as 30 to 40 percent. 





Fir finds favor for frames, finish, 
fences from Frank’s family. 


See Piperism contest, page 76. 





In Virton, one of the important lumber centers, 
the volume of orders increased 70 percent over 
October, 1925. It is, therefore, apparent that the 
restrictions placed upon the exportation of lumber 
from France have served to stimulate the Belgian 
lumber industry. 

During October an Italian vessel brought to 
Antwerp a consignment of 2,178,000 feet of Aus- 
trian oak, the largest shipment received from Aus- 
tria since 1914. 


Melbourne Market for Coast Woods 


WASHINGTON, D. C., Jan. 3.—J. B. Foster, as- 
sistant trade commissioner at Melbourne, Aus- 
tralia, reports that the position in regard to 
Douglas fir supplies in Melbourne has been greatly 
improved by the arrival of several steamers from 
the United States. It is reported there are now 
sufficient stocks on hand for immediate require- 
ments. The outlook for continued heavy imports 


of both Douglas fir and redwood is said to be ex- 
cellent, as building operations are brisk and, ow- 
ing to a good wool and wheat season, money should 
be plentiful. 
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A recent survey of conditions in the millwork 
industry in the Southeast tends to show that in 
spite of the fact that low cotton prices rather 
seriously retarded construction in the district dur- 
ing the latter part of the year, the industry en- 
joyed one of the biggest years in its history, ac- 
cording to C. B. Harman, secretary Southern Sash, 
Door & Millwork Manufacturers’ Association, At- 
lanta, Ga. The factories in the Southeast were 
particularly busy, it was shown, during the forepart 
of the year, with an unusually large business dur- 
ing the spring and early summer, and not far below 
a normal business during the latter part of the 
year. It is interesting to note that millwork manu- 
facturers expressed the opinion that their business 
would have been very much larger for the period 
had it not been for the inroads made by substi- 
tute materials, which took away several) hundred 
thousands of dollars’ worth of business that the 
millwork plants would otherwise have handled. 
This situation has caused the industry in the South- 
east to give its unqualified support to the national 
wood advertising campaign planned by the National 
Lumber Manufacturers’ Association, and indica- 
tions are that the southern plants will subscribe 
liberally for this campaign. As regards the 1927 
outlook, present conditions give promise of as good 
business during the first half of the year as in 
1926, as manufacturers in the district are at 
present figuring on a larger amount of new con- 
struction work than is usual at this season. 


According to F. Oliver Keely, secretary of the 
Sash & Door Manufacturers’ Association, of Phila- 
delphia, Pa., the year just closed has been very 
active. The majority of the mills report fair busi- 
ness throughout 1926. Another official states that, 
“The dealings of the sash and door makers with 
the architects are going to be more mutually satis- 
factory in 1927, as we have taken steps to under- 
stand each other better. The American plan shop 
is proving highly agreeable to both the employee and 
the employer. In spite of the slight curtailment in 
production we will make every effort to keep wages 
up to the 1926 level. Fewer losses should be re- 
corded this year, inasmuch as credits are being 
more carefully scrutinized.” 


Sash and door mills in the Minneapolis-St. Paul 
{Minn.) territory continue to mark time, pending 
what the new year will hold in earliest trade 
barometers. Many of the mills are still taking 
inventories, while those which are operating are 
on light schedule. There has been some inquiry, 
especially from the rural districts. Some of the 
sash and door manufacturers indicate a belief that 
when new discount cards are issued they will show 
a trend toward increases in many of the items. 
This forecast is based on the known fact that 
prices in this market have been at low level. 


Operators of interior finish and sash and door 
plants at Duluth, Minn., are operating at full time, 
with sufficient orders reported to have been booked 
to assure a continuance of activity for some time 
ahead. Prices are being firmly maintained through 
the list. 


The Buffalo (N. Y.) mills and interior trim plants 
are doing little just at present owing to the influ- 
ence of the holidays and inventories, as well as 
Building is fair for this time of 
year, but not many new projects are being carried 
out at this time. The outlook is considered favor- 
able for business as soon as weather moderates. 


Kansas City (Mo.) plants are beginning to get 
a larger local inquiry for special jobs, and sales 
managers generally consider the outlook as good 
as, if not better than, at the same time last year. 


Millwork and sash and door plants in Columbus, 
Ohio, are looking forward to a fairly steady busi- 
ness during the early part of the year. Orders are 
not large, but prospects are for a good season. 


Baltimore, Md., construction work of a certain 
kind has been continued almost without a check, 
and requirements of the builders in the way of mill 
products were larger than might have been ex- 
pected, 


The American Glass Review says of the recent 
course of the window glass market: “Uncertainty 
over the probable course of window glass prices 
gave way to something akin to shock over the 
Christmas holiday following the announcement of 
new discounts by the American Window Glass Co., 
which were and are being met by other producers. 
Whatever may be the opinion concerning the new 
prices and their possible effect, it is certain that 
1927 is welcomed by the flat glass trade with the 
hope that the price changes of December, 1926, will 
not be repeated soon. It probably will be several 
weeks before conditions in the flat glass trade be- 
come sufficiently stabilized to consider future de- 
velopments. Readjustments downward in the prices 


for both plate and window glass are bound to have 
an unsettling effect, but as far as 1927 business 
is concerned it is better to have the period of un- 
certainty at the start of the year than later.” 


New Mexico Plant Changes Hands 


ALBUQUERQUE, N. M., Jan. 3.—The Southwestern 
Sash & Door Co. has bought the local plant and 
stock of the Chicago Mill & Lumber Co. J. M. 
Doolittle and John Munn, of the Albuquerque 
Lumber Co., have been president and secretary, 
George A. Kaseman, vice president, and George 
Simms, manager of this company, whose two-story 
mill, established fifteen years ago and covering 
with lumber sheds six lots, has been a real factor 
in the building of the Rio Grande Valley and ad- 
joining territory. Mr. Simms and the mill force 
continue with the Southwestern Sash & Door Co., 
of which J. R. Martin is the local manager, and 
which has sixteen branches in New Mexico and 


Arizona. 
See eeeaaaeaaai 


Passes Commendatory Resolution 


The AMERICAN LUMBERMAN is in receipt of a 
letter from C. B. Harman, secretary Southern 
Sash, Door & Millwork Manufacturers’ Associa- 
tion, Atlanta, Ga., reading as follows: 

“At our last annual meeting held in Atlanta, 
Ga.,. Nov. 17 and 18, a resolution was adopted 
by the members instructing me to convey to the 
AMERICAN LUMBERMAN their sincere appreciation 
of your attitude to the millwork industry, and 
for the wide publicity which you have given mat- 
ters in relation to millwork, especially in the 
South, also in a general way. 

“Sincerely, we greatly appreciate your liberal- 
ity and uniform attention during the past many 
months. We hope that you have had a prosperous 
year, and wish you a continuance of the same 
prosperity.” 


(See eeaeeaean: 


More “Get Together” Meetings 

ATLANTA, GA., Jan. 3.—After maintaining its 
general offices for the past ten years at 1621 
Candler Building, Atlanta, the Southern Sash, 
Door & Millwork Manufacturers’ Association has 
moved to a new suite of offices at 700-701 Forsyth 
Building. 

C. B. Harman, secretary of the association, ad- 
vises that efforts will be made during the present 
year to hold a larger number of “get together” 
meetings in the different districts where the asso- 
ciation has members in the southern territory, in 
order that all members may be kept in the closest 
touch with the association activities, considered 
particularly important since the adoption of the 
new uniform contract for the entering of blanket 
bids on millwork jobs, and the new millwork defini- 
tion, at the annual meeting in Atlanta last Novem- 
ber. The first of these meetings will probably be 
held in Atlanta some time the latter part of the 


present month. 
Seaeanaeaaaaaaaat 


Ruling Benefits Millwork Shippers 


SEATTLE, WASH., Jan. 1.—On and after Jan. 24, 
it will not be necessary for Pacific Coast shippers 
of doors, columns and other millwork to donate 
bundles of molding or shingles to customers in or- 
der to get the benefit of basing rates named in 
Speiden’s Tariff 45-E. 

The West Coast Lumbermen’s Association, H. N. 
Proebstel, traffic manager, after long and extended 
negotiations, during which it was necessary for 
Southeastern lines to secure certain authorities 
from the Interstate Commerce Commission, is ad- 
vised that a change allowing the forwarding of 
doors, columns and millwork in straight or mixed 
carloads to North and South Carolina destinations 
will take place Jan. 24, in supplement 51 to tariff 
45-E. 

There being no joint rate on articles indicated, 
rates have been made up by using the combination 
over Memphis eastbound tariff 28-H and Speiden’s 
tariff 45-E beyond Memphis to Carolina destina- 
tions. In order for shippers to get the benefit of 
tariff 45-E it has been necessary in billing a 
straight carload of doors or columns to put in a 
bundle of molding, several bunches of shingles or 
some other lumber item. To practically all other 
points throughout the Southeast shippers have the 
privilege of forwarding doors, columns and the like 
in straight or mixed carloads. The West Coast 
association has successfully taken up with the 
Southern Freight Association the matter of having 
Agent Speiden amend tariff 45-E so that articles 
may be forwarded in straight or mixed carloads 
at shipper’s option, thus creating uniform tariff 
provision throughout the Southeast. 





WATCHCLOCKS 


DETEX WATCHCLOCK CORPORATION 
BOSTON-23 BEACH ST. 

CHICAGO-4147 RAVENSWOOD AVE. @ NEW YORK-76 VARICK ST. 
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“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con- 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver San Fraacisce 


WARREN AXE & TOOL CO. 


WARREN, PA. 
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West Penn Lumber Co. 


Wholesale Lumber 
WHITE PINE YELLOW PINE 
HEMLOCK HARDWOODS 


PITTSBURGH, PA. 




















White Pine MINNESOTA 
WESTMONT 


LONG and SHORT LEAF 
ALSO) Yellow Pine 


WM. SCHUETTE CO. 
































Pittsburgh, Pa. New York, N. Y. 
eS WHO MAKES LIVING A JOY 
Pxel | COME ON HOME 


By 
DOUGLAS MALLOCH 


AUTHOR OF “TOTE-ROAD AND TRAIL” “THE woOodas 
“IN POREST LAND.” ETC , 





ments and 4 


the one strack om the line, “He ‘i 
where « father says to tus boy: “1 know you 
tt clony,” and adds 

> “I know, somehow or other, 


Because you always had 
A whate bor of your moches, 
And » teale of your dad 
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A book that will help you sell homes, 
for it will fill you full of the sentiment 
of the home and the humor and phil- 
osophy of home folks. 


A new book by “the lumberman 
poer” that should be in every home, 
and on the desk of every lumberman. 
222 pages. 

You want “Come on Home” for 


ourself, and to send to the absent. 
ostpaid, $2. Address: 





American Lumberman 
431 S. Dearborn Street, Chicago 














THE LUMBERMAN’S ACTUARY 
Shows at a glance the amount of any number of feet 
between 2 feet and 29,000 feet at any price between 
$6.00 and $75.00 a thousand feet. Seventh edition. A 
book every lumberman can use. Price tpaid, bound 
in leather, $8.50. AMERICAN LUMBERMAN, Publish- 
ers, 431 8S. Dearborn St., Chicago, Ill. 








TIMBER LAND SALES 


HaZarD, Ky., Jan. 4.—The Louisville Co. pur- 
chased about 1,000 acres of oak and poplar timber 
lying along the headwaters of Little Leatherwood 
several miles from Cornettsville, Ky. Stave mills 
will be installed by March 1 and development 
begun. The Blue Diamond Coal Co. has pur- 
chased about 700 acres of coal and timber lands 
lying along Troublesome Creek in Perry County 
and will cut ties, props and some ship timber on 
the tract. J. W. Collins purchased about 500 
acres of timber land on the Kentucky River near 
Haddix and will begin cutting in the spring. 





Waycross, GA., Jan. 3.—One of the largest tur- 
pentine and timber deals in this district in sev- 
eral months was recently consummated when 
W. V. Musgrove, of Homerville, Ga., leased his 
extensive timber holdings near here to L. L. 
Shaw, of DeFuniak Springs, Fla., for a_ period 
of SO years, about $50,000 being involved in the 
transacfion. A turpentine producing property was 
also purchased for an additional consideration, 
and it is Mr. Shaw's plan to start development 
of the property at an early date. The turpentine 
plant, known as Midway, is one of the largest 
and oldest in Georgia, having been originally estab- 
lished in 1879 and in continual operation since 
that time. Much of the timber on the property 
is said to be virgin. 


SEATTLE, WASH., Dec. 31.—Word has been re- 
ceived here from Victoria, B. C., that Seattle and 
Portland interests have acquired 27,000 acres of 
fir timber in the Sayford district, Vancouver 
Island, for a consideration of about $2,000,000. 
The sale is credited to Eric W. Hamber, of Van- 


couver, president and general manager of the 
British Columbia Mills, Timber & Trading Co. 
(Ltd.), and the purchasing syndicate is repre- 


sented by a holding concern known as the Camp- 
bell River Timber Co., Ltd. Among the purchasers 
are James Eddy, R. D. Merrill, Wallace McCamant, 


E. J. Garrett and A. §S. Kerry. The timber is 
located along the Campbell river, from ten to 
fifteen miles inland. 
Pe PSPS PEPE ESE EEE SE 
SAGER-HARMAN. Miss Emmie Virginia 


Harman, daughter of Mr. and Mrs. C. G. Har- 
man, of Tuscaloosa, Ala., was married to David 
Sager, of Erie, Pa., on Dec. 27 at the home of 
the bride's parents, in the presence of only rela- 
tives and closest friends. The ceremony was 
performed by Rev. U. S. Pitts, student pastor of 
the Methodist Chuch at the University of Ala- 
bama. Immediately after the service Mr. and 
Mrs. Sager left for Birmingham, where they 
will stay for a while before going on to Cleve- 
land, Ohio, where they will reside. The bride is 
a member of two distinguished southern fami- 
lies. Her mother was a noted belle of Monti- 
cello, Ga., and a descendent of the famous “Light 
Horse Harry” Lee, of Revolutionary fame. The 
bride is also a great-granddaughter of Caro- 
line Lee Hentz, the authoress. Mr. Harman, 
father of the bride, is a well known lumberman 
of Tuscaloosa, being vice president and general 
sales manager of the Allied Sales Corporation, 
and formerly at the head of other lumber cor- 
porations. During the War he was Lumber 
Emergency Bureau manager and was organizer 
and officer for years of the West Alabama Pine 
Manufacturers’ Association. Mr. Sager was a 
student at the University of Alabama and is 
now entering business in Cleveland. His father 
is a prominent physician of Erie, Pa. 


SCHAAD-WAINRIGHT. George Schaad, jr., 
and Miss Lucile Aenona Wainright were united 








in marriage Wednesday, Dec. 22, at the First 
Methodist Church, New Orleans, La., Rev. 
Peters officiating. Following the ceremony, 


solemnized at 5 in the afternoon, a reception 
was tendered the wedding party and guests at 
the home of the bride’s brother-in-law, W. R. 
McHugh. Mr. and Mrs. Schaad left on the 
evening train for Owensboro, Ky., where they 
spent Christmas with the parents of the groom. 
After a honeymoon trip through the East they 
will be at home at 2612 Octavia street, New 
Orleans on Jan. 3. Mr. Schaad is secretary of 
the Southwestern Hardwood Manufacturers’ 
Club, also district manager of the Southern 
Hardwood Traffic Association and is widely 
acquainted and popular in southern lumber cir- 
cles. His best man was Robert EB. O’Rourke 
of the Overseas Forwarding Co., while the bride 
was attended by her sister as maid of honor. 


KIDD-CLEVELAND. Dr. and Mrs. W. R. 
Cleveland, of Evansville, Ind., have announced 
the engagement of their daughter, Helene Fran- 
ces, to John Jackson Kidd, jr., son of Mr. and 
Mrs. John J. Kidd, of Roland -Park, Baltimore, 
Md., the wedding to take place in the early 
spring. Mr. Kidd is associated in the whole- 
sale lumber and importing business at Balti- 
more. He atténded the Johns Hopkins University 
and is a member of Phi Psi fraternity. 


SHERRY-MURCH. The marriage of Miss 
Marjorie Murch, daughter of Mr. and Mrs. 
Henry E. Murch, of Evansville, Ind., and 
Charles E. Sherry, of Detroit, Mich., was sol- 
emnized on Saturday morning at the parsonage 
of the Washington Avenue Presbyterian church 
at Evansville, the ceremony having been per- 
formed by the pastor, Rev. T. A. Wigginton. 


Following the ceremony, a dinner was served at 
home of the bride’s parents, after which 


the 





Mr. and Mrs. Sherry departed for Detroit, where 
Mr. Sherry is connected with the Morgan Sash 


& Door Co. Until recently Mr. Sherry was 
associated with the Rechtin Lumber Co, at 
Evansville. His parents, Mr. and Mrs. Charles 


D. Sherry, of Lawrenceville, Ill., went to Evans. 
ville to attend the wedding. 


BRUNING-HACKMAN. Ralph Bruning, a 
member of the Bruning Lumber Co., Havana, 
Ill, and Miss Marietta Hackman, daughter of 
Mr. and Mrs. H. J. Hackman, of Havana, were 
married Dec. 30 in St. Barnabas Episcopal 
church in that city, Bishop John Chanler White 
of Springfield, officiating. Miss Vera Bruning, 
sister of the bridegroom, and E. D. Hackman, 
brother of the bride, were the attendants. The 
bride for the last two years has been teacher 





Peterpiperisms 
Prize Contest 


Open to any lumberman, or the 
employees of lumbermen. No em- 
ployee of the AMERICAN LUM- 
BERMAN may enter this contest. 


Each contestant may submit as 
many Peterpiperisms for each con- 
test as he desires. 


Each Peterpiperism must be a 
complete sentence and must say 
something about wood, lumber, 
home building, or the lumber in- 
dustry. Prizes will be awarded on 
the basis of originality and clever- 
ness, and winners will be announced 
in the issue of the AMERICAN 
LUMBERMAN next after the date 


each contest closes. 


Peterpiperism Contest for Jan- 
uary ends Jan. 31, 1927. 


FIRST PRIZE... ..$5.00 
SECOND PRIZE... 3.00 
THIRD PRIZE..... 2.00 
FOURTH PRIZE... 1.00 


Each month the AMERICAN 
LUMBERMAN will designate what 
letter is to be used for the coming 
month. The letter for January will 
be “B.” All words must begin with 
the letter “‘B.’”” The examples given 
below are just samples showing how 
the letter “S’” is used instead of 
“B,” designated for January: 


Spruce siding spells satisfaction, says 
Sam Smith, senior sawyer Saylor’s 
sawmill. 


Send some shortleaf shiplap Satur- 
day, says south side salesman. 


All entries must be addressed to 
Contest Editor, AMERICAN LUM- 
BERMAN, 431 South Dearborn 
Street, Chicago, Ill., must be 
plainly marked with the month of 
the contest and must be in Con- 
test Editor’s hands by the day con- 
test ends. 











in the Havana schools, following completion 
of a teachers’ training course at Normal, after 
two years in the University of Illinois. Mr. 
Bruning was graduated from the Havana high 
school in 1921 and attended DePauw University. 


PITCHER-MATTHEWS. D. G. Pitcher, head 
of the lumber firm of Alexander & Ellis, Brook- 
lyn, N. Y., was married recently to Miss Alma 
Matthews. They will leave about the middle 
of January for a trip to the west coast. Mr. 
Pitcher is one of the best versed men in the 
hardwood line in New York and the firm one of 
the leading lumber enterprises in Brooklyn. 





GIRARD-NEWMAN. On Jan. 2 Mr. John A. 
Girard, of the Homochitto Lumber Co., Bude, 
Miss., was married to Miss Marjorie Newman, 
daughter of J. J. Newman, prominent merchant 
of Bude. Mr. Girard has been connected with 
the Newman-Homochitto interests for a num- 
ber of years having worked at the different mills 
and also in the general sales office at Brook- 
haven. He is a nephew of S. E. Moreton of 
Brookhaven. 
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Trouble 


Trouble with your relatives, and trouble with your friends; 
Though a fellow gives and gives, that is how it ends. 
Trouble when you try to do the thing you think the best; 
When the troubled day is through, more trouble in the west. 


Trouble, there’s a lot of it, of trouble here and there; 
Some folks never have a bit of trouble anywhere. 

Why should some have trouble, some seem so trouble-free? 
Yes, when any troubles come, that’s what troubles me. 


But I think I’ve thought it out, I’ve thought it out like this: 
Folks with nothing to trouble about a lot of things will miss. 
Folks with nothing to annoy will miss a lot of things, 


Even miss a lot of joy that even trouble brings! 


Sunshine 


A little bit of sunshine can make the world so 
glad, 

Upon a day when skies are gray and when the 
world is sad. 

And, if the heart would open and let the sun- 
shine through, 

A little smile a little while would help the whole 
world, too! 


We See b’ the Papers 


It appears that when baseball players fall 
out, honest men get their dues. 


Also that baseball players fall down because 
dishonest. men got their dues. 


Still, we ought to be glad to change a 6 to a 
7 if it doesn’t increase our expenses. 


What the powers that be seem to want to do 
is to convict somebody under the law of a viola- 
tion of ethics. 

We never could comprehend the auto thief— 
why a man would want a second-hand car bad 
enough to steal it. 


Mayor Dever went to Biloxi to train for his 
next political campaign in Chicago. He should 
have gone to Herrin. 


We know nothing as nervy as to propose that 
the public shall set aside some day for the boost- 
ing of some man’s business. 


Now they propose a national Insurance Day. 
Some day we shall have some day that is cele- 
brated because it isn’t some day. 


If not, why not a lumber day, or a sash and 
door day, or a poetry day? But nevertheless 
we are still in favor of a circus day. 


What we need are a few more public officials 
who try to think up new ways of saving money 
instead of new ways of spending it. 


The country has Calvin Coolidge, Michigan 
has O. B. Fuller, but these are about the only 
examples of whom we have heard much. 


The American sport lover is beginning to feel 
a good deal like this: organized baseball, pro- 
fessional football, commercialized tennis—ugh! 


Chicago had a skating race for ‘‘intermediate 
boys.’’ We assume that an intermediate boy is 
a boy who wears pants and uses a powder puff. 

We all wish for sudden fortune, but it has 
been proven a thousand times that the worst 
thing that can happen to a man is to make a 
lot of money in a hurry. 


It’s a funny world. Every once in awhile we 
read about some fellow who commits suicide be- 
cause he is out of work, and then we meet some 
fellow~vho doesn’t seem despondent at all. 


They nearly fired Fred Funston out of the 
army for saying the Senate was suffering with 
an over-heated conscience, but nevertheless we 
shall take a chance and suggest that that is 
what seems to be troubling Mr. Landis. 


Mr. Landis may know more about the rules 
of evidence than we do (we said he may) but 
nevertheless it has always been our observation 
that the viewpoint of a discharged employee 
was apt to be a little warped, we might almost 
say knurly. 





Vienna is the ‘‘ gayest’’ eap- 
ital in Europe, according to 
some people’s~ideas of gayety. 
And last year it had 720 sui- 
cides, and 1,100 attempts. Some- 
one ought to learn something 
from that. 

The lesson is this: the only 
happy life is the normal life, 
The man who yells against pro- 
hibition is just like the baby 
who yells when his mother takes 
the carving-knife away. 

Chieago has just had a triple 
wedding, which is what they 
eall a wedding when three fel- 
lows happen to trip at the same time. 

The Chicago Federation of Labor is talking 
about building a 70-story labor temple, and we 
ure wondering how long it would take to build 
it. ‘Irhere is a one-story building in course of 
construction in the schoul yard across the street 
trom us, that members ot the federation have 
been working on tor four months, and tne roof 
is only half on. Lf it tukes six months to buud 
one slory— 

Overhead 

Every man ought to find out what his over- 
head is, and then he ought to find out what it 
ought to be. 


Between Trains 


MILWAUKEE, Wis.—The Milwaukee Rotary 
Club hit on a happy idea today, and we are glad 
to pass it along to other organizations. Today 
was Fathers’ and Sons’ Day—there is nothing 
new about that—but the club sent out and gath- 
ered in a lot of foreign students, young men 
from abroad who are studying in this country, 
and was their dad for the day, since their own 
dads were separated from them by many miles 
of ocean. And some way we all had a sneaking 
wish or hope or something that our own boys 
were as studious and earnest and as anxious to 
learn as these eight different nationalities, every- 
thing from German to Egyptian, seemed to be. 


Self-Made 
We imagine that the self-made man is merely 
a man who did a lot of self-made work. 


Truth in Advertising 
In a Rochester, N. Y., paper we found the fol- 
lowing: 
1920 Buick roadster, with Rex winter top, dirt 
cheap. Smith Boys, Pitkin street. 





Something Good 


If we, who work beside a bench and watch the 
curling shavings fall, 

Whose hands hold chisel, saw and plane, and 
know the purpose of them all, 

If we, while working at a bench, will dream an- 
other dream more vast, 

A dream of brotherhood on earth and brother- 
hood in heaven at last, 

Then we, who fashion something good out of 
the fallen tree again, 

Yes, we who fashion out of wood, may fashion 
something out of men. 


I never yet have seen a board, however humble 
was its grade, 

But from that board some thing of use, some 
thing of beauty, might be made, 

I never yet have seen a man, however men might 
pass him by, 

But something might be made of him, if other 
men would only try. 

For this the lesson I have learned beside a 
bench from day to day: 

Although a board has knot or check, we need not 
throw it all away. 











This Year: 
Extra Profits 
on Flooring 


Right at the beginning of the sea- 
son buy a mixed carload of our 5 
kinds of hardwood flooring, 5 kinds 
of interior trim and poplar bevel 
siding. In this way you can get all 
the profits there is in handling these 
items. 


If you feel that a carload of these 
items is more than you should put 
in stock at one time, why not get 
a neighboring dealer to go in with 
you and you can both make extra 
money? 


You'll find Meadow River prod- 
ucts good products to sell. 


Other dealers are going after 
this business. Why don’t you? 


THE MEADOow RIveR LumB_ER Co. 
RAINELLE, W. VA. 


MEADOW RIVER 
—QOAK FLOORING— 


White and Red Oak Flooring, Maple, Birch and 
Beech Flooring mixed with Poplar Siding 
Oak, Chestnut, Maple, Poplar and Bassw 

interior trim, kiln dried or air dried hardwoods. 
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Rust-Owen Lumber Co. 


DRUMMOND, WIS. 


Manufacturers of Wisconsin 


WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 











Lumber 
Dressed 


“EXTRA STANDARD” 











Some Attractive Values 


4/4 Birch No. 1C.&B....350,000° 8/4 Waple No. 2 Common. ,75,000° 
4/4 Birch No.2 Com..... .75,000° 4/4 Basswood No.1C.&B..45,000° 


4/4 Birch No. 3 Com......, 150,000 8/4 Basswood No.1C. &B..28,000" 
4/4 Maple No. 1 C.&B.....75,000° 8/4 Basswood No.2 Com. ..18,000° 
8/4 Maple No.1 C.&B....100,000 8/4 Ashand ElmL. R.......10,000 


Hemlock Lath 4’ and 32” 
Write for description and prices. 


Hales Timber Go., Inc. 
FIFIELD, WISCONSIN 








JACKSON & TINDLE, Inc. 


MANUFACTURERS 
Mills at Pellsten and Munising, Mich., and Jacksonboro, Ont. 


Maple, Elm, Birch, Beech 


Basswood, Hemlock, Pine 


Spruce. Cedar Shingles 


Main Office, BUFFALO, N. Y. 


Sales Office: 605 Murray Bidg., Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7 











Remember 


Mershon, Eddy, Parker Company 


SAGINAW, MICHIGAN 


Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber Siding, Collins, Flooring, 
Doors, Blinds, Window Frames, Mouldings 

and Box Shooks from SAGINAW. 
Western White Pine and Idaho White 

Pine for direct shipment from Idaho. 




















17 17 
VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 








Manufacturers of 17 different species 
of Northern Hardwoods 
17 17 











Our Specialty is 
Screen Mouldings 


8139 — 8140 — 8076 
\% x Half Round, Etc. 


Send Us Your Inquiries. 


The TRAILER-TRUCK Co. 
NASHOTAH, WISCONSIN 











THE LUMBERMAN’S ACTUARY 


Shows at a glance the amount of any number of feet 
between 2 feet and 29,000 feet at any price between 
$6.00 and $75.00 a thousand feet. Seventh edition. A 
book every lumberman can use. Price postpaid, bound 
in leather, $8.50. AMERICAN LUMBERMAN, Publish- 
ers, 431 S. Dearborn St., Chicago, Ill. 





Cletrac Tractor Replaces Four Teams 


Exceptional power for a tractor of its weight 
and rating, and low fuel consumption for the power 
developed, are among the advantages claimed for 
the Cletrac crawler tractor by the many owners 
of this equipment. Other features include rela- 
tively light weight without any sacrifice of power 
and speed; positive traction with corresponding 
minimum waste of fuel and power; remarkable 
performance under most difficult conditions; ad- 
vanced design, including the “Snap” lubrication 
system. 

One of the satisfied users of the Cletrac crawler 
tractor is Aubel Bros., of Greenville, Pa., who 
operated a model “K” on a recent logging job, 
with the following results: Distance of haul (one 
way), 5% miles; time required to make trip (with 
load), 1 hour and 10 minutes; all work, including 
loading, done with tractor, which has replaced 
and is handling more lumber than was formerly 
handled with four teams. In connection with the 
operation of the model ‘“‘K’’ Cletrac, Alvin Aubel 
states: “The first job on which we used this 
equipment was to move our old steam engine a 
distance of about two miles over roads which were 
at least six inches deep with mud. We were able 
to do this in high gear, using about half, or eight 
notches of gas, even though this engine weighed 
over eight tons. We operate a thresher of aver- 


a steep slope without difficulty. For service of this 
character it is an advantage that the tractor is 
fitted with a vertical water-tube boiler, as what- 
ever may be the angle at which the tractor is in- 
clined the tubes are always completely covered by 
water.” 


Motor Vehicle Production Increases 


Figures made public Jan. 8 in the annual statis- 
tical sheet of the National Automobile Chamber 
of Commerce give a total production of 4,480,000 
motor vehicles for 1926, with the wholesale value 
of $3,056,950,000, compared with 4,336,754 units 
valued at $2,977,904,833 in 1925. Of the 1926 
total, trucks accounted for 530,000 units, with a 
wholesale value of $434,500,000. 


New District Office for ‘Caterpillar’ 


The Caterpillar Tractor Co., with executive 
offices at San Leandro, Calif., and sales offices and 
factories at Peoria, Ill., and San Leandro, has 
recently announced the opening of a district sales 
office and distributing warehouse at Albany, N. Y. 
The Thatcher propeller plant on Learned Street 
and the Delaware & Hudson Railroad, which has 
been leased for a term of years, is being completely 
overhauled, and will be ready for occupancy early 
this month. The location of a large stock of all 











Cletrac crawler tractor which replaced four teams on Aubel logging job near Greenville, Pa. 


age size, and find that the model ‘K’ will run this 
and maintain an even speed on three or four 
notches of gas. 

“We are using this tractor on a logging job 
and are going places and doing things that we 
never before believed would be possible with any 
sort of a tractor. We have also used this model 
‘K’ on road work and were much surprised at the 
excellent way in which it will handle a heavy 8&- 
foot grader; in fact, we are being continually sur- 
prised at the wonderful efficiency of the model ‘K’ 
Cletrac.” 

The Cletrac crawler tractor is manufactured 
by the Cleveland Tractor Co., of Cleveland, Ohio, 
and is being extensively used for making roads, 
clearing snow, hauling supplies, setting camp, 
decking, loading, skidding and snaking logs, as 
well as for other industrial purposes. The Cletrac 
is made in two sizes, model “K’’ 15-25 horsepower, 
and model “A” 30-45 horsepower. 


Tractor Fitted with Winding Winch 


The Times Trade and Engineering Supplement of 
Nov. 6, published in London, England, contains 
the following interesting item under the caption, 
“Tractor for Timber Haulage”: 

“It is not an easy task to design a tractor which 
will meet satisfactorily the requirements of the 
lumber industry. Among the conditions to be met 
are means of aceess to the positions from which 
timber has to be removed, and the character of the 
ground which has to be traversed with the load. 
Recent experience with the double-geared Sentinel 
tractor fitted with a winding winch has demon- 
strated the possibility of hauling timber from posi- 
tions which previously had been deemed inaccessible, 
and with the aid of a tractor of this type timber 
areas which by reason of transport difficulties were 
allowed to go to waste can now be worked. A 
recent report from a user of the tractor referred 
to is to the effect that by means of the winch logs 
weighing in some cases four tons can be hauled up 


“Caterpillar” models and parts will be of great 
value to the company’s rapidly growing eastern 
trade. The New York office of the Caterpillar 
Tractor Co. at 50 Church Street will continue to 
serve the eastern export business. H. M. Hale, 
district sales manager, who will be in charge, 
states that all field engineers and factory salesmen 
covering the New England and eastern Atlantic 
States will operate from Albany hereafter. 


Motor Vehicle Accident Statistics 


One automobile fatality to every 923 registered 
automobiles is the record for 1925, according to 
a statement issued by the committee on traffic 
accident statistics of the National Conference on 


Street and Highway Safety, of which Secretary of 


Commerce Hoover is chairman. 

The total number of deaths in the United States 
from automobile accidents in 1925 is given as 
21,627, and the number of registered automobiles 
as 19,954,347. The total of 21,627 does not in- 
clude fatalities in which automobiles are involved 
but which are charged against heavier vehicles 
such as steam railroads or electric railways. 


Names New Committees 


The following new committee appointments have 
been made by Charles Clifton, president of the 
National Automobile Chamber of Commerce, New 
York City ; Motor truck—P. L. Emerson and L. L. 
Woodward; street traffic—P. L. Emerson; truck 
standards—George A. Green. 

(gg g2ea2e2e22a202228 

HiGHWwaAys are being paid for to a large ex- 
tent today by levies on the motor vehicle rather 
than by property taxation, according to the United 
States Department of Agriculture. In 1920 the 


percentage of highway expenditure derived from 
property taxation was 11.2 percent and in 1925 
the percentage was 3.3. 
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Business Chemie 


CALIFORNIA. Los Angeles—Jerome C. Gripper, 
wholesale and commission lnmber, moved office to Petro- 
leum Securities Bldg., 714 West 10th St., Room 801 


INDIANA. Chandler—J. N. Garrison moving to Mil- 
lersburg. 

Paragon—G. F. Osterhage Lumber Co. sold to Para- 
gon Lumber Co. 

South Bend—Berry-May Lumber Co. changing name to 
Berry-Enright Lumber Co. 

Tell City—Obrecht Mfg. Co. sold to Tell City Furni- 
ture Co. 

IOWA. MHarper—The Lloyd H. White lumber and 
hardware yard has been sold to W. W. Horras, of 
What Cheer, Iowa. 

Quimby—Farmers Lumber Association changing name 
to Heywood Lumber Co. 

KANSAS. Saffordville — Burgner-Bowman-Matthews 
Lumber Co. succeeded by L. L. Inman. 





Topeka—Nyman-Jay Lumber Co. changed name to 
Jay Lumber Co. H. T. McPherson taken into partner- 
ship. ‘ 

LOUISIANA. Swayze Lake—Lake Swayze Lumber 


Co. succeeded by Caldwell Hardwood Lumber Co. (Inc.) 


MASSACHUSETTS. Boston—Giroux, Pitman & Co. 
succeeded by Giroux Lumber Co. 


MICHIGAN. Detroit—Detroit Supply & Western 
Mills Co. will be known and operated under its new 
name, Terminal Lumber Co., effective Jan. 1. Address 


9001 Alpine Ave. 
L. Baxter Lumber Co. succeeded by 


Detroit—Chas. 
Webb-Loomis Co. 
Wyoming Park (P. 0. Grand Rapids)—Scott-Neguers 
Lumber Co. purchased the Burns Fuel & Lumber Co. 
MISSOURI. Kansas City—Pickering Lumber Co. 
moving offices to its new Administration Building, at 
Eleventh and Central streets. 


Y~ - ” aaa titaaeee Lumber Co. 
by G. W. Kirtl 

NEW yoRK. ” Siete citiieniaineasiin Door & Sash Co. 
succeeded by General Millwork Co., incorporated with 
capital of $200,000 


OHIO. Alliance—I. G. Tolerton & Son succeeded by 
Tolerton Co., incorporated with capital of $300,000. 

Marysville—Slagle Lumber Co. sold to Washington 
Courthouse Lumber Co 


OREGON. Estacada—Matt Lonsberry has admitted 
Art Perry to partnership in his lumber and fuel busi- 
ness. 

Portland—The Hirsch Show Case Mfg. Co. has been 
succeeded by the West Coast Woodworking & Con- 
struction Co. 

PENNSYLVANIA. Langhorne—Henry Palmer suc- 
ceeded by Henry Palmer Co. 

TEXAS. Mineral Wells—Moore & Bish Lumber Co. 
succeeded by Simms Hayes Lumber Co. 

WASHINGTON. Castle Rock—The sawmill of the 
Castle Rock Lumber Co., has been sold by J. R. Hul- 
bert to J. M. Hodges Lumber Co. 

Little Rock—C. A. Rutledge is reported to have pur- 
chased the tie mill of K. & K. Lumber Co. 

Port Townsend—Wagner Tow Boat Co. reported to 
take over and operate the sawmill of the Newcomb 
Lumber Co. 

Tacoma—J. J. Dimmick is reported to have sold tie 
mill near here to Henry Hall. 

WISCONSIN. Arcadia and Trempealeau—Central 
Lumber Co. succeeded by Central Yard Co. (Inc.) 


Incorporations 


Oakland—Hildebrand Planing Mill 


succeeded 


CALIFORNIA. 
Co., incorporated. 

Pismo a Beach Planing Mill, 
ed; capital, $75,000 


FLORIDA. Quiney—Prine Lumber Co., incorporated; 


incorporat- 


capital, $15,000; general lumber dealer. 

GEORGIA. Cochran—Dykes Bros. Lumber Co., in- 
corporated; capital, $10,000, 

ILLINOIS. Chicago—Heier Bros., incorporated; cap- 
ital, $25,000; to manufacture auto bodies; 1510 Blue 
Island Ave. 

Chicago—Covey-Durham Co. increasing capital to 
$150,000. 

INDIANA. Elkhart—Smoker Lumber Co. increasing 


capital from $60,000 to $100,000. 
Kokomo—Variable Unit Cabinet Co., incorporated. 
LOUISIANA. Bastrop—Morehouse Lumber & Build- 
ing Material Co., incorporated; capital, $50,000; retail. 
MASSACHUSETTS. Springfield—Peck Lumber Co., 
incorporated; capital, 3,000 shares no par value; to do 
business in Westfield, Mass.; address Lumen C. Peck, 


46 Oxford St., Springfield. 

MICHIGAN. Crystal Falls—Wever Bros., incorporat- 
ed; capital, $5,000. 

MISSOURI. incor- 


Springfield—Lukins Lumber Co., 
porated; capital, $2,500. 
NEW JERSEY. Hamburg—Reeve Harden Companies, 
incorporated; capital, $200,000. 

NEW YORK. New York, Manhattan—Petro Wood 
Novelty Co., incorporated; capital, $10,000; address Ster- 
gius Petra, 236 Eldridge St. 

Rochester—Building Specialties Co. increasing capital 
from $30,000 to $60,000. 

NORTH CAROLINA. Asheboro—Clarence Chair Co., 
incorporated; capital, $100, 

OHIO. Cincinnati—Builders’ Cabinet Co. of Cincin- 
nati, incorporated; capital, $12,500; to manufacture and 
sell various kinds of wood products and cabinets. 

Montpelier—Boone Lumber Co., incorporated; capital, 





0,000. 

Zanesville—J. Burkart & Son Co., incorporated; cap- 
ital, 500 shares, no par value, to deal in all kinds of 
timber and lumber and operate sawmills and a manu- 
facturing plant for lumber. 


OREGON. Portland—Horseshoe Pine Lumber Co., in- 


corporated; capital, gre! mill. 

Portland—Sta-Lock 8 ane 4 = roofing material, in- 
corporated; capital, $10,000 

TEXAS. Abilese—Home Lumber Co. of Abilene, in- 
corporated; capital, $25,000. 

WASHINGTON. Kalama—Blue Ribbon Products Co., 
incorporated; capital, $20,000; sawmill and shingle mill. 

Raymond—Foster-Isaacson ‘Co., increasing capital to 
$75,000; mill and logging supplies. 

WISCONSIN. Richland Center—Southwestern Veneer 
& Box Co., incorporated; capital, $80,000. 


BRITISH NORTH AMERICA 


ONTARIO. Chepstow—Donnelly Bros. (Ltd.),- incor- 
penntens capital, ,000; general lumber manufactur- 
ng. 


Toronto—Fox Lumber Co. (Ltd.), organized to carry 
on retail lumber and planing mill business; takes over 
Fox & Co., which has been in business over fifty years; 
Clarence B. Johnson, one of the organizers, 

Toronto—Lumber Securities Corporation, organized; 
capital, $40,000; to carry on financing activities with 
— lumber trade; incorporated under laws of 

elaware. 


New Sheds and Yard Improvements 


CALIFORNIA. Los Angeles—Construction work on 
a new yard at Corona has been announced by Sam T. 
Hayward, president of the Hayward Lumber Co., of 
Los Angeles, parent company of the branch. 


OHIO. Marietta—Swan Lumber & Supply Co., A. M. 
Street. president, will erect two-story building on Third 
treet 


TEXAS. Childress—Sanders Lumber Co. being or- 
ganized by C. P. Sanders, yard being erected at Avenue 
A and Third St. N.; spur track and planing mill to be 


put in 
BRITISH NORTH AMERICA. 


ONTARIO. Toronto—T. H. Hancock, 1372 Bloor St. 
W., erecting office building, two stories, 18x57 ft.; esti- 
mated cost, $8,000. 


New Mills and Equipment 


ALABAMA. Huntsville—Toys & Novelties Mfg. Co., 
of Alabama, recently organized, is establishing plant 
for manufacture of toys and novelties; company advises 
that equipment has been purchased. 


FLORIDA. Leesburg—Leesburg Novelty Works plant 
has been leased by J. N. Hugo, and improvements are 
being made that will enlarge capacity. 


GEORGIA. Atlanta—Fox Mfg. Co., furniture manu- 
facturer, plans expansion program during present year. 

Valdosta—Bray-Giddens Lumber Co. establishing new 
plant here, having moved from Broxton, Ga., where it 
operated for several years; later additional mill is 
planned, also a turpentine plant and a basket and box 
factory. 

INDIANA. Bloomington—Showers Bros. making im- 
provements at an estimated cost of $400,000; central 
a plant, packing and warehouse departments to be 
u 

LOUISIANA, Zimmerman—aAddition being built to 
plant of J. A. Bentley Lumber Co. 

MISSISSIPPI. Laurel—Jordan Piano Co., recently 
organized with capital of $25,000, to build plant for 
piano manufacture. 

NORTH CAROLINA. Asheboro—Clarence Chair Co., 
recently organized with $100,000 capital, reported plan- 
ning building of plant early in year for furniture man- 
ufacture. 

Charlotte—Rhyne-King Furniture Co., recently incor- 
porated with capital of $100,000, planning to establish 
furniture plant. 

Hiddenite—Murdock Chair Co., incorporated with 
$125,000, will install plant for furniture manufacture. 

Rockingham—Novelty Mfg. Co., incorporated with 
$30,000 capital, has leased plant and will install wood- 
working equipment for manufacture of advertising nov- 
elties. 

Rocky Mount—Ward Lumber Co. 
which was damaged in explosion, 

OREGON. Portland—Feazle Shingle Co. building new 
shingle mill at 1350 Macadam, cost, $8,000. 


TENNESSER. Chattanooga—C. J. Bowers, Peabody 
Howard and others forming new company to be cap- 
italized at $50,000 which will establish a plant to manu- 
facture boxes and other products. 

Knoxville—Knoxville Showcase Mfg. Co. has tempo- 
rarily repaired damage caused by recent fire and is 
again in production. Permanent repairs will be made 
in the spring when the company will also establish a 
new three-story plant. 

WASHINGTON. Peshastin—Charles A. Wright, saw- 
mill and box manufacturer, is adding new machinery 
to his equipment. 

BRITISH NORTH AMERICA. 

ONTARIO. Peterboro—Canadian Canoe Co. (Ltd.) 
rebuilding factory destroyed by fire. 

Toronto—Myers Lumber Co., Spadina Road and Eglin- 
ton Ave., rebuilding plant destroyed by fire 


New Ventures 


Tillar—L. F. Jacks has started a saw- 


rebuilding plant 


ARKANSAS. 
mill. 

CALIFORNIA. Del Mar—Larrick Lumber Co. opening 
lumber yard and hardware store. 

Los Angeles—Beart Rogers Lumber Co. opening retail 
yard at 2320 East Florence Ave. 

Los Angeles—L. E. Sonnenburg and John Reich have 
oe in business at 643 Burger Ave. as Sunset Roof- 
ng Co. 

Sacramento—Setzer Box Co. has started a box man- 
ufacturing business. 

San Diego—Fairmount Lumber Co. recently opened 
retail business. 

COLORADO. Center—Center Lumber Co. has started 
a retail lumber business. 


FLORIDA. Greenville—West & Mason have started 
a sawmill. 



































































A Floor for 


Every Need of 
the Home Owner 


Maple and its kindred woods, 
Birch and Beech, were certainly 
intended for the use of home 
owners. In these three species 
of woods Nature put all the 
beauty, strength and durability 
required of a floor. Of course, 
each wood is especially suited to 
use in certain places but these 
three woods cover every need of 
the home owner. This means 
that lumber merchandisers are 
offered big sales possibilities in 
our “Old Reliable” flooring. 


Probably 20% or better of all 
Maple, Birch and Beech flooring 
sold has been manufactured by 
us. Our flooring is truly the 
“Old Reliable” in every sense of 
the word and will sell readily 
for you. 


Mail Coupon Today 
so that your name will be put on, 
our mailing list to receive all 
future stock lists.. This does not 
obligate you in any way. Do it 
now! 










































We also manufacture hardwood and 
softwood lumber, lath and poles. 


Grand Rapids Trust 
Company 
Receiver for William Horner 
Perkins Bldg., Grand —s Mich. 


Grand Rapids Trust Co. 
Receiver for William Horner 
Perkins Bldg., Grand Rapids, Mich. 


Gentlemen: — Please send me your 
latest stock list of ‘‘ Old Reliable’”’ 
Hardwood Flooring. 

I would like to receive future lists as 
they are issued. This will not obligate 
me in any way. 





CI cntcns caninendanbneténe sctecnqecimaeien 
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from our big stocks. 


If it’s used in build- 
ing, we have it. 





enable you to render just as 
good service with 20% to 29% 
less stock. Instead of carrying 
in stock the multiplicity of 
items you get an occasional 
call for, our local lot shipments 
enable you to quickly get what 
you need by local lot freight 


Senele 


LUMBER CoO. 
St. Louis, Mo. 








‘A BIG HIT— 


That’s what dealers make with home 
builders when they sell our 


: oo 
N. C. Pine "aig, Sts 
Lous = Yellow Pine *5"** 204 
Car and Cargo Shipments. 


Ellington & Guy, Inc. 


Times Dispatch Building RICHMOND, VA. 








SPA Atmore, Ala. 








W. M. CARNEY MILL CO. 


Grade Marked Southern Pine 





Lumber Manufacturers 
Since 1881 -———"——~" 














Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


“Ask the Wholesaler”’ 


CENTURY, FLORIDA 





For our high grade dressed stock — 


The Alger-Sullivan Lumber 




















Shingles and Lath 


Cummer Gypress Co. 


Mills: Jacksonville and Sumner, Fla. 


cece LUMBER 
Cypr CSS Rough and Dressed 





ecteithietinn! 


| Sales Office, 300 Madison Ave., New York City 





Lake Butler—Goethe Lumber Co. has started a saw- 
mill. 

INDIANA.  Indianapolis—L. W. Tibbits has started 
a commission lumber business at 2087 Ruckle St. 

Terre Haute—Hoosier Hickory Mfg. Co. organized and 
will begin hickory furniture manufacture here this 
month. Plant installed; capital, $50,000. 

KANSAS. Eldorado—Harvey Lumber Co. has started 
a retail business. 

Ulysses—Hoelcel Lumber Co. will open building ma- 
terial business about the middle of January. 

KENTUCKY. Frankfort—Bradley & Dennis opening 
retail lumber yard. 

LOUISIANA. Cheneyville—Cheneyville Lumber & 
Supply Co. opening retail business. 

Ruston—Ruston Lumber & Supply Co. recently began 
business handling everything in the building materials 
line. 

MARYLAND. Hagerstown—Builders Supply & Dis- 
tributing Co. will open about Feb. 1. Address B. Wake- 
night, First Nat'l Bank Bldg. 

MICHIGAN. Brevort—Dovey-Wheeler Lumber Co. has 
started a retail business. 

NEVADA. Ely—lIndependent Lumber & Coal Co., 
new concern, 

NEW YORK. Glens Falls—Whipple & West (Inc.) 
has started in retail lumber business. 

New York—Whiteman & Motlow Lumber Co. opening 
wholesale and commission office in Grand Central Ter- 
minal. 

NORTH CAROLINA. Conover—Herman & Sipe 
opening retail lumber yard. 

OKLAHOMA. Shawnee—V. 8. Cook Lumber Co. open- 
ing retail business. 

OREGON. Marshfield—Frank Boutin and others have 
engaged in business as Boutin Cedar Co. 


Seaside—E. T. Stafford has engaged in retail lumber 
and fuel business as Stafford’s Fuel & Lumber Yard. 

PENNSYLVANIA. Philadelphia—Tanner Lumber Co. 
opening at 1700 Walnut St. 

—a. Martin—€. W. Salle opening hardwood 
sawmill. 

Memphis—J. H. Stannard Lumber Co. opening whole- 
sale office in First National Bank Bldg. 

TEXAS. Childress—Sanders Lumber Co. opening re- 
tail yard. 

VIRGINIA. Emporia—Waterproof Plywood Corpora- 
tion recently began veneer manufacturing business. 

WISCONSIN. Eau Claire—Gilson Lumber Co. opening 
branch coal and wood office on Michigan St. 

ALABAMA. Ensley (Birmingham)—Hagan Furniture 
Co., manufacturing, 1500 19th St., sustained fire loss of 

ILLINOIS. Quincy—-Wolf Mfg. Industries, fire in 
plant No. 2; damage caused by fire and water, $100,000. 

Tiskilwa—H. C. Curtis & Co., loss by fire, $2,500. 

INDIANA. Hammond—Paxton Lumber Co., loss by 
fire, $100,000. 

NEW JERSEY. Dumont—Wm. A. Schultz, loss by 
fire, $20,000; sawmill destroyed. 

NEW YORK. Pulaski—Salmon River Table Co., loss 
by fire, $10,000; woodworking specialties. 

Sherburne—Thomas P. Gaines, loss by fire, $150,000. 

Troy—Bayer & McConihe, loss by fire, $5,000; two 
trucks and some stock damaged. 

NORTH CAROLINA. Mount Airy—Mount Airy Ve- 
neer Co., main building damaged by fire; loss, $30,000. 


TENNESSEE. Dyersburg—G. E. Scott Lumber Co., 
loss by fire, $20,000. 





MRS. MARY E. GILLESPIE HASTINGS, wife 
of John M. Hastings, head of the John M. Hast- 
ings Lumber Co. of Pittsburgh, Pa., died at her 
home in that city on Thursday morning, Dec. 
30, after an illness of only a few hours. Mr. 
and Mrs. Hastings had attended a dinner party 
the night before, and Mrs. Hastings retired in 
her usual health apparently, but late in the 
night was taken ill. She recovered to a degree 
that allayed the fears of members of her family, 
but her death ensued upon a sudden relapse. 
Mrs. Hastings was born in the Lawrenceville 
district of Pittsburgh about 60 years ago, a 
daughter of James and Diana Gillespie. Three 
brothers prominent in the business world had 
preceded her in death within the year, her death 
having been the fourth in the family in 11 
months. The brothers were: T. A. Gillespie, of 
the T. A. Gillespie Construction Co., who died 
Jan. 28 in South Orange, N. J.; R. G. Gillespie, 
prominent oil producer of Pittsburgh, who died 
March 15, and David L. Gillespie of the D. L. 
Gillespie Lumber Co., of Pittsburgh, who died in 
August. Surviving her besides her husband are 
two daughters, Mrs. George L. West, of Pitts- 
burgh, and Miss Mary Gillespie Hastings, at 
home; a brother, W. M. Gillespie, and a sister, 
Miss Nannie J. Gillespie, both of Pittsburgh. Mr. 
Hastings is a widely known lumberman whose 
many friends in the industry will be deeply 
grieved to learn of his bereavement. Mrs. 
Hastings was a member of Highland Presby- 
terian church, the Twentieth Century @lub, and 
Central Y. W. C. A. of which she was a director. 
Funeral services were held from the residence, 
her pastor, Rev. George C. Fisher of Highland 
Presbyterian church, and Rev. Dr. William L. 
McEwan, of Third Presbyterian church offici- 
ating. Interment was in Highwood cemetery, 
Pittsburgh. 


HUGH WILLIAM JACKSON, oldest son of the 
late Elihu E. Jackson, at one time governor of 
Maryland and the founder of the lumber busi- 
ness conducted by the E. E. Jackson Lumber 
Co. and the Jackson Lumber Co., died Jan. 2 
at the home of his mother in Ruxton, near Bal- 
timore. He had been ill for about two years 
with heart disease and anzmia. Mr. Jackson 
became president of the E. E. Jackson Lumber 
Co. which now operates a large lumber and 
flooring plant at Riderwood, Ala., after the death 
of his father, and held that position until ill 
health compelled him to withdraw from active 
pursuits. He had not taken any part in the 
business management of the company for sev- 
eral years. He was born in Salisbury, Md., on 
Jan. 5, 1878. A widow and three children by a 
first marriage, survive; they being Hugh W. 
Jackson, jr., Burton H. Jackson and Miss Har- 
riet Jackson. Everett ©. Jackson, jr., presi- 
dent of the E. E. Jackson Lumber Co., and 
Richard N. Jackson, the vice president, are his 
brothers. Mr. Jackson’s illness is said to date 
from July, 1913, when he had a narrow escape 
from drowning while swimming in the Chesa- 
peake Bay. 


JOSEPH G. MARTIN, general manager of the 
Fresno Lumber Co., and former president of 
the Fresno Builders’ Exchange, Fresno, Calif., 
died at the California Hospital in that city on 
Jan. 3 as the result of injuries suffered when 
he was pinned beneath his overturned automo- 
bile when it collided with another machine on 
the highway near Fresno. Mr. Martin was 
active in retail lumber association work and 
was at one time president of the Western Re- 
tail Lumbermen’s Association, and also of the 


San Joaquin Valley Lumbermen’s Club. He was 
also a director of the Lumbermen’s Mutual So- 
ciety. Mr. Martin was prominent in the lumber 
world of the West for many years and his death 
will be a great loss to the trade in that section. 


MANLEY LINCOLN WHITNEY, lumberman 
of Grayville, Ill., died in the Olney Sanitarium, 
Dec. 23, at the age of 66. For 35 years Mr. 
Whitney had been connected with the Blood 
Lumber Co., serving as secretary-treasurer and 
manager. Funeral services were conducted by 
the Modern Woodmen of which Mr. Whitney 
was a member and clerk for the past thirty 
years. He was also a member of the Masonic 
order, Mystic Workers, Consistory, Eastern Star 
and Royal Neighbors. Surviving are a widow, 
Mrs. Ada Blood Whitney, five children and seven 
grandchildren. 


CHARLES B. HUDSON, New York manager 
of the Shepard & Morse Lumber Co., died at 
Presbyterian Hospital, Newark, N. J., on Dec. 
28. Mr. Hudson had been ill for more than a 
month and his death followed an operation. 
The funeral was held from the family residence 
in East Orange on Dec. 30. Mr. Hudson had 
been associated with the wholesale trade in 
New York and New Jersey for 34 years. He 
was 54 years old. A native of Brooklyn, he 
received his schooling there and his first posi- 
tion was with D. Crary, who was in the 
wholesale lumber business. Mr. Hudson worked 
first with Shepard & Morse when the firm’s af- 
fairs were under the direction of Frederick W. 
Cole, and continued when C. E. Kennedy was 
in charge. When Mr. Kennedy resigned in 1907 
to organize his own business, Mr. Hudson was 
made manager, and continued in that capacity 
until his death. Mr. Hudson is survived by his 
wife and two children. 


J. M. YANCEY, aged 60, a retired lumberman 
of the Pound section of Wise County, Virginia, 
died at his home in Flat Gap a short distance 
from the Kentucky border on Saturday night, 
Jan. 1, following a long illness. Mr. Yancey was 
a veteran lumberman of the border section, and 
was among the first in that part of the hard- 
wood regions to enter the lumber business. A 
widow, three sons and two daughters survive. 
One son, J. M., succeeds him in the lumber 
business. 


BURTON J. HAWLEY, assistant treasurer of 
the Mutual Box Board Co. of Utica, N. Y., died 
at his home, 6 Elmwood Avenue, Yorkville, 
N. Y., on Dec. 29. He was taken sick about 
six weeks previously. Mr. Hawley was born in 
Utica, March 27, 1857, and was at various 
times engaged in several lines of business 
including the men’s furnishing, wholesale paint 
and oil business, and finally beoame connected 
with the boxboard company. He was well and 
favorably known in Utica business circles and 
enjoyed a wide circle of friends, being a man 
of fine social qualities. He is survived by his 
wife, and one son. 


JOHN J. JONES, 82, vice president of the 
J. J. Jones Co., millwork manufacturer and hard- 
ware dealer, at Milwaukee, Wis., died on New 
Year’s day while on a trip to California. He 
developed a cold shortly after leaving Milwau- 
kee, and his death occurred at the home of his 
grandson near Los Angeles. Mr. Jones was in- 
terested in the hardware business since 1885. 
In 1910 the business was incorporated and he re- 
tired as active head of the company. He was 
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porn in Wales and came to Watertown, Wis., 
when he was a child. He is survived by his 
daughter, two sisters, and two brothers. 


DAVID ALDEN KENDALL, of Kansas City, 
Mo., 2 lumberman for more than fifty years, 
and father of four lumbermen, died Friday, Dec. 
31 at Research Hospital, Kansas City, follow- 
ing a heart attack. Mr. Kendall was 79 years 
old. Mrs. Kendall died four years ago. The 
surviving members of the family are the four 
sons, all lumbermen: Harry T. Kendall, general 
lumber sales manager of the Central Coal & 
Coke Co.; Paul R. Kendall, advertising man- 
ager for the Long-Bell Lumber Co.; John A. 
Kendall, a lumber wholesaler, of Cleveland, Ohio, 
and Roy O. Kendall, a wholesaler at Oklahoma 
City. Mr. Kendall had for several years made 
his home with Paul Kendall in Kansas City and 
funeral services were held there Monday after- 
noon at 2 o’clock. An unusual feature of the 
funeral was that the four sons acted as pall- 
bearers. 

David Alden Kendall was born in Prairie du 
Sac, Wis., on April 10, 1847, when lumbering 
was the principal business of that region. 
Naturally he gravitated into the lumber busi- 
ness and after some experience in the camps 
and mills he went to Mankato, Minn., in 1871, 
and opened a retail yard. There he met and 
married Miss Eliza M. Taylor. He also estab- 
lished yards at Sleepy Eye, Minn., and in 1872 
another at Howard Lake, Minn. For a time he 


was engaged in the grain business at Clay Cen- 


A. F. BLOOMER, known to many an old-time 
lumberman as ‘“‘Andy’’ Bloomer, for many years 
a retail lumberman, of York, Neb., died at his 
home in Pasadena, Calif., on Dec. 30, at the age 
of 75. He had been retired from active business 
for many years and had made his home in Pasa- 
dena. Most of the older lumbermen will remem- 
ber Andy Bloomer with affection. He was very 
well known as a successful and progressive lum- 
berman, first in the Chicago trade and later in 
the middle West where he built up one of the 
most prosperous and progressive of retail lum- 
ber enterprises. 

Andrew Fletcher Bloomer was born in New- 
burgh, N. Y., Aug. 19, 1851. He entered the 
lumber business at the age of 18 in Chicago, in 
the employ of D. F. Chase & Bro., whose mem- 
bers were uncles of his on the maternal side. 
He was associated in that business with Davey 
S. Pate and W. M. Miner, each of whom became 
a prominent figure in the mmmber business dur- 
ing the next few decades. Mr. Bloomer became 
manager of the yard which these men opened 
at Wyoming, Ill., and in 1877 became owner of 
the business. He sold out in 1884 and removed 
to York, Neb., where he again built up a flour- 
ishing retail lumber business. In 1904 he sold 
the yard to the Dietz Lumber Co. and retired, 
moving to California. 

Mr. Bloomer was a retailer a quarter of a cen- 
tury ahead of his time, as an old friend of his 





Kendall family at golden wedding celebration of Mr. and Mrs. D,. A. Kendall, who are seated in 


the center. 


ter, Kansas. In 1882 he went into the whole- 
sale lumber business at Lansing, Iowa. It was 
in that same year that Mr. Kendall became con- 
nected with the Sawyer & Austin Lumber Co., 
of La Crosse, Wis., and in 1890 he opened a 
Kansas City sales office for that company. 
Three years later he became vice president of 
the company and general sales manager of its 
plant at Pine Bluff, Ark. In 1908 he sold his 
Pine Bluff interests and returned to Kansas 
City. The Pine Bluff plant later became part 
of the Long-Bell operations. Mr. Kendall en- 
tered the automobile business upon his return 
to Kansas City and also engaged in the whole- 
sale lumber business there, directing several 
retail yards which he had acquired in Texas 
and Oklahoma. He still held interests in retail 
yards at the time of his death. 

When Mr. Kendall first visited Kansas City 
early in the ’80s as a lumber salesman, there 
was a lumber yard at what is now one of the 


busiest corners of the business section. That 
was the period’ when Excelsior Springs, Mo., 
was having its boom days and Mr. Kendall 
sola much of the Wisconsin lumber that went 
into construction work ,in that city, notably that 
for the first Elms Hotel, a popular hostelry of 
those days. 

Mr. and Mrs. Kendall celebrated their golden 


wedding anniversary in 1921 at which time their 
four sons, their wives and their children were 
all present and the accompanying group photo- 
graph was taken. Mrs. Kendall died in October, 
1922. She was active in charitable enterprises 
in Kansas City and for thirteen years had been 
president of the Mercy Hospital League, a non- 
sectarian institution which cares for crippled 
children. The four sons learned the lumber 
business with their father and all have made 
their mark in the lumber world. 


Harry T., John, Paul and Roy Kendall standing, with their wives and children. 


said when the news of his death came. His 
methods were those of the most advanced in the 
lumber trade today. At a time when the lum- 
bermen as a rule considered advertising an un- 
necessary luxury and at the most would use a 
few inches of space advising that ‘Jones Lumber 
Co.’’ sold lumber, Mr. Bloomer spent a good deal 
of money and used whole pages for his effective 
display advertising. Of course his methods paid 
and paid well and at the time of his retirement 
he had piled up a comfortable fortune. He was 
a subscriber to the AMERICAN LUMBERMAN al- 
most from its beginning and was a consistent 
reader of its pages and its firm friend. 

Mr. Bloomer married Miss Eliza P. Miner, 
daughter of W. M. Miner, in 1885. Mrs. Bloomer 
wearer away a few years ago, leaving no chil- 
dren. 


MRS. MAUDE WILBUR, wife of Ray Wilbur, 
vice president of the Wilbur Lumber Co., oper- 
ating line yards in Wisconsin, Illinois and In- 
diana, died at her home in Waukesha, Wis., 
on Sunday, Jan. 2, aged 43. She had been ill 
for a year. She is survived by her husband, 
one son, and two daughters. She was buried 
on Jan. 4 at Waukesha. Mrs. Wilbur’s father 
died a few days before she did. 


SAMUEL L. BRYANT, 84 years old, for many 
years engaged in the business of buying timber 
and logs at Derby, Ind., died at his home at 
that place a few days ago after an illness of 
several months. He was a veteran of the Union 
army during the Civil War and is survived by 
the widow, five children and 23 grandchildren. 
He was a member of the Baptist church. Mr. 
Bryant was well and favorably known in 
southern Indiana and northern Kentucky. 





The 
Strongest 
Lumber is at 
Your Door! 


There is no other structural 
timber supply as close to the 
marketing district as South- 
ern Pine. 


No other producing terri- 
tory can put its materials in 
your hands as promptly as 
Southern Pine. 


No other wood contains the 
qualities of strength, stiff- 
ness and rot resistance nec- 
essary in heavy structural 
timbers as does Southern 
Pine. 


Its strength and stiffness 
have been proven superior to 
all competitive woods 
through thousands of official 
tests. Its resinous content 
is an inherent preventive 
against decay. Unprotected 
Southern Pine timbers will 
withstand high temperature 
fires two to four times longer 
than unprotected steel. 


For beams, girders, or joists, 
for posts or sills, for any 
place in construction where 
stress is a factor Southern 
Pine will give more service, 
and be available more quick- 
ly, than any other wood. 


—And Calcasieu is 
the best of the long 
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ELIZABETH, LA. 


MEMBER SOUTHERN PINE ASSOCIATION 
MILL NO. 70 
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Few concerns can look back 
on as long, satisfactory service 
to lumber buyers as our or- 


ganization. And today we're 
better equipped than ever to 
render service. Let us tell you 
about the values we're featur- 
ing in 

YELLOW PINE 


Timbers, Long Joists, Yard 
and Shed Stock; also 


CYPRESS LUMBER 


Straight or mixed cars. 


BOECKELER 


LUMBER COMPANY 
St. Louis, Mo. 























HARDWOOD FLOORING 





NICHOLS & COX 
LUMBER COMPANY 
GRAND RAPIDS, MICHIGAN 
















| Bedna Young LamberCo. Co. 
JACKSON, TENNESSEE 


Manufacturers of 


GUM, ASH, POPLAR 





| QUARTERED AND PLAIN C) AIK | 


| YOUR INQUIRIES APPRECIATED. 
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Poplar 
Oak Beech Gum 


POPLAR BEVEL SIDING 
BOX SHOOKS 


Eastman - Gardiner 
Hardwood Co. 


LAUREL, MISSISSIPPI 
Member Hardwood Manufacturer’s Institute. 














Established 1847 


Foreign Forwarders, 


C. B. Richard & Co. 


29 Broadway, NEW YORK Custeens Brokers. We 
. cargo, collect invo'ces 

Ocean Freight  sfiscount dine 
Brokers for exports & imports 


Special department handling export lumber shipments 
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News Notes from Ame 


TACOMA, WASH. 


Dec. 31.—With the new administration in charge 
the Tacoma Lumbermen’s Club held its last meet- 
ing of the year Wednesday noon. J. G. Dickson, 
the new president, presided for the first time. He 
expressed his sense of the honor done him at the 
election, and paid a tribute to the former officers 
of the club. Mr. Dickson announced that the 
Henry Mill & Timber Co. has joined the organiza- 
tion, bringing back to the membership W. Yale 
Henry, formerly one of the hardest workers in the 
club. The club approved without debate the 
change in the meeting date recommended by the 
board of trustees. Hereafter meetings will be held 
Fridays, instead of Wednesdays. 

A number of business matters were brought up 
by the new administration. The question of free 
time on railroad cars was discussed at length, and 
comparisons with the time granted in other ports 
on both coasts seemed to show that Tacoma ship- 
pets- are facing unjust discrimination. It was 
decided to name a committee to investigate this 
matter and recommend what action be taken. Mr. 
Dickson named J. G. Newbegin, A. K. Martin and 
L. P. Hill as members of the committee. 

A communication from the Chamber of Com- 
merce, urging the club to rescind its favorable 
action on the Great Lakes-St. Lawrence Canal 
plan, was read. After discussion it was decided 
that nothing has happened to cause the club to 
take such action, but the chamber will be notified 
that the club will be glad to hear any evidence 
it may care to present on the subject. 

The proposed State building code, with its pro- 
vision against the use of lath of certain sizes, was 
discussed, and this matter will be laid béfore the 
West Coast Lumbermen’s Association and Na- 
tional Lumber Manufacturers’ Association for their 
advice and investigation. 

Resolutions of appreciation for the work done by 
Past President Frost Snyder and the other 1926 
officers were adopted. 

Estimates by the local millmen indicate that the 
Tacoma mills manufactured a total of 815,800,000 
feet during 1926, an increase of 63,800,000 feet 
over the estimated cut for 1925. The year’s cut, 
according to figures given out by Tacoma plants, 
was as follows: 


Feet 

rr er Sees. cccéevetoacesies 12,000,000 
Cee. Wer BAe BOO. cde ccccévasiese 36,000,000 
Dee BANE OO. neces pcipecciicns 82,000,000 
DONG BOONE GD. 2 cc ccicccetcecve 35,000,000 
ReGen EANOD OD. ccccccccdeneess 50,000,000 
EEE EU) occ ccncsccuscvées 7,500,000 
EE EE OE nn nic ob ceceN ckacweas 18,000,000 
Henry Mill & Timber Co............. 23,800,000 
DE ND TM oc oc bn ceedses as 24,000,000 
Ge DE Gna cccccdccesees 13,500,000 
Puget Sound Lumber Co............. 45,000,000 
St. Paul & Tacoma Lumber Co........ 225, ‘000, 000 
OE SS. SE aaa 13 ‘000, ‘000 
Tacoma Harbor Lumber Co........... 27,000,000 
- - eee 33,000,000 
Weanterm Wit Lamber Co......ccccccs 1,000,000 
Wheeler, Osgood Co. (sawmill)....... 100° 000,000 
Se CE cc cctecenacecuwetens 50,000,000 

IE a diindoeh Atard'a nu ate mae Bo ee ae 815,800,000 


These figures show only the operations of the city 
mills, as many of the large plants outside of the 
city, but in the Tacoma district, have not yet pre- 
pared their figures for the year. 

Interest in the new organization of Northwest 
door mills, for developing the foreign market for 
their product, is intense locally. The announce- 
ment this week of the formation of the American 
Export Door Co. marks a step toward the closer 
coéperation of the door manufacturers. All five 
of the principal Tacoma door mills are included 
in the organization, and three of the officers of the 
new company are Tacoma men. 

Cargo shipments of lumber were still far below 
normal this week, but shipments of other wood 
products increased considerably. From the Baker 
and Shaffer docks and Portacoma piers there was 
shipped 2,245,000 feet; Defiance Lumber Co., 2,- 
200,000 feet, and Puget Sound Lumber Co., 760,- 
000 feet—a total of 5,205,000 feet. Destinations: 
Atlantic coast, 1,270,000 feet; California, 1,500,- 
000 feet ; Japan and China, 1,450,000 feet ; Europe, 
120,000 feet; West Indies, 300,000 feet; Hawaiian 
Islands, 175,000 feet, and Australia, 460,000 feet. 
Other than lumber: The Atlantic coast took 4,500,- 
000 shingles, 690 bundles broom handles, 3,400 
doors and 75 tons box shook. California took 50,- 
000 feet cross arms. Japan took 640 tons box 
shook. Europe took 57,000 doors and 25 tons 
plywood. The Hawaiian Islands took 10 tons box 
shook. 

A 40 percent advance in sawmill payroll assess- 


ments for State industrial insurance was decided 
on by the State department of labor and industries, 
according to word received by the local mills to. 
day. The new rates are effective Jan. 1. Logging 
payroll assessments will be increased 8 percent, 
with an additional 20 percent for medical aid, 
Under the new rate cards, logging operations wil] 
pay 3 to 3% percent of their payrolls into the 
insurance fund; sawmills, 14% to 1% percent; 
shingle mills, 1% to 1% percent, furniture manu- 
facture, 1 to 14% percent, and railroad construc. 
tion work, 1% to 3% percent. Medical aid assegs- 
ments are made on the basis of so much per day 
for each workman, and have been generally in- 
creased. 

The general sales office of the Arquetite Products 
Co. has been transferred from Hoquiam to Tacoma. 
E. B. Fish, general manager of the firm, will move 
to this city to take charge of the new offices. Ar. 
quetite is a new building material, made from 
mill refuse and sawdust, which is already develop- 
ing a large market. 

A new wholesale lumber company was organized 
this week by J. B. Rudell, W. N. May and D. D. 
Barnes. The firm is known as the Tacoma Lumber 
Co. and is capitalized at $10,000. 

W. B. Fraser, of the Coale Fraser Co., has left 
Tacoma to take charge of the company’s new office 
at Pittsburgh. The Tacoma office will hereafter be 
in charge of Robert Wright. 

A. H. Landram, sales manager St. Paul & Ta- 
coma Lumber Co., is seriously ill at a local hospi- 
tal. Mr. Landram returned from the East ten 
days ago, and was taken ill almost immediately 
after his arrival. His condition grew alarming 
and he was moved to the hospital last week. His 
condition shows improvement and his friends antic- 
ipate his recovery. 


KALISPELL, MONT. 


Dec. 31.—Henry Good, logging contractor, Kalis- 
pell, reports that logging is progressing in good 
shape this year, and that recent snows have helped 
materially, although there is not quite as much 
logging this year as last. This year’s output of 
logs will be about 15,000,000 feet, while last year’s 
was 25,000,000 feet. Mr. Good is operating a 
number of camps and has some subcontractors. 
All of this logging is done for the Somers Lumber 
Co., of Somers, Mont. Mr. Good reports that he 
also has a contract for 200,000 railroad ties, being 
got out near Stryker. 

The Somers Lumber Co.’s miH, at Somers, Mont., 
has begun operations for the year. The sawmill 
of the Empire Lumber Co. is not operating, but 
most other plants in the Kalispell district are 
active. 

The Empire Lumber Co., with head office in 
Kalispell, Mont., is building a tie mill, which will 
be in operation next week. This plant will make 
about three hundred ties daily. It will be located 
about five miles west of Kila. This company is 
also doing considerable logging this winter. 


BELLINGHAM, WASH. 


Dec. 31.—Three Bellingham sawmills and two box 

factories resumed operation this week. The cargo 
plant of the Bloedel Donovan Lumber Mills is 
running its long side, and one line in its box 
factory is busy. The Morrison Mill Co.’s sawmill, 
closed for a month for repairs and the Christmas 
recess, and one line in the company’s box plant, 
are active. The Puget Sound Sawmills & Shingle 
Co. has started both its sawmills, and expects 
that they will run throughout the year. Extra 
shifts are probable, as in 1926. 
-~ Logging was interfered with in Whatcom County 
this week by snow. In some camps it was 30 
inches deep, and operations had to be suspended. 
Late this week warm winds and rain carried away 
most of the snow. 

Everett G. Griggs, jr., Whatcom County manager 
of the St. Paul & Tacoma Lumber Co., says that 
the company has completed logging in this county, 
and that years may elapse before it resumes. It 
is now picking up logs along its railroad, and half 
its camp equipment has been shipped elsewhere. 
Operations have been suspended because of the 
predominance of cedar in its holdings in the 
Kulshan district. The company has operated there 
four years, shipping an average of thirty to thirty- 
five cars of logs daily much of the time, and 
employing 150 to 200 men. 

Cargo shipments were fair this week. The Pu- 
get Sound Sawmills & Shingle Co. shipped 500,000 
feet to the west coast of South America. The Bloe- 


del Donovan Lumber Mills shipped 1,500,000 feet 
to California, and 750,000 feet to Japan. 
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During 1926, Bellingham shipped about 178,000,- The Timber & Development Co., recently incor- 
ded 000 feet of lumber by water, exclusive of many porated under the laws of Oregon with a capital of * 
ies, small shipments of box shook to California. This $25,000, has started in business. The incorpora- 
to- was 16,000,000 in excess of the 1925 movement. tors are A. E. Mathews and M. A. Barnes. Mr. The Most 
ing The Atlantic coast led with 68,022,000 feet, and Mathews is well known in the lumber trade, and 
nt California was second with 46,460,000 feet. Ship- has the reputation of being one of the best posted Profitable Lumber 
id, ments age pak oe py feet; timbermen in the Northwest. 
vi Australia, 15,188, eet; Japan, 10,630,000 feet ; 
= China, 8,078,000 feet; South America, 5,551,000 VANCOUVER, B. C. for Dealers 
: feet; Alaska, 1, ‘ eet ; exico and Italy, 
4, 500,000 feet each; New Zealand, 260,000 feet - Jan. 3.—Very few of the larger logging opera- 
mon Panama Canal Zone, 1,000,000 feet; Suez, 675,000 tions on the Coast will resume activities in the When you adopt Golds- 
-_ feet. first two weeks of the new year, owing to the mills boro, N. C., Pine as your 
lay Announcement that it will build a number of being closed. The stock of logs in the water is general yard and_ shed 
‘> frame dwellings in 1927 was made this week by 2mple to take care of any demands for some time, stock, you hav d- 
the Bellingham Bay Improvement Co., one of whose OF until the market warrants resumption of sawing. » FOU Rave many & 
cts directors is J. J. Donovan, vice president Bloedel Most mills are busy with annual overhaul. vantages. 
na, Donovan Lumber Mills. They will cost $3,000 Advance figures issued by the provincial forest ° P 
ee each. Half a dozen will be started at once. pe sg a a ee log. — = ae will This lumber is naturally 
show a cut 0 ,000,000, eet. s is an i H i 
oe LOS ANGELES, CALIF. increase of 15 percent over the production record — oo a te bear 
op- of 1925. In value the figures show an increase og 92 
Dec. 31.—The past. week has shown very little estimated at $3,000,000 to $85,000,000, the largest building. Its soft texture, 
ed activity, but conditions in general point to a jn history of the Province. It is noted that a beautiful figure and careful 
D flourishing business throughout 1927. It is also general decline in lumber prices during the year millin attract tr d f 
om the consensus of opinion that the construction had the effect of reducing the estimated total 8 — i 
r ; dealers. Its long service 
program will not wait until after March 1, the yalue of timber products. The government’s ad- ‘ 
eft closing of the m0: period, before building be- yance estimate of export lumber shipments is and economy make satis- 
~ gins in earnest. ight now the building permit 650,000,000 feet, also a record figure. fied customers. 
be sn apahecn Calicania wis Salle SE dies ann 
ra specifications for new projects, and it is expected SPOKANE, WASH. ne advantage wat om 
~t that just as soon as these are cleared that there Dec. 831.—The new year has been ushered in by -@ car service and or 
will be a general run on the retailers. der just the quantities you 
‘en a chinook, which is rapidly cutting into the snow : z 
ely cahenad Geodam Wane one tae ts peti meee and spoiling the sleigh roads for the loggers. The require. We also ship by 
ly la an those ; 
ng for 1925, according to information furnished by par Ragnelle a has been experienced water to East Coast points. 
ao. pm Marine Exchange of the Chamber of Commerce. Yesterday was fathers’ and sons’ day at the 
nd as a result of the small amount of lumber in weekly meeting of the Spokane Hoo-H Club 
the yards and on the docks at this time, a con- y e oo stripe —_ 
, 
dition which Gif not exist at the beginning of "tte "88 ® goed turd cut of members with thelr V rs 
1926, the new year is expected to see : saeie sons. Jim Brown, jr., 11 year old son of Jim Johnson €3 imsatt 
| ? ~ Brown, past president of the Hoo-Hoo Club and 
lis- able increase in shipments. The following is the member of the Supreme Nine a 
“ , gave a catchy reci 
od list of shipments during the last twelve months, tation. Clyde Bergdahl, son of Richard Bergdabl, WASHINGTON, D. C. 
Ds and those for the same ee oe of the Weyerhaeuser Sales Co. and leader of the 
Hoo-Hoo Boy Scout troop, told of its progress. 
of poauaty teste eeeeees br rgte ys 121,750,000 The Humbird Lumber Co. has bought from the 
r's a lll aaa LE e000 Lan'See ony Forest Service 3,500,000 feet of white pine timber 
a April 2.2.2. ///222! 137%130'000 131'955,000 im the Quartz Creek district of the Priest River 
rs. DEE Gisivaintind active tin 151,265,000 129,675,000 country. This timber was damaged in the fires * 
er ED ecvconsavacnee 135,980,000 196,125,000 of last summer, and adjoins a stand belonging S 
he SE a4 4s eeaoae eae 119,930,000 131,925,000 to the Humbird Lumber Co., also damaged by last Crvoice 
ng CE Glau whamcea ee 131,060,000 131,725,000 summer’s fires, which is now being logged. 
y= ever ewesseeeen 143,575,000 142,790,000 John Kendall, veteran Inland Empire lumber- 
‘oe aoe TSM PROM nan tnd ceeral manarer of momen Torts YY OU Want 
ill —_- 135000000 143'780'000_+~—=s me), Spent the holidays at his home here and 
ee ore eee stibeior oat will remain most of January. His sons Frank and r 
re SS AE 1,609,383,000 1,603,585,000 Homer are with the Potlatch Lumber Co.’s retail is the kind our facilities 
J. Frank Jones, sales manage yards department here, Frank holding Mr. Ken- 
* Lumber Co., Abeotean, Wath. ben teed to his dall’s former position of general manager. enable ela render ~ 
ill headquarters after spending the holidays in Los E. C. Wert, secretary-treasurer Long Lake Lum- all times. Our mills 
me Angeles, during which time he made his head- er Co., accompanied by Mrs. Wert, will leave soon have a daily capacity of 
= quarters with W. W. Wilkinson, local distributer a - re bw Bags — gy 300,000 feet of 
for the Evergreen products. nute Engdahi, president Spokane Sas rod . 
. . , Co., spent several days in Seattle on business this 
week. 
Dec. 31.—The week closing today was one of the . “ 
a quietest experienced for some time. Business Jan. 3.—Lumbermen in the Minneapolis-St. Paul 
_~ se to have been at a standstill. None of the area declare that there is a firming tendency to 
pa rer g 1. the city remained idle between Christmas the softwood market, due, they say, to the disposi- Py * 
ll re cliems aes oe Pan ge are — oe. of = a ge om pa per ca sag curtail 
50H 2 , \ western production. e retail and wholesale buyers are 
=“ States are going to be in the market for a good making inquiries, showing an eagerness to keep ROUGH or DRESSED LUMBER 
ag — of the lumber produced here in 1927, and well informed. It would not be surprising to find 
te “ae a ae crop prospects from California indi- some heavy orders being placed. The red. cedar You’ _— 
= pron strong demand from that part of the shingle situation is termed a direct example of ou ll find our prices 
s —_ The foreign market is steadily expanding, the stimulating effect of curtailed production. Few ee) right and our quality 
ty po 8 to establishment of new steamship lines. shingles being offered, and there is more inquiry. fo) Hed i 
y = nae geo from the Southern Pacific Co., that The determination of the northern white cedar Pp Bh unexcelied in 
4 seers million dollars will be expended during manufacturers to curtatl output has increased buy- s il ies 
— Sen : n — betterments, is welcome news to ers’ interest. It is understood generally that white- Partition, Ceiling, 
to on er industry. The announcement came _ cedar prices -will not be more favorable this season. o) a € 
- ; ~ Francisco a few days ago. Sales forces of Twin City lumber distributers have % Moulding, Trim, 
- Re i here are hoping prices for their been less aggressive in seeking orders during the ep . m 
= can uct by = be better during 1927, even though period of slack. Some say that for the first time Lath, Dimension. 
Tt 19 - business may not be larger than during in months they find themselves busy on telephones 
if se n volume, 1926 will prove a record breaker, answering calls from prospective buyers. The Inquiries and orders solicited 
- shia atistics revealed a month ago that fir hardwood lumber wholesalers have been doing lit- q l hi 
~: re gp a from the Columbia River district during tle business during the holiday period, but indus- for rail or water shipment. 
ne pal eleven months already exceed those of the tries are showing interest in placing orders. The 
=  7ene of 1925 by a good margin. But prices, railroads are active in the northern pine market, 
a ro - ge were unsatisfactory. More and _ and orders are expected to develop steadily. Surry Lumber Company 
a ot ~4, _ y this situation is attributed to faults South Dakota holds good promise, in the opinion 
. pont oa ndustry itself in not producing more in of BE. F. Miller, of the H. W. Ross Lumber Co., Manufacturers Incorporated 1885 
a ae at with the demand. Efforts to correct Sioux Falls, S. D. While it is true that bank 9th Floor Union Balti Marvland 
a of these shortcomings are under way, and difficulties in that State have had a retarding Trust Building, timore, Marylan 
there is a feeling that some measure of success effect, farmers are paying cash. 
e- will be met with soon : ' - 
et ° Dean Glenn, Thompson Yards (Inc.) superin 
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Investigate Our 


HARDWOOD 
Values Today 


The average daily output 
of our two hardwood mills 
is 160,000 feet. Now we be- 
lieve you will agree with us 
that we couldn’t dispose of 
this large output right along 
if we weren toffering pretty 
good values. 


That’s why we say, inves- 
tigate our values in 


Oak, Gum, Ash, Elm 


See us also for Cypress. 


The Breece-White 


Manufacturing Co. 
SALES OFFICE: 
Bank of Commerce B:dg., MEMPHIS, TENN. 


Sales Representatives : 
Boyd White, 210 E. Fifth St., Jamestown,N.Y. 
Richard Koehler, 7218 E. End Ave., Chicago 
1. J. Newsome, 912 Grand Rapids Savings Bank 
Building, Grand Rapids, Mich. 
Frank Handeyside, - Appleton, Wis. 





Mills: Arkansas City, Ark. 
Fondale, La. 
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HAMMOND,LA. , ore 
Manufacturers of Long and Shortleaf 
Southern Pine Lumber 














RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 


Mille at 
GANDY, LA. 






Office, 
RUSTON, LA. 


























Manufacturers 


Short Leaf Pine and Hardwoods 


tendent in North Dakota, said in the Twin Cities 
last week that the soil in North Dakota is in: good 
condition, indicating an encouraging crop start in 
1927. 

Heavy snows in Wisconsin, according to J. H. 
Hartray, of the S. H. Bowman line-yard system, 
who has just returned from a trip in that State, 
have caused a virtual suspension of business. But, 
with the soil in splendid condition, prospects are 
excellent for lumber trade. 

Firming of prices on staple items already has 
taken place as a result of suspension of Coast 
operations, according to V. J. Phillips, president 
of the National Forest Products Co., of Portland, 
Ore., who was here last week. 

A. R. Rogers, of the Rogers Lumber Co., who 
was recently elected president of the Minneapolis 
Association of Commerce, has been made north- 
western member of the Business Men’s Commission 
on Agriculture. 

E. J. Dwyer, of the Tozer Lumber Co., Minne- 
apolis, is recovering from slight injuries received 
in a motor accident last week. 


EVERETT, WASH. 


Dec. 31.—The logging and lumber manufacturing 
situation in the entire Pacific Northwest is being 
watched with more than usual care. The state- 
ment has gone forth that the principal logging 
operators on Puget Sound will not resume prior to 
Feb. 1, and very likely will remain down for a 
longer interval. At the same time, the aggregate 
of logs in the water is 


Le 
provisions of the reforestation bill scheduleq to 
be introduced at the coming session of the Minne. 
suta legislature. 


DENVER, COLO. 


Jan. 3.—-Warm spring-like weather in this gee. 
tion last week served to increase building to some 
extent, and as a result the local market was a trifle 
more active. It is not expected to show any great 
improvement, however, until after inventories are 
over. Wholesalers here are expecting country 
business to take on new life within a short time. 

Jobbers, manufacturers and purchasing agents 
of Denver held their eighth annual banquet in the 
Daniels & Fisher tearoom Tuesday evening. James 
D. Maidland, of the Colorado Building Supply Co, 
and chairman of the jobbers’ bureau of the cham- 
ber of commerce, was one of the speakers. 


MILWAUKEE, WIS. 


Jan. 4.—Little business was placed by retailers 
or wood using industries last week. It is not yet 
known how lumber stocks of retail yards and in- 
dustrial consumers will compare with those of 
other years, but it is generally believed here that 
final figures will show that there is less lumber on 
hand. One of the largest hardwood operators here 
reported that not much activity in buying is ex- 
pected during the early part of January. It is 
doubtful whether retailers will buy very much 
jumber for the next few weeks. Prices on West 








relatively small, possibly 
not more than ten days’ 
supply, most of which has 
gone into the hands of 
the mills. No. 1 fir logs 
are so scarce as to be al- 
most off the market, and 
while No. 2 and No. 3 are 
in somewhat heavier sup- 
ply, the demand has 
caused a distinctly firm 
undertone to the market. 

Reports from the Grays 
Harbor district are no- 
ticeably similar to those 
originating here, as to 
small accumulation of 
logs. In fact, the Har- 
bor is well known for its 
practice of operating 
mills close up to the log- 
gers; and the announce 
ment that a number of 
the largest mills on the 
Harbor will resume at 
once would indicate that 
loggers in that territory 
may be expected to start 
up their camps. 








Logging in Central America is accompanied by many difficulties. Some- 
times in the rainy season the carts stick in the mud and the logs have to 
be left where they are for the season 





A real log famine is reported from the Columbia 
River, which usually markets its logs at a lower 
figure than the logging centers of Washington. The 
clean-up of logs on the Columbia is said to be so 
complete that not only have lumbermen bought 
all the good milling stock, but are now eager to 
buy lower grades. It is predicted that logging 
camps in that territory will reopen at once. A 
report from Portland states that the mills have 
actually been in a wild scramble for logs, resulting 
in the greatest clean-up in the last nine years. 


DULUTH, MINN. 


Jan. 3.—Sales officials of the sawmill companies 
have already been in receipt of a fair inquiry for 
northern pine for prompt shipment. Numbers of 
retail orders for mixed carlots were placed. Oper- 
ators are generally gratified over the steadiness of 
quotations. Contractors in this territory are show- 
ing a greater disposition to cover their lumber 
requirements. The sawmills claim to have in 
sight substantial orders from the middle West for 
No. 2 and better northern pine pattern stock. An 
early movement in box lumber is predicted. 

Woods operators in northern Minnesota are now 
operating at about their top level for the season. 
The Weyerhaeuser interests at Cloquet, the Vir- 
ginia & Rainy Lake Co., at Virginia, and the 
International Falls Lumber Co., near the Canadian 
boundary, are operating their camps on a larger 
scale than they were last year. Curry & Whyte, 
and Martin Bros., Duluth, are employing heavy 
crews in getting out pulpwood and other woods 
products. C. A. McDonald & Co., Duluth, are con- 
tinuing a large woods operation for an iron mining 
company. 

The Scott-Graff Lumber Co., Duluth, has started 
buying logs from jobbers, and expects to start its 
Duluth sawmill by the first week in April. 

Duluth lumbermen promise to be well repre- 
sented at the annual convention of the Northwest- 
ern Lumbermen’s Association at Minneapolis, Jan. 
18 to 20. Delegates from here propose to stress 
the necessity of devoting careful attention to the 


Coast fir are almost unchanged. One of the mill- 
work plants reported, however, that inducements 
were offered by West Coast operators, but claimed 
such offers were usual at this season. A rise is 
expected in the hardwood market, but it will be 
a gradual one. A prominent hardwood jobber in 
Milwaukee declared emphatically that it is very 
doubtful whether the northern loggers and mills 
are curtailing as much as some reports indicate. 
Flooring is moving slowly. Box business is not 
brisk. Millwork plants report sufficient orders to 
earry them through the first quarter of the new 
year. 

The Great Western Paper Co., Ladysmith, Wis., 
has purchased 5,000,000 feet of hemlock logs from 
the Fountain-Campbell Lumber Co. 

The Wisconsin State highway commission met 
in Madison Thursday to open bids for furnishing 
17,740 cedar posts. 


KANSAS CITY, MO. 


Jan. 3.—The lumber market has hardly had 
time to recover from the effects of the holiday 
season, but the outlook is encouraging. Orders 
still are a little scarce, but inquiry is satisfactory. 
While some of the smaller mills have been taking 
offered prices, the larger mills are standing pat 
and undoubtedly another two weeks will see a 
definite trend upward on a good many items. One 
very encouraging sign is that building permits 
issued here last month totaled $2,466,695, twice 
the total for November, and the largest for any 
month since last May, though it included only one- 
third the number of dwelling houses for which 
permits were issued in December, 1925. Country 
demand for- lumber the last six weeks has been 
slow, but a much better spring market is considered 
a probability. A big demand for lumber is looked 
for in the southwestern oil fields, and improve- 
ment in eall from both northern and southern 
States is expected. 

The engagement is announced of Miss WBileen 
Lafferty, daughter of Mrs. Joseph T. Lafferty. 
to Russell Cravens Pickering, son of Mr. and Mrs. 
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William A. Pickering, both of Kansas City. Miss 
Lafferty is a pupil at Mt. Vernon Seminary, Wash- 
ington, D. C. Mr. Pickering is a direator of the 
Pickering Lumber Co. The marriage will take 
place in the summer, 


PITTSBURGH, PA. 


Jan. 4.—Little business was transacted by 
Pittsburgh wholesalers during Christmas and New 
Year week, most retailers and industrial con- 
cerns being in the midst of inventory work. It 
is admitted that retail stocks are not large, and 
in fact some dealers have found already that their 
stocks are much more depleted in some items than 
they had thought. In view of this condition, 
wholesalers believe that 1927 will be a good year. 
The year opens with a noticeable scarcity of FAS 
Appalachian hardwoods, with the lower grades in 
constant demand. The upper grades of white 
pine, too, are showing searcity in some items, 
and some mills are asking advanced prices. There 
is no apparent change in the position of southern 
ine. 

. Members of the Pittsburgh Wholesale Lumber 
Dealers’ Association resumed Monday their weekly 
luncheons in the William Penn Hotel, following 
the suspension for a few weeks during the holiday 
season. 

John W. Kendall, secretary Kendall Lumber 
Co.. is in the Bermudas. A. J. Rost is handling 
the sales in the absence of Mr. Kendall. 


PHILADELPHIA, PA. 


Jan. 3.—The annual year-end party of the Lum- 
bermen’s Exchange was held last Friday night in 
the Rose Garden of the Bellevue Stratford. Fol- 
lowing luncheon, there was a vaudeville show, and 
other features. 

Cc. Homer Shoemaker, of the Shoemaker Lumber 
Co., has been elected district trustee of the Ocean 
City Kiwanis Club. 

E. S. Bullock has converted his Williamsport 
box factory into a modern hardwood planing mill, 
having installed the most modern machinery. The 
report is that he is running full time, and that 
orders are continuing to arrive at a brisk rate. 

Clarence Updegraff, of the West End Lumber Co., 
recently journed through Canada. 

Harry E. Crouse, the oldest salesman in the 
employ of the Babcock Lumber Co., who has been 
with this concern for over thirty years, visited the 
Philadelphia office for several days of last week. 

James H. Tague, jr., who recently severed his 
connections with the Samuel H. Shearer Co., is 
now affiliated with the J. E. Tague Lumber Co., 
a retail yard established by his father several years 


ve TORONTO, ONT. 


Jan. 3.—Maj. J. I. Hartt, inspector of Crown 
timber agencies for Ontario, states that from re- 
ports received from various parts of the Province, 
the woods cut this year will be only about 70 per- 
cent of what was taken out in the winter of 1925- 
26. Maj. Hartt added that, north and west of 
Sudbury, there had been considerable snow with- 
out any solid bottom, with the result that felling 
and skidding activities were hampered. In and 
around Hollow Lake and the district of Halibur- 


ton and Victoria, conditions were much more favor-’ 


able. Maj. Hartt said that all the camps, so far 
as he was aware, were able to obtain an ample 
supply of men. Wages were slightly higher in 
some districts than they were last year. 

K. M. Brown, vice president A. E. Gordon Lum- 
ber Co., Toronto, delivered an interesting and in- 
structive address recently before the members of 
the Foresters’ Club, at Hart House, Toronto, deal- 
ing with several aspects of the lumber industry 
of British Columbia. 

Miss Eleanor McKenzie, daughter of the late 
Thomas McKenzie, veteran retail lumber dealer, 
of Clinton, Ont., who passed away recently, has 
joined the ranks of women retail lumber dealers. 
Miss McKenzie, who has been associated with the 
business for the last eight years, has been ap- 
pointed manager by the executors of the estate. 

Nicholson-Green-Gilbert (Ltd.) held an annual 
meeting in Montreal, on Dec. 16, at which the 
following officers were reélected: President, A. S. 
Nicholson; managing director, J. E. Green; secre- 
tary-treasurer, W. M. Gilbert. 

Sam McBride, Toronto wholesaler, made a great 
race for mayor. He was opposed by Mayor Foster, 
and polled 38,384 votes, only 4,164 votes short of 
Mayor Foster's total. Mr. McBride announces 
that he considers this only a temporary setback. 

Harry G. Bowden, of Frank A. Bowden & Sons 
(Ltd.), Toronto retailers, was successful candidate 
Jan. 1, for the position of hydro commissioner in 
North York township. It was Mr. Bowden’s first 
effort in this direction, and he headed the polls 
against three other candidates. 

L. H. Richards, of the Laidlaw-Belton Lumber 
Co., Sarnia, Ont., was recently reélected a member 
of the board of education of that city. 

A. E. Lloyd, head of C. Lloyd & Son, door manu- 
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facturers, Wingham, Ont., left recently on a holi- 
day trip to Texas. 

J. E. Richards, of Terry-Nicholson-Cates (Ltd.), 
Toronto, left recently on a business trip to the 
Coast and mountain mills of British Columbia. 

Frank H. Harris, of the F. H. Harris Lumber 
Co., Toronto, returned recently from a_ business 
trip to Meridian, Miss., manufacturing headquar- 
ters of the Brooks-Harris lumber interests. 

Andrew Wise, of the Henry Wise Lumber Co., 
St. Catharines, Ont., and secretary Niagara Dis- 
trict Retail Lumber Dealers’ Association, is being 
congratulated on the advent of a little daughter. 

George T. Reid, of Reid & Co., Lumber (Ltd.), 
Toronto, and Mrs. Reid are being congratulated 
upon the arrival of a son. 


BOSTON, MASS. 


Jan. 4.—December brought the heaviest snowfall 
known here in fifty-five years covered by weather 
bureau records and the New Year has so far pre- 
sented the same brand of weather. Under such 
conditions retail yard frade is very quiet and the 
dealers are not in a buying mood. 

Basing their opinions on building trade prospects 
and the outlook for greater stability in West Coast 
fir, some of the big eastern spruce producers and 
distributers are looking fer a banner year. Few 
mills are now active and they are sufficiently sup- 
plied with orders to keep the frame market steady 
at $39 to $40 base. There is an interesting varia- 
tion in the estimates regarding the probable cut of 
long softwood logs in the Maritime Provinces this 
winter. Some local wholesalers assert confidently 
that the 1926-27 cut of spruce sawlogs in New 
Brunswick will be fully one-quarter under last sea- 
son’s, and that firmer quotations on Provincial 
random are certain before spring. 

The Davenport-Evans Co., wholesaler of West 
Coast woods, has moved the Boston headquarters 
to 20 Providence Street. Maj. Ralph M. Davenport 
recently sold out to his partners and retired. 

Consolidation of the Atwood & McManus Box 
Co. of Chelsea and Cambridge, Mass., and the New 
England Box Co. of Greenfield, Mass., and twelve 
other New England cities and towns, became ef- 
fective last Saturday. The new corporation will 
have capacity for 100,000,000 feet of boxboards an- 
nually, and is said here to be the largest wooden 
box manufacturing organization in the world. 


ATLANTA, GA. 


Jan. 3.—Though bad weather is retarding pine 
output in Georgia, there has been a slight increase 
in the last ten days. Comparatively little business 
is being booked, though inquiry is picking up 
steadily. Retailers here are buying on a better 
basis for near future needs. Indications are that 
southeastern yards will be very good buyers be- 
cause of the large amount of construction in 
prospect. The outlook is unusually good for re- 
tailers in Atlanta. Prices in the pine list continue 
very weak, but as larger wholesalers are sending 
men to the mills indications are that there will be 
a fair amount of speculative buying done which is 
certain to give prices an early impetus. With the 
exception of roofers, however, which show an ad- 
vance of about 50 cents, current prices are un- 
changed. Roofers are up to $18.50 and $19.50 in 
this immediate district. The inquiry from the in- 
dustrial field for pine flooring is showing steady 
increase, and is also good for current yard needs 
in building items. Millwork sales are showing 
slight improvement. 

C. B. Harman, secretary-manager Southern Sash, 
Door & Millwork Manufacturers’ Association, will 
address the students of Berry Schools, Mount 
Berry, Ga., next week on the value of trees, in 
an effort to interest them in forestry work. Mr. 
Harman is an official of the Georgia State Forestry 
Association and a member of the Georgia Forestry 
Board. 

The Atlanta Hoo-Hoo Club No. 1 is planning 
to hold a meeting within the next few weeks at 
which a number of new kittens will be initiated. 

A. T. Hussey, assistant manager Naval Stores 
Export Corporation, New Orleans, is in* Savannah, 
Ga., this month, temporarily in charge of the com- 
pany’s new offices. 

R. F. Hamilton, western sales manager Pacific 
Lumber Co., San Francisco, Calif., was a business 
visitor here last week. The company is planning 
to enter this territory, and the Addison-Rudesal 
Co. will be its representative. 

The Atlanta Lumber Co., wholesaler, has moved 
to larger quarters at 1505 Fourth National Bank 
Building. 

J. H. Starr, of J. W. Starr & Sons, Atlanta, 
wholesalers, accompanied by Mrs, Starr, is spending 
some weeks in Florida on a combined business and 
pleasure trip. 

L. B. Sanders, president L. B. Sanders Lumber 
Co., Atlanta, wholesaler, with Mrs. Sanders, has 
returned from an extended trip through Florida. 

B. G. Jefferies, of the J-D Lumber Co., Atlanta 
wholesaler, has returned from a_ business trip 
through Southern Alabama, 




















With Purpose 
and Intent 


Boards like these do not 
come by accident. 


Somewhere back of them 
there is a glorious tree: 
numberless operations by 
skilled men; a knowledge of 
proper drying; and a purpose 
and intent to make them as 
perfect as is possible. 


If you will look closely at the ends 
of the boards in the stack of lum- 
ber you will see the little diamonds 
enclosing the trade-mark of HDE, 
the mark put on every stick to as- 
sure you that back of that stick 
there is a pride in production and 
a guarantee of fitness for its pur- 
pose. 


HDE offers you complete stocks of 
Southern hard , all as good 
as the boards shown here, Cypress, 
hardwoods, pine, in straight carsor 
mixed to suit you. 


Hillyer Deutsch 
Edwards, Inc. 


Hardwoods— Pine 


Oakdale, Louisana 


Branch Offices: 
CHICAGO— 223 Railway Exchange Building 
GREAT BRITAIN— 
Suffolk House, Lawrence Pountney Hill, London, E. C. 4. 
MEXICO—Box 2353, Mexico City, D. F. 
CONTINENTAL EUROPE—No. 5 RueGretry, Paris, France. 
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SIMONDS 


HOG KNIFE 











0 oc e- 
So Hardened That sisting Steel 
It Gives an Extreme. Withstands 


ly Which Constant 
imi Pounding. 











Severe Conditions_ 











Strength — durability and 
edge-holding qualities found 
only in Simonds Hog Knives 
recommend these knives to 
mills where service and econ- 
omy of operation are para- 
mount. Simonds Hog Knives 
are made of wear-resisting 
steel produced in Simonds 
own steel mills—is the result 
of years experiments and re- 
search to produce a steel that 
will stand up under the con- 
stant pounding which hog 
knives are subjected to in ac- 
tual operation. 


Order from any Simonds 
Branch or Service Station. 


Simonds 
Saw and Steel Co. 


“The Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 


Chicago, Ill. Lockport, N.Y. San Francisco, Cal. 

Boston, Mass. Memphis, Tenn. Seattle, Wash. 

Detroit,Mich. Atlanta, Ga. Montreal, Que. 

New York City London, England Toronto, Ont. 

New Orleans,La. Portland, Ore. Vancouver, B.C. 
St. John, N. B. 





SAS LL TT 


SHREVEPORT, LA. 


Jan. 3.—There is a feeling of optimism among 
lumbermen. The fact that f.o.b. mill prices are, 
for the most part, as low as they were ten or 
twelve years ago, is rather significant, though 
on a delivery basis, including freight; prices are 
considerably higher. But the mills are actually 
getting no more, especially when higher wages are 
considered, than they received in 1914. This ter- 
ritory has suffered severely the last year from 
West Coast competition, as is shown by reports 
of fir shipments to Texas points. The railroads 
of the South are waking up to the fact that inroads 
of fir have caused a serious loss in tonnage to 
them. Pine has been forced to move on lower 
rates to such points as St. Louis and contiguous 
territory. The sharp competition for the business 
there caused prices to decline. The economic fea- 
tures of these questions are being widely studied 
by both shippers and carriers. In a general way 
the industry in this section is in a prosperous con- 
dition. The vigorous competition encountered the 
last year has been a stimulus to greater activity. 
There will be a larger amount of pine consumed 
in the South also. Heavy rains have recently held 
back shipments and retarded logging. 

One of the main Christmas celebrations in 
Shreveport was the municipal Christmas tree, 
held at the city hall, for the poor children of the 
community. William A. Anderson, president of the 
Shreveport Lumber Co., was master of ceremonies. 

Bonus checks as well as gifts were presented 
this Christmas to Wm. Steen, manager, and T. E. 
Banks, assistant manager, of the Long-Bell Lumber 
Co. 

The Louisiana State Baptist Convention here 
recently reélected W. H. Managan, lumberman, of 
Westlake, La., president. 


BIRMINGHAM, ALA. 


Jan. 3.—Rainfall broke records during the last 
week. Weather bureau reports show six and a half 
inch for the first four days. No one felt like try- 
ing to log during this last week. Several mills 
were flooded, and the damage can not be estimated 
at this time. Retailers closed down for Dec. 25 
only. The dealers will as a rule start the new year 
with full order files. Stocks are broken in most 
of the yards. Conditions are excellent from every 
standpoint. 

The list below is of average of quotations f.o.b. 
Birmingham for this week: 

FLOORING, Flat Grain, Kiln Dried— 


1x3 1x4 1x6 
I Salts igh Shs ran ecsan ih niga $72.50 $66.00 hia ee 
i rs dectenanenweu 61.00 53.00 
OO See ee 33.00 33.00 
I rine ap inle. Sere afk aie eigen 50.00 44.00 $45.00 
TE eee 44.00 40.00 41.00 
Oe Se 21.00 21.50 23.50 
No. 2 droppings.......... 24.00 24.50 26.00 
No a thie dias ease o-e'eS a0 15.00 16. 18.00 
Air dry No. 3 com........ 4 ae 15.00 18.00 
SIDING, 1x6”— 
Bain tid dW ota a gig ae wre haa aaa $44.50 
ne a Si ar agi ae ans: Balen eh elie > tab ee 41.50 
nf ai al as Ae erin eink Wc Goth! OS a a 24.00 
i A, Se accanesanewtewe knee 28.50 
No. Sate AKccieew sed eehaceeneonnceen 16 
PARTITION, S2S&CM, E&CB— 
1x4” x6” 
GN os «nate hin be tae meee $45.00 $44.00 
Oe TO a Pe A gee ee 42.00 40.00 
PP... con tad covedbeenebeebae 22.00 24.00 
Ss SINS 4.0 36 Se 0s Kr dee eeeceen 16.00 19.00 
FinisH— 1x6” 
1x4” 1x6” &wdr. 
ee $42.00 $47.00 nea 
ee 2 a eee 38.00 41.00 er 
Se Bs ob Be woneedene nous eee age 
Arr Drizp Roorers— 1x6” 
1x4” 1x6” &wdr. 
ee $38.00 $40.00 $42.50 
i, et Ge Wksnseces neces 35.00 37.00 39.00 
ey nk od seeeenchuns a acai 22.00 23.50 


DIMENSIONS, S4S, STANDARD, IN MIXED CARS— 
8-10’ 10-16’ 18&20’ 22&24’ 
$23.50 ae 


ee ere $20.50 $21.00 , cece 
BED sesaccceée 20.00 20.50 22.00 27.00 
, 5, Meee 21.50 21.50 24.00 29.50 
MER =e cevesoees 22.50 22.50 25.00- 31.00 
SEER oeccucesns 23.00 23.00 26.00 32.00 


Straight grade of No. 1 common, add $4. 

For longleaf dense stock, add $7. 

For the Birmingham stadium, necessary funds 
are now in sight, and work will start soon. Lum- 
bermen will get a large business, since form work 
will be of pine and a large amount must be used. 

R. G. Colson, manager Olney Lumber Co., Eutaw, 
Ala., spent part of the holidays as the guest of E. 
V. Sanders Lumber Co. 

A. C. Schuyler, of Laurel, Miss., paid a visit 
to friends in Birmingham last week, and announced 
his retirement from the position of sales manager 
of the Hutchison-Moore Lumber Co., manufacturer 
of pine and hardwood at Fouke, Miss., and Allison, 
Ala. He is returning to the wholesale field. 

G. R. Swift, president Swift-Hunter Lumber 
Co., Atmore, Ala., spent a couple days last week in 


——. 


this city. Mr. Swift says he finds the export 
market in good condition, with more businegg 
offered than his plant can take care of, but interior 
stocks have not moved as fast as desired. Shortly 
after the new year this will change, in his opinion, 
Prices are very satisfactory on sales made so far 
this fall and winter. 

L. D. Meyers, of the Southern Lumber Co., Me- 
ridian, Miss., has stated its new mill will be ready 
about the first of the year. 

Albert Holman, manufacturer and retailer, of 
Northport, Ala., passed through Birmingham thig 
week en route home after spending some time in 
northern Alabama and Tennessee. 

W. H. Orr, general manager Kaul Lumber Co.'s 
operation at Tuscaloosa, visited Birmingham this 
week. 

D. E. Green, secretary Associated General Con- 
tractors, Alabama branch, attended the sessions 
of the legislature in Montgomery. He reports 
plenty of business in sight for the next few months, 


ALBUQUERQUE, N. M. 


Jan. 3.—John G. McNary, vice president Cady 
Lumber Corporation, was in Albuquerque last week, 
accompanied by A. J. McQuatters, of New York 
City, chairman of the board of directors. Both 
were to attend a business meeting at McNary early 
in the new year. The five caterpillar tractors now 
used in logging for the McNary mill are proving 
effective equipment, and a new boiler, said to be the 
largest in the United States, is being installed to 
furnish steam for the twenty-four dry kilns in- 
stalled in August. Two new cottage towns are 
being built by the corporation on the northern and 
southern outskirts of McNary for occupancy of 
Indians of the White River Agency. 

Mrs. McNary, who is a sister of J. M. Raynolds, 
president of the First National Bank of Albu- 
querque, with her daughters, Misses Margery May 
and Martha, joined Mr. McNary here from El Paso, 
and all attended the ball and other functions con- 
nected with the inauguration of Gov. R. C. Dillon, 
at Santa Fe, Mr. McNary being chairman of the 
Republican State central committee, 

Col. George E. -Breece, the Nestor of New Mexico 
lumbering, was conspicuously absent from Gov. 
Dillon’s inaugural ceremonies, being very much 
under the weather since returning from his Louis- 
iana trip. The colonel, a past master in training 
boys, now has his Monroe (La.) mills in the hands 
of his eldest son, G. O. Breece; P. P. Breece is in 
charge of the new mill at Alamogordo, and the 
youngest son, C. O. Breece, has charge of the woods 
operations for the Albuquerque mill, while T. M. 
Stribling, a son-in-law, is superintendent of the 
Albuquerque mill, and another son-in-law, James 
Evans, of Shaw, Colo., has oversight of the Colo- 
rado yards. 

Roscoe Peck, formerly traveling salesman for the 
Southwestern Sash & Door Co. in northern New 
Mexico and northeast Arizona, has moved to Van- 
couver, B. C., and his place is taken by S. F. Karns, 
former lumberman at Drie, Colo. At home for the 
holidays, Mr. Karns brings word of considerable 
farm building in central New Mexico, especially 
about Clovis, farmers having marketed a good wheat 
crop. H. L. Crowe, of the Santa Rosa Lumber 
Co., is putting in practically a new plant, with new 
office and a-building 30 by 120 feet in size for his 
hardware store. 

John C. King, inventor and mining man, San 
Francisco, has invented an airplane-fire-spraying 
device, including three storage tanks, to attach to 
the fuselage of an airplane, from which a powerful 
fire extinguisher can be sprayed upon a forest fire. 
He claims that the fluid extinguisher, of which the 
composition is secret, is inexpensive, and does not 
damage trees and plants, but, sprayed around camp 
grounds, is a fire preventive, and that it will also 
kill forest insects. 

For one of his rare vacations, J. M. Doolittle, 
president Albuquerque Lumber Co., leaves Jan. 6 
or 8, with Mrs. Doolittle and Mr. and Mrs. Wm. 
Bryce, Mr. Bryce, being vice president of the Albu- 
querque Foundry, for a two months’ tour of Gulf 
coast points. They go first to San Antonio, then 
to Houston, and other coast and inland lumber cen- 
ters as far east as Florida, and will visit Havana 
and the Panama Canal. 

W. B. Dodson, vice president Lone Star Co., is 
now at Fort Worth, Tex., and will stop here again 
when on his return to his southern California home. 
He has just visited the company’s four New Mexico 
yards, at Albuquerque, Artesia, Clovis and Melrose. 

P. O. Sorenson is again able to visit his office 
briefly, but K. C. Childers, secretary, and C. I. 
Speight, manager, of the Lone Star yard, have been 
sick, R. S. Lewis having charge of the local yard. 

The Monero Coal Co., of Santa Fe, has added a 
line of building material, and changed the firm name 
to Monero Lumber & Fuel Co. 

The Gross Kelly Co. is putting in a new lumber 
yard at Springer, N. M. 

Hal. Faw, manager Coors Lumber Co., at Las 
Vegas, was recently looking after his residence 
property here, and visiting his brother-in-law, R. F. 
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Gould. His parents, Mr. and Mrs, D. W. Faw, for- 
merly of Albuquerque, spent Christmas with him, 
and Mr. Faw reports a good lumber business at 
Amarillo, Tex., his present location, 


BEAUMONT, TEX. 


Jan. 3.—Orders and inquiries for southern pine 
have picked up materially. Prospects for 1927 
are considered bright by pine men, and prices 
are expected to maintain their present levels or 
show a slight increase following the real opening 
up of the new year’s business. Export demand is 
increasing and, with Shipping Board vessels re- 
leased from the grain, cotton and coal carrying 
work in which they have been almost exclusively 
engaged recently, a big export business is expected 
py Texas and Louisiana pine men during 1927. 
“The outlook is equally bright in hardwood cir- 
cles. Mill men report orders and inquiries in- 
creased rapidly in volume. Plain and quartered 
sap gum are in heavy demand, and prices are hold- 
ing firm on these two items. In fact, there are 
no price reductions expected on any hardwoods, 
and a very favorable year is looked forward to 
by hardwood manufacturers in this section. 


BROOKHAVEN, MISS. 


Jan. 3.—The trade has experienced the lull in 
buying usual at this season. From reports received 
from all over the country, stocks in the yards are 
unquestionably low and, even during the recent 
slack in business, the, mills generally speaking 
have piled up very little lumber. Rains in this 
section have been the worst in years, and have 
retarded operations very materially. The Delta 
hardwood section is under water, and can do no 
logging whatever for some time. The lower end 
of the Mississippi River is higher than it has 
been at this season in years. 

Sales of 3- and 4-inch flooring have been a little 
slow. but no slower than other items. The mill 
shutdowns have equalized stocks. Very few over- 
sales are registered, and the mills are in excellent 
shape to take care of orders. Drop siding sales 
have shown no inerease, and a nice assortment is 
on hand for handling early orders. Ceiling, %4x4- 





Staunch spruce ships still safely 
sail surly seas. 


See Piperism contest, page 76. 





and 5gx4-inch, is showing some movement, so that 
no heavy surpluses are piling up. Stocks of parti- 
tion, %x4-inch, are down to a comfortable amount. 
Finish items in Bé&better, all thicknesses, have 
had slight movement, as have No. 1 and C items, 
except 8/4x6- and 8-inch, which is moving well. 

There is no surplus of 4-inch No. 2 fencing in 
either longleaf or shortleaf. There is a fair 
surplus of 6-inch No. 2 kiln dried flooring in long- 
leaf, but no surplus of 6-inch No. 2 rough fencing 
strips. There is no surplus of 6-inch No. 2 fenc- 
ing or flooring in shortleaf. No. 2 longleaf boards, 
8- and 10-inch, are still oversold for the next 
thirty to sixty days. Shortleaf No. 2, 8- and 10- 
inch, is showing a comfortable surplus, with the 
interior market rather sluggish. Stocks of long- 
leaf boards, No. 2, 12-inch, are very low, while 
of shortleaf 12-inch No. 2 there are small stocks, 
with a searcity of the 18- and 20-foot lengths used 
by the oil field trade. Of No. 2 5/ and 6/4 there 
is only a light surplus. No. 3 fencing strips, 4- 
inch, in longleaf and shortleaf, show no surplus. 
Stocks of No. 3 fencing and flooring, 6-inch, are 
small. No. 3 longleaf boards, 8- and 10-inch, are 
in fair supply, with no surplus of shortleaf. Of 
No. 3 boards, 12-inch, longleaf or shortleaf, there 
is a small surplus. Box shook business is in 
healthy condition, as winter vegetable shipments 
are about to begin. 

The lath market has unquestionably improved 
as a lot of orders have been booked for delayed 
shipment, and the present low price should stimu- 
late new buying. There is only a very low surplus 
of pine shingles. 

Longleaf and shortleaf dimension, both, Nos. 1 
and 2, has suffered some from the general dullness. 
No. 3 dimension has been slow. The longleaf tim- 
ber market has shown more strength than for 
a number of years at this season. Due to the 
continued strength of the longleaf timber market, 
shortleaf timbers are benefiting, especially first- 
growth shortleaf. The export market is still in 
xood condition. 

The hardwood market has been a little sluggish, 
but the seasonal shutdowns and heavy rains will 
have a strengthening effect. 

E. B. Lemmons, Chattanooga (Tenn.) represen- 
tative of the Great Southern Lumber Co., has been 
Visiting relatives here. 

Keff A. Smith, Memphis wholesaler, has been 
Visiting friends here. 


Walter and William Morris, of Morris Bros., 
Memphis commission salesmen, have been visiting 
mills in this section. 

N. Greener has been appointed resident manager 
of Homochitto Lumber Co., Bude, Miss. 


WARREN, ARK. 


Jan. 3.—Demand for Arkansas soft pine this 
week was slightly better than in the last few 
weeks, but showed no appreciable increase. Prices 
have remained firm, despite a slack demand. In- 
quiries from the dealers are on the increase. They 
are buying only mixed cars for prompt shipment. 
Most mills in this vicinity are able to ship quickly, 
by reason of order files being reduced to a low 
point. Common items of yard stock are in most 
demand, with finish and finish products quiet. 
Industrial inquiry is light, and volume of business 
small. Car material is quiet. Railroad orders for 
new box car equipment should materialize. within 


a short while. Production this week was below - 


normal, due to some mills being down for repairs. 
Weather was bad the first part of the week, forcing 
mills to draw on log surpluses. Shipments have 
been light, both shipments and new business being 
below production. Small mill preduction is at a 
low point, due to unfavorable weather. Most saw- 
mills have larger stocks than at the last quarterly 
inventory, but less than were on hand a year ago. 


LAUREL, MISS. 


Jan. 3.—Southern pYne demand has been fair. 
Manufacturing operations have been reduced some- 
what, as also have shipments. With the opening 
of the new year, business seems to be getting into 
its full stride, and mills generally are operating 
full time. Logging conditions have been inter- 
fered with by excessive rains, but none of the mills 
in this section have lost any time for this reason. 
The export market has been exceedingly quiet. 
Local mills all report receiving heavy inquiries 
from factory and industrial trade. Car material 
also is more sought after than for some time. 
The local mills generally regard the outlook as 
favorable. 

John Seott Street, of Chillicothe, Ohio, and 
T. G. Crawford, of Lynchburg, Va., representatives 
for Eastman, Gardiner & Co., have returned to 
their respective territories. 


LAKE CHARLES, LA. 


Jan. 3.—Production of southern pine last week 





was low, as most mills were closed down more 


than half the time, though the weather here was 
good. Stocks of mills and retailers are low and as- 
sortments are: poor. Lumbermen feel they have 
every reason to expect a brisk domestic demand 
shortly after the new year gets started. Stocks 
are low in Europe, and the export market is more 
encouraging than it has been in many months. 
Buying last week was light. Inquiries were nu- 
merous, however, and many northern buyers are 
at the mills. Retail yards bought in fair volume 
for current needs, but in small lots. Upper grades 
were inclined to be weak, and there was very little 
movement of common stocks. Large dimension 
was fairly active, and in this immediate territory 
the oil field demand was rather good. Timbers 
are in good call. Prices remain firm. Mills are 
showing little or no disposition to shave prices 
to move stocks. 


HOUSTON, TEX. 


Jan. 3.—-Much building in this State is expected 
during 1927. In spite of low cotton prices, farm- 
ers in many sections have made money on other 
crops. Building in the Rio Grande Valley was 
lively all through last year, and hardly slowed up 
for the holidays. A quickening in the market 
should be felt within the next ten or fifteen days. 
Stocks have been allowed to run low on account 
of inventories and the holiday season. Production 
slowed up during the last two weeks of December. 
Rain caused smaller mills to close and curtailed 
logging operations of large mills. Buying practi- 
cally stopped after the middle of December. Ex- 
port trade was unexpectedly good all during De- 
cember and helped keep prices firm in spite of 
dullness in the domestic market. Concessions were 
made by some of the smaller concerns, but the 
large mills refused to make cuts. 

John Henry Kirby, president Kirby Lumber Co. 
and member of the Texas State legislature, has 
pledged himself to help fight for the repeal of the 
Robertson State law, which for twenty years has 
kept most of America’s big insurance companies 
from operating in Texas. An attempt to repeal 
the Robertson law is expected to be made at the 
fortieth session of the legislature at Austin this 
month. Mr. Kirby said while he would not lead 
the fight, he will vote for another measure to re- 
place or modify the old one. Under the present 
law, insurance companies operating in Texas are 
required to invest within the state 75 percent of 
their legal reserves collected in the State. 


Co PORTLAND, ORE. Co 
ESS 





Sumpter Va.iey Pine 


The breezes of Sumpter Valley are 

soft, but the Pine is softer. The 

quaiity and texture sell it—not the 

price. . 

One trial means another customer. 
Let us quote you. 


H. J. Anderson Lumber Co. 


Wholesalers and Manufacturers 
Western Lumber Products. 


301 - 338 Northwestern Bank Building, 
PORTLAND, OREGON 











CAR CARGO 


Willapa Lumber Co. 
Fir 
Spruce 
Hemlock 

Our Specialty 

Vertical Grain Uppers 


Carefully dried—Well manufactured. 


Old 
Growth 


Mills: - - RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE. 2 
Chicago Representative 


Western Wood Products Co., Tribune Tower 











SALES AGENTS: 


Gri Id-Gri 4 
ae Service 


Pe 
me 


Ties, Plank 
FIR Long Joists 
Timbers 


Quality 


Long Dimension 
Give us a trial. 


TheGriswold LumberCo. 


Gasco Building, PORTLAND, ORE. 
ER LS, LAN 











LOGGERS & MANUFACTURERS 


Sitka Spruce 


Try our Kiln Dried Shop and Clears, 
rough or dressed. Our 5& 6/4 Shop 
is 65% or more, 8/4 80% or more 
EDGE GRAIN. 


We also manufacture Douglas 
Fir and Western Hemlock 


Winchester Bay Lumber Co. 


SALES OFFICE: 
910-11 Porter Bldg., PORTLAND, ORE. 
Mill at Reedsport, Ore. 
( Capacity 150,000’ 8 Hours ) 
Member West Coast Lumbermen’s Association. 
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MIXED CAR 


Shipments from our 


Minnesota 
Transfer 
Yards 


are not only a convenience, but by 
usually filling orders the same day we 
get them assures prompt arrival. 





“Bridal Veil” Bungalow Siding 
Big Timbers—Long Fir Joist— 
Fir—Cedar—Spruce—Western 
Pine Lumber and Red Cedar 
Shingles. 





Shipments may also be made from our 
Mills at Granite Falls, Wash. 





A request for prices promptly given. 


H. B. WAITE 


LUMBER CO. 


Minneapolis, - ° e 





Minn, 








[J PACIFIC COAST CI 
IN MIXED CARS 


FLOORING, CEILING, DROP SIDING, 
FINISH, DIMENSION and BOARDS 


or can include 


CEDAR or SPRUCE BEVEL SIDING 
or CEDAR SHINGLES. 


John D. Collins Lumber Co. 


White Bldg., SEATTLE WASH. 











When You Think Lumber 
THINK “HANSEN-NIEDER”’ 


A little better 
than seems necessary 


HANSEN-NIEDER 
LUMBER Co, IINC. 


1029 HenryBldg:, SEATTLE 
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Lumbermen’s Exchange 
R. P, PRAY R. H. BROWNE 


California PIN E 


White and Sugar 


and North Coast Lumber, Box Shooks, 
Cut Stock, Mouldings 


255 eer gains" SAN FRANCISCO 
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THE LUMBERMAN’S ACTUARY 


Shows at a glance the amount of any 
number of feet between 2 feet and 29,000 feet 
at any price between $6.00 and $75.00 a thou- 
sand feet. Seventh edition. A book every 
lumberman can use. Price, postpaid, bound 
in leather, $8.50. AMERICAN LUMBER- 
MAN, Ds eeemeece 481 S. Dearborn St.. Chi- 
cago, " 


MACON, GA. 


Jan. 4.—The pre-holiday weakness in the roofer 
market continued this week, with trading practi- 
cally at a standstill. Some mills have not re- 
opened since the Christmas holidays, but have taken 
advantage of the good weather to make necessary 
repairs on equipment. The output during the last 
two weeks in this territory has been considerably 
below normal. 

No change in the longleaf pine market was ob- 
served this week. Weather has been good for log- 
ging and for mill operations. The production of 





long leaf has been well maintained. There ig g 
good demand and prices are unchanged, 

J. N. Bray & Co., Valdosta, Ga., this week began 
rebuilding the mill which was destroyed by fire 
several years ago. The company has been operating 
a mill west of Valdosta. A few days ago it close 
down its plant at Croxton, and will center its ac. 
tivity on the Valdosta mills, it is understood. Its 
timber consists of pine and hardwood. When the 
two plants here are in full operation, a much 
larger crate and basket factory will be operated, 
using the hardwood. 


(Continued on page 91) 











Unit Cast-steel P&H Excavators 


During the last few years there have been 
notable developments in the excavator field, and 
one of the prominent manufacturers of excavator 
equipment is the Harnischfeger Corporation, of 
Milwaukee, Wis., which has spent over a million 
dollars in developing its present line of P&H unit 
cast-steel excavators. This research and develop- 
ment work was done with the object of offering 
to the trade a really permanent excavator, one 
to last and to work through many years. 

The life of an excavator is determined by the 
life of the framework or .body—the skeleton on 
which these wearing parts are mounted. In com- 
menting on the construction of the P&H line of 
excuvators, the Harnischfeger Corporation states: 

“These heavy 
cast-steel frames can 
not wear out. The 
wearing parts— 
bushings ete.—can 
be replaced. Gears 
worn out in long 
service can be re- 
placed. But always 
remains the solid, 
substantial body, 
bearings in align- 
ment, shafts and 
gears running true, 
absolute proof 
against twists, dis- 
tortion and deflec 
tion. On the strong, 
rigid P&H skeleton, 
consisting of cordu- 
roy, carbody, swing 
gear, revolving ma- 
chinery base and 
side frames, are laid 
the muscles and 
nerves of the P&H industrial excavator. 

“The backbone of the corduroy is a heavy steel 
easting, which carries the roller wheels, swiveled 
for road inequalities, and the drive sprocket and 
idler sprocket bearings. The drive shaft, idler 
shaft and all roller bearings are bronze-bushed 
and alemite lubricated, keeping wear to a mini- 
mum. These bushings are accessible and easily 
replaceable. 

“The carbody is one massive steel casting. On 
top it earries the swing gear. The carbody casting 
is so heavy and rigid that the permanently cor- 
rect alignment of the bearings it provides is abso- 
lutely assured. The swing gear or slewing rack 
is a single, one-piece, steel casting. The roller 
track is machined and the teeth are accurately 
cut on the outside. Strong, heavy spokes radiate 
from the center which carries a gudgeon or center 
pin of large size. 

“The swing gear is accurately fastened to the 
earbody casting by many body fitted through-bolts. 
It thus becomes practically an integral part of 
and adds greatly to the rigidity of the carbody. 

“The revolving frame consists of a large, single 
piece, heavily ribbed casting. This provides a 
rigid base for the engine and for the main and 
swinging machinery. To this machinery base 
easting are rigidly bolted the heavy cast-steel side 
frames on which are mounted the drum shafts and 
engine jack shaft. Thus all the machinery in the 
upper works is properly and permanently aligned.’’ 


Application of Roller Chain Drives 


The publication of an interesting booklet on 
roller chain applications in the lumber mill and 
woodworking fields is announced by the Diamond 
Chain & Manufacturing Co., of Indianapolis, Ind. 
The development of roller chain in the last few 
years has been very marked and the features which 
have raised it from the class of slow speed drives 
to the point where it will today operate efficiently 
on speeds as high as 3,600 revolutions a minute 
are discussed in this booklet. The fact that prop- 
erly designed and constructed roller chain is now 
capable of operating quietly, efficiently and smooth- 
ly at as high speeds as any other form of chain 
drive is pointed out. The “roller-bearing’’ prin- 
ciple of its construction which greatly reduces 
noise and wear is fully described—this feature be- 
ing largely responsible for the 98 to 99 percent 
power transmission efficiency of this form of drive. 

A part of the booklet is given over to a dis- 


hes 


Framework or body on which P&H cast-steel excavators are mounted 


cussion of the technical features to which Diamond 
high speed roller chain owes its smoothness, effi- 
ciency and dependability on lumber field drives, 


Receives Prizes for Steel Specialties 


Four prizes were awarded the American Pulley 
Co., of Philadelphia, Pa., manufacturer of pressed 
steel specialties, by the jury of awards at the 
Sesqui-Centennial Exposition. This company re- 
ceived the grand prize for its pressed steel reels, 
spools, beams and beam heads for wire and textile 
manufacturers; the medal of honor for the “Amer- 
ican” steel belt pulleys and “American” steel shaft 
hangers; a gold medal for the new “American” 
pressed steel hand truck, and a gold medal for the 










aa 


pressed steel car wheels for hand and inspection 
cars on railroads. 
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Book for Portable Sawmill Users 


Henry Disston & Sons (Inc.), of Philadelphia, 
Pa., have recently issued a new book on “Better 
and More Economical Sawing,’ which is replete 
with illustrations and practical information for 
operators of portable sawmills. The book is 
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New Disston book for users of portable sawmills 


printed on heavy paper and arranged for ready 
reference, and is compiled to help owners of port- 
able sawmills properly ‘“‘set up’? and operate their 
mills, to help care for their saws, and to help 
select saws best suited for their work. A copy 


of this valuable book will be sent free to those 
interested in portable sawmill work by writing 
to Henry Disston & Sons. 
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C. W. Pendell, of the C. W. Pendell Lumber Co., 
spent several days in Milwaukee, Wis., this week 
on business. 

Oo. H. Goettel, of the John M. Richards Co., 
wholesaler of West Coast products of Spokane, 
Wash., stopped over for a day in Chicago this week 
en route to eastern consuming centers. 


The John A. Spencer Lumber Co. has moved 
to larger quarters in Suite 800, 624 South Michi- 
gan Avenue, Chicago, the new location adjoining 
the former offices in the Blum Building. 


H. C. Campbell, of Kansas City, Mo., president 
of the Hast Oregon Lumber Co., with mills at En- 
terprise, Ore., manufacturer of Pondosa pine, was 
in Chicago Jan. 4 sizing up the situation in the 
local territory. 

R. K. Eaton, who has been connected with. the 
Dollarhide Lumber Co. for the last three years, re- 
signed on Jan. 1 to become associated with the 
Rittenhouse & Embree Co. at 3500 South Racine 
Avenue, Chicago. 

Asher Boyle, sales representative of the Hoene- 
O’Neil Lumber Co., returned last week from a 
business trip to the white pine mills in the Duluth, 
Minn., and Winnipeg, Man., section, and reports 
eonditions fairly good. 


J. L. Davis, manager of the Soo Lumber Co., 
hardwood flooring manufacturer of Glidden, Wis., 
made a business trip to Chicago this week, and ex- 
pressed the opinion that the market on maple floor- 
ing will be stronger this year than last owing to 
the shortage of maple lumber. 


James R. Andrews, of Escanaba, Mich., when in 
Chicago on Tuesday of this week stated that the 
mild weather experienced in the North recently has 
hindered logging, and that very few northern 
hardwood mills have started operations. 


Morris Joseph, president of the Joseph Bros. 
Lumber Co., announces the election of C. Friedman 
as vice president, and I. Callner as treasurer of 
the company. Both the new officers have been con- 
nected with the concern for about fifteen years. 


A. Steele Forgy, manager of the Chicago office 
of the Dierks Lumber Sales Co., spent the Christ- 
mas holidays at Kansas City headquarters, mixing 
business with pleasure. He stated that the Kansas 
City officials are much encouraged over 1927 pros- 
pects. 

J. A. Gillespie, manager of the northern office 
of the Peavy-Byrnes Lumber Co., returned from 
an extended eastern trip Jan. 3, and reports the 
Philadelphia office of the company having booked 
some good sized orders for southern pine from 
the coal regions of Pennsylvania during the last 
few weeks. 

Charles P. Tomlinson, for a number of years 
manager of the O. H. Paddock Lumber Co.’s yard 
at Hillsboro, 1ll., has resigned and is succeeded by 
Rex Seiler, who has been manager of the Pana 
(Ill.) yard of the company. Mr. Seiler is a son- 
in-law of Robert T. Paddock, general manager of 
the company. 

George DuBois, president of the DuBois Mill 
Co., manufacturer of West Coast products, and vice 
president of the Columbia River Paper Mills, of 
Vancouver, Wash., accompanied by his wife, spent 
several days in Chicago this week conferring with 
the Hoene-O’Neil Lumber Co., local representative 
of the DuBois Mill Co. 


George C. Eccles announces that he has severed 
his connection with C. W. Molin, and has formed 
the Eecles Lumber Co., with temporary office at 
4607 Sheridan Road, telephone Sunnyside 6701. 
Mr. Eccles has been engaged in the lath business 
for over eight years in Chicago, and will continue 
to handle northern and western lath. 


W. P. Shook, of the John H. Shook Lumber Co., 
returned recently from a three weeks’ trip through 
the southern pine producing territory. He reports 
that there are no large stocks at the mills he vis- 
ited, and that heavy rains have curtailed produc- 
tion. Mr. Shook stated that the millmen in the 
section he visited during the trip feel that 1927 
is going to be a good year. 


P. E. O'Neil, of the Hoene-O’Neil Lumber Co., 
who returned recently from a three weeks’ trip 
through the southern producing territory, reported 
conditions rather quiet at the time of his visit. 
He said that stocks of southern pine and southern 
hardwoods were rather low, and that considerable 
rain in Mississippi had impeded logging operations. 
Most of the mills were optimistic over the outlook 
for 1927. 

Cc. P. Jennings, president Berthold & Jennings 
Lumber Co., St. Louis, Mo., was in Chicago Jan. 5 
conferring with Cook & Yates, representatives in 


the Chicago territory. The demand for southern 
pine has improved considerably since the first of the 
year, Mr. Jennings stated, and he anticipates higher 
prices owing to the increased demand and depleted 
mill stocks, in addition to which heavy rains dur- 
ing the last two weeks in the southern producing 
section are curtailing the mill output. 


F. P. Gram, of the Gram-Driskell Co., Port- 
land, Ore., specialist in the financing of lumber 
shipments, and Mrs. Gram spent the Christmas 
holidays in Chicago with the former’s brother, 
A. J. Gram, secretary and treasurer of the Gram- 
Willis Lumber Co. While here F. P. Gram con- 
ferred with a number of prominent local bankers, 
and from the information he gathered from that 
source it appears that the building program for 
the first six months of this year will continue at 
the volume noted in 1926. Mr. Gram also re- 
ported that the lumber financing business in 1926 
was very satisfactory. 

Frank Oleson, jr., vice president of the Duncan 
Lumber Co., in charge of the Chicago office, re- 
turned Monday of this week from a three weeks’ 
visit to the Pacific coast. He spent the Christmas 
holidays in Portland, Ore., with relatives, and also 
conferred with the company’s officials at Portland 
headquarters. During his absence from Chicago, 
Elbery G. Fay, assistant sales manager, of the Port- 
land office, looked after affairs at the Chicago office. 
The Duncan Lumber Co. is a prominent manufac- 
turer and wholesaler of Douglas fir, with mill at 
Dryad, Wash., and specializes in car material and 
industrial stocks. 

J. B. Edwards, president, Hillyer Deutsch Ed- 
wards (Inc.), Oakdale, La., was in Chicago Thurs- 
day of this week after a visit to Detroit. He also 
visited some of the larger wood using industries 
at Rockford and other points near Chicago before 
returning home. Mr. Edwards reports a pleasing 
revival in demand for southern hardwoods, the de- 
mand for sap gum being especially strong. Be- 
cause of the heavy rains and generally inclement 
weather throughout the southern hardwood produc- 
ing territory, stocks are becoming depleted, with 
assortments badly broken, and there is a tendency 
toward a considerably stronger market. Mr, Ed- 
wards is president of the Hardwood Manufactur- 
ers’ Institute, and is looking forward to the coming 
annual meeting of that organization in Memphis 
on Jan. 20 and 21 as probably the best attended 
and most important meeting of the association in 
its history. An interesting program has been pre- 
pared for the occasion. 


Annual Meeting of Lacey Managers 


The annual meeting of the managers of the 
various offices of James D. Lacey & Co., timber land 
factors, was held during all of the last week at 
the Chicago office. James D. Lacey, president, came 
up from New Orleans for the meeting, and in addi- 
tion to the Chicago executives of the company, the 
following managers were present: E. A. Sterling, 
New York City; C. A. Lyford, Seattle, Wash.; P. L. 
Lyford, Vancouver, B. C.; S. J. Hall, Savannah, 
Ga.; W. D. Commins, Montreal, Que.; R. R. Hope, 
Asheville, N. C. F. T. Jenkins, in charge of the 
Montreal office, was unable to attend. All managers 
reported a considerable increase in business during 
the last year. The activities of James D. Lacey & 
Co. have expanded so-that they now are most com- 
prehensive, including all lines relating to timber 
and lumber. 


Southern Pine Group Meeting 


The second group meeting of southern pine 
salesmen to be held under the auspices of the 
Southern Pine Association is scheduled for Jan. 
11 at the Palmer House, Chicago, at 12:30 p. m. 
An excellent program has been worked out by the 
committee, looking to better merchandising of 
southern pine. The subjects for discussion will 
be: Promotion of the use of wood; the advantages 
of southern pine over other woods, and southern 
pine flooring. 

In sending out the announcement of the meet- 
ing, J. F. Carter, field representative of the South- 
ern Pine Association, says: “The plan is to present 
subjects to you, one at a time, and to have discus- 
sions of these subjects to bring out selling points 
of benefit to each salesman. Let us make these 
meetings of direct, definite, distinct value to each 
of us. It can be done best by each man’s coming 
out to the luncheon, and coming with a wish to 
say something or ask about something. This is 
a salesmen’s meeting for the salesmen.” 

W. E. Snyder, of the Natalbany Lumber Co., will 
lead the discussion on comparative cost of installa- 
tion of southern pine and its substitutes. C. W. 
Lawrance, of the Long-Bell Lumber Co., will pre- 


Co PACIFIC COAST Co 





alifornia White Pine 
alifornia Sugar Pine 


and Arizona Soft Pine 
Best Stock for Factory and Pattern Lumber. 


4sk LOUIS WUICHET, Inc. 
Room 712 Railway Exchange CHIC AGO, ILL. 


Tel. Harrison 1295 


2x4 


The next time you want some 
nice DRY bright dimension 
send us your order. We spec- 
ialize in 2x4 No. | and No. 2 
Common, S45, manufactured 
from Upland timber. We can 
quickly handle orders for 
straight cars of 16’and 18’ 
stock. 


Pacific States 
Twas” Lumber Co. 
REPRESENTATIVES : 


S. B.Marvin, 518 Peoples Gas Bldg., Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bldg., Minneapolis, Minn. 
ames A. Harrison, P.O. Box 745, Sioux Falls, S. D. 
joseph Lean, P. O. Box 744, Omaha, Nebraska 
Frank Probst, P.O. Box, 1187, Fargo, No> Dakote 
O. G. Valentine, P. O. Box, 171, Denver, Colorado 


The Polleys 
Lumber Co. 


Manufacturers of 


— 











West Coast 
HEMLOCK 























Pondosa 


Pine 


Dry Selects 


General Offices and Mills: 
Missoula, Mont. 


Shipments via N. P. 
and Milwaukee Rys. 


a 


Try Us First! 


We Specialize in 
Soft and Light 


California 
White Pine .. ;. x... 


a ee ge 
AND CLEARS 


Vice-President 
R. H. Downman 

Send us your 

inquiry today. 


J. W. McWilliams 
Clover Valley 


C. D. Terwilliger, 

Sec.-Treas. & 
Lumber Co. 
Loyalton, California 


Gen. Manager 




















F. E. Walker, 
Asst. Sec, & Treas, 











AMERICAN LUMBERMAN 





JANUARY 8, 1997 











CHICAGO 








VANLANDINGHAM LBR. CO. 


19 South La Salle St. 
Telephone—State 6427 


CHICAGO 





W. B. VANLANDINGHAM 
E. T. VANLANDINGHAM 
Cc. B. CUNNINGHAM 
LAWRENCE F. BRAUN 
WILLIAM E. KRUEGER 
JAMES ALLEE 





SOUTHERN PINE 
WEST COAST PRODUCTS 
HARDWOOD FLOORING 

HARDWOOD LUMBER 


SALES SERVICE 
on a 
Commission Basis 


VANLANDINGHAM LBR. Co. 








Manufacturers 
Moulding, Casing, Base 


Get in touch with people having the 
time, knowledge and connections nec- 
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sent the discussion on comparative tests between 
southern pine and other wood species, while P. J. 
McHugh, of the Edward Hines Lumber Co., will 
lead the discussion anent the advantages and de- 
sirability of southern pine flooring. 

Mr. McHugh will preside over the meeting. 


Celebrates Seventy-Sixth Birthday 


5 


“Planning to retire? Not me, no sir! Though I 
spent my birthday in bed and this is the first time 
I've been at the office for several days—and now 
only for an hour—my affliction is nothing but a 
very ordinary cold. When that has passed I'll be 
as fit and ready as ever, with not a thought of 
retiring or of ‘taking it easy.’ ” 

It is L. L. Barth speaking, in his office at the 

busy South Lincoln Street yards of the Edward 
Hines Lumber Co., where he is daily—except when 
unfortunately attacked by 
that common enemy, cold ——— 
—<dispatching a huge vol- 
ume of work in his ¢ca- 
pacity of senior vice pres- 
ident of that concern. 

Last Friday, Dec. 31, 
he celebrated his seventy- 
sixth birthday anniver- 





L. L. BARTH, 
Chicago ; 
Who Celebrated 76th 
Birthday Anniversary 





sary, but if there is any 
man whose looks and ac- 
tions contradict his age, 
that man is Mr. Barth. 
Erect in carriage, quick 
in action and alert in 
thinking, it is well-nigh 
impossible to believe that 
he dates his birth back 
to the precise middle of the last century; that he 
is an industrial veteran who for more than half 
a hundred years has been closely identified with 
the growth and progress of the lumber trade, and, 
especially, that he is a man who throughout his 
life has worked mighty hard—first to rise from a 
humble job in a planing mill to a dominating posi- 
tion and later, even now in his advanced years, not 
only in the interests of his own concern but for 
the betterment of the industry as a whole. 





Though forced by doctor’s orders to spend his 
anniversary in bed, the occasion was nevertheless 
celebrated at the Barth home, 6736 Jeffery Avenue, 
Chicago, as fittingly as possible under the circum- 
stances. His daughter, Mrs. Hattie Pfeil, of Mem- 
phis, Tenn., came to Chicago for the event; his 
business associates and office staff sent him a mag- 
nificent floral tribute, and he received sheafs of 
telegrams from many friends in and out of the 
lumber trade throughout the country. 

Mr. Barth expects to celebrate many more birth- 
day anniversaries, out of bed; for he says he is 
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The order referred to, which the Louisville gen- 
tlemen without question would be greatly Pleased 
to have filled at this time at the prices stated on 
the original, is dated March 7, 1894, and calls for 
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Activities of Key Industries 


According to the Jan. 1 bulletin on business 
conditions issued by the seventh Federal Reserye 
district, the total value of sales billed to domestic 
and foreign customers by 97 manufacturers of 
agricultural machinery and equipment in the 
United States declined in November compared with 
October, the only gain being 1.9 percent for the 
thresher, tractor, combined harvester-thresher 
group, while recessions totaled 15.2 percent for all 
other (exclusive of barn supplies and pumps), 1.6 
percent for agricultural pumps, and 23.6 percent 
for barn equipment. Increases of 4.4 percent for 
heavy machinery and declines of 20 percent for 
the light group and 2.4 percent for barn equip- 
ment were shown from a year ago. 

Although only a little more than one-third of 
the firms reported increases, the aggregate volume 
of orders booked by 26 furniture manufacturers in 
the seventh district gained 40.6 percent in Novem- 
ber over the preceding month. As compared with 
the corresponding month of last year and of 
1924, total new business fell off 3.3 and 8 per- 
cent, respectively, according to the reports of 19 
firms. Shipments in November declined seasonally, 
averaging 15.4 percent less than in October, but 
they were 6.2 percent heavier than in November 
a year ago and 26.9 percent above the correspond- 
ing month of 1924. The volume of new business 
was greater than goods shipped during the month, 
so that unfilled orders on hand at the end of 
November amounted to 31.5 percent more than 
on Oct. 31; as compared with Nov. 30 last year, 
orders not yet filled aggregated 24.9. percent 
smaller. Production declined slightly in Novem- 
ber from the preceding month and was also some- 
what less than a year ago. 

[Nore: Automobile production and distribution 
data covering the seventh Federal Reserve dis- 
trict appeared on page 96 of the Jan. 1 issue.— 
EDITOR. ] 


Offers Special Stock from Coast Mill 


Announcement has just been made that the 
Gram Lumber Co. has been succeeded by the Gram- 
Willis Lumber Co., with head office in Suite 810, 
28 East Jackson Boulevard, Chicago. The officers 
are: Jacques Willis, president; Charles Jacob, 
vice president; Arthur J. Gram, secretary and 
treasurer, all of Chicago, and §S. R. Smith, man- 
ager, of Portland, Ore. The Gram interests have 
been prominently identified with the local trade 
for many years as specialists in fir frame lumber, 
and in making this announcement regarding the 
change in name, the Gram-Willis Lumber Co. 

















Baughman’s Buyer 
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Awell known calculator for standard lumber sizes 
to which is appended a considerable number of use- 
ful miscellaneous tables. All editions have full cut- 
in index. Desk size, 300 pages, 5x7 inches, red water- 
(quince flexible leather, $4.00; black seal grain, $5:00; 

lue morocco leather, gilt edges, $6.00; brown imita- 
tion leather, $3.00. Pocket edition, 3%x6 inches, 
with cut-in indexes. 


dn Silk Cloth, $1.50; Red Leather, $2.00 
Blue Morocco with Gilt Edge, $3.00 


FOR SALE BY 


American Lumberman 
431 So. Dearborn St., Chicago, Ill. 
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Plant of Shafer, McLaughlin §& Hillier (Inc.) at Kenton Station, Portland, Ore., taken over by 
the Gram interests and operated as the Gram-Willis Frame §& Manufacturing Co. 


feeling great—except for the cold—and good for a 
long while yet in life—‘and in ‘business,”’ adds 
Mr. Barth emphatically. 

In which connection Mr. Barth received a mes- 
sage of congratulation in the form of a letter from 
his old friends, the J. P. Wills Co., of Louisville, 
Ky., as follows.: 

“Dear Mr. Barth: We ' want to con- 
gratulate you upon the great blessing of longevity 
which has been conferred upon you. Surely you 
have been bountifully dealt with throughout these 
many years. Our best wishes for many years of 
activity—and may the richest blessings of life 
continually abide with you. In this connection we 
are reminded that time is flying and want to ask 
if it is possible that the order (copy herewith) 
can not be filled now, as we see no indication on 
our books of its ever having been filled. Best 
wishes, J. P. Wills Co.” 


states that it is now prepared to furnish any 
special stock from Douglas fir, Sitka spruce, West 
Coast hemlock, red cedar, or Pondosa pine from 
its new re-manufacturing plant at Kenton Station, 
Portland, Ore. (formerly Shafer-McLaughlin-Hillier 
plant) now known as the Gram-Willis Frame & 
Manufacturing Co. 

Mr. Willis returned from the West Coast last 
week, having made the trip to Portland to super- 
intend the operation of the plant under the new 
ownership. He reports that the plant got under 
way about Dec. 15 and is operating eight hours 
a day. The Portland plant comprises eight acres 
of modern woodworking efficiency; is located on 
four transcontinental railroads; is equipped with 
modern dry kilns and re-manufacturing machinery, 
and has a capacity of 60 carloads a month. [NOTE: 
The taking over of the Shafer-McLaughlin-Hillier 
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plant by the Gram interests was mentioned on 
page 91 of the Dec. 11, 1926, issue of the AMER- 
1cCAN LUMBERMAN.—EDITOR. ] 

In connection with the announcement, the Gram- 
Willis Lumber Co., further states: “We are, of 
course, continuing our valued exclusive sales con- 
nections for the following: Washington Door & 
Manufacturing Co., Hoquiam, Wash., fir and spruce 
doors; Portland Manufacturing Co., Portland, Ore., 
fir and spruce panels; Central Coal & Coke Co., 
Kansas City, Mo., old growth yellow fir pulley 
stiles and factory lumber; Grays Harbor Veneer 
Co.. Hoquiam, Wash., spruce fruit package ma- 
terial. seeeeneneeee 


Hardwood Distributers Expand 

San Francisco, CALir., Dec. 27.—White Bros., 
this city, are erecting sheds in Oakland for a new 
wholesale yard. This will be in addition to the San 
Francisco yards at 5th and Brannan streets. The 
new plant, covering about three acres, has both 
rail and water facilities. It will be devoted to the 
storage of Philippine mahogany for shipment to 
middlewestern manufacturing centers, as well as 
being a wholesale distributing point for oak and 
maple flooring, and northern and southern Ameri- 
can hardwoods, for the central California market. 
White Bros., who have been doing business in San 
Francisco for the last 55 years, are the longest 
established hardwood dealers on the Pacific coast, 
and handle all commercial hardwoods, both domes- 
tic and foreign. The late Asa L. White was one 
of the pioneer hardwood men of the United States, 
being known to lumbermen all over the country. 
Ilis son, William T. White, is now president, and 
his nephew, C. Harry White, is vice president and 
general manager, and also a director of the Na- 
tional Hardwood Lumber Association. 


Aerial Forest Surveys in Canada 

In a recent review of operating activities in 
eastern Canada during 1926, Frank T. Jenkins, 
manager of the Montreal office of James D. Lacey 
& Co., makes the rather surprising statement that 
during the summer flying season the company 
mapped from the air an area of approximately 
22.000 square miles in Quebec, Ontario and Mani- 
toba. This is an increase of 440 percent over the 
aerial surveys of 1925 and indicates the remarkable 
advance of this form of mapping and exploration 
for many classes of timber land investigations. 
The total area covered is about equal to Massachu- 
setts, Connecticut and Vermont. 

By the sketching method used by this company 
no photographs are necessary, although obliques 
are frequently made to show the owner the general 
character of the property. Foresters with wide 
experience and highly technical knowledge of this 
work act as observers, and reproduce to scale on 
line maps the physical features and forest types 
spread out before them on the ground. Working 
from established maps depends on (a) the intensity 
with which the area is covered, which in turn is 
determined by the expense it is desired to incur; 
features which attract general interest. The Mon- 
treal office, however, reports a busy year in other 
lines, including ground cruising, timber land sales 
and appraisals, and is now preparing to send out 
winter parties soon after the beginning of the new 
year; (b) the accuracy of the base maps; (c) the 
skill of the sketcher. The operations conducted 
during the current year were excellent examples 
of aerial mapping under practically every condition 
existing in eastern Canada. 

The intensity of the work during the season 
ranged from reconnaissance or exploration flights 
and maps to show the general forested areas and 
the merchantable timber distributation, to detailed 
type maps, with probably a smaller degree of error 
than would be obtained by the usual ground sur- 
vey. An example of the latter was an intensive 
aerial survey of some 1,300 square miles in north- 
ern Ontario, where the township boundary lines 
had been run, cutting the areas up into squares 
six miles on a side. The control thus obtained 
was amply sufficient to enable the observer to 
sketch in all hydrographic features and delineate 
the timber type boundaries rapidly and accurately. 
From such a map the areas of the types can be 
rapidly determined by planimeter and the estimate 
arrived at by obtaining averages on the ground 
which are applied to the predetermined acreagé of 
types. 

Two general reconnaissance projects, one in 
Quebec and the other in Manitoba, gave informa- 
tion on the location and extent of the timbered 
and nontimbered areas which would have required 
weeks or even months of traveling by ground par- 
ties. There is not only a saving of time, but from 
the air every square mile is actually seen, while 
exploring parties on foot or in canoes see only 
a limited portion of a large area. Other aerial 
surveys were semi-intensive where a comprehensive 
picture as to the size and location of timbered 
areas and burns and the location of rivers, streams 
and lakes was desired. Such work is sufficient for 


preliminary information and can be readily ad- 
justed when more detailed data is needed, or 
additional control is available. 

Aerial forest surveys, perhaps, overshadow the 
other work of the Lacey organization in Montreal 
because they are a relatively new development with 
features which attract general interest. The 
Montreal office, however, reports a busy year in 
other lines, including ground cruising, timber land 
sales and appraisals and is now preparing to send 
out winter parties. 

SRBGLDG@ZiG@Ziji@GG:s 


Wholesale Firm Changes Name 


George D. Griffith, of George D. Griffith & Co., 
announces that effective Jan. 1 the firm name has 
been changed to the Griffith-Hubbard Lumber Co. 
There will be no change in the policy, finances or 
conduct of the business, stated Mr. Griffith in mak- 
ing this announcement. The Griffith concern has 
conducted a general wholesale lumber business in 
Chicago for many years, specializing in northern 
and southern hardwoods and northern and southern 
pine, and is well and favorably known to the trade. 

Mr. Griffith is one of the veterans in the lumber 
business, having been connected with the industry 
since 1882. C. C. Hubbard has had charge of the 
hardwood department of the Griffith concern for 
the last eighteen years. The company has two 
sales representatives, J. D. Foucht, who has been 
with the firm for the last five years, covers Indi- 
ana and Michigan, and Harold L. Sill, who joined 
the organization in November last, travels in Wis- 
consin, part of Iowa and northern Illinois, making 
his headquarters in Milwaukee, Wis. 


News Letters 


(Concluded from page 88) 
NEW ORLEANS, LA. 


Jan. 3.—Trade continued to mark time, with 
bookings and production seasonably light. Inquiry 
Was surprisingly brisk, however, and some deals 
were closed for forward delivery. Certain buyers 
showed willingness to take immediate shipment if 
their tenders of shaded prices were accepted; 
while some of this latter business found acceptance, 
the apparent tendency is to maintain price levels. 
The market feature of the week probably has been 
the floods that inundated vast lowland areas in 
several of the southern States, forcing suspension of 
sawmill operations for indefinite periods. The effect 
of this weather-compelled curtailment will be felt 
mostly in the southern hardwood market. Drastic 
reduction of the winter hardwood output is pre- 
dicted. 

Dendinger (Inc.), operating a retail yard in New 
Orleans and sawmills in the Lake Pontchartrain dis- 
trict, has started construction of a new sawmill on 
Blood River, near Springfield, in Livingston Parish, 
Louisiana, where the machinery from the company’s 
mill at Ramsay, La., will be installed, the Ramsey 
operation having cut out. The mill will be a single 
band rig with a capacity of 35,000 feet. 

A. T. Gerrans has become general southern agent 
of the Turnerized Roofing Co., of Ohio, with head- 
quarters at 1111 Pere Marquette Building, New 
Orleans. Mr. Gerrans is a veteran lumberman 
of wide acquaintance. For years he has served 
as manager of the St. Louis Cypress Co., at 
Ifouma, La., and during that service aided in 
the organization of the Southern Cypress Manu- 
facturers’ Association. When the Houma company 
“cut out” and retired from business, Mr. Gerrans 
joined a large Atlantic coast lumber concern in an 
executive capacity, later returning to the cypress 
field with a Florida concern. 

Banzhaf & Watson (Inc.), forest engineers with 
central offices at Milwaukee, Wis., announce the ap- 
pointment of Stanley S. Locke as their southern 
representative, with offices at 307 Interstate Bank 
Building, New Orleans. 

EK. S. Kemper, sales representative Louisiana Red 
Cypress Co., in the Cleveland (Ohio), territory, 
and W. B. Diboll, the company’s Memphis (Tenn.) 
representative, spent the holidays visiting relatives 
and friends in New Orleans and vicinity. 

Sir Arthur Shirley Benn and Lady Benn, of Lon- 
don, England, were among the guests at the wedding 
here last week of Miss Yvonne du Mont and Mr. 
Frank Follett Holt, of London. Sir Arthur Benn is 
connected with one of the leading British lumber 
enterprises, and has many friends in American lum- 
ber circles. 


TUSCALOOSA, ALA. 


Jan. 4.—The lumber market has not been active 
since the holidays, though business has been booked 
all along. Extremely bad weather for the last ten 
days has seriously interfered with production, and 
has practically put the small mills out of business. 
A concentration yard here, taking the output of 
several small mills, reports having received less 
than 8 pereent of normal volume since Christmas. 
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ROUGH OR DRESSED 


MOULDINGS, LATH, 
SHINGLES 


Sales Agent for the Following Mills:— 


THE HEBARD CYPRESS COMPANY, 
Waycross, Ga. 


BIG SALKEHATCHIE CYPRESS CO. 


Varnville, S.C. 
BLACK RIVER CYPRESS CO. LYON PINE COMPANY, 
Gable, S.C. Odessa, Fla. 
BURTON - SWARTZ PINEORA MANUFACTURING 
CYPRESS CO. OF FLORIDA COMPANY, 
Perry, Fla. Pineora, Ga. 
SAVANNAH RIVER LUMBER Also agents for 
COMPANY, DIBERT, STARK & BPOWN 


Vale Royal Mill, Savannah, Ga. 
Gilmania Mill, Gilmania, S.C. 


CYPRESS CO. 
In territory east of Pittsburgh. 


Gulf Red Cypress Co. 


SAVANNAH, GEORGIA 








Industrial Buyers! 


Let us supply your needs in 


PORT ORFORD CEDAR 


P. O. Cedar Boat Stock 
Straight or Mixed Cars. 


Air Dried Rgh. P. O. Cedar 
and Rgh. Spruce in stock. 


Can forward on through 
rate, east and south. 


R. L. Smith Lumber Co. 


1900 Armour Road, North Kansas City, Mo. 











The Proper Card for You 


Y busi is vastly too important to 
Go ocnseeneal >: cplliestan than a 


Wiggins Peerless Patent 
Book Form Card 


Many of America’s largest card users com- 
pliment the skill and care exercised in 
engraving a Wiggins Plate by 
using Wigsins Cards 

exclusively. Ask 
for tab of speci- 









mens; detach 

them one by 

one and observe ;OTEEL COMPANY 
their clean-cut OITTORURON OR ueule 
edges andgener- eALne acon? cHIcaeo 


al excellence. 


The John B. Wiggins Company 
Established 1857 

Engravers Plate Makers 

1108 South Wabash Avenue 


Die Embossers 
CHICAGO 
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Latest Reports on Lumber Prices 























The following f.o.b. mill prices were taken from sales made during week ended Jan. 1 in sections named: 
Hat- Kan- Hat- Kan- Hat- Kan- Hat- Kan- . 
ties- sas ties- sas ties- sas ties- sas = 
bare. ony. bare. City. pare. ony burg, City, burg, City, 
88. 0. 88. 0. 88. 0. \. \. r 
xa” BG a Flooring Finish agile —_ 
ae” DO DM suastnds c. == Fencing, S818 Dimension, SISIE Di i 
. 9 B&better surfaced: ’ . , mension, S1S1E 
meee BE ee ME scccence snes 58.69 53.81] No. 1, 1x4”, 16'.... ..... 34.17 | No. 1— 
No. 2 .... 24.84 37.25 7 eps ates 51.50 52.94 Other igts. oenes 34.17 a 2. OP cctsves 
FG B&better.. 49.88 47.93] 1x8” _............ 54.96 56.24 1n6". 10’ 222 ceves 39.63 — ees 
Bigs i Bese 40.16 gin dine ae 62.49 65.69 Other Igts. ..... 39.63 Oe tesenes 
No. 1 eS ee ERGs ete: 69.42 70.44| No. 2 hae oA lengths) : 18 & 20’ " 
No. 2 17.87 25.09 im ey ee ests ree : = cecamiee” Gnaeus = ox 6”, 10’ ....... Y - 
x4- E > 34.82 65 DP nesccseses ‘ 12 > 37 * 40" é 50 
—_ Ba&better.. were « .  peeeeeiegiiees 64.12| No. 3 (all lengths) ote 2x4 to i2"2) i173 
FG Ba&better. 41.31 43.83] 5/4x5” & 10” 75.37 76.75 a 12. 18 & 20’.. 25.57 26.82} No. 2 & better log run: 
eee ee, ee 37.68) 5/4x12” ......... 77.08 76.75 1X6” seeeeee seeee WSL] gy Gy : enon | 258". 10 .eccccce 2B: 
No. i 38.063 |... 6/4 & 8/4x4"..... ...-. 62.65 aided Bonene ——— 
No. 2 8. 93.651 6/4 & 8/4x6”.... ..... 62.65 Boards, 81S or S2S ee eee 9a" 
nin ae | oa... ..-.. 62.67 | No. 1— aw (Mee tee Lengieat Timbers 
1x6” No. 2, C. M.. 20.76 ;.... 6/4 & 8/4x5" & 10”... 74.37) 1x 8”, 14 & 16’.. ..... 38.39 ‘a 8} No. 1 Sq.E&S S48, 20’ 
No. 3.C. M.... 15.44 6/4 & 8/4x12”... 79.12 74.37 ’ Other lets. 32.97 38:39| 2x10”, 10° ....... oe -o- bend 
WS ceeee 8. oe o0.08 * so OR 9 & under: 
© enatenete ce SS See 40.15 12’ ....0.. 25.17 27.32 g” 
Ceiling : Other igts. |...: 40.15 eget 25.19 32.12 Pte eee eee ee ceeee 30.63 
“eer Badett 96.50 + C0 WP occccee a.» waiibaiy 1x12”,14 & 16’.. |... 47.72 18 & 20 27.57 30.45 = eecesedccee § . e6eee aa 
2X or nats 5 - easvarerecee e wanee : . “25 - -aenvaaaneh awodk ; 
N lit O57 ..... isso aca 40.93 1.1! miccqhiapen bea 47-72) 2x12", ae sxeeee oe oe 
No. : inane ee ween SM OP bacsces 46.50 59.00] No. 2 (all 10 to 20’): Stree 28.92 ‘ i 
Se Peete Babee ixi2” ........... 52.68 ..... pos Py “o 21.30 20.94 18 & 20 31.35 41.67 at ae 
x4” Bé&better 36.07 34.58] 5/4x5” & 10”.... ..... OE  ~  aaleteaetacet 2156 21.34] No. 2— No. 1 S48, 20’ & under: 
a, © nndoas $2.98 ..... 5/412” .occeeeee ceeee 73.75) ayia" ee! 23.78 26.92| 2x 4”, 10 ....... TAM BORED OD cecivicccsescces TOMB dcccs 
a © veasees 18.21 21.71 ae eg iis , | eee 19.57 23.84 
x4” B&better ae Shiplap No. 3 (all lengths): BE dicta od 20.71 26.74 
No. 1 .....0- 33.40 2...” No. 1— hi ae “a ..... 18 & 20'3)) 21:39 30/21] | a 
me @ aveeesx 19.51 ..... 1x8”, 14 & 16’... 34.53 Sli sadneite 1793 17.21 ox 6”, 10’ ....... 18.39 20.78 = 1, on > aacagtia 4.02 3.58 
— Other Igts. ..... 34.53 il al gear 17.87 17.31 es 18.00 21.12|°° ~ Me Beeseee seeee 2.55 
Partition No. 2 (10 to 20’): a 17.86 17.56 OY  iteath wie 18.19 22.46 . 
1x4 & 6” B&better. 46.12 43.50 SS eee 21.27 21.06 . 18 & 20 20.41 25.08 , Byrkit lath 
RR 38.93 42.00 UsIO” .cccccco 21.48 21.94 Car Material 2x 8”. 10’ 19.06 21.41 4& 6’ eorccscescee cesses 11.67 
Ne’ vie 2x 8”, 10’ ....... . EE astecaghneked senne 11.69 
NO, 2 cee eeeeee vs+s+ 23.251N0. 3 (all lengths): (All 1x4 & 6”): BP tenes teens 22.13) 42’ & longer....... ..--- 12.00 
Drop Sidin I 17.41 17.19 _B&better, Si TF ctevc 47.00 ae oseee 19.09 24.35 
& 1x10” ....... 18.46 17.38 No. 1,5 & tien <eaae 38.00 Seabees senae 25.31 Casing ont Bese 
1x4 or 6” B&better. 42.32 44.12 . SE 6 Saeenke —bhe08 23.50 
No. 1 38.89 40.84 Jambs Car Sills  eMersingiooks 22.50 | B&better: 
‘Se ee 33.96 27.00] B&better— S48, SqH&s: DT  pannate 66406 26.96 - 2 ar 62.07 58.00 
No. 8... 12.91 ooo °1%,1% & 2x446" 82.501 Up to 10”, 34 to 36’ ..... 44.00 ee 28.70 DO Oe waeseianse: seen 65.38 
Following are f.o.b. mill sales prices from the Shreveport (La.) territory for the week ended Dec. 31: 
— Nor Benn. - Fencing, 818 Shortleaf Dimension, SISIE|Longleaf Dimension, SISIE Longleaf Timbers Plaster Lath 
x3” EG No. 2....... 37.00] No. 1, other Igts 36.02] No. 1— No. 1— No. 1, %”, 4’ 3.60 
1x4” EG No. 2 26.001 “2-25 Ober Igts..... 00.ULT NO. ; NO. -. e No. 1 Sq.E&S, S48, . dy » © weeeseee . 
FG Sap Ba&bet. eed ee See oo, 10 & W.... ee. TE. BR oooee0ees 36.00)" _& under: Car Material 
iy yes 87.781 x4” all Igts) 17.35) 2 6. 12! --eee ee. 24.00 16 arog] 8”, & und...------. 30.91] (an 1x4 & 6”): 
se Spyesoetewe: Tee Gees APeeetesconses Hy tpagttees 25.50 18 & 20°.22.! Sa.00) So S20" -----0+0- 37.00} “Ba&bet., 9 & 18’.... 47.25 
No. 2 dpgs...... 23.5 No. 3 (all igts. ): coerce a 18 & 20 . 29.50 2x 6”. 12° 2300 12” ieeeewoeneenenos 44.00 No. 1, 5° & mpls..... 22.00 
1x6” No. 2, C. M.... 20.45] Tyg» 15.67] 2x 8”. 18 & 20’..... 30.00F ae TITTTIITE aatoo YEE creer reer ee eee 45.00] Random ........... 38.25 
Ceiling . sds, 818 or 828 - “2 eae ig aw ..... 28.00 —s — ak 54.501 No. 2, random........ 18.00 
” - 08. . or BE svecseces 34.25 9 ” 497 ‘ , 
5x4 Babes iercenen ap No. 1. 1x6-12”, other iit Repent baaere 38.38 == Se : pevrecene ay grunder: a Engh Shite Decking 
ae Bat. Me “it, Tree 4 , [35 @eter’ tae °° °° ** ‘ot. > © und.........-. 2 0 ear 
Drop Siding, Pat. No. 117 ix” other lgts... 39.69] ri 18 & 20 40.75 Suis”. 13 segeeeee 36.00 No. 1 S4S, 85-90% hrt. 3x5-16’ & up....... 111.00 
1x4 or 6” B&bet...... 49.00 p No. 2 Be OG BW .ccce 41.53 20 & d ° 5-16’ & 116.00 
STE wWadisaderukad 42.77] 1x12”, other igts... 53.30] 4. gw 19 23.00|No. 2— go, & ate: ese 214x5- i «2. ¥ 
oh 26.00} No. 2, (all 10 to 20°): 23.60 ae uweonsesa 23.00] 2x 4”, 10’ ......... 26.00] 10” ............--. 41.00 Car Decking 
Finish ae crete => ee 16” ....s0ee. 26.00 ae 25.00 Y peaneeeéicwrers 47.50] No. 1, 2% to 3”, 9, 10, 
B&bet. surfaced 1x12”. 10 to 16’... 25.46 18 & 20’.... 29.83] 2x 6”, 18 & 20’..... SEE 2” ctsccownsscucses 46.00 18 OF 20.....cc0e- 42.00 
De -srseeetawecenee 52.00 1x12. 18 & 20’ * 07-75 ft oe meres. 20.10 2 A errr 23.17 Heart face, 2% to 3”, 
a datisenaanecnan 428). 8 (ll kts). 8 & 20 22.20 iF neaauaaiel 25.00 Shiplap i ae Siaaensss 40.00 
” ar NO. ¢ «de 9 ” or 6 20’ 7 
I daednia an enn ee el OO sascicess 22.00 , 18 & 20’..... 29.331 No. 1, 1x8”, other Igts. 36.64 Ti 
Fs Fee 64.481 4 ii widths & ee 94.605 2220". 12 ..cccccee 22.501N5 3 (10 to 20’): 1es 
deibvspetee: a 9.50) 2x12". 167 22255522) 26:50 , 18,& 20’..... 31.00 | x8” ‘ss. 21,83 ]6x8", 8°, 90 percent 
© surfaced: BUS. we eeeeeeeencees en INo. 3. 2x 4” 15.63 2x12”. 10° . marttte 28.50  geliindtest Lenni 29 54 EN Re arr 35.50 
1% & 2x4, 6 to 12”. 52.00 Shortleaf Timbers ie, 2x 6” mae Sx ee 13.) 18 & 20’..... 30.78 No. 3, (all lgts.) 7x9”, 8’, No. 1 Sa. i 
Jambs No. 1 848, 85-90% hrt., EE hc convacen 12.50 Casing and Base =f 1x8” ..........00.. 16.50 eth 3.00 
B&better: 20° & under: DE skeen ects 12.50] B&better: 1x10” in pendevedk ier 18.00] 6x8”, 6, 10 & 12’ 
Oo AE 53.00 S @ Wb vsavisccse 33.75 SEED -snevanena 12.50 SB Wr eccecves swoon Gee BREE srccvccescneses 17.75 SE&S rgh. sap.... 21.00 




















ARKANSAS 


SOFT PINE 


The following are current f.o.b. mill prices on Arkansas soft pine made during the week ended Dec. 30: 














Flooring Finish—Dressed Dimension—Dressed Fencing and Boards 
Edge grain— 1x3” 1x4” Bé&better ‘‘C’’ No. 1 No. 2 . __ $3026 ig x eso 
Pe  seecunanenhs Keke, aLeue ee SOR cnxesceasaoneonnes $66.50 ..... 12,14, 10, 18, 12,14, 10, 18, 7 Me ; , , 
BRpetter nharwedaae’ $78.00 70.50 4 Ai ac eme eee ee snens 16 20 16 20 1x 6” ceccecsces 36.00 21.00 ey 
peesbdenuneedass eeebt 67.50 | 1x5, 8, 10”............. 72.50 ..... | $26.00 $28.25 2x 4” $24.00 $25.50 | 1x 8” ......... 35.25 23.00 18. H 
SEE  sischscconedseess 74.50 ..... 24.25 26.75 2x 6” 20.75 23.00 | 1x10” ......... 37.00 23.00 ye 
Flat grain— 1%, 1%, 2”x4, to 8”... 76.25 ..... 25.78 38.00 ax 8° 31.58 24.69 De -- cwakenewe 49.00 26.75 19. 
atte q a. Soe CO ee Ee TP lhe ae 26.2 8. x10” ° . : 
- 1 eaaleeeepenpeade HEE , 27.75 30.00 2x12” 25.50 26.75 Casing and Base ‘aii 
NO. 8 .c.cccccccccccs SR00 22.95 Ceiling and Partition ’ =e @ B& Ha 
Cle. Clg. Cle. Part. S2S&CM—Shiplap x4, we sseceeeseresccccccces . 
Se Gs Se wixkenawasewdwhonss 79.25 
Moldi 1%,” %” No. 1 No. 2 No. 3 

ne B&better .$39.00 $41. 25 $42.50 $46.50 | 1x 6” ......... $36.25 $20. 75 $16.50 Lath 
1%” and under. .27 percent discount ee caved ven a. dndiw Kewen Se} tpwsened wate 18.00 No. 
1%” and over....22 percent discount WE verted acaue 30. ee ae ER IE 33. oO 18.00 ee” scectsveean 3 95 $3.45 

The following are f.o.b. mill prices on Wisconsin hemlock: 
No. 1 HeMiock Boarps, S1S— No. 1 Hemiock, 8$18S1E— 

8’ 10’ 12’ 14’ 16’ 18&20’ 8/16’ 8’ 10’ 12’ 14’ 16’ 18&20’ 22&24’ 
 . ciumaian $26.00 $27.00 $27.00 $27.00 $28.00 $30.50 $27.00 = eer $29.00 $30.00 $29.00 $28.00 $30.00 $32.00 $34.00 
De exeeess 28.50 29.50 29.50 29.50 31.00 33.50 29.50 a ares 26.00 27.00 27.00 27.00 29.00 31.00 34.00 
er 30.50 31.50 31.50 31.50 33.00 35.50 31.50 SES ccceeve 28.00 30.00 29.00 29.00 30.00 32.00 34.00 
ee “eeeoes 31.50 32.50 32.50 32.50 34.00 36.50 32.50 a «acaseus 28.00 31.00 31.00 31.00 32.00 33.00 35.00 
a 32.50 33.50 33.50 33.50 35.00 37.50 33.50 Se” «xtescs See 32.00 32.00 32.00 33.00 34.00 36.00 





For merchantable S1S, deduct $3 from price of No. 1; for No. 2, deduct $5. 


For shiplap or flooring, add 50 cents to prices of No. 1 boards. 
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Duluth, Minn., Jan. 3.—Improvement is reported in mixed car bookings of northern pine. 


COMMON BOARDS, RoucH— 


8’ 10’ 12° 14’ 16’ 18’ 20’ 


NORTHERN PINE 


FENCING, RoucH— 





Prices f.o.b. Duluth are firm as follows: 


6’ 8’ 10,12&14’ 16’ 18&20’ 
No. 1, 87% .cceeees $55.00 $57.00 $62.00 $62.00 $62.00 $60.00 $65.00 $65.00 6” No. 1 $51.00 $55.00 $59.00 $61.00 $61.00 
TTT -- 61.00 63.00 69.00 71.00 66.00 66.00 71.00 71.00 No. 2 ... 38.00 41.00 43.00 46.00 46.00 
12”. .cceee - 67.00 70.00 77.00 77.00 72.00 72.0 77.00 177.0 No. 3 :, 27.00 29.00 31.00 32.00 32.00 
No. 2, 87 .+0- .-- 35.00 37.00 46.00 46.00 46.00 44.00 50.00 50.00 4” No.1 ee 50.00 56.00 62.00 62.00 
, 38.00 40.00 49.00 49.00 45.00 45.00 653.00 55.00 No. 2 .. 33.00 36.00 41.00 47.00 45.00 
12” seeeeeee 22. on oe ae ae ae ae Oe atten vscaves ae 28.00 29.00 30.00 29.00 
No. 3, eee om ° = 00 31.00 33 Po nt 33.00 33.00 33.00 33. +4 No. 4, 6-foot and longer, mixed widths, 4”, $24; > $28. 
IP aseeens 31.00 33.00 35.00 35.00 35.00 35.00 39.00 39.00 5” fencing same as 6”. 
For all white pine, Nos. 1 and 2, add $1. All white pine, Nos. 1 and 2, add $1. 
Boards, 6 to 20’, 8, 10, and 12”, No. 4, $30; No. 5; $21. S1 or 28S, add 75 cents; S1S1E, add $1. 
For 81 or 28, add 75 cents; SIS1E, add $1; for resawed, add $1. Flooring, %- and %-inch ceiling, or beveled well tubing, add $2. 
Drop siding, grooved roofing and O. + _shiplap, 8’ and up, add $1. 50. Drop siding or partition, add $1.50. 
Shiplap and D&M, 8’ and up, add $1.2 Well tubing, D&M and beveled, add $2. 
No, 1 Precw STUFF, — ? SIDING, 4 AND 6”, 4 To 20’— 
$27.50 $31 50 $33. 50 $31.50 $31.50 $32. 50 $34.50 $24.50 a 4” 6” 
= "97/50 28.50 31.50 31.50 31.50 31. $3.50 323.50 Bé&better ..........06- ee” MO ga isscteadadocenes - 0n.e8 $22.00 
i” .esecsesnee 27.50 30.50 32.50 32.50 32.50 32°60 84.50 84.50 CC ccceececcccccecccces 33.00 38. 00 | TE C&better.... 34.00 36.00 
Be Be ee Re ee ee ee wenglios. 
ae” 2c00ceeeecee 3 — . . 
= 2 piece stuff, ‘3 less than No. 1; pine, rough, deduct 75 cents; D&M Siding may contain not to Br 20 percent of 4- and 9-foot. 


or $4s, add 


Minnesota larch, 2x4- and 2x6-inch, $3 under Norway pine. 


Siding run to O.G., $2 a thousand extra; product of the strip as it grades. 


Beaded ceiling, %-inch, $1.50 more than same grade of siding. 





NORTH CAROLINA PINE 


Norfolk, Va., Jan. 3.—Following are typical 
average f.o.b. Norfolk prices, made during the 
week ended Dec. 31, as reported to the North 
Carolina Pine Association: 





Rough: 
ah 
rE ee $50.00 
Ne DM SCAR RR ADA ChOOREKEL SRDS EEREO 32.25 

No. 1 box— 

SX nt er ee 28.75 
FS Re er et ee eee = er 29.75 
ee See eer arr eene sr err 29.25 
DO. wich wiciiee ice ieewd as haw evewene ae 32.75 
Edge, No. 2&better, ats Sp thabak Rem ereea wen ken 57.75 
SERENE IES Se ee 61.50 

es. 0 BS ce Baath thee mite aie eee ean 6.00 

Dressed: 

Flooring, }}” 214” 
i he iiad-acaeunmawen $45.50 $57.50 
DE OF Dniraiateteincadnnmaang een 40.00 51.25 

Ee ee rere 42.50 

Box bark strips (dressed or resawed)...... 18.75 

*Air 

Roofers: No. 1 dried 

A aia ir ck bce sdk ms cals seas $28.25 $18.25 

RUNNIN. a it's 5 cal carat sist a ed wa a 29.50 19.00 

rT cacccehaawaaee mitenlnb maaan 30.50 19.00 

BE ssc dcinsddbanennawesnueaainana neue 19.50 
*F.0.b. Georgia-Alabama mills. 


Seattle, Wash., Dec. 31.—Prices of red cedar 
lumber, new bundling, 8-18’, f.o.b. mill, are: 


Bevel Siding, Ye-inch 


Width— Clear “_ _ 
 nairctadeaenwe - $25.00 $24.00 $16.00 
ED dein eedon ae ncconae 27.00 25.00 20.00 
IE's: iccvach akeerecca eke 30.00 28.00 24.00 
Se esse 35.00 renee cones 

BOE Koticssnnaneosans a - eneen anes 
Clear Bungalow Siding, 34-inch 

DON. sacciveantenneenes i na pemanaeaaaeas $46.00 

DG 24000404n06.066R6RRbR—REE a eeTee - 57.00 

PP bcnesavandaceks nace isttbecasecenen Se 





RED CEDAR SHINGLES 


Seattle, Wash., Dec. 31.—Eastern prices, f.o.b. 
mill, are: 
Per square Per M 
4 bunches 4 or 5 bunches 


First Grades, Standard Stock 


Matra stam, Gbecscccccecs $1.72@1.76 1 ple 
metre. aterm, 6/2......ccecce 1.80 
NE MEE Scccnvcwnss ons 1.90 
I ME 0 os a'stny ee bo eee 2.41@2.45 3 0093. . 
pene eaalntstaai hae 2.23@2.32 3.05@3. 
PRE. Sav ecnesceecees 2.75 3.70 
First Grades, Rite-Grade Inspected Stock 
Mitre WOR, BiBe cc cccccce $1.80@1.84 $2.25@2.30 
metre ateek, B78... cccccccs 1.88 2.35 
Extra clears busoneveadwens 2.20 
i ree 2.57@2.65 3.20@3.30 
= ree. 2.44@2.51 3.35@3.45 
ee eres 2.85@2.93  3.85@3.95 
Second Grades, Standard Stock 
Common stars, 5/2........ $0.76@ .88 $0.95@1.10 
Common stars, 6/2........ -92@ .96 1.15@1.20 
Common clears ........ oes Ae 1.75 
British Columbia Stock, Seattle Market 
Rome. COMO ...iscvs coscbesen $2.65@2.70 
ME Cis WP cavcccoces $2.57 2.65 3.20@3.30 
SD ca ccarasanndedn +++ 2.66@2.70 3.65@3.70 
Perfections ..... Ve sascewes 2.85@2.93  3.85@3.95 


WESTERN PINES 


Spokane, Wash., Dec. 31.—Following are cur- 
rent prices, f.o.b. mill, which became effective 
Aug. 19: 

Pondosa Pine, 16-Foot, Inch— 
No.1 No.2 No.3 No.4 No.5 


ee ee $42.00 $31.00 $20.50 ..... ..... 

_ Sere | a aS eee 

ET ng ee . eS! eee 

Me sinwenawes Seer Bee) ME awece cence 

| ee C655 ZIae Bee sésee. ctmvas 

i ae i kebie: “sixes “einen $15.00 $ 7.00 
Pondosa Pine Shop— 
Factory 

Cc No.1 No.2 No.3 Com. 

us & 6/4 . 2 $41.50 $25.50 $16.00 ..... 

ape a CoE 71.50 51.50 36.50 16.50. ..... 

wa (nines pine igakn etre ‘wanes $24.50 


Idaho White aa | 16-Foot— 
No.1 No.2 No.3 No.4 No.5 


ee ee aici tiene | BB ts ? eee 
Peernins os ene 51.00 44.00 ina Seinatae 
Be ahaa in iain 49.00 42.00 Dy vsene. aokaw 
ote ES Bae Gee BAe acess “avncs 
Be wanna eine 69.00 46.00 EN olan Cana 
Ce Waa nated cxese-.. Since $17.00 $ 7.00 
White Fir, 6- a 3 ,20.Foot, Inch— 
6” 10” 12” 4”"&wdr. 
oo P & 2. $82. 00 $25.00 $26.00 $27.00 ..... 
Saeko 17.00 20.00 21.00 22.00. ..... 
No ‘ Ree wekie, cateeabe Jo wiatene = aimee $15.50 


[Special telegram to AMERICAN LUMBERMAN] 
Portland, Ore., Jan. 4.—The following are 
f.o.b. Chicago prices on ae rg eg” $2s: 


. 3 
es ORG Ge ccccces Perera #55. og 0 00 $22 00 
eee 5.00 0.00 2.00 

Above shop prices are for fanee of No 3 
— Better For straight cars of specified grades, 
a 





CALIFORNIA PINES 


[Special to AMERICAN LUMBERMAN via Air Mail] 

San Francisco, Calif., Jan. 3.—The following 
are average f.o.b. mill prices on California pines, 
those on commons representing l-inch stock 
only, compiled from the report of the California 
White & Sugar Pine Manufacturers’ Association 
for the week ended Dec. 31: 


California White Pine 
ee et elr. C sel. D sel. No. 3 clr. 


OS ae 71.10 $63.45 $55.35 $46.10 
fo 70. 66.05 56.90 58.60 
Oo lS 70.85 61.30 46.10 55.45 
SS 80.80 71.85 57.75 68.40 
Bg pe Sugar Pine 
Nos. 1&2 clr. C sel. D sel. No. 3 clr. 
i 5 ee $190.35 $95.75 7 00 $58.90 
G/ERA.W. once 89.90 87.20 67.35 70.30 
C/EREW. occu 92.35 85.55 59.90 68.85 
8/4xa.w. ..... 101.10 92.90 74.45 87.45 
White Pine Shop Mixed Pines 
- a shop, 5/4x No. 1 common...$47.00 
inebeecawad 1.50 No. 2 common... 28.70 
No. "3 shop, 6/4x es. SS ee 20.50 
alma when 5.05 Timbers ........ 28.70 
Inch | shop ahtecwe 28.35 ~~ *. , ly 
Panel, %xa.w.... 71.90 “, >. 4" agreeeree sx 
Sugar Pine Shop aa og: Se 5. 
Lee Me.. B.icese 4.15 
_ i .— O/Se ces i Ser 1.50 
No. "2 shop, 6/4x White Fir 
SE Re SB.30 4 CRDER. sccccc. + CORSO 
by shop waa weee 42.15 ~~ _s&btr, 4/4x — 
Dou las Fir eeeceseesee ° 
C&btr. ™ ca edest $44.25 No. af dimen., 1% 
Common ........ 16.25 § BAW. ceerceeees 20.45 
Ties & timbers... 20.10  giameaaned 
Dimension ...... 20.35 Pine, 4/4xa.w....$54.25 








DOUGLAS FIR 


[Special telegram to AMBRICAN LUMBERMAN] 


Portland, Ore., Jan. 6.—F.o.b. mill prices on 
actual sales of fir, Jan. 3 to 5, direct and whole- 
sale, reported by West Coast mills to the Davis 
Statistical Bureau, were as follows: 


Vertical Grain Flooring 


B Bé&btr. Cc Cc 
Sv dg deine iniuarn $25.50 $35.50 $29.75 ‘ 
Be SS nckeekeeen weed 39.00 cara 
PE. éeoevwieess owes 40.00 
Flat Grain Flooring 
OE -scavksewenkes eases 24.25 20.00 
De jikiewidwatiar Pain 31.75 25.25 
Mixed Grain heen 
DE ‘neseswarcunes paces $16.00 
Ceiling 
nr re a 24.00 19.50 
ST © cieecseen eee eaue 24.75 21.00 
Drop Siding, 1x6” 
id ciate bisccariy les heitt ease” fecha 28.75 25.00 5 
OEE skecsnschwaabune¢aes 7 00 26.50 sai 
Yee EE eae CaS bewens 15.75 
Finish, Kiln Dried and Surfaced 
1x6” 1x8” 1x12” 
PE bck sincstanddens oan $45.25 $47.00 $51.25 
Common Boards, and Shiplap 
1x6” 1x8” 1x10” 1x12” 
Ns Sibeaie teres $15.50 $17.00 $20.00 $19.00 
Dar inkea-s aweinete 10.50 11.25 12.50 14.00 
PM ivcekecuewae 11.00 8.00 SOG 89 -e8ane 
Dimension 
12’ ll 16’ 18’ 20’ 22&24’ 26-32’ 
No 2” thick 
4”, 415, e = 50 oe. po $18.25 $17.7 
6”... 16.75 17. tO $20. 25 $22. 26 


”.. 18. 3B 18. 00 16. 28 17.00 17.25 20.00 21.75 
10”.. 16.00 16.00 16.75 17.25 17.50 20.25 26.50 
12”.. 16.25 16.25 18.00 18.00 18.00 22.00 22.50 

2x4”, 8’, $13.50; 10’, $15.25; 2x6”, 10’, $15.00 


Random— 2x4” * 2x6” | 2x8”’ 2x10” 2x12” 
i, ewes saee $10.50 $11.00 $12.00 $12.00 $13.75 
e- OF éaseueun 7 We “eeaek sates eaeus 
No. 1 Common Timbers 
SxB to 4013" to 20’, GUPEROOG. .cccccccocceccs $19.25 
Cae OP Se” OO Ge 5 SOU 6 cece ccccsccccece 18.75 
6x6 to 12x12” to 40°, surfaced. .....ccccccceoe 20.50 
Fir Lath 
i OR. en ic casokeenwed oak cw hen $2.50 
B&better, Flat Grain Car Siding, 9 or 18’ 
i ia lat ind ead ate etd en a nce enn $35.75 
DE” cuit oeb bia cedar Paso eS ne ano ewen seas 40.00 





WEST COAST LOGS 


[Special telegram to AMpRICAN LUMBERMAN) 


Portland, Ore., Jan. 4.—Log market quota- 
tions: 


Fir, yellow: Firm, No. 1, $22; No. 2, $17; No. 


Fir, red: Strong at $16. Ungraded. 
Cedar: Demand light at $16. 
a: Scarce and strong, No. 2, $12 to 
$13; » $11 to $12. 
Spruce: * headn No. 1, $25; No. 2, $19; No. 3, 


3, 


Everett, Wash., Dec. 31.—Log quotations: 


Fir: No. 1, $25; No. 2, $19; No. 3, $13. 
Cedar: Rafts of shingle logs only, $18 base; 

25 cents added for each 1 percent of lumber logs. 
Hemlock: 2, $13 to $14; No. 3, $11 to $12 
Spruce: $1 higher than fir. 
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WEST COAST SPRUCE 


[Special telegram to AMpRICAN LUMBERMAN) 
Portland, Ore., Jan. 4.—The following are 
prices for mixed cars prevailing here today: 


Finish— Factory stock— $30.00 
ee See $73.00 «1 www eeeee - + $30. 
154—10" ...0.0. 62.00 18" teeeeees tee e+} 

Bevel siding—  cecsenebunn ME 
MEE séreessane 29.00 ate sbedoaceanae 4.00 
ie ssnneseues 31.00 Green box lumber 13. 00 





CYPRESS 


St. Louis, Mo., Jan. 3.—The following are cur- 
rent quotations on cypress, f.o.b. St. Louis: 
GULF COAST RED CYPRESS— 

New Grades— Factory No.1 


Tank Selects Shop Box 

i cvenakndeawne $116.75 68.75 51.75 $31.75 
Dt. nebdkbieedton 121.75 78.75 3.75 33.75 
Dt stckenmaneawe 123.75 81.75 66.75 33.75 
Dt <-teddacanade 131.75 88.75 73.75 31.75 
een 136.75 93.75 78.75 ev6 
ean 136.75 93.75 78.75 ose 
a 41.75 98.75 |. aaweore 
Peck random, 4/4" ...ccccccces oeeecoecescsceeeee 
Common Rough— No. 1 No.2 No.3 
DEE” scocseeuensoutenud $54.75 $43.75 $32.75 
DT .iicten dunn shone tee 61.75 50.75 34.75 


Add $2 for specified lengths on common grades. 
Finish, $1S or S2S— 


Heart A B Cc D 
..$103.75 $ 98.75 $ 93.75 $83.75 $73.75 


1x4—10” 
lr 110.75 106.75 101.75 91.75 980.75 
Pn -séecens 120.75 115.75 110.75 102.75 e6ee 
BE” snesees 125.75 120.75 115.75 106.75 eee 
Bungalow Bevel Siding— A B C&btr. 
SME ccensenecsonssaneehes $53 $45 $43 
Dl” wcvstneeiexseeeeueees 64 55 53 
i ésiccuacesesbavaceets 70 61 59 
gi Siding— A B Cc D 
Sxeedeeenenes $48.50 $45.00 $41.00 $28.00 
YELLOW CYPRESS— 
Factory— No.1 No.1 No. 2 
FAS Select Shop com, com. 
OIE scccenevce $ 72 $59 $36 $31 $26 
B/6 cccccseves 75 62 48 35 29 
C/E coccccccce 75 63 50 35 29 
WIG svcceccoce 82 68 55 od 31 
10/4 cccccecces 100 75 65 P wee 
Boards— No. 1 com. No. 2 com. v random 
ES cecenee coerce $42.50 $33.00 j= cece 
Da stvéidedananas 42.5 34.00 coeece 
MEE ¢bsesesonegue 43.50 35.00 evecs 
De” shectvcnendss 53.00 terres 
Peck, 1519" .cccee ‘ee ° $23.00 





CYPRESS SHINGLES & LATH 


Cincinnati, Ohio, Jan. 3.—The following are 
average wholesalers’ carlot prices today f.o.b. 
Cincinnati: 


reget Best Primes Economies 
euaetisenscueuwe $5.70 $3. ae 

ri chhebinvesdunekes -70 4.85 $3.90 

gE aS 6.95 5.45 4.30 

ee suaneseadaeuevene 6.95 5.45 4.30 

Lath, 4-Foot, 3gx1//e-Inch— 

ah Eaane-&6-neenas $8.90 | ere ..-$7.90 





OAK FLOORING 


The following are average prices, Memphis base, 
obtained for oak flooring during the week ended 
Dec. 24, as reported by the Oak Flooring Manu- 
facturers’ Association : 

1EX144” 8x2%” %x1%” 
Clr. qtd. wht... .$119.83 $114.94 
Cor. Wee BOR ess 78.00 92.03 


%x2” 


eve 
$52.00 


Sap. c.q.w.&r.... 80.00 90.00 66.00 
nO Pies anens 87.33 53.34 58.68 
Clr. pin. wht.... 71.95 91.16 52.90 60.65 


Cit. Gas BOG. c0<. 66.28 76.67 53.16 56.68 


Sel. pln. wht.... 56.51 70.33 46.47 47.89 
Sel. pln. red..... 56.17 67.71 47.30 46.19 
No. 1 common... 42.35 47.90 25.42 26.30 
No. 2 common... . 19.22 awe renee 
Myx1% ”“ VWYx2” 5x1” f,x2” 
Clr. qtd. wht.... $90.50 $84.67 
i Gis Waite ces eaves 73.38 eae e 
Cir. pln. wht.... 74.10 72.31 $93.21 
eS ee 75.50 68.09 90.50 
Sel. pln. wht.... 61.04 63.05 68.00 
Sel. pln. red..... oy 60.42 62.50 
No. 1 common... 39.73 43.08 43.09 





HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring mills 
of maple, beech and birch flooring, as reported to 
the Maple Flooring Manufacturers’ Association, 
averaged as follows, f.o.b. cars flooring mill basis, 
during the week ended Dec. 31: 


MAPLE— Clear No. 1 Factory 
SS SPO a ls $40.21 eee 
a” “tneg xe ae eeee $72.26 64.26 $37.10 





POPLAR 


Cincinnati, Ohio, Jan. 
average wholesalers’ 
base, on poplar: 


3.—The following are 
carlot prices, Cincinnati 


Sorr TexTure— 4/4 5/4&6/4 8/4 
a ae - -00C1 1396290 $1001 
a & select. 77 82 


No. 1 com..... % 55 65 6 30 ae 
No. F com. A.. 36 38 42 45 45 48 
No. 2 com. B.. 25 27 27 29 28 30 


VALLEY— 
rn $ 90@ 95 $ 95@100 $100@105 
Saps & selects. 60 65 70 75 75 80 
No. 1 com..... 45 48 52 55 55 60 


No. 2 com. A.. 35 36 37 40 40 42 
No. 2 com. B.. 25 27 26 28 27 30 


POPLAR BEVEL SIDING 


Louisville, Ky., Jan. 3.—There has not been 
much demand for siding. Prices f.o.b. Louis- 
ville are: 





Clear Sel. No.1 No.2 
DN. vxccahweee ane $55 $40 $28 $22 
Sere 55 38 28 22 
SE ébnewuweoerns 50 37 24 18 


—————— 


HARDWOOD LOGS 


Memphis, Tenn., Jan. 3.—Following are ay. 
erage quotations on logs in Memphis, and at 
points in the Memphis territory: 

F.o.b. cars 


Delivered Memphis 


Memphis territory 
Variety— Per M Per M 
Red & white oak 
16” and up..... $32.00 to $37.00 $20.00 to $25.09 


yum, 16” and up. 
Elm, 12” and up.. 28.00 to 33.00 
Ash, 12” and up... 35.00 to 40.00 
Hickory, 10” & up. 42.00 to 47.00 
Maple, : & up.. 28.00 to 33.00 


pe 
Lags 


28.90 to 33.00 18.00 to 23.09 
18.00 to 23.00 
25.00 to 30.00 
30.00 to 35.00 
18.00 to 23.00 
re classified by buyers here roughly as 
No. 1 and 2, and the foregoing price range js 
supposed to cover the average prices paid for 
both. 


The differences between delivered and f.o.b, 
price ranges are based on the distance the logs 
are hauled, and the weight of the timber. Oak, 
ash and hickory are drawn from wider dis- 
tances; while gum, poplar and elm can be profit- 
ably drawn into Memphis only from nearby 
points. 








HARDWOOD INSTITUTE PAST SALES REPORT 


Memphis, Tenn., Jan. 3.—The following is a 


summary of Chicago/Cleveland average hardwood 


prices obtained during the week ended Dec. 28, as reported to the Hardwood Manufacturers’ 



























Institute: 
XnED GUM TUPELO RED OA K-CONT'DI] BE EC H-cONT'D MAGNOLI A= ONT'D 
uer Guar tered Plain ee 
Figured Wood 
Chgo Clev Chgo Clev Chgo Clev Chgo Clev Chgo clev 
No 1 Com & Sels Firsts & Seconds Sound Wormy Mixed No 3 Common irsts & Seconds-.on 
4-4 65.25 ais 4-4 52.50 eee 4-4 40.25 51.50 5-4 sale 26.50 |] 5-4 74.75 ne 
quartered Plain PO A 6-4 79.85 ceo 
Firsts & Seconds Firsts & Seconis Quarter © I Com & Sels 
34 (91.75 ane 5-8 40.00 «-- rivets & Second Firsts & Seconds 6-4 59.25 .,, 
4-4 101.00 pp 34 38,25 eee eee 142.25 6-4 87,50 io 2 Common 
b=-4 107.285 Rae 4-4 44.25 eee se 1 Com & Sels No I Com é Sels 
10-4 126,00 ... 6-4 45.25 ... 4-4 59.25 ae. 5-4 62.25 ... 
12-4 126,00... No 1 Com & Sels Plain 6-4 62.25 oe. 
Bo I Com, Sels 3-4 28.25 eee Panel & Wide No 1 8-4 54.25 eee 
3-4 51.75 eee 4-4 37,00 eee 4-4 coe 57,00 |}lio 2 Common 
5-4 65.50 ..- No 2 Common 13-17" Box Boards 8-4 3% 
6-4 64.85 ose 26.25 _ _.. 4-4 ose 206.95 





































8-4 68.50 eve Firsts & Seconds Firsts & Seconds 
10-4 81.00 Sa Quartered 4-4 88.50 110.00 |] 4-4 274.25 ini — 
12-4 81.00 ... tf spgeate Rice. coos 120,001” SOFT ELYW irsts & Seconds k ¥ 
So 2 Common . eee ps 4-4 85.00 eee 
4-4 47.50 ... 5-4 150.50 ... [} 4-4 66,00 .,, |/Peret® & Seconds 5-4 73.75 
Plain 6-4 155.50 ... |/No I Com & Sels 84 70.00 ... 8-4 91,00 ... 
Firsts & Seconds 8-4 170.50 eee 4-4 51.75 61.86 12-4 69.50 bide lects kK W 
3-4 91.75 4.2. Wo I Com & Sele 5-4 e+e 61,00 st come Seles 4-4 63. ove 
4-4 100.50 asia 1-2 55.50 eee 8-4 eee 74.25 ous 37.25 5-4 67.00 nae 
No I Com & Sels 5-8 63.25 «+. |/No I Common 6-4 47.50 ... |] 6-4 70.75 o. 
5-8 45.75 —— 34 72.50 eve 4-4 55.00 57.75 8-4 55.00 eee 8-4 78 .00 med 
aa eee 4-4 63.25  ... 5-4 50,00 70.00 ae Shop 
4-4 60.85 ... 6-4 98.75 nee 8-4 58.25 ... Wo 2 Como on 44% 41.00 oc. 
5-4 68.00 ... 8-4 «4, 100,50//"o 2 Common 4 ane 5-4 50.75 2. 
6-4 68.00 eee Plain 5- eee 34.25 8-4 6~4 56.50 eee 
8-4 70.75 eee Firsts & Seconds No 2 A Common | 8-4 55.75 on 
No 2 Common 34 74.75 45 |] 4-4 36.50 .., jo I Common 
4-4 36.75 _ ... 4-4 87-25 113.901) 6-4 eee 49,00 —" Box Boards 8-4 57.50 ... 
5-4 96.50 129.,00]| 8-4 sn tame 81.00 ae 2 Common 
Quar tered 6-4 121,00 128.00 /iNno 2 B Common 9-12" Box Boards 4 29.75 se. 
rirsts 4 Seconds 10-4 eee 140,751) 4-4 e+e 30,00 |] 4-4 67.25 4... 5-4 BW.25 woo 
4-4 67.75 eco 12-4 ece 240.75 6-4 29.25 eee Firsts & Seconis 
5-4 68 .25 eee No I Com & Sels No 3 Common 4-4 61. coe 
6-4 65.00 pies 3-8 35.25 cee 4-4 ene 27,00 ||No I Com & Sels 
8-4 70,00 ... 1-2 «8643.50 58.25]) 5-4 eos 35.25 |) 4-4 38.50... 
lio 1 Com & Sels 5-8 49.75 eee 6-4 Ait 37.25 ||No 2 Come 
4-4 52,50 Ana 3-4 54.25 71.25 4-4 
5-4 53.75 eee 4-4 67,00 75,00 Firetens “Seconts Sr St oe = v ¥ 
6-4 56.75 eco o-+4 cee 80.25 || 4-4 8 ° eee “Quartered 
8-4 958.75 ae 6-4 78,00 80.85)) 5-4 122, ~ +++ |/Sound Wormy 
10-4 73.50 eee 8-4 74.25 80.251] 6-4 105, 4-4 eee 44.00 
Plain 10-4 coe 85.75 8-4 107, 80 120. 75 Plain 
13-17" Box Boards 12-4 e+ -85,76|}10-4 ° ess |/Pirsts 4 Seconds 
4-4 69,00... No 2 Common 12-4 127.25 ... 4-4 cece 107.25 
9-12" Box Boards 4-4 55.50 54.00}/16-4 144.25 eee 5-4 eco 22058 
4-4 65,00... No 3 Com-Flg Grade |iNo I Com & Sels No 3 Common 
13" & Wider FAS 4-4 2.75 32.50]] 1-2 34.50 eee 4-4 mona 21.76 
4-4 66.85 ... No 3 Common 4-4 54.75 ... |/Sound Wormy 
5-4 68.25 eee 4-4 eee 26.75 6-4 75.00 eee 4-4 eee 42.25 
Firsts & Seconis Sound Wormy 8-4 85.00 ... 8-4 aa 
6- 43.00 ... 4-4 os 50,.25}/10-4 89.75 0. BAasswoop 
3-4 53.25 eco RED OAK 12-4 96,50 eee <2 ag gg eo ae 
4-4 658.25... Quartered 16-4 107.50 .., ||Firsts 4 Seconds 
5-4 61,00 eee No I Com 4 Sels No 2 Common 5-4 eee 87.00 
Ho I Com & Sele 4-4 73.50 ... I] 4-€ 33.00 .0. y4 : Com & oe * 
1-2 ° eee Bo 2 Common 


5-6 29.50 ... 4-4 47,50... 














4-4 46,50 ... Plain 
6-4 49,75 pes Pirete & Seconds 
8-4 52.75 ... 3-8 35.75 eee 
No 2 Common 1-2 46,25 eve 
5-8 18.25 oe 3-4 73,00 eee 
4-4 28.75 ece 4-4 83.75 110,60 
5-4 28.75 eee 5-4 97.75 130.00 
6-4 28.25 coe 6-4 102.75 10.00 
8-4 28.85 ... 10-4 124.00 154.50 
No 3 Common 12-4 eee 154,50 
iy Ticy svi No I Com & Sels 
ness § -peeed 1-2 34.75 ser 
Firsts & Seconds 4-4 61.25 75 
5-4 46,560 eee 8-4 eee 78,00 
No 1 Com & Sels No 2 Common 
4-4 24.25 eee 4-4 46.50 46.50 
5-4 36.50 eee 5-4 eee 











5-4 
54.75 |i No 2 Common 
5-4 


irsts 4 Seconds 
1-2 53, eee 

5-8 68.00 eee 
deed | or a, Oe ee 


eee 43.50 
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ae ” SOUTHERN 
SOFT TEXTURE” SO HARDWOODS PHILADELPHIA PRICES 
ve Cincinnati, Ohio, Jan. 3.—Average wholesale prices, carlots, Cincinnati base, on Virginia, West Philadelphia, Pa., Jan. 4.—Wholesale prices 
at Virginia and Tennessee hardwoods today: secured from authoritative sources exclusively 
4/4 5/4&6/4 8/4 ’ 4/4 5/4&6/4 8/4 for the AMERICAN LUMBERMAN through the cour- : 
QuarTereD WHITE OaK— Basswoop— tesy of Gregg & Co., of the Philadelphia Retail 
RMR $135@145 $145@155 $155@165 fgg fens ses $ S@ = $ ne Ss $ A a Board of Trade, are as follows: 
OK ca in wet il 105 110 110 115 2. ere 
Ne ‘ae 80 85 ‘8 90 ‘00 ‘98 P No. 2 com..... 28 31 «633 «6388 3848 Southern Pine, Merchantable—1905 
No. 2 com..... HESTNUT— 
00 Sound wormy.. 43 45 52 57 55 60 fas ......... $100@105 $112@118 $122@128 ‘ sass 
00 QuaRTERED RED Oux— No. 1 com..... 60 65 65 67 70 75 3x4” and aw ey ae eer er. $50.00 
00 S $110@115 No. 3 com..... 20 21 21 22 21 £=22 | 3x6” and 6x6”.... 44.00 3x12” 2... eeee 60.0 
gape 60 65 Sd. wormy and 3x8”, 4x8” and CEE intcesscnes 57.00 
00 2 oo ee ee: Ste «eee 8es No.2 com... 36 38 38 40 40 42 a gpetiees error 70.00 
00 No. 2 - lieben + te I ys Ds eat Sd. wormy and gee ee 2 ae: eee 67.00 
00 PLAIN WHITE AND RED Oaxk— No. 1 com. & - ‘i in Lengths 22 to 24 feet, add $2. 
ts FAB a -eeeeees ss ada Te ls er ~ tr ~ one oe 2 & Each 2 feet additional, add $1.50 to 32-foot 
is No.1com..... 60 65 70 7 75 80 ¥ en 
tae... 42 45 47 50 48 52 FAS .........$100@110 $105@115 $110@120 Each 1 foot over 32 feet, add $1. 
lo. 3 COM..... 2 
Sound wormy.. 43 48 53 58 55 60 yoy peretipee $5 79 79 78) 70 78 | Longleaf Pine Flooring, 25/32x2%-inch Face 
b. Hickory— BEECH— (Rail Delivery) 
gs eee see see $ 95@105 $ 95@105 ee $ 60@ 65 $ 65@ 70 $ 70@ 75 | B&btr. ht. rift.......0..... cece eee $90.00 
k, No. 1 com..... sxe tao 2 = ae No. 1 com..... 406 480 45 4B 4G GO | BSDtr.. sap rift... cc crccccccscccccevcvses 81.00 
5- No. 2 com..... ie awh 35 40 35 40 No. 2 com..... 25 28 80 33 Bé&btr. BE Sait ahh ecbid yk dato oe Bee oe eee deena 60.00 
: MaPLeE— 4/4 why 8/4 10&12/4 16/4 - ce ee SS Sea ee ee 51.00 
t- NE ci: sisi ap nea een edad emo $ 72@ 77 $ 77@ 82 $ 85@ 90 $ 95@105 $110@115 No. 2 COM, SAP flat......cceeceeeccecceecees 30.00 
oy No. 1 com..... cake ee rewwwn 48 53 60 65 65 70 75 80 
Me. B COM cccccccccésocnccecscoe 31 36 35 40 40 45 45 50 50 BS Air Dried No. 2 Common Roofers 
Weer Sea ”, %xb $27.00 1x10”, %x 9 $28.00 
- ere 2 TTC aa pee $90@ 95  $105@110 $110@115 $125@130 $150@160 | 1*8%, 4x5%...... . x10", %x 9%... .$28. 
No. 1 com. and sel............ 53. «8 70 75 75 80 95 110 100 105 | 1%8”, %x7%....-- 28.00 1x12”, %x11%.... 29.00 
7 SUE pancwenncacnesniien 32-35 35 40 40 45 45 50 50 55 ; : 
‘d Shortleaf Dimension, S4S, 14-inch Scant, 10- to 
or 16-foot 
: NORTHERN HARDWOODS aa tee $29.00 2x10” .oeeeeeesee. $29.50 
— The following list represents present values of hardwoods, f.o.b. Lower Michigan mills: aS SOE: ?F i peeeeEeeere 30.50 
No.1 No.2 No.3 No.1 No.2 No.3 | 2X8" ceeeeeeeeeees 28.50 
FAS Selects com, com, com. FAS Selects com, com. com, : . 
Bass woop— HARD MAPLE— North Carolina Pine Flooring 
4/4 $ 65@ 70 $ 55@ 60 $ 45@ 48 $24@26 $21@23 4/4 $ 70@ 75 $ GO@ 65 $ 47@ 50 $28@30 $15@17 No. 2&btr. No.3 No. 4 
. 5/4 70@ 75 60@ 65 47@ 50 28@30 23@25 5/4 80@ 8 65@ 70 55@ 60 30@32 18@20 | 12x91” rift ............ $82.00. $63.00 ..... 
on 6/4 75@ 80 65@ 70 52@ 55 33@35 23@25 6/4 90@ 95 75@ 80 65@ 70 33@35 18@20 94," 57.00 iti 00 
4 >: 4 pad eee Ge. wascdcsncaes 57.0 48.00 $28.00 
8/4 80@ 8 70@ 75 57@ 60 38@40 ...... 8/4 95@ 100 80@ 85 oe 15 38040 20022 
10/4 95@ 100 85@ 90 70@ 75 45@50 ...... 10/4 110@ @ 6@28 . ‘ 
_—— , 12/4 1200125 105@110 95@100 45@50 28@30 Re anne Se Cee Ce pore 
or — Ps , 30@32 124 14/4 140@145 125@130 115@120 50@55 ...... i RS icsrscsanstenrnssicanneenel 
5/8 No. 2 common and better oe gis 16/4 160@165 145@150 135@140 50@55 |..... a eo a eet ce 30.50 
«& 5/4 65@ 70 50@ 55 35@ 37 28@30 18@20 Harp Marple RovGH FLoorRiInG Strock— 1x10”, %x ERS ee oer er errr 31.00 
6/4 70@ 75 55@ 60 40@ 42 30@32 18@20 4/4 ......2. cecceese 66Gb 4 SONS 171d | MEE c, TMI, tart cc seen tees cccscvececsese 32.00 
8/4 80@ 8 65@ 70 50@ 52 33@35 20@22 “OE Be ee otal oe abe 43@ 45 28@30 18@20 ig-inch thick, $1 more. 
> Birce— Sort MAPLE— idi 
s 4/4 954100 75@ 80 47@ 50 30@32 18@20 4/4 65@ 70 55@ 60 40@ 45 28@30 16@18 | x ” ol anasntnmdr ene: steanne $41.00 
5/4 100@105 80@ 85 52@ 55 33@35 19@21 5/4 75@ 80 65@ 70 50@ 55 33@35 18@20 2x 6" c ORE cewcccccccccccosecccvccecccesses rye 
6/4 100@105 S80@ 85 57@ 60 38@40 19@21 6/4 80@ 8 70@ 75 55@ 60 38@40 18@20 ante 7 mere Peer eer ee eee eee eee $3°0 
* 8/4 105@110 8$5@ 90 70@ 7 40@45 ...... 8/4 85@ 90 75@ 80 60@ 65 40@45 20@22 | ** O” ClEAT oo cc cecccccvcccccccccccccesceces -00 
10/4 115@120 100@105 80@ 85 50@55 ...... Exp D Ww Map 
12/4 120@125 105@110 85@ 90 50@55 ...... aa “enue Mal — os Maple Flooring f.o.b. Philadelphia 
ti = » — 16640350 ..  . ......... SG Rew aaw ecesvcseces COUP GU ceocsese evecce 
weed Rares 165 120GESS TOCGEEO cecccs cvvces 5/4 tt? <)> ieepeees MO eek i ta 
—g _ ™ , G/4 LIGEID ...cccce MT ich action x24" 
4/4 65@ 70 50@ 55 42@ 45 26@28 20@22 : ‘ Pp m4 iw 
era =. +5 35@ 60 47@ 50 28@30 22@24 8/4 120@125 ........ CO Se kisses: nnnnne prt en 
6/4 80@ 8 65@ 70 55@ 60 30@32 22@24 OakK— 
8/4 85@ 90 70@ 75 60@ 65 35@40 ...... 4/4 90@ 95 70@ 75 55@ 60 33@35 18@20 
10/4 90@ 95 75@ 80 65@ 70 40@45 ...... 5/4 95@100 75@ 80 65@ 70 35@37 20@22 
12/4 90@ 95 75@ 80 65@ 70 40@45 ...... 6/4 95@100 75@ 80 65@ 70 38@40 20@22 D 0. 2 
16/4 110@115 95@100 85@ 90 50@55 ...... 8/4 105@110 85@ 90 T5@ 80 43@45 ...... OO =e re : y 
1x 5” 50 5.0 
Following are prices of Wisconsin hardwoods f.o.b. mill points: | 6” ; 4 0 
No.1 No.2 No.3 No.1 No.2 No.3 1x 8” i i 
FAS Selects com, com. com. FAS Selects com, com com 1x10” j a 
ASH— Rock ELM— 1x12” . ; 
4/4 $ 90@ 95 $ 80@ 85 $ 55@ 60 $33@35 $19@21 4/4 70@ 75 ........ 45@ 47 25@28 19@21 | 18” and up... 108.50 98.50 46.75 40.25 
5/4 100 105° 90 95 67 70 38 40 20 21 5/4 er AU 53 30 32 20 22 h 
a 110 18 4 = 70 7s ° * = = er. OMe We Sesentae eS 60 32 35 20 22 Lath, 4-foot No. 1 
/4 15 120 1 5 (7 8/4 85 90 .....--- 60 65 35 40 21 23 | Spruce............e000: $7.75 f.o.b. cars. 
Bass woop— 10/4 95 98 ........ 70 #75 45 50 ...... EMIS, sx cay sin ov00 $5.60 c.i.f.—$6.10 delivered 
4/4 70@ 72 60@ 62 48@ 50 28@31 20@22 12/4 100 105 1.1... 75 80 50 55 ...... 
5/4 72 75 62 65 50 53 30 32 22 24 HARD MAPLE— 
6/4 75 78 68 70 55 57 32 84 23 25 4/4 70@ 72 60@ 62 45@ 50 30@32 16@18 
8/4 8 90 75 80 BS GBH BW FF cccces 5/4 75 78 65 68 50 55 38 35 18 20 
Bite ee hee 8 ee eB wegrenge apenas 
ve meee ees See Ss 20@7 10/4 100 105 90 95 75 80 45 50 ...es Cincinnati, Ohio, Jan. 3.—The following are 
6/4 110 115 90 95 58 60 36 38 21 22 12/4 115 120 105 110 90 95 55 60 ...... today’s prices on American black walnut f.o.b. 
8/4 115 12 95 100 75 80 42 44 23 24 Sort MAPLE— Cincinnati: 
He REE RRS Ki: WSS wee ges gen nen : 
12/4 130 135 110 11 5 100 60 65 ...... ; . 
See a 6/4 80 8 70 75 55 60 32 35 21 22 FAS, 4/4, $230; 5/4, $240; 6/4, $245; 8/4, $255. 
4/4 67@ 70 57@58 44@ 45 27@28 20@21 Bonds 90 9% «680 85 6H 70 88-40 21 22 | = Selects, 4/4, $160; 5/4, $165; 6/4, $170; 8/4, $175. 
5/4 2 74 6 64 47 50 30 3 21 23 AK— ° » » 
6/4 «808870 TSOBS CGO 30 32 21 23 4/4 95@100 75@ 80 G0@ 65 38@40 20@22 eS ee ee ee ee ee ee 
eee RE RE SES ee ee eee ee 
10/4 90 95 80 85 70 75 40 45 ...... : | $50: 8/4, $55. 
12/4 95 100 8 90 75 80 45 60 ...... 8/4 110 115 90 95 75 80 47 50 23 25 | No 2 4/4, $45: 5/4 and 6/4, $50; 8/4, $55 
VALLEY HARDWOODS 7 ae oo a 
Sap GuM— - QUARTERED RED OAK— 
Cincinnati, Ohio, Jan. 3.—Average wholesalers’ ane ig 70@ 71 _. emoaee ee sr tee 4 
Drices, carlots, Mississippi Valley woods, Cin- & wider... 52 55 54@ 58 58@ 62 No. 3 com. : 7 «oe s bY 
cinnati: No.1com... 40 41 42° 45 45 43.  prain Ware AND Rep OaK— 
Rep Gum— 4/4 5/4&6/4 8/4 No. 2.com... 24 25 6s 3 (> “arrsnatioaes $ 82@ 87 $ 95@100 $105@110 
Corromwoon— Selects 63 68 68 72 72 76 
om. red— FAS, 6” &wdr.$ 53@ 58 $ 58@ 63 ° Me fom..... 53 58 58 63 63 68 
a «eaeens ar te sar” td ar Pa Ne, i 6om..... 38 40 40 42 : : S PORRcccce 
No. 1 com.. No. 2 com..... 33 36 : ue : com..... 43 44 45 bia 45 50 
Qtrd. red, sap no y ab. Sorr ELM— Sound wana i. 2 a a ae 
FAS 58@ 60 62@ 65 68@ 70 D. oevsvenes 65 $ 67 $ 70 ss 
- og 52 52 No. 1 com..... 47 50 55 QuaRTeRED WHITE OAK— 
é No. 2 com..... 25 27 28 PS: wiert vans sr ar siee iss $133@138 
Plain red: MaPLe— a 97 102 102 4 
ET 100@103 100@105 105@110 Spot worms N. No. 1 com..... 70 75 as 80 80 
No.1 com... 56 58 58 63 63 68 log run...$ 40 $ 55 $ 60 No. 3 com..... 40 45 45 50 £50 55 
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Room without Bath 
$2.00 and up 


Room with Bath— 
$2.50 and up 


Double Room with Bath 
$4.00 and up 


Marble Coffee Shop 


TABLE D’HOTE 


ee eee 5c 
Also A la Carte Service 


oe ee 


& $1.25 





Welcome 
Visitors 
To 
South Western 


Lumbermens 


Convention 
« @5e 














CROSS TIES 


St. Louis, Mo., Jan. 3.—The following cross 
tie prices prevail f.o.b. St. Louis: 

Untreated 

White Southern 

Oak Sap Pine 


No. 5, 7x9”, 8’, 9-inch face..... $1.45 $1.25 
No. 4, 7x8”, 8’, 8-inch face..... 1.35 1.10 
No. 3, 6x8”, 8’, 8-inch face..... 1.20 1.00 
No. 2, 6x7”, 8’, 7-inch face..... 1.10 .85 
No. 1, 6x6”, 8’, 6-inch face..... 1.00 -75 


Red oak and heart cypress ties, 10 cents less 
than white oak; tupelo and gum cross ties, 15 
cents less than white oak; sap cypress, 20 cents 
less than white oak. 


Switch Bridge 

Ties Plank 

0 err err $43.00 $42.00 
DC esabedssietcedebecnntses 40.00 38.00 





SOUTHERN PINE TIES 


New York, Jan. 3.—Following are quotations 
on southern pine railroad ties, f.o.b. New York: 


All 8’ 6”— Sap Heart 
TI” lceccccsccccecocesesceceoees $1.45 $1.85 
TE” ccccdccsvccsencsoseeesooese 1.35 1.75 
GaSe” cn ccccvcccces POrererrrert re 1.25 1,65 





For Editorial Review of Current Market Con- 
ditions See Page 43 


NORTHERN PINE 


BOSTON, MASS., Jan. 4.—Northern pine is 
dull. There has been no definite change in 
prices, but some sellers appear inclined to meet 
competition. Retailers are in no hurry to fill 
in depleted stocks. Continued weakness of com- 
petitive woods makes it difficult to interest in- 
dustrial users. 


MINNEAPOLIS, MINN., Jan. 4.—Inquiries 
which have come from railroads indicate that 


the new year will begin with fairly heavy pur- 
chases of northern pine. Tub and crate manu- 
facturers, furniture plants and meat packers 
probably will buy in fairly large quantity soon. 
Retailers are in the market for small amounts. 
Prices are holding steady. 

BUFFALO, N. Y., Jan. 4.—The main develop- 
ment of the northern pine trade lately is the 
report that much curtailment of production will 
take place this winter because of the unusually 
heavy snows in the woods. A report from the 
Georgian Bay district says that the cut of white 
pine during 1927 will be 150,000,000 feet less than 
that of 1926. Activities have been stopped tem- 
porarily in some localities because of heavy 
snow. Demand is slow at present. 

NEW YORK, Jan. 3.—Northern pine is suffer- 
ing severely from competition. Receipts here 
are small, most shipments being on _ specific 


orders. 
EASTERN SPRUCE 


BOSTON, MASS., Jan. 4.—Eastern spruce 
frame business is very slender. Very few mills 
are now active and sellers maintain base at 
$39@40. Provincial random is quiet and fairly 
steady. Boards are dull. Mill stocks of dry 
random covering boards, merchantable, are so 
light that a little better demand would probably 
bring an advance. 

NEW YORK, Jan, 3.—There are a few eastern 
spruce firms in New York that enjoy a comfort- 
able trade. Prices are low, 10- to 16-foot, 1x3- 
inch, selling rail delivery for $39. 


WHITE CEDAR 


MINNEAPOLIS, MINN., Jan. 4.—With the 
word being circulated that northern white cedar 
producers will make a small cut this year, there 
is greater interest shown by buyers. There is 
reason to believe that retailers will place post 





orders in large numbers before the end of Jan. 
uary. Pole business is quiet. Prices are holding 


firm. 
HARDWOODS 


CHICAGO, Jan. 5.—Inquiries for northern 
hardwoods from the interior trim interests are 
increasing. Reports of increased activity among 
the automobile factories indicate that they wil} 
be well represented in the market by the middle 
of the month. The furniture trade is rather 
quiet. Northern hardwood mills last year 
shipped out more than they produced and mil] 
stocks show a decline. While there has been 
no marked change in prices during the last ten 
days, the underlying tendency is strong. Maple 
hearts, 2-inch and thicker, are very strong. A 
number of the mills are sold ahead and pros- 
pects for accumulating stocks are slight, for the 
reason that most mills are on a heavy tie pro- 
duction basis and will be throughout the year, 
In southern hardwoods, high grade inch tupelo 
and 6/4 quartered red and quartered sap gum 


‘are moving fairly well. Prices are firming up. 


INDIANAPOLIS, IND., Jan. 4.—Hardwood 
trade has taken a sudden bound since the new 


CHICAGO BUILDING PERMITS 


The following are comparative building permit 
totals for December: 





Dec., Nov., Dec., 





Permits— 1925 1926 1926 
I es eats oes win 130 142 120 
Offices and hotels........ 9 9 7 
rrr 470 497 326 
Halls and churches...... 9 4 5 
. jase in eae 1 
I ado adie 4.0 o 348 456 276 
Stores and offices........ 2 10 7 
Stores and residences.... 11 2 5 
Stores and halls.......... apis ie eae 
Stores and apartments... 20 32 19 
Miscellaneous ........... 5 2 5 

WEE dedbdebutenes an ewe 1,004 1,154 771 
DE. Dithibadeetedubaamads 929 1,100 732 
ES eae ae 75 5 39 
Frontage feet ...........33,074 37,745 26,213 
Ce abotesesacns $19,293,800 $27,269,000 $25,097,900 


Comparative building permit totals for the 
years 1922-23-24-25-26: 


Permits 1922 1928 1924 1925 1926 
ee 1,801 1,726 1,610 1,853 1,560 
Offices and 

Bote .... 79 126 31 114 130 


Residences . 6,340 7,852 8,768 9,371 7,415 
Halls and 

churches . 53 60 52 78 51 
Theatres ... 0 3 8 5 2 
Apartments 3,693 5,179 5,237 5,397 4,523 
Stores and 

offices .... 11 51 42 46 47 
Stores and 

residences. 166 151 181 244 166 
Stores and 





4 ones 5 1 6 2 3 
Stores and 

apartm’ts. 347 306 226 293 290 
Miscell’ous.. 26 39 43 97 76 

Total .... 12,581 15,494 16,253 17,501 14,363 
ee 10,552 13,180 13,727 15,691 13,625 
Frame ..... 2,029 2,314 2,526 1,810 638 


1922 1928 1924 1925 1926 
Frontage ft..395,478 474,143 479,712 534,256 442,388 


Cost 
DRY sins 65% -e cana wate d eeaeccibeaten $227,742,010 
I ais ich af ig Na a: ar estan SOG a ec pire chae 329,604,312 
EY Ubu scmicw Rees Dad no umeaw gaadess eae 296,893,985 
 edatip ud anndladbedkaid ted Wade ied Rite 360,794, 250 
BED eb Ric CSReRS aR ECR ea andaxecue 366,586,400 





year opened. Virtually all the really important 
demand is coming from industrial sources. Most 
wood-using factories started full production after 
the holidays. The furniture industry, however, 
is rather quiet, and will be now until the mid- 
winter shows this month, when a large produc- 
tion increase is expected. Many inquiries and 
much business are coming from the automobile 
and body factories. The latter are especially 
active and expect a large production this year. 
Prices are firm, with promise of increases. Rail- 
road buying is rather light, due to weather con- 
ditions. 


NEW ORLEANS, LA., Jan. 3.—Current de- 
mand is quiet and price weakness continues with 
respect to some items, despite the enforced cur- 
tailment resulting from the rains and floods. 
A feature of the current inquiry is the large per- 
centage coming from the automobile interests. 


KANSAS CITY, MO., Jan. 3.—Stiffer prices 
on hardwoods have slowed down buying a little, 
mostly among smaller consumers. The large 


consumers continue in the market with good 
requirements. In the retail end of the market 
there is not yet much activity, the chief demand 
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peing for flooring. There is a small railroad 
demand. 





ST. LOUIS, MO., Jan. 3.—Torrential rains in 
the logging country already have caused price 
advances on almost every item in the list. It 
is believed that logging will cease for a long 
time, the recent rains presaging an unusually 
wet season. A number of sawmills already have 
shut down on account of high water and scar- 
city of logs. Stocks are below normal and, with 
production certain to decline sharply, pronounced 
advances are expected immediately. Orders 
from automobile concerns showed an improve- 
ment last week, elm coming in for considerable 
demand. Furniture factories are the most active 
puyers. Good business is expected for at least 
the first six months of the year. 


CINCINNATI, OHIO, Jan. 4.—There is little 
activity in the hardwood market but this is ex- 
pected so soon after the first of the year. There 
are no large supplies either at mills or in con- 
sumers’ hands and this means that buying will 
have to start soon. Prices are quotably un- 
changed. 


COLUMBUS, OHIO, Jan. 3.—Prospects for 
hardwood trade for the early part of 1927 are 
rather bright. Factories, especially automobile, 
agricultural implement and casket concerns, are 
expected to be good buyers. Retailers will be 
compelled to replenish their stocks. Prices have 
been well maintained and dry stocks at mills 
are not large. High waters have interfered with 
production to such an extent that stocks will 
undoubtedly be short throughout spring. Prices 
of oak at the Ohio River are: 

No. 1 No. 2 No. 3 

FAS common common common 
Quartered ....$145 $90 $50 nae 
Re 105 72 48 $20 


BALTIMORE, MD., Jan. 3.—Marked quiet set- 
tled down over the hardwood trade. There were 
no important changes in the quotations. The 
feeling entertained is rather hopeful, especially 
as regards foreign business. 


MINNEAPOLIS, MINN., Jan. 4.—Northern 
hardwood wholesalers expect a steady increase 
in demand from the furniture manufacturers 
and automobile body builders in the first few 
weeks of the year. There are evidences of a 
greater buoyancy to the market. Low grade 
lumber for crates and boxes is in fairly good 
demand. Prices have not changed. 


BUFFALO, N. Y., Jan. 4.—Prospects are for 
some improvement in demand in the near future, 
and some lumbermen expect an increase in 
prices as the result of disastrous floods in south- 
ern territory. Some items would not be at all 
plentiful. 


NEW YORK, Jan. 3.—Hardwood wholesalers 


’ said today that their order files were fairly well 


filled. There is practically no buying from 


the yards, but industrial items seem to be 
moving fairly well. Prices are just where they 
were before the turn of the year. 


BOSTON, MASS., Jan. 4.—Hardwood consum- 
ing industries are not heavily stocked, but cur- 
rent business is quiet. Some encouraging in- 
quiries are coming along. Prices are steady to 
firm. Some flooring sellers are very urgent. 
Quotations, }{x2\%4 clear: Birch, $75@80; maple, 
$80.50@82.50; oak, white, plain, $89@92.50; 
selects, $75@78.50; No. 1 common, $55. Quota- 
tions, inch: 


FAS No. 1 FAS 
(eee $ 95-105 $60-70 Chestnut ..$100-110 
Basswood . 83- 88 58-63 Oak, white 
Seech ..... 75- 80 45-55 plain .... 95-120 
Birch, red. 130-140 70-80 Oak, white 
Birch, sap. 105-120 55-65 quartered 140-150 
Maple ..... 90-105 55-60 Poplar .... 110-115 


LOS ANGELES, CALIF., Dec. 31.—The hard- 
wood market has slowed down during the week, 
prices easing off here and there. Stocks are 
normal. Conditions are seasonal, and whole- 
salers predict a strengthening of the market 
within another two weeks. 


FIR, SPRUCE, CEDAR 


CHICAGO, Jan. 5.—Yards are about through 
with inventory and should be coming into the 
market soon for spring needs. Retail stocks 
are generally low and replenishment will shortly 
be under way. Common lumber is firming up, 
Particularly long joists. There has been little 
change noted in the price of uppers recently, 
although many of the soft spots which have 
existed for the last thirty days are disappearing. 

















“,..And are Particularly Pleased 
With the Machine Work Which is 
Just About Perfect” 


Case-Fowler Mouldin3s and Trim continue to draw volun- 
tary praise from our customers, for example:— 


“Answering, your letter of the 26th; we have finished un- 
loading, your car of Trim and are lad indeed to re- 
port the stock entirely satisfactory. We are particularly 
pleased with the machine work which is just about perfect.” 


Are you lookin} for stock of this sort—clean, bright, correctly 
dried, stain-free; and wouldn't it save you trouble and han- 
dlin3, costs to buy Gum Trim, Mouldings and Poplar lumber 
in the same car with a few items of Hardwood included to 
meet emergency orders? 


That in a word covers our service. Case-Fowler products are 
the exclusive output of our own mills. They include Clear 
Saps Poplar in every thickriess from %’” to 4”, Oconee Valley 
Red and Sap Gum (large trees and wide assortment of widths 
and lengths), Sanded Trim and Mouldings; Cypress and 


Hardwood lumber. 


cA centralized source of supply for splendidly manufactured 
stock which commands the admiration (and repeat orders) of 
our customers. Are you one of them? For quotations address 


“ 


CASE-FOWLER LUMBER CO. 
Manufacturers 


Macon, Georgia 





Branch Offices and Representatives 


CHICAGO DETROIT PA., DEL, & MD. NEW YORK NEW JERSEY ST. LOUIS 
J. N. Woodbury V. B. Churm E. G. Spears S. F. Mackelduff W.A. Fundinger Wm. Dings 
V.B.Churm 1553 West Madison 1234 Commercial Spencer Arms 1234 Commercial 2131 Ry. Exchange 
1553 West Madison treet Trust Bldg. Apartment Trust Bldg. Bldg. 


Street Chicago, III. Philadelphia, Pa. 69th and Broadway Philadelphia, Pa. 
NEW ENGLAND, J. J. Bertholet, 7 Columbia Terrace, Brookline, Mass. 
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You Be the Judge 


After all, the final test of any knife is per- 
formance. And we feel that the most effective 
way to convince you that our edge holding 
knives will deliver a superior service on your 
machines is to actually have you try them 
under your regular working conditions. 


Therefore, we make you this offer:— 


Send for a set of our edge holding knives. Try 
them on your machines for 10 days. If for any 
reason you are not thoroughly satisfied, return 
them to us and we will pay the express both ways. 


R.J. Dowd Knife Works 


Makers of better cutting knives since 
Bocloii, Wis. 

































Birch 
Maple 
Beech 
Basswood 
Elm 
Norway 
White Pine 
Hemlock 


Quality 


NORTHERN 
HARDWOODS 


from Quality Timber 
Stack Lumber Co. 


MANISTIQUE, MICHIGAN 
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SEATTLE, WASH., Jan. 1.—Undoubtedly, a 
considerable number of fir mills will resume 
operations at an early date, so that curtailment, 
which was considerably in evidence during De- 
cember, will soon be a thing of the past. j- 
though the market is quiet and unchanged, there 
is a feeling that business is due for improye- 
ment. A-strong factor in the situation is the 
searcity of No. 1 fir logs, with the log market 
very firm. While it is expected that large log. 
ging operations will remain inactive for another 
month, there are indications that the small log- 
gers will keep busy, if weather continues favor- 
able. 


NEW YORK, Jan. 3.—Fir lumber has been 
selling fairly well the last few days, thanks to 
a thaw and to the desire of yards to keep up 
their stocks. Prices are a little bit more encour- 
aging than before the holidays. 


BUFFALO, N. Y., Jan. 4.—The fir market js 
stiffened somewhat by curtailment of produc- 
tion. However, the demand is so light that ef- 
forts to advance prices on most items seem likely 
to meet with only indifferent success. Bad 
weather helps to hold back buying in this terri- 
tory. 


BOSTON, MASS., Jan. 4.—Sellers of Coast 
softwoods report a better December business 
than they had expected, though volume is 
slender. Transit shipments continue light. 
Ordinary schedules of 2-inch dressed fir are 
$30@32, ship's tackle, Boston. Some sellers quote 
$29.50, ship’s tackle, for strictly No. 1 fir boards, 
lots with about 15 percent No. 2 are $27@28. 


BALTIMORE, MD., Jan. 3.—The distributers 
of fir here reported last week that the trade 
was characterized by marked quiet. There has 
been a distinct lessening of the fir receipts in 
the last month. Orders are being filled from re- 
serve stocks, and prices remain without modi- 
fications of consequence. 


KANSAS CITY, MO., Jan. 3.—The fir market 
is quiet, as it is a little early for buyers to get 
in where items for stock are wanted. There 
is some country demand for yard stock, but city 
yards are not actively in the market, nor have 
they begun to make inquiries to any extent. 


SAN FRANCISCO, CALIF., Jan. 3.—There has 
been a general slump in fir demand, but prices 
have remained steady. Rail shipments eastward 
are exceptionally low, and export business has 
slackened. Prices, already low, are remaining 
about even. Intercoastal shipments are slightly 
below normal. tetail business in California is 
above normal. 








LOS ANGELES, CALIF., D 
ing the week have been at a low ebb. Whole- 
salers report a number of inquiries. Prices are 
holding their own in most instances, and in- 
creases are expected shortly. Mill representa- 
tives predict that the volume of fir lumber to be 
shipped into this area during 1927 will exceed 


that for 1926. 
CYPRESS 


NEW ORLEANS, LA., Jan. 3.—Demand is 
quiet, but inquiries are encouraging and com- 
ment is rather optimistic. Local reports say 
prices stand unchanged and that orders for Jan- 
uary-February shipment are being booked at the 
stabilized quotations despite reports of price 
concessions. The mill carry-over probably is 
a little larger than usual and assortments are 
good, but supplies of certain items are rather 
light and would be speedily depleted under brisk 
demand. Mill operation in Louisiana territory is 
proceeding normally, it is added, though the 1927 
production in this field is likely to be smaller 
than the 1926. 





CHICAGO, Jan. 5.—The first of the year finds 
the demand for cypress on a seasonable basis. 
Inventory is still occupying the minds of some 
buyers, but indications are that within the next 
two weeks business will begin to pick up, as at 
that time retailers and industrial consumers are 
expected to enter the market for spring needs. 
Mill stocks are in good assortment. Prices re- 
main on a steady basis. 


KANSAS CITY, MO., Jan. 3.—There is only 
a small volume of cypress business and inquiry 
is mostly from country yards for mixed cars. 
City demand is expected to be heavier later in 
the moath. 


ST. LOUIS, MO., Jan. 3.—There has been little 
activity in yellow cypress during the last ten 
days. Lower grades continue most in demand, 
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__———— 
and coffin concerns are the most active buyers. 
Prices are unchanged. Red cypress business is 


quiet, the market reflecting no changes. 





NEW YORK, Jan. 3.—Cypress shipments to 
New York have been fairly plentiful during the 
holiday period. Several boatloads were being 
unloaded in the harbor today, and it is conceded 
that most of the supplies are coming by rail. 
Prices are stable. 


BUFFALO, N. Y., Jan. 4.—The cypress market 
is doing little, as most buyers are waiting until 
after inventories before taking on additional 
stock. Prices are steady. 


BOSTON, MASS., Jan. 4.—Severe weather has 
interfered with yard trade, and this is the quiet 
season for industrial consumers. Cypress sellers 
are disposed to be conciliatory about prices, 
which are well spread: 


FAS Selects Shop 
OO hice nne’ .$ 85@$ 95 $67@$78 $43@$53 
oS SP ee 90@ 100 77@ 88 58@ 65 
| Oe 105@ 111 85@ 98 68@ 78 
a 125@ 135 ae a a st 


BALTIMORE, MD., Jan. 3.—Only orders for 
the most urgent needs were placed last week. 
Intending buyers maintained a passive attitude, 
and the sellers kept their forces at home. 
Local stocks are very light. 


INDIANAPOLIS, IND., Jan. 4.—A little in- 
crease in demand for red cypress is noted. The 
present demand is from industrial buyers, who 
greatly reduced raw material supplies before 
Christmas and now must have materials imme- 
diately. In some industrial lines the outlook is 
particularly bright. <A flood of inquiries is be- 
ing received. Dealers are expected to begin buy- 
ing during the present week. Prices show no 
change, but little disparity in quotations is seen. 


CINCINNATI, OHIO, Jan. 4.—There is little 
doing in cypress. Prices remain steady. The 
trade does not expect much business to develop 
for a week or two yet. 


HEMLOCK 


CHICAGO, Jan. 5.—Dry -stocks of northern 
hemlock at the mills are pretty badly broken. 
Due to the mild weather of the last few days, 
hemlock has been moving out of the yards in 
larger volume than expected and indications are 
that retailers will have to replenish their stocks 
shortly. Inquiries are out now for about a mil- 
lion feet of 6-inch No. 2 boards for shipment 
during the first six months of the year. It is 
evident from this that the yards intend to cover 
their needs for the first half of 1927 while dry 
stecks are still available. Prices are on a 
steady basis, with a strengthening tendency in 
prospect owing to the continued demand for this 
wood and a gradual depletion of dry mill stocks. 

NEW YORK, Jan. 3.—Abundant supplies are 
receiving but little attention for the moment. 
Prices are just as stable as they were before 
the turn of the year. 


BOSTON, MASS., Jan. 4.—Distributers of 
northern and eastern hemlock have relaxed ef- 
forts to sell. Buyers do not object to prices 
especially, but are not stocking. Boards are 
$310@32 for eastern clipped, 8- to 16-foot; $31 
for northern clipped, 12-foot, and $29@30 for 
random. Western hemlock volume is very lim- 
ited; transit shipments are light and prices keep 
about steady. 


BUFFALO, N. Y., Jan. 4.—The hemlock situa- 
tion has been strengthened by the fact that 
heavy snow in the woods has been interfering 
with logging and has stopped operations alto- 
gether in some sections. It is stated by millmen 
that they will have a much smaller cut this year 
than last, and there is a disposition to quote 
considerably higher prices. Demand is small 
hereabouts. 


WESTERN PINES 


CHICAGO, Jan. 5.—Demand for Idaho pine is 
somewhat better than a month ago. Production 
is below both shipments and orders at present. 
Inquiries are increasing for Inland Empire 
woods, and prices are about steady. Nos. 3 and 
tf common California pine, in 4/, 5/ and 6/4 
thicknesses, are moving fairly well. 


SAN FRANCISCO, CALIF., Jan. 3.—There is 
a slight stiffening of the pine upper grades, and 
commons hold their own. Prices have steadied 
and some manufacturers are reporting slight 
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(Old-style Kilns Converted to Universal Process for Kirby Lumber Co., 3 at Voth; 4 at Call, Tex.) 


The New Dry Kiln 
That is Making a Name 


This new dry kiln is obtaining drying re- 
sults which have hitherto been thought im- 
possible. It is reducing the usual drying 
time enormously. It is eliminating much ot 
the usual degrade. 

Moreover, Universal Vacuum Dryers are 
vetting these extraordinary results in cheap- 
ly constructed kiln buildings or in converted 
old style kilns. 





STOP WASTE! Your The principles involved in the Universal 
a ee Process are what make the difference. Let 
more than pay for this us tell you about how simple our dry kiln is. 
new ype clin. ni- = A ~ 

versal Dryers are built You will wonder that no one ever thought 
for hard-headed buyers, ow e 

by practical lumbermen. ot it before. 


Our booklet tells the com- 
plete story. Write for it. 


UNIVERSAL VACUUM DRYER CO. 


5097 Gateway Station Kansas City, Mo. 


UNIVERSAL 
Vacuum DIRYEIR 

















This Trailer Handles 15-Ton Loads 


It is especially designed for use with Tractors in muddy, sandy, or 
swampy logging roads. The strong, durable construction of this trailer 
enables it to withstand the continuous abuse of difficult logging operations. 


WRITE FOR Lumbermen everywhere recognize Hemming logging 


CATALOG trailers and wagons as the best equipment obtainable. 
TODAY Investigate our line now. 


HEMMING WAGON FACTORY, Meridian, Miss. 


Hemming Heavy 
Duty 8-Wheel 
Tractor Trailer 
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Is Swamp Hauling Expensive? 


Full-Crawler Trackson equipped Fordsons will 
reduce the cost. Extra weight, great track area, 
increased power, and the ability to go through 
mud, sand, swamp, and underbrush with a 2- 
ton log, makes this 2-ton Fordson crawler prac- 


tical and economical. 


Ring-oiling lubrication, special dirt-proof bear- 
ings, all steel construction, and non-over-lap- 
ping track shoes, are reasons why the Track- 
son Full-Crawler stands up so well under the 


severe strain of this work. 


Our illustrated booklet describes the ad- 


vantages of this equipment. Write for a 


copy today! 


The Full- Crawler Company 
Dept. of Geo. H. Smith Steel Casting Co. 
MILWAUKEE, WIS. 


SO genre 
“Crawler @& 


For 


510 Clinton St., 
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upward trend in sugar pine quotations. tail 
shipments have slackened somewhat, but ex- 
port and intercoastal shipments have increased. 
Retail business locally is reported good. 





NEW YORK, Jan. 3.—Western pine prices are 
a little off, due to slow arrivals and an absence 
of attractive stocks. The high grades are sell- 
ing much better than the low. 


KANSAS CITY, MO., Jan. 3.—There is some 
inquiry from millwork plants and other indus- 
trial consumers of western pines, and some from 
erate and box makers, but otherwise the market 
is slow. Retailers are not yet sending in many 
inquiries. 


BOSTON, MASS., Jan. 4.—There has been 
very little inquiry for Pondosa pine during the 
last two weeks. Prices are quite irregular. 
Some sellers are extremely urgent. A little busi- 
ness in common grades is reported on the fol- 
lowing basis: No. 2 common, 1x6, $45.25; 1x8 and 
1x10, $41; 1x12, $42; No. 3 common, 1x6, 1x8 and 
1x10, $35.75; 1x12, $36.25. Idaho white pine is 


in moderate demand at slightly easier prices. 
Quotations: 


1x4 1x6 1x8 1x10 1x12 
a. 2 xebeoed $61.50 $61.50 $60.50 $66.50  ..... 
Dr ie 5 oa aaneae warmer 55.50 54.00 54.00 $58.50 
ah i seriete mewer 43.00 Shee cveus 43.50 


LOS ANGELES, CALIF., Dec. 31.—Shipments 
of western pine have slowed down and most 
mills have closed down for the winter season. 
Stocks at the mills are about twenty percent 
larger than at the same time a year ago. Prices 
are fairly firm, with recessions being reported 
from several points. 


REDWOOD 


NEW YORK, Jan. 3.—Redwood prices are 
holding firm during the dull period. There are 
good stocks in storage, but immediate demand 
is a little slack. Some firms report good forward 
bookings. 


SAN FRANCISCO, CALIF., Jan. 3.—Condition 
in the redwood industry are good. Export dur- 
ing the last week showed slight gains, and rail 
shipments eastward slumped due to holiday 


season. Western business is slow except jn 
California, where demand increased, retail busij- 
ness in this State being exceptionally good for 
this period of year. 


KANSAS CITY, MO., Jan. 3.—Redwood buy- 
ers are sending in little new inquiry. Prices 
here are weak. 


BOSTON, MASS., Jan. 4.—Retailers’ stocks of 
redwood are light, but yard trade is quiet. Fair 
inquiries are coming from industrials. Prices 
remain about steady. 


BUFFALO, N. Y., Jan. 4.—The redwood trade 
is fair for this time of year and the volume 
is better than that in some other western woods. 
Prices are called steady. Prospects are for a good 
volume of building trade this year. 


LOS ANGELES, CALIF., Dec. 31.—Most red- 
wood mills closed down for the holidays, and 
extensive repairs will be made. Prices are 
steady. The number of inquiries during the 
week featured the market. 


NORTH CAROLINA PINE 


BOSTON, MASS., Jan. 4.—Roofers are dull. 
The 8-inch air dried are $30, or $29.50 for stock 
less sure to please. Rough edge is very slow. 
Band sawed is $57.50, and circular, $52. Current 
sales of shortleaf flooring are few, and quota- 
tions range down to $75 for B&better rift, 1x4; 
$58 for C rift, and $52.50 for B&better flat. Low 
price or B&better partition, }j4-inch, is $53.50. 


NEW YORK, Jan. 3.—North Carolina prices 
are holding firm. Roofers are scarce, and mills 
show little desire to augment supplies. 





BUFFALO, N. Y., Jan. 4.—The North Carolina 
pine market has been quiet and hardly any in- 
quiry is reported from retailers. Buying is re- 
strained by the severity of the weather. 


BALTIMORE, MD., Jan. 3.—North Carolina 
pine trade continues quiet, though the require- 
ments in some direction proved larger than 
might have been expected. Actual needs in 
the way of sheething and other building stocks 
attained very fair proportions. Yards naturally 
held back orders as much as possible. Quota- 
tions remained virtually unchanged. 


SOUTHERN PINE 


CHICAGO, Jan. 5.—Retailers have held off 
about as long as they can and are placing orders 
for rush shipment. Some industrial buying is 
taking place. There are fewer transits offered 
and the market on southern pine is strengthen- 
ing. Inquiries from consuming sources are more 
numerous. Mill stocks are not burdensome, and 
production has been cut down by heavy rains 
in the South. 


NEW ORLEANS, LA., Jan. 3.—Mill reports 
reflect the usual year-end slackness. Surpris- 
ingly good inquiry is reported, however. Rain 
and floods over a considerable area of the pine 
belt will prolong the holiday curtailment of cut, 
forcing quite a number of mills to suspend opera- 
tions. There is in evidence a strong resistance 





to price shadings that, in the belief of some. 


shrewd observers, are not justified by market 
and stock conditions. 


KANSAS CITY, MO., Jan. 3.—The big mills 
generally report stocks on hand about the same 
as they were at this period last year, with a 
good assortment of practically all items. The 
sales outlook is generally considered good. 
There is still considerable slack to be taken 
out of the market, so that prices are still weak. 
Most of the present inquiry is for mixed cars 
for immediate requirements, but some inquiry 
for stocking up is beginning to come in. 


CINCINNATI, OHIO, Jan. 4.—The southern 
pine market has been quiet. Prices are some-~- 
what draggy, but the trade does not expect 
them to go any lower. 


NEW YORK, Jan. 3.—The southern pine mar- 
ket holds firm. A dozen or more wholesalers 
said today that they are not seeking business. 
In timbers there is virtually no activity. 





INDIANAPOLIS, IND., Jan. 4.—While there 
has been no appreciable increase in volume this 
year, there has been a very large increase In 
inquiries. Dealers are making deliveries only 
where there is actual emergency. Southern 
pine’s 1926 sales volume was slightly larger than 
that of 1925, particularly in the smaller cities 
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and rural communities. A further gain is ex- 
pected this year, though many jobbers believe 
it will come from industrial sources, There are 
few transits in this area. 


BUFFALO, N. Y., Jan. 4.—The southern pine 
demand has not yet begun to pick up, but the 
market is in a healthy state and prices are 


about as they have been for several weeks. Some. 


advance is predicted as soon as more general 
puying develops, which is expected to be some 
time this month. Higher prices are also pre- 
dicted as the result of the severe floods in mill 
territory. As a rule the retailers are not carry- 
ing extensive stocks. 


BOSTON, MASS., Jan. 4.—Southern pine is 
very quiet. Some sellers are more urgent than 
others. B&better rift longleaf flooring, 1x4, is 
$30@82. Top price for B&better partition, }{- 
inch, is $55. Current business in longleaf tim- 
bers and dimension is dull, and keen competition 
is resulting in some temporary price-cutting. 


BALTIMORE, MD., Jan. 3.—Longleaf business 
dropped to low proportions last week. The 
quotations were allowed to remain unchanged, 
and there is no disposition to hold out conces- 
sions. Stocks in the yards are very small. 





Six sturdy standing spruce stood 
strong storms. 


See Piperism contest, page 76. 





SHINGLES AND LATH 


MINNEAPOLIS, MINN., Jan. 4.—Increasing 
strength of the red cedar shingle market was a 
development of the last week. This tendency has 
no bearing on demand but is due entirely to 
searcity of offerings. Clears were quoted at 
about $2.35, and stars at $2.20. 


SEATTLE, WASH., Jan. 1.—With a complete 
shutdown of red cedar shingle mills, the shingle 
market is featureless. Very little business is 
offered, and millmen are apparently indifferent 
to orders. Clears are listed at $2.15@2.25, mill 
base. There is a strong sentiment in favor of 
the mills extending the holiday shutdown for 
at least thirty days. 


KANSAS CITY, MO., Jan. 3.—Clears are 
quoted here up to $2.40 and stars up to $2.25, 
with demand continuing very slow. Few transit 
cars are being offered. Retailers stocked up on 
shingles before the holidays, so that demand 
probably will be slow for another month. The 
demand for lath is quiet, and redwood and 
California pine are mostly wanted. Siding de- 
mand is very slow, and prices are weak. 


ST. LOUIS, MO., Jan. 3.—Shingle demand con- 
tinues quiet in this territory. The market shows 
a 5 cent advance. Quotations: Extra clears, 
$2.35, mill base, and $3.86, St. Louis; extra stars, 
$2.15, mill base, and $3.49, St. Louis. There are 
no transit cars available. Advices from Pacific 
coast mills indicate that most operators have 
closed down. Some resumption of activity is 
expected about Jan. 15. 


COLUMBUS, OHIO, Jan. 3.—Retailers’ stocks 
of shingles, especially in the rural sections, are 
not large, and buying to replenish them will soon 
be necessary. City dealers are fairly well stocked 
on the stained shingles. Prices continue weak. 
British Columbia XXXXX are $4.73; Washington 
XXXXX, $4.33; Rite-Grade, $4.28; extra clears, 
$3.88, and extra stars, $3.55. Lath trade is quiet; 
prices are unchanged. 


NEW YORK, Jan. 3.—Eastern spruce lath re- 
main at $7.25. Reports that a lath shortage is 
imminent are discounted. Shingle prices seem 
to be holding their own, but the market is over- 
burdened. Deliveries of late have been light. 


BUFFALO, N. Y., Jan. 4.—The shingle market 
has held firm and prices are unchanged: British 
Columbia XXXXX, $5.16; Washingtons, $4.91; 
extra clears, $4.31; stars, $3.96. The market has 
had an advance averaging about 15 cents dur- 
ing the last two weeks, largely as the result of 
the shutting down of many mills, but it is pre- 
— that they will soon be out after business 
again. 





BOSTON, MASS., Jan. 4.—Shingle trade is 
quiet. White cedar extras are steady at 
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LU MBER? We Have It— 


All Thicknesses and Grades in 


Oak~—Ash—Gum—Elm 


and Soft Yellow 


COTTONWOOD 


Can load Mixed Cars if desired. 


We solicit your inquiries and orders. 


Turner-Farber-Love Company 


Home Office: MEMPHIS, TENN. 
Mills at Memphis, Tenn., Leland, Charleston, Tehula, Miss. 















































Showing how we hand split rungs right out of Oak, 
Ash or Hickory logs and then hand shave them for 
the higher grades of famous 


Babcock Spruce Ladders 


Remember we pay the freight—Send for catalog. 


The W. W. Babcock Co., Bath, New York 
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$4.75@5: clears, $4.25@4.50. With output much 
curtailed, selling pressure has lessened and 
prices are gaining strength. Association mills 
ask $5.11 for rail delivery of XXXXX red cedars. 


Spruce lath are quiet; quotations, 15-inch, 
$7.75@8; 1%-inch, $7. Some local sellers ask 


$6 c.i.f. for 15-inch western hemlock lath, but 
there are chances to buy at 40 cents less, ship’s 
side, Boston. 





NEW ORLEANS, LA., Jan. 3.—Demand for 
cypress shingles is at seasonal low tide just now, 
but mill stocks are very light and prices are un- 
changed. Cypress lath stocks likewise are in 
only fair supply, and the mills are maintaining 
their prices unchanged, confident that the 1927 
market will readily absorb their output. 


MAHOGANY 

BOSTON, MASS., Jan. 4.—December was an- 
other big month for mahogany. Furniture and 
talking machine manufacturers are placing some 
nice orders. A lot is being taken for interior 
finish. Prices are steady to firm. Thick FAS 
has firmed up about $5, and all sizes in No. 1 
common have stiffened. Some buyers with sub- 
stantial orders are in a hurry for delivery. 

NEW YORK, Jan. 3.—Mahogany prices are top 
notch. Manufacturers are well supplied. A 
number of buyers have placed orders for delivery 
early in 1927. Basins today were well filled with 
logs. Most of the plants are working to capacity. 


BOXBOARDS 


BOSTON, MASS., Jan. 4.—Recent boxboard 
market developments have been generally favor- 
able. Several important industries have re- 
turned to wooden shipping packages. Surplus 
dry stocks have been radically reduced, and 
Maine and New Hampshire production will be 
small this winter. Firmer prices are probable. 
Round edge white pine boxboards, inch, are 
$26@28. Spruce are $23@27 and hemlock about 


$2 under. 
CLAPBOARDS 


BOSTON, MASS., Jan. 4.—Clapboard trade is 
quiet, though retail yard stocks are light and 
broken. Stocks of desirable eastern spruce and 
white pine in first hands are very light, and 
prices are firm. Some special lots of West 
Coast clapboards are at concessions but mill 
curtailment is reflected in a firmer attitude of 
sellers. 


News Notes From Norfolk, Va. 


Jan. 3.—There has not been much North Caro- 
lina pine business transacted during the last week. 
Practically all of the mills were down, although 
a few continued to ship out orders. Production 
is light because of wet weather. Buying has also 
been light. Some yards have fair stocks, having 
picked up bargains from time to time as offered, 
but many will have to replenish. However, there 
is not going to be any headlong rush for stock, 
but buying is soon going to be better. Millmen 
will be able to maintain prices, and should secure 
fair advances from time to time. 

During the last two weeks, demand for 4/4 No. 2 
and better, also No. 3, both edge and stock widths, 
has been very light Edge 4/4 No. 3, also stock 
widths, should show a further improvement during 
January. Edge, 5/4 and thicker, No. 2 and better, 
has been very quiet. The 6/ and 8/4 stock widths 
are in good demand and are rather hard to buy for 
quick shipment. There is a good demand for 4/4x12- 
inch No. 2 and better and this item is very scarce. 
Inquiries for mixed cars of 4/ and 5/4 No. 2 and 
better stock widths are picking up, but these are 
usually difficult to fill. 

There has not been much demand for 4/4 edge 
No. 1 box, either kiln dried or air dried. Box 
makers locally are working off yard stocks and 
taking in orders placed previously. Good air dried 
stock is going to be rather scarce, due to rains 
during December. No. 2 4/4 edge box has been 
moving fairly well, and, with air dried 
more of this item will be used by box makers, 
and price is sure to stiffen. Nos. 1 and 2 stock 
box have been quiet, and the same is true of 4/4 
box bark strips. Box bark strips are not 
plentiful. 

Sales of dressed items have been very light, and 
prices are giving millmen more concern than are 
prices on rough stock, fer it seems some planing 
mills are trying to push stock on an unwilling 
market Kiln dried roofers have been quiet. Air 


scarce, 


very 


dried roofers have been selling fairly well. Some 
wholesalers have stocked up for the expected 
spring trade, and the recent wet weather has 


eaused many to buy. 
rather dull, but 
a few weeks. 


Dressed framing has been 
should be moving better within 











Advertisements will be inserted in 
this department at the following rates: 
25 cents a line for one week. 

45 cents a line for two consecutive weeks. 

60 cents a line for three consecutive weeks. 

75 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Count in signature. 


Heading counts as two lines. ° 
No display except the heading can be ad- 
mitted. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 


























WARREN-HUCKINS COMPANY 
Jacksonville, Florida, 


/ Manufacturers of 
FLORIDA FAIRFORM FINISH 


Modern, light, airy plant, individual electric drive, open 
shop for Americans. 


Men stick here, are treated on the square and take pride 
in their work. 


To fill infrequent vacancies we should be glad to have 
skilled bench and machine men register with us for per- 
manent positions. Floaters, wood butchers, crabs, keep 
off. 





YARD MANAGER WANTED 
Lumber and building material concern doing annual 
business of million dollars in progressive city of hun- 
dred thousand population desires to open a branch yard 
specializing on the farm trade and wants a manager for 
this branch. The man must know the building material 
business and enough about farming to meet farmers and 
make friends with them. Give full particulars in apply- 
ing, giving age, experience, references, ete. 

Address “©, 114,’’ care American Lumberman, 


WANTED—BY CHICAGO RETAIL YARD 
Credit and collection man. One familiar with Illinois 





lien law. Give experience, salary, references. Confi- 
dential. 
Address “A. 104," care American Lumberman. 





SASH AND DOOR SUPERINTENDENT 
For small modern plant in Chicago. Must be capable 
of laying out cabinet work, frames, sash, etc. Give 
age, experience, salary, and when available. 

Address “W. 26,’’ care American Lumberman. 





FROM OWNER OF AN ILLINOIS YARD 


I have just sold my yard. It might interest you to 
know that the buyer and seller were brought together 
through an ad in the American Lumberman. 





WANTED 
MANAGER OF CREDITS AND COLLECTIONS 


For progressive concern doing a gross business of mil- 


lion dollars annually. We want a man who knows 
credits and collections and who can come in and handle 
the work from the start. He must have had experience 
in the line, be tactful, and a good correspondent. A man 
with a knowledge of law will be given the preference 
over a man acquainted only with the lumber and build- 
ing material business, but both qualifications are de- 
sired. Give complete information about yourself in 
first letter, stating age, education, experience and refer- 
ence, Address *‘C. 112,’’ care American Lumberman. 


WANTED: AN UP TO DATE AGGRESSIVE MAN 
To draw plans and solicit business in a large yard in 
Central Wisconsin. Town has nearly 40,000 people and 
a delightful place to live. In making application please 
give us full information as to ability in drawing plans 
and specifications and taking off material lists and abil- 
ity to go after business. Must be a clean worker and 
know his business. State salary wanted also. 
Address “C. 106,"" care American Lumberman. 


WANTED—YARD MANAGER 
For lumber yard in Mid-Western city of one hundred 
thousand population. Yard is doing business of hundred 
thousand dollars annually and should do considerably 
more. When-you write, give complete information about 
your qualifications, including age, experience, references, 
ete., and state salary wanted. 
Address “C, 115,’’ care American Lumberman. 


WANTED—MILL SUPERINTENDENT 
For interior woodworking plant doing business in a city 
of approximately 40,000 people in Michigan. Must be 
capable of superintending all kinds of interior wood and 
cabinet work and capable of handling men. 
Address “C. 102,"’ care American Lumberman. 


SOUTHERN PINE MANUFACTURER & 
Wholesaler, with headquarters in Mississippi, desires 
services thoroughly reliable young man to assist in sales 
part time at office, balance on the road. Excellent op- 
portunity for advancement. 

Address “C, 124,’’ care American Lumberman. 


WANTED—AN INDUSTRIOUS YOUNG MAN. 
Experienced in Retail Lumber Yard, who can keep books, 
work in both yard and office; County Seat 5,000, Central 
Indiana. References with application. 

Address “C, 109,’’ care American Lumberman. 


MANAGER WANTED 
For lumb r yard and hardware in a good small town in 
southwest. Health conditions good. Three to five thou- 
sand interest in the business required. 
Address “Pp. 2,’ care American Lumberman. 


HELP—WANTED. 
A young, active estimator, salesman for millwork and 
builders’ supplies. MCB graduate familiar with south- 
ern trade preferred. Must be recommended. 
Address “B. 107,”’ care American Lumberman. 





























WANTED—FIRST CLASS STAIR BUILDER 
with shop experience on straight and irregular con- 


struction. Apply THE MARKERT MANUFACTURING 
CO., Syracuse, N. Y. 





Longleaf lasts longer, little Larry 
Lot lisped. 


See Piperism contest, page 76. 








WANTED—SALESMEN 


Wanted commission salesmen in Nebraska, Iowa, Illi- 


nois, Ohio, Kansas and Oklahoma, selling mixed cars 
for wholesale and distributing yards, both southern and 
western lumber. Wonderful way for small yards to 
buy. Exclusive territory. 

Address “C, 122,”’ care American Lumberman. 


A WHOLESALE CONCERN 
Well and favorably known with the mills, wants a live 
hardwood commission salesman specializing in gum, elm, 
maple and ash, with good business following, to repre- 
sent us on commission basis in Chicago, Cleveland, Pitts- 
burgh and Detroit territory. 
Address “OC. 107," care American Lumberman. 


WANTED—REAL SALESMEN 
For territories in Illinois and in Western Minnesota to 
sell white pine, also fir for high grade wholesaler. Order 
takers need not apply. Tell all about yourself in first 
letter and give employers as references. 
Address “©, 126,’ care American Lumberman. 
WANTED—SALESMAN 
To sell northern white pine and spruce in the eastern 
territory. Apply by mail to the R. T. JONES LUMBER 
COMPANY, INC., at North Tonawanda, N. Y. This is a 
good opportunity for the right kind of a man. 


WANTED 
Salesman to sell southern pine lumber on a commission 
basis. Experienced salesman with an established trade 


desired. 
P. O. BOX 792, New Bern, N. C. 














Address 
SALES AGENCY, REPRESENTING 

Daily capacity of 725,000 feet West Coast woods, wants 

reliable commission salesmen, exclusive territory. Ref- 


erences asked. 
“LL, 27,’’ care American Lumberman. 





Address 


WANTED AN EXPERIENCED 
Hardwood lumber salesman to cover New York State and 
Northern Pennsylvania. Attractive proposition for the 
right man. 
BUFFALO HARDWOOD LUMBER CO., 
940 Seneca Street, 
Buffalo, N. Y. 


WANTED—SALESMAN 
By large Wholesaler to cover the state of Michigan. 
Wholesaler handles Yellow Pine, Western Pines and 
West Coast Stock, and maintains buying offices in each 
one of these territories. Can promise 100 percent sup- 
port. Address ‘‘W. 17,’’ care American Lumberman. 











EXPERIENCED, ACTIVE COMMISSION 
Lumber salesmen to sell exceptionally high-class spruce 
factory stock and uppers. To active, permanent connec- 
tions we pay 5 percent commission on mill basis price 
upon acceptance of orders. 

“E. 6,’’ care American Lumberman. 


Address 
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COMMISSION SALESMEN 
West Coast manufacturer and wholesaler, long estab- 
lished, highest rating, wants reliable representatives. 


High-class references required and given, Exclusive 
aay vs am “R. 23," care American Lumberman. 








WANTED—SALESMEN 

Calling on the retail lumber trade to handle our line of 
Garden Trellis, Arbors, Bird Houses, ete. We are the 
largest producers of the above in the world. Liberal 
commission, attractive line and prices. GARDEN 
CRAFT, Crystal Lake, Illinois. 


WANTED—PROFIT SHARING SALESMEN. 
Men with retail experience to sell complete line lumber 
and millwork to contractor and manufacturer, Pennsyl- 
yania, New York, Ohio. 

Address ‘‘EXPERIENCE,"’ care American Lumberman. 


SALESMAN 
To market high class southern pine products. Must have 
had adequate mill experience. Give territory wanted, 
salary, references and other pertinent information. 
" Address “C. 108,’’ care American Lumberman. 


COMMISSION SALESMEN WANTED 
To sell on commission basis kiln dried and air dried 
N. C. pine and southern pine in Virginia, Pa., N. Y., 
N. J., Mass., R. I., and Conn. One with established 
trade desired. BOX 1328, Oharlotte, N. C. 














DO YOU WANT EMPLOYMENT? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 S. Dearborn St., Chicago, Ill. 
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WANTED 
Position as plant or general superintendent of a pine or 
cypress operation, twenty-two years’ experience from 
the ground up, age forty-one, married, excellent health, 
strictly sober, have a clean, successful record and gilt 
edge reference. At present employed by one of the 
largest cypress manufacturers in the south, have the 
best of reasons for making a change and can give pres- 
ent entployers as reference. Personal interview desired. 
Address ‘“‘W. 27,’’ care American Lumberman. 


MAN, 34, GOOD EDUCATION 
Long experience in millwork estimating and billing, 
also well versed in the lumber-retail business wants a 
connection where there is a chance to build up the job 
and a future for myself. Not afraid of hard work and 
to shoulder responsibility. 
Address *“B. 114,’’ care American Lumberman. 


WANTED EMPLOYMENT 
Experienced lumberman desires connection with a good 
representative lumber company in an executive capacity, 
fully qualified to take entire charge of operating and 
managing retail line yards or large individual yard. 
Satisfactory references exchanged. 
Address **B. 104,’ care American Lumberman. 


RETAIL YARD SUPERINTENDENT 
Or foreman. Ten years’ experience in large retail 
yards. Have thorough knowledge of lumber and mill- 
work and can handle men. Employed now but wish to 
make a change. teferences. 
Address “C,. 117,’’ care American Lumberman. 














RELIABLE HARDWOOD LUMBERMAN 


Desires connection with Manufacturer or Wholesaler 
of Southern Hardwoods and Cypress. Good trader, age 
38, fifteen years’ practical experience as inspector and 
buyer, log and timber buyer, traveling salesman, sales 
manager and manager band mill. ‘Thoroughly expe- 
rienced wholesaling, wide acquaintance with mills and 
buyers, know yarding lumber, buying selling direct ship- 
ment, handling contract mills all forms. Stand well 
with Consuming trade Coast to Coast, know Export 
business thoroughly. What have you to offer high class, 
energetic lumberman who can produce results in dol- 
lars manufacturing and wholesaling. 
Address “C, 129,’’ care American Lumberman,. 


POSITION WANTED 
Married man of 28 years, law college graduate, now 
employed, desires position with larger concern with 
better future in view. Have had four years’ experience 
in bookkeeping, and collection department in implement 
house and in managing small retail lumber yard. Glad 
to consider position with firm with chance of advance- 
ment. Good references. 
Address “C, 118,’’ care American Lumberman. 


MAN WITH WIDE EXPERIENCE 
In both buying and selling southern pine, also office ex- 
ecutive experience, desires position either with manu- 
facturer or wholesaler in any responsible capacity. Will- 
ing to go to West Coast as representative buyer for one 
or more wholesalers or large consumers, or remain in 
southern field. Best of references. ‘ 
Address “OC, 120,’’ care American Lumberman, 


WANTED—TO REPRESENT 
High-grade manyfacturer and wholesaler desiring a nice 
railway and car material business in Chicago district. 
Would want account on commission or profit sharing ba- 
sis with no advances as am financially able to carry 
myself. Can furnish best of references. 
Address “OC. 104,”’ care American Lumberman. 


NEW ENGLAND REPRESENTATIVE 
Eight years’ experience selling hardwoods in New Eng- 
land. Services of high-grade salesman with established 
trade are available. We, his present employers, are 
giving up our hardwood department and wish a high- 
grade connection for a high-grade man. 
Address “S. 2,"’ care American Lumbérman. 


ACCOUNTANT—GENERAL OFFICE MAN 
Six years’ experience southern pine manufacturers. 
Familiar with payrolls, figuring lumber invoices, cost 
sheets. Open for position January 15th. Married, but 
will go anywhere. Good references. 
BOX 272, Lake Helen, Florida. 


ATTENTION MR. LINE YARD OPERATOR 
If you are sold on modern merchandising methods, I can 
increase your sales. Am a practical lumberman of 15 
years’ experience. Know sales, advertising and credit 
end of the business. Now employed. Write for details. 
Address ‘“‘“MISSOURI,’’ care American Lumberman. 























Sliding stairs save steps. 
See Piperism contest, page 76. 





WANTED—POSITION WITH MILL. 
For salesman with several years’ experience in white 
pine lumber and millwork and an acquaintance with re- 
tail lumber dealers in N. J., Pa., Baltimore, and Wash- 
ington, D. C. References furnished. 
Address ““W. 7,’’ care American Lumberman. 





POSITION AS MANAGER OR ESTIMATOR 
Young lumberman with 13 years’ experience, under- 
stand blueprints, material listing, estimating and gen- 
eral construction. Now employed as retail yard man- 
ager; can make change on reasonable notice. Best of 
reference. Address ‘‘W. 24,’’ care American Lumberman. 


A RESOURCEFUL HUSTLER, 
Well acquainted, wants position with hardwoods, lumber 
and flooring manufacturers or wholesaler. A practical 
man of initiative ability and experience in office or road 
work. 
Address “R. 17,’’ care American Lumberman. 





WANTED—POSITION AS FOREMAN 
Filer or millwright. Thirty years’ experience in erect- 
ing and operating lumber, lath and shingle mills and 
installing other machinery. 
A. C. HANSEN, Charlevoix, Mich. 


WANTED—POSITION AS DETAILER & BILLER 
Of special millwork. Fifteen years’ experience in mill- 
work game, at present employed, available on short no- 
tice. Married. Age forty. 

Address “C. 131,’’ care American Lumberman. 





WANTED—A POSITION 
As traveling salesman; ten years of experience in the 
lumber business from manufacture to salesman on_ the 
road. Can furnish references. 
Address “‘R. S. U,’’ care American Lumberman. 


POSITION WANTED—MANAGER 
11 years’ experience: Retail Lumber Contracting. Esti- 
mating, Buying, Selling. General management available 
at once. Age 32. Married. 
Address “C. 116,’’ care American Lumberman. 


TIMBER ESTIMATING, 
By an old line timberman. Familiar with Appalachian 
woods. Estimates from stump to car, 40 years’ prac- 
tival woods experience. 
W. J. McGOVERN, Clearfield, Pa. 


MILL AND YARD FOREMAN 
Desires change after Jan. 1st. Thoroughly understand 
plans, detailing, collecting, keen competition, cost pro- 
duction and handling of men; 40 years old. Gilt edge 
references from present employer; 17 years’ experience 
in mill and yard line. 
Address “A. 116,’’ care American Lumberman. 


WANTED—A POSITION 
As yard foreman or assistant; have had ten years of 
experience in the lumber business, manufacture and 
retail. Am 31 years of age and married; can furnish 
references. Will go anywhere. 
Address “‘X. Y. Z.,’’ care American Lumberman. 


A NO. 1 CIRCULAR SAWYER OPEN FOR 
Position any time after Jan. 15th, steam, electric or fric- 
tion control, northern and southern experience, hardwood 
or pine, can get the grade, twenty years’ experience, sat- 
isfaction guaranteed. 

Address “B, 118,’ care American Lumberman. 




















LEFT HAND BAND SAWYER WANTS JOB 

Have had 10 years’ experience in hard and softwoods. 
Can furnish good reference. Am now sawing, but wish 
to make change. 

Address *“*A, 124,’ care American Lumberman. 

FILER WANTS JOB. 

13 years’ experience on good mills. Now employed, 
filing for double mill. Would like change by Jan. 15; 
Southern mill preferred. Good reference if wanted. 

Address, *“*A, 123,’’ care American Lumberman. 


WANTED—EMPLOYMENT 
Man with eighteen years’ experience in modern and rail- 
road logging desires position as woods superintendent. 
Best of references. 
Address “WwW. 8,’’ care American Lumberman. 


POSITION WANTED—YARD MANAGER. 
Thorough knowledge of retail yard management, selling, 
estimating, bookkeeping, collecting. 

Address “OC, 121,’’ care American Lumberman. 


SASH AND DOOR FOREMAN 
Wishes position with reliable firm, best of references. 
Write H. G. FORRESTER, 1510 8S. Brook St., Louis- 
ville, Ky. 


WANTED—POSITION AS SALESMA‘T 
Detroit and Michigan territory. Established acquaintance 
and successful record. References furnished. 

Address “C, 128,"’ care American Lumberman. 


WANTED—POSITION IN CHICAGO 
Young lady, 14 years’ lumber office experience, clerical 
and stenographic. 
Address ““A, 121," care American Lumberman. 


























ACCOUNTANT BOOKKEEPER 


Wants situation general office work. 
rience in wholesale and retail lumber. 
and figure. estimates. 

Address 


20 years’ expe- 
Can read plans 
Telephone Sheldrake 6749 or 

**B. 120,’’ care American Lumberman. 


TIMBER ESTIMATOR, 
Land man and civil engineer open for engagement in 
charge of land and timber department for a good com- 
pany; all or part time. 
Address “B. 102,’’ care American Lumberman. 


BAND AND RESAW FILER WANTS JOB 
20 years’ experience. Soft or hardwood. Best refer- 
ences. Can report at once. 

Address “S. 30,’’ care American Lumberman. 


ACCOUNTANT & GEN’L OFFICE BOOKKEEPER 
Desires permanent position with future. Fifteen years’ 
experience, wholesale and retail. 

Address “E. 26,’’ care American Lumberman. 


RETAIL YARD MANAGER 
Married man; 32. Seven years’ lumber, general hard- 
ware and paints experience. Available at once, Al refer- 
ence. Address ‘‘W. 10,’ care American Lumberman. 
BAND FILER WANTS 
Permanent position. Fifteen years’ experience in Ari- 
zona soft and frozen timber. Best references, good hab- 


its, satisfaction guaranteed. 
Address BOX 442, Williams, Ariz. 


OPERATING SUPERINTENDENT, 
Wide experience, now employed, wishes to change loca- 
tion. Address ““B. 103,’’ care American Lumberman. 
RIGHT HAND BAND SAWYER WANTS JOB 

With years of experience. Good reference. 

Address “C, 130,’ care American Lumberman. 

BAND SAW FILER OPEN FOR POSITION 
20 years’ experience, references. 

J. L. ROBINSON, General Delivery., Atlanta, Ga. 


LOGGING SUPERINTENDENT 
Fine record on big work; wants to make a change. 
dress “S. 21,’ care American Lumberman. 
































WANTED—A JOB 
Of tie and lumber sawing 100,000 feet or more by man 
with steam portable sawmill, daily capacity 3,000 ft. 
ddress “A, 119,’ care American Lumberman. 





MILLING IN TRANSIT 


. Have adequate dry kiln capacity for kiln drying. 


Facilities for resawing and dressing lumber. 

All shipments will receive prompt attention. 
ANDERSON MANUFACTURING COMPANY, 

Louisville, Kentucky, Jackson, Miss. 





WANTED—TO emai od HARDWOOD MILL 


Band mill preferred but not essential, providing circu- 
lar sawn lumber well manufactured. We are willing to 
advance on lumber as put in pile. Write us for detailed 
information, 


Address “C, 123,’’ care American Lumberman. 


WANTED 
Five hundred cars walnut logs. 
diameter, eight feet and up long. 
ping point and pay cash. 

GEO. W. HARTZELL, Piqua, 0O. 


WANTED 
Clear poplar logs. 
WARREN ROSS LUMBER CO., 
Jamestown, N. Y. 


WANTED—POPLAR AND WALNUT LOGS 
Of good size and quality. Can use mixed cars. Terms 
cash. Write CONROY-BUCHANAN LUMBER COM- 
PANY, Jamestown, New York. 


WANTED—ROUGH HARDWOOD STRIPS 
Bundled, cut to %”x1%4” or 2” both 2 and 4 foot long. 
Address “W. 3,’ care American Lumberman. 


WE ARE IN THE MARKET FOR 
Ohio and Indiana oak dimension. 
Address “Pp, 127,’’ care American Lumberman. 


CAR 3/8” AROMATIC CEDAR LINING. 
In quoting describe width and average length. 
FRANK C. SNEDAKER & CO., INC., 
Ninth and Tioga Sts., 
Philadelphia, Pa. 


HARDWOODS—APPALACHIAN AND SOUTHERN 
I sell on commission, shipper carries account. If inter- 
ested advise rates, weights, average widths, percent of 
lengths and percent of grades if L. R. 
G. E. FOUTS, Zanesville, Ohio. 
WANTED: 
For cash, f. o. b. Winchester, Ky., 4/4 No. 3 Common 
Oak and Hardwoods. GEO. E. TOMLINSON, 
Winchester, Ky 





Twelve inches and up 
We inspect at ship- 


























HAVE YOU TIMBERLANDS 
To sell? Advertise your timber and timberlands in the 
AMERICAN LUMBERMAN, 481 S. Dearborn St., Chi- 
cago, Ill. 














————— LUMBERMAN 





JANUARY 8, 1927 
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WANT LOCATION FOR BAND MILL 
Hardwoods, western pine or Canada hardwoods, where 
we can buy timber, pay as cut. 


Address ‘“*B. 117,”’ care American Lumberman. 


WANTED—25 OR 36 MILLION FT. 
Or more good hardwood timber near railroad, with good 
jogging conditions. Will pay for timber as cut. 
ddress “WwW. 5,’’ care American Lumberman. 
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WE ARE INTERESTED TO 
REPRESENT AS BUYERS 
Eastern wood working specialty manufacturers who use 
Pacific Northwest Ww oods. Have had 25 years experience 
buying lumber here 
NORTHW EST FOREST PRODUCTS CO., 
504 Couch Bldg., Portland, Ore. 


LARGE EXPORTERS DESIRE TO CONNECT 
With a reputable mill manufacturing Oregon pine doors 
for export trade. Communications. 

Address ““W. 2,°" care American Lumberman. _ 
RELIABLE PARTY WITH MODERN 
Band mill and logging equipment wants contract to saw 
by the thousand with responsible party. 
Address “FT. &” "care American Lumberman. 
ANY FIRST CLASS FIR PRODUCING 
Mill desirous of exclusive Detroit representation by 
good firm. Address ‘‘B. 112,’ care American Lumberman. 


I WILL BUILD MILL 
Pine or hardwood; manage same from stump to car. 
SIMONSON, Mill Builder, Muskegon, Mich. 

















I WANT TO BUY 
A lumber yard in the corn belt. 
Address “F. 


135,’’ care American Lumberman. 





WANTED—ONE EACH RIGHT AND 
LEFT HAND BAND MILL COMPLETE 


Excepting boilers, for double band installation. What 
have you to offer? Must be first class condition. Ad- 
dress HOLSTON RIVER LUMBER COMPANY, Clinch- 
burg, Va. 





WANTED—TO BUY 
Modern Yates or Woods planer and matcher in good 
condition, second hand, 6x16 or 8x16”; no junk wanted. 


Address P. 0. BOX 651, Lynehburg, Va. 











FOR SALE—RETAIL LUMBER YARD, 
Central Indiana, one yard town 800 population, two 
Banks, large Grain Elevator, Graded School, three 
Churches, several secret orders, brick street, best farm- 
ing country. 

Address “©. 110,’’ care American Lumberman. 


EXCELLENT LUMBER YARD OPPORTUNITY 
Beverly Hills, facing 111th street, main highway near 
Western. Will lease or sell property. Buildings and 
switch all in, also some stock to start. Write UNIVER- 
SAL HOMES COMPANY, 2600 W. 111th St., Chicago. 


CENTRAL ILLINOIS YARD 
Only yard in town. Good buildings. Large territory. 
Best reasons for selling. Priced right. 
Address “‘B, 115," care American Lumberman. 











FOR SALE 


Complete woodworking plant, 

Modern Office Building, 

Two steel frame buildings, 60 by 150, 
Storage buildings, 

Convenient switch tracks, 

Motor equipped, 

Fire protection, 

Well located. Ideal shipping facilities, 
Milling in transit rates apply from Cairo. 
Will sell whole, or in part, or will lease. 


For further information inquire of, 


Q. E. BECKWITH, 800 Commercial Ave., 
Cairo, Ill. 





UNUSUAL BUSINESS OPPORTUNITY 

We own a 7-acre plant with dry-kilns, railroad trackage, 
sheds, platforms, etc., at Memphis, Tenn in the heart 
of the industrial district, which plant is especially adapt- 
ed to concentration of hardwood lumber, kiln-drying and 
remanufacturing of same in transit; the operation of a 
hardwood cut-up dimension plant; oak flooring plant; 
body plant or most anything in the way of a woodwork- 
ing industry. 

This plant has been appraised by Coats & Burchard, in- 
dustrial engineers, Chicago, at $40,000 present time 
value exclusive of trackage rights. We will sell for less 
on favorable terms or will lease with option to buy; or 
will sell plant at its appraised value for stock in any 
favorable looking enterprise, but would want the pros- 
pective manager to make cr = $15,000 . cacamaaaas 
to insure vital interest and efficient managem 

CHARLES B. CAROTHERS. INCORPORATED, 
Memphis, Tenn. 


BUSINESS OPPORTUNITY 

Having cut out our Cypress and Hardwood holdings 
we have on hand a complete 30,000 ft. capacity band 
mill, which is too good to junk or sell as second-hand 
material. 

From a reliable firm wishing to change from circular 
to Band mill operation, or one having good timber hold- 
ings, we will consider a proposition to put in our plant 
and take preferred stock at a fixed rate. 

DEBLIEUX LUMBER CO., INC., 
Opelousas, La. 


SAW MILL FOR SALE 
Six-year-old plant, consisting of band mill, resaw, plan- 
ing mill, and two lath mills, located on Soo road and 
Lake Michigan in Northern Peninsula of Michigan. Pur- 
chaser need not tie up much money in standing timber 
as large stands of hardwood timber available to mill are 
for sale by various owners and could be purchased as 
needed. Mill now being operated ready for immediate 
use. Excellent timber easily available to mill, runs 
heavily to hardwood. 
Address “B. 10,’’ care American Lumberman. 


A HARDWOOD LUMBER YARD 
In one of the largest cities of the west, having facili- 
ties for manufacturing and remanufacturing lumber and 
veneers, would like to interest capital in order to en- 
large its activities. 
Address “©, 105,’’ care American Lumberman. 


NORTHERN MICHIGAN LOGGING OPERATION 
For sale, consisting of logging railroad locomotive, 
steam loader, horses, sleighs, camp equipment, etc. 
Fifty million timber to draw from consisting of hardwood 
and hemlock. Large percentage hardwood. Owner must 
sell account sickness. 

Address “B. 116,’’ care American Lumberman. 


WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shingles, new 
or second-hand machinery, engines, boilers, electrical 
machinery, locomotives, cars, rails, business opportunity, 
timber and timber lands, or anything used in the lum- 
ber industry, you can get it at a small cost by advertis- 
ing in the ‘*‘Want-Columns’’ of the AMERICAN LUM- 
BERMAN, Manhattan Building, Chicago, Il. 























RETAIL LUMBER, COAL AND BUILDING 
Material yard for sale. A good one. The one you want. 
Northern Indiana. 

Address **A, 117,"’ care American Lumberman. 


FOR QUICK SALE—ONLY YARD LOCATED IN 
Small place, Southern Michigan, surrounded by good 
farming community. 

Address “Pp, 22," care American Lumberman. 


RETAIL YARD, LUMBER AND COAL 
Only yard in small Northern Ill. village, good proposi- 
tion, steady payer, no trades. 

HOLCOMB-DUTTON LBR. CO., Sycamore, Ill. 








WANTED 
Experienced party with capital to take management of 
long established plant manufacturing high grade mill- 
work and operating lumber yard and builders’ supply 
business in Virginia. 
Address “OC. 101,’’ care American Lumberman. 


FOR SALE—SAW MILL 
25 M capacity, with planing mill, office, warehouse and 
20 acres land, all necessary equipment for complete 
operating unit: Also retail yard. Northern Wisconsin. 
Price very reasonable, terms if desired. Full particulars 
upon inquiry. 
Address “T, 15,” care American Lumberman. 








FOR SALE—CLEVELAND, OHIO 
Retail yard; well located; established. Investigate. 
Address “H. 28,"" care American Lumberman. 





LIST YOUR FARMS, TIMBER, COAL 
Cut over tracts. Lumber yards for sale with us. We 


hustle for buyers. Trades made. Write or wire. 
©. W. HOFFER, Route 3, Columbia City, Indiana. 





HAVE YOU SOMETHING TO SELL? 
Advertise in the Wanted and For Sale department when 
you want to sell something in the lumber industry. 
AMERICAN LUMBERMAN, 431 8S. Dearborn St., Chi- 
ago, Ill. 





EXPERIENCED MANUFACTURER 
Has opportunity to take over going sawmill and all 
equipment, in a good section for production of walnut 
and other hardwoods. He wishes an associate to help 
operate and finance. 
Address ““C, 125,’’ care American Lumberman. 


FOR SALE—AT RACO, MICH. 
Power plant consisting of 5 boilers, total H.P. 490, 
Engine 300 H.P., Piping etc. and 700 acres Hardwood 
Lands. Ideal for Veneer and Basket Factory. For fur- 
ther information and price, write H. G. RATH, Sault 
Ste. Marie, Mich. 


FOR SALE OR TRADE: 
25 daily capacity sawmill, also planing mill, all in good 
condition, located near Selma, eg Will sell at low 
price or wom for other y= 
W. W. BRA Ley. "aetewater, Texas. 
ALE: 


FOR SA 
Circular sawmill with edger and trimmer; planing mill; 
ay > at —— Wash. 


ddress 107,"’ care American Lumberman. 














FOR SALE—TWO SAW MILLS 
One semi-portable, the other installed in a 
building, on a cement base. One is steam 


new large 

Power, t 

Splendid chance rs 
One of the best 


Plenty of 
Must sell to close estate. yo tending 
WILFRED GRIFFITH, Administrator, 
Williamsburg, Indiana. 


MILL & TIMBER BARGAIN: 

7 million feet oak, pine and gum, with 20 M daily capac. 

ity sawmill, located about one mile from R. R. Price 

$4 per M if sold quick. 
W. W. BRADLEY, Gladewater Texas, 

FOR SALE. if 

15 M capacity circular sawmill, well located, 
timber available. 

on profitable basis. 


other electric. Also a modern home. 

operate mills and open a lumber yard. 
farming communities in the state. 
timber. 











i 
Pine contracted for at end a — 


Priced right. Write 
J. F. GRESLY, Gurdon, Ark. 


YOU CAN DO IT—OTHERS DO 


Advertiser writes as follows: ‘‘Discontinue ad for the 
time being. We want to give our attention to the re. 
plies that we received from the advertisement, The 
ad was very satisfactory and was surprised at the num. 
ber of inquiries we have and still they come.’’ Adyer. 
tisement was for the sale of hardwood timber lands, 








FOR SALE 
Approximately 30,000 ft. 1x1—12” to 48” clear bags- 
wood and pine squares dry; have been dried under cover 
and are straight and bright. 
MENOMINEE BAY SHORE LUMBER COMPANY, 


Soperton, Wisconsin. 


WANTED—DIMENSION ORDERS FOR 
Birch, Maple, Elm Squares and dimension, cut to order 
for immediate shipment green or later delivery dry dur- 
ing 1927. We can take on large orders. 

0. E. KARSTE LUMBER CO., Sheboygan, Wisconsin. 


LET US QUOTE YOU DELIVERED PRICES. 
On No. 1 live timber, peeled, white cedar posts. 3 to 4” 
tops by 7 and 8’ lengths, 4 to 7” tops by 7, 8 and 10’ 
lengths. Producers. ARTHUR POCH LUMBER SALES, 
Rogers City, Mich. 











FOR SALE 
1 car rep en Age a oak. 
1 car 14%x1%x30” o 
B. E. HOLMES LUMBER CO., Lima, Ohio. 


DRY BUNDLED 4’ SOFT WOOD EDGINGS 


For sale. 
D. L. PIOKHRING, Sheldon, Wis. 


CYPRESS, YELLOW PINE AND OAK PILING 
Out from green timbers, 14 to 18 inches at the butt, 
8” or larger at the top in lengths 30 to 42 feet. Free 
from defects that impair strength and durability with 
bark and limb growth removed. Our inspectors will 
take up at point of origin. Advise price and shipping 
point. FRANK PAXTON LUMBER COMPANY, 

Kansas City, Kansas. 


FOR SALE—HARD MAPLE LUMBER 
4/4 No. 2 Com. & Btr. 65,000. 
5/4 No. 2 Com. & Btr. 20,000. 
For prices on grades delivered, write CARTIER & 
RATH, Sault Ste. Marie, Mich. 


70,000 OAK AND PINE POLES FOR SALE 
Sixteen to eighty feet long. Send your specifications 
for prices to L. E. BRYANT, Roberta, Tenn. Shipping 
point, Oneida, Tenn., Southern R. R. 


FOR SALE 
Fetes, posts, piling, ties. Specialists in white oak pil- 
ing. Prompt shipment on any amount. TIONESTA 
FOREST PRODUOTS CO., Tionesta, Pennsylvania. 


WANTED 
To sell in carload lots, tx1x6 hardwood stacking sticks. 
Can furnish other sizes to meet your requirements. 
THANE LUMBER COMPANY, Arkansas City, Ark. 


WANTED—ORDERS TO CUT 1% MILLION FEET 
Of tupelo into factory squares. 
Address “©, 108,’’ care American Lumberman. 


























FOR SALE—TIMBER AND MINING LANDS 


In McCreary and Pulaski Counties, Kentucky. Approx- 
imately 14,000 acres of land with oak, poplar and pine 
timber, also coal mines in operation, accessible to rail- 
road, titles good. Making settlement of an estate. For 


particulars, write 
BEN D. SMITH, 
BE. BELL, 


BE. E. 
Special Receivers and Commissioners, Somerset, Ky. 


5,000 ACRES FINE HARDWOOD TIMBER 
For sale consisting of oak, yellow poplar and chestnut. 
Price $15 per acre for land and timber fee simple. Will 
sell for $10,000 cash payment and will allow purchaser 
pay balance as timber is cut. Write 

JOHN H. DAVIS & SON, Toccoa, Georgia. 


FOR SALE 
164 acres timber, 1,500,000 feet, 40 percent oak, 5,000 
chestnut poles, 3 miles from R. R. Price $3,500. 

W. W. FIKE, 


R. F. D. No. 1, Gormania, W. Va. 


I HAVE STAVE AND BARREL TIMBER 
For sale. Also other kinds. Write me your needs and 
let me fill them. WM. 8S. BYE, Cedar Rapids, Iowa. 














SAW TIMBER ON 40 ACRES, 
Most species native to locality. 
eA BENNINGTON, La Rose, Il. 
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AMERICAN LUMBERMAN 





WEST VIRGINIA HARDWOOD 
For Sale—Large boundary of virgin hardwood near 
Railroad. Extra fine Oak, Poplar and Walnut. Send 
in your crui iser before buying. For particulars: 

H. P. DURRELL, 318 Cent. Off. Bldg., Cincinnati, 0. 


. TIMBER FOR SALE 
Bleven hundred acres virgin oak estimated to cut six 
million feet, one and half miles from railroad. Eastern 


k 
— J. M. McLEMORE, Rose Hill, Va. 





OR RT ASO EO Sat 


thern limber: (and: 





MCLE eaten, On 





A LARGE NORTH CAROLINA ACREAGE 
Principally white oak, = yellow and white pine, 
most desirable for multiple small mill operation, very 
accessible for one moe concentration with twelve 
months’ trucking. Price right and terms almost equiv- 
alent to buying stumpage. Offered by owners. 

Address “W. 1,” care American Lumberman. 


FINE TIMBER TRACT FOR SALE. 
Fifty million feet of timber original growth in Vir- 
ginia near West Virginia border. Railroad in the prop- 
erty. Must —. financial standing to be. considered. 
Address . 119,’’ care American Lumberman. 


WANTED_DIRECT BUYER, 
Very large yellow pine timber tract. Must show finan- 
cial standing to be considered. 
BOX 1672, Mobile, Ala. 


FOR SALE—VIRGIN ALABAMA TIMBER 











- Short leaf pine, oak and poplar on 22,000 acres. Rea- 


sonable terms. H. H. WEFEL, JR., Mobile, Ala. 





B. C. TIMBER 
For sale. One billion feet timber, well located, on 
water, 80 percent old growth fir. Price $2.25 per thou- 
sand. Full particulars from 
CANADIAN FINANCIERS TRUST COMPANY, 


839 Hastings Street West, 
Vancouver, B. CO. 





FOR PINE AND FIR TIMBER LANDS 
Write FAVELL-UTLEY REALTY O©O.. Lakeview, Ore. 





OWNERS OF TIMBER LANDS 


Can get in touch with buyers through the AMERICAN 
LUMBERMAN. Put an advertisement in the Wanted 
and For Sale department. 


WE REACH THE BUYERS. 





FOR SALE 
Three A BC dry kilns, cast iron headers, inch piping, 
30 lb. T rail, 200 odd dry kiln trucks, also standard 


transfer truck. Will sell at very low price. Address 
— & VAN AUKEN LUMBER CO., Saginaw, W. &., 
Michigan. 





HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale department when 
you want to sell something in the lumber industry. 
a; ee LUMBERMAN, 431 8S. Dearborn St., Chi- 
eago, Ill. 





WAYNE 
MOTOR BARGAINS 


A. C., 60-CYCLE, 3-PHASE 
One—100 H.P., Westinghouse— 
900 RPM; 440-volt. 


One—75 H.P. General-Electric— 
900 RPM; 220-440 volt. 


One—50 H.P. Western-Blectric— 
1200 RPM; 220-440 volt. 


LARGE SELEOT STOCK 
NEW AND REBUILT MOTORS 
¥% TO 50 H.P. 
HOLE-PROOF GUARANTEED 


WAYNE MACHINERY COMPANY, 
FORT WAYNE, INDIANA. 





3 PHASE, 60 CYCLE MOTORS 
, 850 RPM, 220/440 Volt, Westinghouse. 
40 HP, 1800 RPM, 220/440 Volt, General Blectric. 
30 HP, 1200 RPM, 220/440 Volt, Wagner. 


25 HP, 1200 RPM, 220/440 Volt, General Blectric. 
25 HP, 1150 RPM, 220/440 Volt, Robbins & Myers. 
20 HP, 860 RPM, 220/440 Volt, Allis-Chalmers. 

20 HP, 1140 RPM, 220/440 Volt, Wagner. 

20 HP, 1800 RPM, 1 + eae Howell. 

* Many othe, J A. C. 


C. Bargain prices. 
NussBaUM & CO., Ft. Wayne, Ind. 








i ua Pegs 
fand Machiners) 
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FOR SALE 


Boilers 


3—60”x16’ H. R. T. 110 lbs. pressure with mud and 
steam drums, Dutch oven front, stack and fittings. 

2—72”x18’ H. R. T. lbs. pressure with mud and 
steam drums, Dutch oven front, stack and fittings. 

2—200 HP Sterling water tube 125 lbs. pressure, Dutch 
oven front, stack and fittings. 


Engines 


1—24”x48” L. H. Reynolds Corliss. 

a L. H. Birmingham Machine & Foundry Co. 
‘orliss 

1—16”x30” L. H. Allis-Chalmers Corliss. 

1— 8”x10” Ideal Automatic Center Crank Engine. 

1—10”x15”Erie slide valve engine. 

Planing Mill and Box Factory Machinery 
1—Fay & Egan No. 140-A 27”x8” Double Surfacer. 
1—American No. 126 27”x8” Planer and Matcher. 
1—American No. 5 8” Outside Moulder. 
1—Berlin No. 281 44” Band Rip Saw. 
7—Holmes No. 68% Swing Cut-off Saws. 
3—Box Rip Saw Benches. 
1—Fay & Egan No. 261 Box Board Matcher. 
i—Hall & Brown No. 559 Dbl. Color Box Board 

Printer. 
1—Standard No. 4 Wire Tying Machine. 
1—Mitts & Merrill No. 2-C Planing Mill Hog. 
1—Sturdevant No. 70 Dbl. Slow Speed Fan. 
1—National Dust Collector, Headers and Blow Pipe. 
1—Otis 2-ton Belt Driven Freight Elevator 13’ rise, 
6’x20’ platform. 
100—Benson 3-wheel Lumber Dollies. 
1—Complete Planing Mill Filing and Grinding outfit. 
1—Lot Shafting, pulleys, boxes, etc. 


Pumps 
1—16”x12”x12” Knowles Duplex Dbl. Acting Fire 


Pump. 

- = 8”x12” Smith-Vaile Duplex Dbl. Acting Fire 
ump. 

ae 6”x12” Smith-Vaile Duplex Dbl. Acting Boiler 
eed. 

a Smith-Vaile Duplex Dbl. Acting Boiler 


eed. 
1—414"x3%"x4” Worthington Boiler Feed. 
1—3”x1%"x3” No. 1 Reilley Boiler Feed. 


Miscellaneous 


1—Bullock 156 Amp. 240 volt D. C. Generator with 
switchboard and instruments. 
1—Flory Hoist 7”x10” D. C. D. D. with boiler. 
1—Flory Hoist 64”x8” D. 0. D. D. with boiler. 
1—Lidgerwood No. 99 Overhead Cableway Skidder. 
1—16-ton Porter standard gauge Locomotive. 
119—ttons 45-lb. Relaying Rail. 
115—tons 60-lb. Relaying Rail. 


JEANERETTE LUMBER & SHINGLE CO., LTD., 
Jeanerette, Louisiana. 





FOR SALE—ONE 8’ ALLIS CHALMERS 
Right hand band mill, excellent condition with all neces- 
sary equipment for complete operating unit, including 
power plant. Price $5,000. 

SPICBH RUN LUMBER O0., Locust, W. Va. 





MUST BE MOVED 


—Prices named for immediate sale— 
Delivery—f. o. b. Warsaw, Indiana. 


BAND MILL 
One—7’ Sinker-Davis ‘‘Hoosier’’ Band Sawmill; 
Right hand; splits 54” log; weight 19,000 Ibs. 
One—18’ Sinker-Davis 3-Block Carriage; 
With 14’ Single Block Trailer. 


One—Soule Steam Feed—with Wire Rope Drive. 
Completely equipped in every way— 


DRE Sistas 061046 56455.000 0100 0000806000% $800.00 
One—Hill Steam Log Stop and Loader.......... 75.00 
One—Hill Oscillating Steam Nigger............. 100.00 


One—Train of 8—12x24 Live Rolls; 
Angle gear drive; cast iron stands; 


RRA A NEES PRs Ree ere 100.00 
One—Log Haul-Up Rig—With track............. 50.00 
One—48” Sinker-Davis 3-Saw Edger; 

SEEN ARNE PELE AR REY geen ar ree 200.00 
One—18’ Tower 2-Saw Trimmer.............se+. 150.00 
One—8” Rich Band Saw Sharpener............... 50.00 ~ 
One—8” Rich Saw Stretcher...... osbbd dos needeee 30.00 


ACT QUICK TO SECURED THESD BARGAINS 


WAYNE MAOHINERY COMPANY, 
Fort Wayne, Indiana. 





FOR SALE 
Portable tie and lumber mill, International gasoline en- 
gine. In good running condition. Immediate delivery. 
HOLT LUMBER CO., Oconto, Wis. 





NOW IS THE TIME 


In this day of rapid transportation, when everything 
connected with American business is going at a rapid 
pace, the men in the lumber business must keep abreast 
of the times and be fully prepared to take advantage of 
every opportunity that presents itself. 


If you are putting in some new machinery and taking 
out some old machinery, sell it to some one who can 
use it. Don’t let it stand out in the rain and rust and 
depreciate into nothing. 


AMERICAN LUMBERMAN, 
431 S. Dearborn St., Ohicago, Ill. 





FOR SALE—6 FT. WHELAND BAND MILL 


Complete from engine to slab burner; 2 
Casey-Hedges 80 horsepower boilers, 
steel settings; entire outfit brand new 
less than a year ago. Also 4 miles 30 
lb. steel rail; 12 standard gauge Kilby 
logging cars and 15 ton Shay locomo- 
tive; 16 head good mules; 12 head good 
oxen; wagons, carts and logging tools. 
Moore dry kiln. The sawmill is a 
cracker-jack outfit. Account being cut 
out this material will be available Jan- 
uary 15th. Also will have planing mill 
for sale about April. Address the 


NORTH PERRY LUMBER CO., 
Marion, Alabama. 





BAND MILL AND ALL UNITS 
FOR 4 PRICED AT $5000.00 
A BARGAIN 
Terms to ae. aX. or might take part lumber 
in payment. Equipment consists of log haul up, 8 ft. 
band mill, 3-block carriage, steam feed, Hill steam nig- 
ger and log loader, 4-saw edger, 2-saw shift lumber trim- 
mer, one 4-ft. wood slasher, one 16” wood slasher, one 
M & M No. 5 hog, belts, shafting, lumber buggies, 
wood wagon, filing room machinery, several good 9 to 
10” band saws and change of circular saws for all ma- 
chines, engines, boilers, steam pumps, etc. All in 
serviceable condition. Correspondence and inspection 
Address 
FRENCH LUMBER & MFG. CO., 
Battle Creek, Michigan. 


BERLIN 94—15”X6” PLANER & MATCHER 
Newman 97—24”x8” Planer and Matcher. 
Whitney 30x7 Double Surfacer, square heads. 
American 51—30x8 Double Surfacer, square heads. 
Whitney 26x7 Single Surfacer, sq. hd., sec. roll. 
Falls 30” Facing Planer, B. B. round cyl. 
Fay & Egan 42” Band Resaw. American 48” Band Re- 

saw. 
Woods 107—15x6 Inside Moulder. 
Rogers 10x6 Inside Moulder. 
Hundreds of others in stock. What do you need? 
Sold—‘‘As Is’’—Reconditioned—Guaranteed Rebuilt. 

WM. H. FIELD CO., 
329 Dorchester Ave., Boston, Mass. 


FOR SALE—SAW MILL. MACHINERY 
Will sell it as a whole or in part, and if the party will 
take it all, we will sell it at a ridiculously low price, 
as it has got to be moved not later than February Ist. 
Have log haul and chain, kickers, nigger, 8 ft. Garland 
left-hand band mill, carriage, steam feed, edger, trim- 
mer, slasher, carrier chains, sprocket wheels, filing 
machinery. We also have planing mill machinery, big 
planers, band saws, rips, etc. First come, first served. 
Address “R. 20,’ care American Lumberman. 


FOR SALE—COMPLETE BAND MILL 
One R. H. 8-ft. band mill complete with all belts, etc. 
Equipment modern; twin engine, 3 72x18 boilers, steel 
casing 60-ft. stack. Refuse burner with conveyor. Lum- 
ber buggies, fire pump. All machinery run only short 
time, equal to new; frame bolted, easily dismantled for 
reuse. Located on L. & N. Price less than one-fourth 


cost. 
HENSLEY BROTHERS, Belle Point, Ky. 


invited. 














WHY WAIT WHEN YOU WANT SOMETHING? 


When you want a new stock of lumber or shingles, new 
or second-hand machinery, engines, boilers; electrical 
machinery, locomotives, cars, rails, business opportunity, 
timber and timber lands, or anything used in the lum- 
ber industry, you can get it at a small cost by advertis- 
ing in the ‘‘Want-Columns” of the AMERICAN LUM- 
BERMAN, Manhattan Building, Chicago, Ill. 





WICKES GANG FOR SALE 
One number ten Wickes belt-driven gang, twenty-inch 
stroke, steam press rolls. In first-class condition and is 
now clean and ready for shipment. MHere’s a bargain 
for someone. 
Address “S$, 119,’’ care American Lumberman. 


1—35 TON SHAY LOCOMOTIVE, STD. GA. 
1 log loader, American Model C. 
4 miles 35 lb. relay rail. 
1 resaw, McDonough, 62” horizontal. 
EDGAR LUMBER CO., Wesson, Ark. 


FOR SALE. ONE BRAND NEW 
Van Atta No. 3284 hydraulic lumber lift, capacity 15-ton, 
never used. Bargain. CASWELL-RUNYAN COMPANY, 
Huntington, Indiana. 


FOR SALE—HOLMES 24” DOUBLE HEAD 
Variable feed planer in fine condition; will consider 
small jointer as part payment. O. D. Y MFG. CO., 
2050 Elmwood Ave., Buffalo, N. Y¥ 

ONE HEILMAN SAW MILL WITH 
Dust blower, Atkins cut off saw, 20 H.P. Case Engine, 
all belts and saws, ready to work. Cheap for cash. 
E. C. LOVELLETTH, Mt. Carmel, | Ill. 
FOR SALE—ONE FOUR SIDE VICTORY Y PLANER 
bee -four inch, in first class condition, with blower 
and pipe 
Address 




















“B, 101," care American Lumberman. 


6’ SDOWSES. — ._— in 
carriage, gan: er, mmer, ng equipm 
oe oe W. x. WRIGHT, Rutherfordton, 0. 
FOR SALE 
100-125 thousand engaotty circular, 
plete. Five years old, in A-1 condition. 


imme OOK MOORE CO., LTD., Westlake, Louisiana. 








ang sawmill com- 
Can deliver 
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FOR SALE 
WINDOW FRAME MACHINERY 


1 Smith & Phillips pocket and pulley machine. 
1 Enterprise pocket cutter. 
WHITE PINE SASH CO., 
Spokane, Wash. 





RAILS, ALL SECTIONS 
New and relaying rail, log cars and bridge girders, 


spikes, bolts; attractive prices quoted; 

trally located. M. K. FRANK, 
Park Row Bldg., New York, N. Y. 
Union Trust Bldg. , Pittsburgh, Pa. 


1000 TONS 60-LB. CHOICE RELAYERS 
Also other weights. 
Locomotives, cars and equipment. 

ZELNICKER in St. Louis. 
6’S—70’S—s0’S—90’S—100 LB. 

Steel rails and splices, frogs, switches, spikes, bolts, tle 
plates. Service—quality—price. 

E. 0. SHERWOOD, 50 Church St., New York. 


material cen- 











RELAYING 40 LB. AND 60 LB. RAILS 
Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all weights. 
Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 419 Wood St., Pittsburgh, Pa. 











FOR SALE—ENGINES 
1—100 H-P Greenwald Engine with 14” Dia. x 36” head 
and fly wheel pulley. 
1—75 H-P Hamilton-Corliss Engine with 12x36 head, 
flywheel, jackshaft and belt. 
1—18 KW 900 R.P.M. Crocker wheeler type CCD size 
201 Generator 144 Amp 125 Volt D.C. 
THE KIRK & BLUM MANUFACTURING CO., 
2900 Spring Grove Ave., 
Cincinnati, O. 





FOR SALE 
CORLISS ENGINE BARGAINS. 


1—28x42 Hamilton, 1 right hand, heavy duty with extra 


heavy wheel 16” diam. x 37” face. 

1—24x42 Filer & Stowell, left hand, heavy duty, with 
15’ wheel for rope drive. 

1—18x42 Hamilton, left hand, heavy duty with wheel 
14’ diam. x 29” face. 

1—18x36 Allis-Chalmers, right hand, heavy duty with 


wheel 12’ diam. x 35” face. Also boilers, generators, 
motors, turbines and engines of all types. 

THE RANDLE MACHINERY CO., 

1820 Powers St., Cincinnati, Ohio. 





FOR SALE 
18x24” Atlas slide valve engine with Prescott balanced 
valve, new cylinder in 1924, 10’ flywheel, 24” face, 8” 
crankshaft, in good running condition. 
MENOMINEE BAY SHORE LUMBER COMPANY, 
Soperton, Wisconsin. 





aptaloo bs 


fordale 


spite) 
gag iors 


FOR SALE—FACTORY REBUILT ENGINES 
1—30x48” Left Hand ‘‘Hardie-Tynes’’ Heavy Duty Oor- 
liss, Wheel 18 ft. diam. x 60” Face. 
1—30x42” Left Hand “Birmingham Machine & Foundry 
Co.’’ Heavy Duty Corliss, Wheel 16 ft. Diam. x 53” 


Face. 
1—28x54” Right Hand “St. Louis’’ rary Girder Frame 
Corliss, Wheel 20 ft. Diam. x 44” 
1—22x48” Left Hand ‘‘Hardie-Tynes’’ moe Heavy Gir- 
der Frame Corliss, Wheel 16 ft. Diam. x 26” Face. 
1—20x30” Right Hand ‘‘Hardie-Tynes’’ Heavy Duty Im- 
perial Corliss, Wheel 12 ft. Diam. x 30” Face. 
1—20x30” Right Hand ‘‘Nordberg’’ Heavy Duty Cor- 
liss, Wheel 12 ft. Diam. x 30” Face. 
1—18x42” Right Hand ‘‘Hardie-Tynes’’ Extra Heavy 
Girder Frame Corliss, Wheel 12 ft. Diam. x 25” Face. 
1—18x42” Left Hand “Birmingham Machine & Foundry 
Son ’* Heavy Duty Corliss, Wheel 14 ft. Diam. x 25” 
1—16x42” Right Hand ‘‘Murray’’ Girder Frame Corliss, 
Wheel 16 ft. Piam. x 19” Face. 
1—14x36” Right Hand ‘Hardie-Tynes’’ Girder Frame 
Corliss, Wheel 10 ft. Diam. x 19” Face. 
1—19x18” Right Hand ‘‘Atlas’’ Automatic Heavy Duty 
Slide Valve, fully enclosed Splash Lubricated Type, 
Wheel 9 ft. Diam x 20” Face. 
1—14x16” Right Hand ‘‘Hardie- Tynes” Heavy Baty Bal- 
anced Slide Valve, Wheel 84” Diam. x 16” Fac 
1—150 K. V. A. 2300 Volt, 3-Phase, General Electric, 
Alternating Current Generator with self contained 
Exciter. Belt Driven type, with pulleys 28”x25” 
Face, Speed 600 r.p.m 
5—72”x18” Return ‘Tubular Boilers, complete with 
fronts, grates and fittings. 
1—‘‘Worthington’’ Boiler Feed Water Heater. 
2—‘‘Worthington’’ Duplex Boiler Feed Pumps 9” & 
54%4”x10”. Practically new. 
5—Steam Separators. 
A quantity of used Steam and Exhaust Piping with 
fittings. Good condition. 
The above listed engines have been completely rebuilt 
in our rere = for every practical purpose we consider 
as good as 
BIRMINGHAM ENGINE & MACHINERY 
ey ATION, 
0. Box 1609,” 
ueiedinan Alabama. 


ENGINES. 

1—9x24, 11x24, 12x36, 18x36, 22x42, 
24x36, 22x48, 24x48, 28x60 all 
heavy duty Corliss. 

1—50 hp., 75 hp. High Speed. 

GENERATORS. 

1—150 kw., 200 kw. alternating 
current, direct connected to 
Engines. 

1—40 kw., 75, 150, 450 direct 
current, direct connected to 
Engines. 

1—-75 kw.,. 150, 200, 250, 400 
direct connected to Engines. 

BOILERS. 

1-150 hp. Returned Tubular. 

Vertical and Fire Box types, 

from 10 to 100 hp. 

1500) NEW AMERICAN TACKLE BLOCKS, 
single, double, triple and quadruple, 
und snatch Blocks, at one-half price. 
MERTES MACHINERY COMPANY, 
246—Oregon St., 
Milwaukee, Wis. 











FOR SALE 
One horizontal slide valve engine, 5” bore, 8” stroke, 
Detroit lubricator. 
Address “B. 105,’’ care American Lumberman. 





ATTENTION, MILL OPERATORS 
An 86-foot horizontal boom swing crane, one-ton capac- 
ity at end of boom. Crane has been taken down. Ad- 
dress WALESBY CONSTRUCTION O©O., Tacoma, Wash. 





WANT TO SELL LOGGING EQUIPMENT 


You can sell used locomotives, cars, rails, log loaders, 
skidders, donkey engines or anything used in logging by 
advertising in the For Sale department. Advertise now. 
AMERICAN LUMBERMAN, 431 S. Dearborn St., Chi- 
cago, Ill. 
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LOCOMOTIVES FOR SALE. 
1—54 ton Lima Prairie type 2-6-2, built 1916, new fire. 
box, Walschaert valve gear, 260 Ibs. steam. 
2—62-ton American type 2-6-0 Moguls, built 1906-7, 189 
lbs. steam. 
2—53-ton Heisler geared locomotives, built 1923, 209 Ibs. 
steam. 
1—90-ton three truck Shay geared locomotive, built 1914, 
200 lbs. steam. 
———, modern locomotive cranes of leading makes 
n st 
BIRMINGHAM RAIL & LOCOMOTIVE Co., 
Birmingham, Ala. 








GEORGIA CAR AND LOCOMOTIVE COMPANY 
Offices and Works, Atlanta, Georgia. 


Rebuilt Railroad Equipment. 
Locomotives—Cars—Coaches. 
Standard Trucks for Logging. 


Repair Parts for Cars and Locomotives, 





FOR SALE 
25-Ton. 42” Gage Climax 
Rebuilt: Good condition 
Also 36” Gage 25-Ton Climax 
’, A. PECKHAM, 
LOCK BOX 2, Latonia, Ky. 


FOR SALE 
Shay geared 30 ton locomotive, 160 Ib. boiler, A-1 shape, 
Wis. delivery. 
Flat cars—i19 40 ton, 36 ft., 8 sill, A-1 shape, Minn. 
delivery. 
A. V. KONSBERG, 312 S. Clark St., Chicago. 


ONE STANDARD GAUGE 70 TON THREE TRUCK 
“Climax’’ locomotive, built new 1920, 200 Ibs. steam 
pressure. Excellent conditions. SPICH RUN LUMBER 
COMPANY, Locust, Pocahontas County, W. Va. 











FOR SALE 
One (1) 28 ton Lima Shay geared locomotive, rebuilt. 
TOMAHAWK STEEL & IRON WORKS, 
Tomahawk, Wis. 





MOTOR TRUCKS AND TRACTORS 
Sold by using the classified department. If you want to 
sell or want to buy, insert an advertisement in the 
**‘Wanted and For Sale Department’’ of the AMERICAN 
LUMBERMAN, Manhattan Building, Chicago, II. 








Ass'n Rule <a. | 


National Hardwood 
Lbr. 








FT. SMITH LUMBER CO. 


PLAINVIEW, ARK. 
Manufacturers 


“eit Shat Lar Yellow Pine 






























BOLINDERS COMPANY, Inc., *NewYor« crry 


BOLINDERS 
GANGS 


HIGH SPEED — LONG STROKE 


For cutting round logs, cants or 
flitches. Bolinder Gangs produce bet- 
ter lumber with less saw kerf at high 
rate of feed. Made of finest Swedish 
material. Thousands in operation all 
over the world. 


Descriptive circulars upon request. 

















REBUILT EQUIPMENT 


WE BUY, SELL, RENT OR EXCHANGE 


LOCOMOTIVES 


We have over Fifty Modern Locomotives in Stock Com- 
pletely Rebuilt in our own shops. In strictly first class con- 
dition, ready immediate shipment, 7 to 100 tons, all types, 
Rod and Geared, Narrow and Standard Gauge. 


LOCOMOTIVE CRANES, RAILROAD 
DITCHERS, CARS, COACHES, ETC. 
STEAM SHOVELS, STEEL RAILS. 


SOUTHERN IRON & EQUIPMENT CO. 
ATLANTA, Est. 1889 GA. 
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Prevent Fire 
From Sparks 


Equip your mill stacks, 
locomotives, donkey loaders, 
skidders, etc. with South 
Bend Spark Arresters. Sold 
under guarantee to work 
satisfactorily or money back. 





Write for catalog. 


South Bend 
Spark Arrester 


Company, 


Western Branch: SOUTH BEND, 
Portland, Ore. IND. 











Once Used. Always Used 


£oPh PP Hh = = 
RP Smee 
Zbl 37-788 


OUR BOARD RULES are ular with lum- 
bermen who appreciate a Suk = and _ well 
made article. e make B RULES to 
measure any length and aoe of lumber, 
and LOG RULES with any scale, diameter or 
length measurements desired. Write for cata- 
» log describing our complete line. 


1s '%. a ef 16 49--105 
P+. fara oe ae 

* ite SoS .2 6 ss 2" 
AM ASH, Shr. O 1258-5 


| Even and Odd Length Rule 
Cleveland Rule Co., “sii 

















Lbr. Ass'n Rule 





National Hardwood 











BRASS & ae 


-| ALUMINUM | 
ad he ae Qa IY Zour Catalogue P yo 


W.W.WILCOX MFG. CO. 
564 5 72 WRand« »Iph Sz. Le 
CHICAGO ae 








HOFIUS STEEL & EQPT. CO. 
SEATTLE, WASHINGTON 
Northwest Headquarters for 

Locomotives, Cars, Cranes, Shovels 

New & Relay Rail Track Material 


Repairing and Rebuilding of all kinds. 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAGO 














5 ton, 135 ft. span, 3 motor, 
lattice girder Milwaukee 
Crane, installed at John 
Dower Lumber Co., Ta- 
coma, Wash. A super-crane 
of this type demands con- 
summate skill in design and 
construction. 





A SYMBOL OF 
SERVICE 


Some Representative 
Milwaukee installations: 


Long-Bell Lumber Co., 
Longview, Wash. 
John Dower Lumber Co., 
Tacoma, Wash. 
Booth-Kelly Lumber Co., 
Wendling, Ore. 
Vaughan Lumber Co., 
Houston, Texas. 
Sears, Roebuck & Co., 
Port Newark, N. J. 
The Whitney Co., 
Garibaldi, Oregon 
Owen Oregon Lumber Co., 
Medford, Oregon 
Hammond Cedar Co., 
Port Hammond, B. C. 


Transfer car conveying 
lumber from dry kilns 
at Long-Bell Lumber 
Co., Longview, Wash. 








waukee Crane a 


stalled at this mill. 


If It’s An Overhead Handling 
Problem Consult Milwaukee 


If you are anxious to take advantage of the speed 
and economy of overhead handling, but find some 
knotty problems in making an installation, feel 
free to use our engineering service. 


Our staff of engineers is experienced and familiar 
with lumber handling problems and our Pacific 
Coast representatives, “right on the job”, can be 


of great assistance 


On any overhead handling problem, consult 
“Milwaukee”—no obligation involved. 


Milwaukee Electric Crane & Mfg. Corp. 
MILWAUKEE, WISCONSIN 
Pacific Coast Representatives: 


R. &. MORSE, 
1014 Porter Bldg., 


Cant Handling Mil- 


Long- Bell Lumber 
Co., Longview, Wash. 
One of sixteen Mil- 
waukee Cranes _in- 















t 


to you. 


S. G. HENES, 


75 Fremont St. . 
Portland, Ore. San Francisco, Calif Los Angeles, Cailf. 


BRITISH COLUMBIA 


Vancouver Machinery Depot, Ltd. 


Monorail Hoist at 

Booth-Kelly Lum- 

ber Co., Wendling, 
Ore. 


Vancouver, B. C 















Milwaukee Crane at 
Booth-Kelly Lumber 
Co., Wendling, Ore. 


S. G. HENES, 
1418 Sante Fe Ave. 


1155 Sixth Ave. West 





Monorail Hoist at 
Long - Bell Lumber 
Co., Longview, 
Wash. 


















For Every 
Class of 
Work—a 


Vulcan 
Vulcan Iron Works 


WILKES-BARRE, PA. 
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The alphabetical letters following a firm name in this index refer to its other classi- 
fications as indicated by the similarly lettered headings, 








A—NORTHERN PINE 
B—SPRUCE 


C—HEMLOCK 


Amer. Lbr. & Mfg. Co. .aceijk 
Babeock Lbr. ... .abcegiko 


Elias & Brother, G.. 
Forest Lumber Co...... acik 
Foster-Latimer Lbr. Co. a 
Hales Timber Co., Inc.. 
Hettler Lbr. Co., H. H. sdell 
Hines Lbr. Co., Edw. ‘seshlis 
Hines Hardwood & 6 Sa 
Co,, Edward............ 
Jackson & Tindle, Inc. sedi 
Kneeland-McLurg Lbr. Co.cij 
Mershon, Eddy, Parker Co. 
REL IE AT ach2im(1) 


wyer Goodman Lbr. Co.acij 
Sharia, Cepuater & ore 
a0 


suck Lumber Go..|...... ci 98 


Thunder Lake Lumber Co. .ai 
Virginia & Rainy Lake Co. abk 
Von Platen-Fox Co....... aci 


c 
Wells Lbr. Co., J. W..... acij 
vest Penn Lbr.Co... |. ace} 


—_ - 33 


Wheeler &D mbury.. 
White Star Lbr. Co *odebt-2 2 
orman Lbr. Co.aci 


Wisconsin L. & Lbr. Co.acdijs 38 


Wisconsin-Michigan Lbr. Co. 


abi 
Wistar, Underhill & Nixon. aci 120 


Worcester Co., C.H..... 
Yawkey-Bissell Lbr. Co... 


O—CEDAR POSTS AND POLES 


D-1—FIR PILING 


0-2—WESTERN CEDAR POSTS 


Anderson Lumber Co., H. J. 
Ee di-2h1-7m 
Hales Timber Co., Inc. . .acdi 
Hettler Lbr. Co., H. H. acdeij 
McCormick Lbr. Co., ht R. 


Lbr. Co., The...... abedijs 
Tacoma Lumbermen’s Club 
srictbndiba menace d2hm(!)nos 
Weyerhaeuser Sales Co...... 


D-3—~AROMATIC RED CEDAR 


Bartholomew Hardwood Co., 


idderhaaneendeanic d3ij 73 


Bradley Lumber Co. of Ark, 


Omen eeeee 


E-I—ARKANSAS SOFT PINE 


Caddo River Lbr. Co. . .c-eli 
Dierks Lbr. & Coal Co. 
Wisconsin & Arkansas Lumber 


rn8S 


o nm @ 


ij 
ci 11 


. d2eh1-2-4-503 32-33 
Wisconsin L. & Lbr. Co.acdijz 38 


E—SOUTHERN YELLOW 





Classified Index 
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Coale Lumber Co., Siediket 234 ere me Company os 65 . .ijs 
pS o1- oster- r Lbr. 
PINE Collins Lumber Co., C. C.. Grand Rapids Trust Co 79 
Cook Lumber Co. E. L.....i Grand Raps rat Co 38 
F—CYPRESS Bere re Oba! [Belge Lambe Gy 
Holt Hardwood Co......... 
Ti icmcdtacentnaeead 82|Hudson Hardwood Flooring 
Adams Banks Lbr. Co., The.e ' East J Lbr. Co... _ % Steere: 
Alger-Sullivan Lbr.Co.....e 80/9—NORTH CAROLINA PINE/Vanlandingham Lumber Co. * |niiss & Brother, eee 16| JeromeHardwoodi.br.Co-a3fi 
Ig ecccccecccccoscs abede $0 Em * Forestry Co 4 38 Kneeland-Bigelow Co y 
cg cog > Sapo Waitelibe.Co.LB-hi-t-4ols 8815 2) prea, Ube. Co.....atic — |Reecland-Melarg Lhe. Ga} 
Amer. Lbr. & Mfg. Co.aceijk 76) Atlantic Lumber Co.......gi 16 Wendling-NathanCo a : oe 2s ijs _|Long-Bell Lumber Com 
Angelina County Lbr.Co...e 14|Babeoek Lbr. Co...abcegiko | West Coast Lbr. Bureau Forest Lumber Co....... ae. 0 eee ebl-5ijm(1)ol 25 
ty Lie. Co... Wie Mie Co ; West Coast Lumbermen’s ; A 
; Mp BAG. 670... - +2000 & ir Foster-Latimer Lbr. Co. .acij Meadow River Lbr.Co.. . ik 77 
Babcock Lbr.Co....abcegiko | Rijington & Guy, Inc... ..eg 80) Association............ hs 18 a Co..Thea2fi 120|Mitehell Bree Ine’. : 
Boeckeler Lumber Co. .efho3 82) Johneon & Wimeatt........ g 83| Weverhnesoer Sales Ge Hales Timber Co.,Inc...acdi 78|Mowbray & obit’ Li 
Bradley Lumber Co. of Ark. [chustte Co. Wm... 60 70 eve... -ad2ehl-24-6-08 92-38|Hettler Lbr. Co. H. Hacdelj 38 Tone 
eee eeeeerereseeces a2d3ei) Surry ~ Lumber Co.. Inc... ..g 83 White River Lbr. Co.h1-2-4-5s Hives, Deutach, ae 85 ~ ng Coo Co. cl 8 
Bruce Co., E. L........ d3eij Willson Bros. Lbr. Co... .ags White Star Lbr. Co. anes Hines Lbs. Go. Bir it ‘s Lbr. Co., The... “ . abedijs 
Burton-Swarts Cypress Co : a jae Le G6 .. a3 Hines Hardwood & Hemlock Robbins Flooring Co.......j 2 
eae ERE Worth Lum y _ bl ward. ; ‘ 36 ey a ae 
oo Milo, oe et CREOSOTED MATERIAL |Wuichet, Ine..Louis..bot-2-5 99/H¢ige-Hunt | Lambe i} [Tennesse ‘Lbr.& Mie. Go| 
— ~ ‘haga ° Holt Lumber Co........... Pe Vanlandingham Lumber Co. 
Carter-Kelley Lbr. Co...... e Long-Bell bow anaes Homochitto Lhe. Co. . weed Begg" abedehijo # 
Case-Fowler Lbr. Co. .a2efik . ebl-5ijm(1)o Jackson & Tindle, Inc. — 78 a ij 
Cen oe nae ke Co. .ehl Tacoma Lumberman’s Club JeromeHardwoodLbr.Co.a2fij Wells Lumber Co., J. W. -acij 
tra oke Co. .¢ O—WESTERN PINES I.M.. W. Michigan Flooring Co...j 38 
ee ee ge EE ge ee .d2hm(1)nos Jones Lumber Co., 
Chicago Lumber Sales Co. Kirby Lumber Co......... ci Wisconsin L. & Lbr.Co.acdijs 38 
edewieweeueinen d2eh1-3s 1—Catifornia White Pine Kneeland- Bigelow Co. 4 3 Wistar, Underhill & Nixon.acj 120 
Cummer Cypress Co....... f 80 bai eeland-McLurg Lbr. i 
Dantzler Allied Mills...e | |H—PACIFIC COAST woops nie nec eg a siclaas Lis. Co. Beg. -} 0 
; eeeceee . losa Pine ow iilver ee 
rg ge — —_ 1—Fir 2—Red Cedar 4—Idaho White Pine Nasty a Miller... .i 18 ‘edits 
press Co., Ltd.......... t Redwood = Spruce 5—Arizona White Pine os Nilaemeascarealeg ijk 
Dierks Lbr.& Coal Co. . .e-eli 5—Western Hemlock 6—Western Larch Nataibany Ube. Go, 7 soci Amer. Lbr. & Mfg. Co.aceijk 76 
Eastman, Gardiner & Co. ..e 6—Cargo Mills Nichole & Cox Lbr. Co... i 62) Babcock Lbr io gjabeegiko . 
— Northwestern e Case-Fowler Lbr 1 
Enochs Bros..........++.. . 7—Port Orford Cedar | Algoma ate Cising Oe éo, Lbr. Co, The..--abedijs | Faust Bros. Lbr. Co... -a2ik 
Finkbine Lumber Company.e Lember & Shinale C .h103 NR i Homochitto Lbr. Co... .a2eik 
Ft. Smith Lbr. Co......... e 106|Acme Lum Ne ott vs Boeckeler Lumber Gs; fies Pardee & Curtin Lbr.Co.....i 120 Mesto & Robinson ie. 
Frost Lbr. Industries, Inc. . Albion Lumber Co........ h3 rooks-Scanion Lbr Peavy-Byrnes Lbr. ie 4 weeps 
Gilchrist-Fordney Co...... ® Anaconda Copper Mining Oc Oe. Cady Lumber Corporation 05 Pickrel Walnut Co......... i hi ginia & Rainy —~ Co. abk 18 
22 California White & Sugar Pine Rib Leke Lawhber Co....... j eager Lbr eee: i 
Great Southern Lbr. Co. ...¢ ae ee Sane bias H _ Manufacturers’ Assoc..o1-2 A matey me lg ai 78 Young Lbr. Co., Bedna..a2ik 82 
Goagutean Been, Comuene..f . ae oa . 13 Shi-7m California Sugar & White — Sawyer Goodman Lbr.Co ci fe 
Gulf Red Cypress Co....... f B C Spruce Mills, ‘limited. M Wiest. 8s An Stack Lumber Co......... 
Sasunend the. Ga. hal. «Gomer sashes Soh - ve Chisago Lumber Ca a ns, Standard Hawd. Lbr. <% 16 
e ”~ COON OT eatin, Tansee, fe ale GORE <«eere- e00¢66¢ o6 u! ivan 
Hettler Lbr. Co., H. H.scdeij 38 Bootie kelly br 'Co.,....b1 27] Clover Valley Lamber Cool 89( atk Three... 16 A-2—RED GUM 
Hillyer, Deutsch, Edwards, ant Lbr. Co... Sima) meer oikol 2-34 Sullivan & Co., T.......... e 16 
i athviueneneahcenesl ei 85 Gs ifornia Redw bs Craig Mountain Lbr. Co. .03 Lay & Crate, Ino, vie : 16 
Hines Lbr. Co., Edw. .aceblis | 2 ERR eS wight Lumber Co. The. 01-2 ey see B WhiteMfg.Co.,The.a2i 84 
: h1-5 Thunder Lake Lumber Co.ai reece- g 
Hines Yellow Pine Company, —_|Contenl Goal & Coke Go. sha Prat nee SepplyCoot-2 — Turner-Farber-LoveCompany | Bastman-Gardiner Hardwood 
| REE e 37 Chi © Lumber Co.of Wash, os themed Tecethen Cn Te | terete ete e cee cece MOE TOD] SO. - occ ene secescnes 
Hodge-Hunt Lumber Co epost“ hsmol-2 apres Lamber Co, Tne Weidman-Vogeleang Lumber Retest tate 
| SRY a2d3eij {Chicago Lumber Sales Co Inland Empire Lumber Co. * Lamber Oo.. J. Wacii Homochiiie Lbr. Co... .a2eik 
Homochitto Lbr. Co...a2eik | qouie Larier' Ge -d2eht-3s paemages jhi-108-6 Teeetinmsn tie Gens  [ieumdiitensiietnedll 
. eee oa e um 0., In 
Industrial Lumber Co......¢ 81 abeafghl-ikol 25-4 las Lie. & Bos ?....28 Wisconsin & Lumber __|Turner-Farber-LoveCompany 
Jackson Lumber Co........¢ {Collins Lbr. Co., John D. = climes eh-5ijm(1)ol x sense _ Young Lbr. Co., Bedna. .a2ik 82 
Jackson Lumber Co., E. E..e ey Lbr.Co....... Long Lake Lbr. Co, . hod Co abi 
pip gate Douglas Fir Eaploitation & Lumbermen’sExchange.ho1-2 sie Co 0H 
Jones Lumber Co., J. M...fi Export Co. .-hl-5-6 24]MeGoldrick Lbr. Co... at Worcester Co j 
Yawkey- Bissell 1 Loe Co....0r 11 
Kaul Lumber Co.......... e 4 Bureke Lumber Co. st" McKee Lamber Co., h, Yeager Lhe. Co., Inc......ik 16 
Kirby Lumber Co......... é Pe nies. gta totes Young Lbr.Co., Bedna..avik 82 PLYWOOD 
Long-Bell Lumber Company Fick Gaia Lbr. Co. . ih Pelican Bay Lbr. Co...... ol 
--eh1-5ijm(1)ol 25}Gram Lumber Co....... him _ | Pickering LumberCo.emol-? AND VENEERS 
7) Lene Leaf Yellow Pine Manu- Griswold Lbr. Co., The...h1 87) Polleys Lbr. Co......... 03-6 
facturers Association. oe Codes Co, : — Prendergast on, sie winaiatin oes ‘ ‘ 
et slid “ 
Louisiana Red Cypress Bu- | #ammond Lum "bi-3-501- Red River Lor Cohhim(Qo1-2 Tbr Con The atedijs 
Se cikisacatonehe ate: A Nieder Lbr. Ge ts Inc.h 88}Schuette Re ago D MILLS Paid Mut IDeorGacbieaty) 
Lutcher & Moore eee ride Edw. "aceb lis — S Carpenter & eles . a Red River Lbe. Co.bim(1)o1-2 29 
SOR Ms Bi esickavess +2; -80 y 
Lyon Lumber Go. ox| nd Pepe Lae oo; spencer Tbr. Ga. JobarA.. 0 60[Barlett Lb. Ca, W. ©. pndnuee ~~ 
Johnson Lumber Co., C. D. Stoddard Lumber Co. . .. 03 Birch Valley Sa gs re ceece 
Marathon Lumber Co...... e 11 h1-4-5 Waite Lbr.Co..H. B. hi-2-4032 Cherry River Boom & Lumber 
Natalbany Lbr. Co., Ltd...e1 Long-Bell Lumber Company Wendling-Nathan Co. h301-2z | NT See ee bei 
Newman Lb. Co.,J.J.a%eik |, -.-.-....... ehi-Sijm(I)ol 25) Western Pine Manufacterere’  lcroft Lumber Co... .---.. 
tt, ee . ee ee ene | WwW — seuser Seles Co... Delphi Lumber Co....... .. 
Lambermen’s fzchanee.hol-2 eyerhaeuser Sales Co...... D 7” 
Peavy-Byrnes Lbr. Co. ...ei 6|MeCormick Lbr. Co. C. k. .. .ad2eh1-2-4-5-03 32-33| Eakin Lumber Co. oe Z—SHINGLES 
Pickering Eee Ce emake fb vccevcsesccceccsd d2h1-6-0 W inton Lumber Co... h4-o4 24 Meare iver Ut Co. i 7 
Pine Plume Lbr. Co....... e Matias Lea Avs a c a a oe eneiions & on... : : wrth Oe 
Pioneer Lumber Co........ e Mumby Lumber & Shingle Werthenst Lamber Co... Bloedel, Stewart & Welch, 
Powell Lumber Co......... © he -5------- Gbices Pardee & Curtin Lbr.Co....i 120] Limited..........,..... 2 
Roofer Manufacturers’ Clube | Northwest Spruce Co... I—HARDWOODS Wilderness Lumber Co.. ... Cole eet =. iw » 
Seidel Lbr. Co., Julius..eh3j 80] PacificMutualDoorCo. bine Grays Harbor Sales Corpor 
Sipsey Valley Lumber Co...¢ 10] Pacific States Lbr. Co. . .h1-5 L—COTTONWOOD Site anata PT? 
Southern Pine Association. .¢ Peninsula Lumber Co... . . hl Hines Lbr. Co., Edw. tile 
So. Pine Sales Corp....defgks PrendergastCo. The. h1-2-4-503 Allison Lumber Co... .a2eik! Mumby Lumber & Shingle 
: ae Ked Cedar Lbr. Manufacturers Amer. Lbr. & Mfg. Co.aceijk bere ate 28 
Sumter Lumber Co., Inc... .¢ Association . -h? Mesto Lauber t....... gi J—HARDWOOD FLOORING | Northwestern Cooperage & 
Trenton Lumber Co....... e ~~ Co. bin(el-3 Bartholomew Hardwood Co., : . Tgaber Co. The. ibe’Ce 
. . St. Pau a tO Spe i t 'acoma Lbr. 
emnatnrateuicecn O --,h1-2-4-6-9 | Bissell Lamber Co... act Alderman & Sone On.D.W.<i 10)... dita 
wii i." eal Remrice any nec, a Ps on 
o ccccesesesecoes abedehijo 90/Silver Falls Timber Co. _h1-5 Zi, A Berthelomew Hardwood Co., .d2hm(1)nos 
Vernon Parish Lumber Co..e 14/Smith Lumber Co,, R. Breece-WhiteMic.Co.’Thead W} Be. cccccrecccctoocee d3ij} 73) weiteLbr.Co.. H.B.h1-2-4032 88 
Wausau Southern Lbr.Co..e 11| ....-..-..-.. hl-2-8-4-7io Brooks & ness Lbr. Co. . .aci anita Lumber Co., of Ark. Weatherbest Stained Shingle 
Weyerhaeuser Sales Co..... —— i od -_ _ eh E. L.. Libr, re B —- z L a2d3eij __ EP 36 
ullivan Lum! ne., ‘alo Hardwood Lbr. i % 
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Wood Lumber Co., W. C..¢ Thurston-Flavelle, Ltd....h2 26|Cherry River Boom & Lbr. East Jordan Lbr. Co..... 38] White River Lbr Co.h1-2-4-5s 
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